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ANNOUNCING 
A new nhaine in your profit line— 











Multikopy SHURFLAT /ypewriter Carbon 





Now another new product has been added to the 
Webster line to keep you ahead of competition. 
The name — SHUREFLAT. It’s a treated back carbon 
which eliminates curling due to excessive dampness 
or humidity — and it’s got the long-wearing features 
of the MultiKopy line. 

You can safely challenge your customers to com- 
pare it with any other brand. 

Teamed with Micrometric—the only carbon 


paper with the numbered scale — SHURFLAT gives 
Webster dealers the edge all along the line. You 
have extra value to sell your customers — to build 
steady, repeat business. And every prospect is a 
good prospect because you have the goods to win 
a sale. 

If you have not already done so, send today for 
samples of SHURFLAT. They are available at all 
Webster branches. 


F.S. WEBSTER COMPANY 


13 Amherst Street, Cambridge 42, Mass. 
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{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico--one 
year,$2.00;two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50; 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, post 
office or express money or- 
ders, or in American postage 
stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 

{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
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{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. Alli 
accepted manascripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
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ADVERTISEMENTS 





These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. 


A 


Inc. 88 
209 


Acco Products, 
Ace Fastener Corp. 
Acme Bulletin & Dircty. Corp...254 


Acme Staple Co. 254 
Acme Visible Records, Inc. 91 
Adirondack Chair Co. 189 
Agency Paper Co. 53 
Aigner, C. J., Co. 217 
All-Steel-Equip. Co. 132 
Allen Calculators Inc. 198 
Allen & Co. 246 
Allied Metal Products Mfg. 

Co. 164 
Alma Desk Co. 144 
Almac Plastics, Inc. 257 
Amberg File & Index Co. 31 
Amer. Carbon Paper Mfg. Co... 33 
Amer. Hair & Felt Co. 207 
American Map Co., Inc. 241 
Amer. Passbook Co. 252 
Amer. Photo Laboratories 248 
American Writing Paper Corp.234 
Ames Supply Co. A8 
Anderson-Hickey Co., Inc. 185 
Art Metal Construction Co. 173 
Art Steel Sales Corp. 

159, 160, 161, 162 
Associated Stationers Supply 

Co. 210 
Atlas Stencil Files, Inc. 186 
Autocopy, Inc. 224 
Autopoint Co. 227 

B 
Bainbridge, Kimpton & Haupt, 

Inc. 204 
Bankers Box Co. 67 
Barkley, C. L., & Co. 82 
Bates Mfg. Co., The 57 
Beck Duplicator Corp., The 215 
Blaisdell Pencil Co. 248 
Bolens Products Co. 184 
Boorum & Pease Co. 49 
Box J 213 246 
Box X 305 252 
Bright Chair Co. 190 
British Staty. Exporter 249 


Brown, Arthur, & Bro. 84 


Browne-Morse Co. 145 

Buckeye Ribbon & Carbon Co...238 

Business Efficiency Aids 188 

Business Mach. Products Inc... 80 
Cc 


Calculator Equip. Corp. 
Canvas Products Corp. 
Cardinell Corp. 
Century Associated Prod. Co. 
Clarotype Co., The 
Clemco Desk Mfg. 
Codo Mfg. Corp. 
Cole Steel Sales Co. 
Collier-Keyworth Co. 
Colonial Co., The ; 
Columbia Rib. & Car. Mfg. Co. 
Columbia Stee] Equipment Co. 
Commercial Controls Corp. 
Commonwealth Publishing Co. 
Consolidated Bus. Sys., Inc. 


Co. 














through the journal. 


Continental Ink Co. 

Cook, The H. C., Co. 

Cooke & Cobb Co. 

Copy King Corp. of America 
Copy Papers, Inc. 

Corona Typewriter 
Corry-Jamestown Mfg. Corp. 
Cotterman, I. D. 

Cram, The George F., Co. 
Cramer Posture Chair Co. 
C-Thru Ruler Co. 


Cushman & Dennison Mfg. Co. 


DEF 
Daco Card & Index Co. 
Dalton, Wm. J., Adv. 
Darnell Corp., Ltd. 
Davidson Mfg. Corp. 
Dawn Mfg. Corp., Ltd. 
Dayton Stencil Works 
Dick, A. B., Co. 
Diebold Ine. 
Dixon, Jos., Crucible Co. 
Domore Chair Co. 
Doten-Dunton Desk Co. 
Downey, C. L., Co. 
Eaton Paper Corp. 
Ehrlich Upholstery Works 


Engineering Mfg. Co. 
Esterbrook Pen Co. 
Eversharp, Incorporated 
Fair Furniture Co. 
Federal Fibre Corp. 
Feldco Loose Leaf Corp. 
Fritz-Cross Co. 
Fulton Specialty 
G HI 
General Fireproofing Co. 
General Pencil Co. 
Gibbons, Thomas H., & Co. 
Gibson, C. R. & Co. 
Gits Molding Corp. 
Globe-Wernicke Co., The 
Graff, Geo. ie Co. 
Graphic Duplicator Co. 
Gregory Fount-O-Ink Co. 
Guide System & Supply Co. 
Gunlocke, W. H., Chair Co. 
Gunn Furniture Company 
Hall-Welter Co. 
Hanson Scale Co. 
Harding, Milo, Co. 
Harter Corporation 
Herring-Hall-Marvin Safe 
Heyer Corporation, The 
Higgins Ink Co., Ine. 
High Point 
Hoosier Desk Co. 
Hunt, C. Howard, Pen Co. 
Imperial Desk Co. 
Imperial Mfg. Co. 
Imperial Methods 
Indiana Desk Co. 
Ink Specialties Co., 
Int’] Bronze Tablet 


Co. 


Co. 


Inc. 


Co., Ine. 


Invincible Metal Furniture Co. 


JK L 


102, 


Co. 


Bndg. & Chair Co. 


110, 


——s 
a 


WANTS AN. 


The rate for classified advertisements is 
SITUATIONS WANTED 


OFFICE MACHINE MECHANIC 


SEEKS CONNECTION 


with progressive 


dealer. 


care 


his 


Experienced on typewriters, dictating and other types of office equipment. 
Excellent record as service manager. Sales experience. Address J-217, 
Office Appliances, Chicago 6. 

SALESMEN WANTED 
TWO OUTSIDE SALESMEN by a commercial stationer who is expanding 


central 


selling organization. Established many years in the states area. 
Have agency for many leading lines of office furniture and visible. Give 
full particulars as to experience, also reference. Address X-324, care Office 


Appliances, Chicago 6 


WANTED—Experienced retail stationery, office machines and equipment 
salesman. Excellent opportunity in southwestern city with good postwar~fe- 
ture. References exchanged. Address X-323, care Office Appliances, Chi- 
cago 6. 

AAA-1 MANUFACTURER of most complete, fine quality line of hektograph 
and spirit duplicating materials, printed forms and supplies, inked ribbons, 
earbon papers, etc., has territory openings for steady, reliable type of sales- 
men who are workers. New exclusive products have created an unusual on- 
portunity for able representatives. Permanent employment. Excellent earn- 


ings on commission basis with guaranteed drawing account and expenses paid. 


Full credit on all business in 


assigned territory. 
i. -¥ 


Old Town Ribbon & Carbon 


in 


$5,000.00 


to 


care 


and 


Co., Inc., 750 Pacific Street, Brooklyn 17, N. 

SALESMAN FOR COMMERCIAL, county, bank and office supply house 
pacific coast state; excellent opportunity for an aggressive salesman well- 
versed in above lines; guaranteed drawing account of approximately 

a year for salary and expenses against commission; and op »Ortunity 
advance with an old established and growing firm. Address G3 f 
Office Appliances, Chicago 6. 

SALESMAN, INSIDE. experienced in filing systems and equipment, desks 
chairs. Stet experience, age and enclose a recent picture with application. 
Marshall-Jackson Company, 26 So. Clark St., Chicago 


4 


Jasper Desk Co., The 104, 105 
Jasper Office Furniture Co. 

: 100, 101 
Jasper Seating Co. 146 
Johnson Chair Co. 120 
Kahn, David, Inc. 205 
Keep Prices Down 260 


Krunwiede, Elmer & Assoc. 72 
Leopold Co. 

M 
Mailers’ Service & Equip. Co...2 
Manifold Supplies Co. 
Marble, B. L., Chair 
Markilo Co. 
Markwell Mfg. Co. 
Master-vraft Corp. Div. S. W... 55 


Co. 


Meilicke Systems, Inc. 252 
Meilink Steel Safe Co. 187 
Melind, Louis, Co. 201 
Metal Office Furniture Co. 183 
Metal Specialties Mfg. Co. 242 
Meyer & Wenthe, Inc. 61 
Michigan Desk Co. 149 
Midwest Naturlite Co. 216 
Mimeograph, The 21 
Mittag & Volger, Inc. 37 
Mohler, : 254 
Monroe Cale. Machine Co. 219 
Moore Push Pin Co. 254 
Morris, Bert M. 195, 196 
Mutschler Bros. Co. 189 
Myrtle Desk Co. 108, 10) 
N O 

National Blank Book Co. 59 
National Desk Co., Inc. 178 
Neva Clog Products Ine. 65 
New England Woodworking 

0. 136 
New Indiana Chair Co. 178 
Niagara Duplicator Co. 220 
Niemann Inc. 148 
Norta Distributing Co. 244 
Northern States Envelope Co... 64 


Office Furniture Wholesale Dis- 


tributors 185 
Old Town Rib. & Car. Co. 41 
Oxford Filing Supply Co. 78 


PQ 
Pacific Asiatic Factors, Ltd...86, 87 
Pacific Cb. & Ribbon Mfg. Co...203 


Peerless Imperial Co., Inc. 83 
Peerless Steel Equip. Co. 1&9 
Pep Products Co. 246 
Perma-Bilt Equipment Co. 254 
Phillips Process Co., Inc. 234 
Photo Materials Co. 218 
Post, The Frederick, Co. 239 
Pronto File Corp. 62 
Quality Park Envelope Co. 56 
R 

Red Feather Products, Ltd. 47 
Regal Typewriter Co. 48 
Remington Rand, Inc. 45 
Rex-O-Graph Inc. 54 
Ricord Organization 256 

237 


Rite-Line Sales Co., Ine. 





They do, however, offer their services in resolving any disagreements which result from relations astablished 


Rite-Rite Mfg. Co. 254 
Rivet-O Mfg. Co. 252 
Roberts Number Mach. Co. 233 
Roberts, Weldon, Rubber Co.....251 
Rochester Wire-O Binding Co...252 
Rockwell-Barnes Co. 138 
Ross-Gould Company ’ 250 
Royal Metal Mfg. Co., The 133 
Royal Typewriter Co. 29 
Ss 
Santos & Co. 222 
Salz Bros., Inc. 69 
Saxon Paper Products Inc. 81 
Security Steel Equip. Corp. 175 


Sengbusch Self Cl. Inkst’d Co...259 


Service Products Co. 247 
Shallcross Co., The 245 
Shaw-Walker Co. 34, 35 
Sheaffer, W. A., Pen Co. 77 


Sheboygan Chair Co. 163 
Sheppard, C. E., Co. 214 
Shipman-Ward Mfg. 255 
Sikes Co., Inc., The 143 
Sinclair & Valentine Co. 230 
Smead Mfg. Co., Inc., The....89, 90 
Smith, L. C. & Corona Type- 
writers, Inc. 23 
Speed Key Mfg. Co. 254 
Speed-O Print Corp. 51, 52 
Speed Products Co. 63 
Staedtler, 7. S., Inc. 58 
Standard Business Mach. Co.....228 
Starkey Paper & Supply Co. 253 
Stationers Loose Leaf Co. 251 
Stein Bros. Mfg. Co. 235 
Stewart, R. A., & Co. 257 
Storms, H. M., Co. 79 
Sturgis Posture Chair Co. 187 
Superior Type Co. 257 
ae Tl 
Taylor Chair Co. 174 
Technygraph Co., The 230 


Underwood Corporation 
Back Cover 


Union Pencil Co., Inc. 66 
United Autographie Reg. Co.....205 
U. S. Bronze Sign Co. 253 
U. S. Typewr. Rib. Mfg. Co.....229 
U. S. War Bonds 258 
Vail Mfg. Co. 70 
Van Dyke Industries 75 
Victor Adding Machine Co. 23 
Victor Safe & Equip. Co. 191 
i 
Wabash Filing Supplies, Inc. 60 
Wansco Paper Co., Inc. 71 
Warshaw Mfg. Co. 226 
Webster, F. S., Co. 2 
Weis Mfg. Co. 23, 124, 125, 126 
Wells Office Furn. Co. 165 
Westcort Co., The 176 
Wilson Jones Co. R5 
Wonder Lock .... te, ...248 
Wood Office Furn. Institute 
ecan 118, 122 
Woodstock Typewriter Co...197, 244 
Write, Inc. 249 
177 


Yawman and Erbe Mfg. Co. 


) TOR SALE 


ten cents a word, minimum charge $2.00. 


AGGRESSIVE SALESMAN 


knowledge of the retail stationery 


experienced 
business, 


in outside selling and with a complete 
to cover a well developed terri- 


tory with an assured volume of business created through our sixty-one years 


of successful business operations. Must be capable of creating additional 
sales. Give full particulars when you reply. Address X-307, care Office 
Appliances, Chicago 6. 

COMPANY SPECIALIZING in producing precision printed forms for business 


systems, filing supplies and equipment, has openings for several salesmen in 


details of 


New York office. Drawing account against commission. Give full 
experience. Box X-309, care Office Appliances, 100 East 42nd St., New 
norm 17, M. YX. 

SALESMEN FOR PAYROLL and employee records, loose leaf and bound, to 
stationers and department stores, all territories open. Fast moving, repeat 
items. Commission. Box X-310, care Office Appliances, 100 East 42nd St., 
New York 17, N. Y. 


EXECUTIVES WANTED 


STATIONERY STORE 


MANAGER WANTED. 


Capable, experienced store man- 


ager wanted by long established stationer and office outfitter in mid-west city. 


Good salary. All replies confidential. This represents an opportunity for the 
future for a man well versed in the routines of office supply store manage- 
ment. Give full details of your experience in your first letter. Address 


X-322, 


care Office Appliances, Chicago 6. 


WANTED FACTORY REPRESENTATIVE 
BY NATIONALLY KNOWN mid-western manufacturer of office equipment and 


Excellent opportunity. 


supplies. 
sales meetings; evaluate 


to conduct 


Must have experience selling dealers; be able 
markets; 


open up new dealerships. The 


position is full time and permanent. Western Pennsylvania and New York State 


—and Virginia, North Carolina and Maryland territories open. 
details of experience. 


background and 


Give complete 
All letters shall be kept confidential. 


Write X-321, care Office Appliances, Chicago 6. ay 
WANTS AND FOR SALE, Continued page 5 (opposite) 


OFFICE APPLIANCES, 


September, 1945 








WANTS AND FOR SALE, Continued from page 4 (opposite) 
MERCHANDISE MANAGER: Well established Chicago company needs a mer- 
chandise manager. Age 35 to 40, preferably college graduate, at least ten 
years’ experience in retail, wholesale and mail order fields, including buying. 
To be responsible for determining merchandise lines and items, establishing 
proper sources, pricing and gross profit, and inventory control; also assist in 
sales pron ion plans. Salary $7500 to $10,000 plus bonus. Write details 
including photograph to X-305, care Office Appliances, Chicago 6. 

DISTRICT SALES MANAGER to open branch offices in several eastern cities, 
engaging, training and directing salesmen. Must have thorough knowledge of 
business systems and methods. Unusual postwar opportunity to develop with 





rapidly growing organization. Give full details of experience. Box X-314, 
care Office Appliances, 100 East 42nd St., New York 17, N. Y. 
WANTED—ORDER DEPARTMENT HEAD. Man to take charge of our com- 


mercial stationery Order Department. Must be experienced and capable of 
supervising the editing, pricing and filling of customers’ orders and general 
routine. Salary commensurate with ability and experience. Excellent oppor- 
tunity with largest Inland Southern California stationer. Write full details 
to Stockwell & Binney, Box 31, San Bernardino, Calif. 

MANAGER—take charge 
experienced and capable. 
firm. Write, stating 
Appliances, Chicago 6. 


SALESMEN-MECHANICS WANTED 
COMBINATION SALESMAN’ and mechanic wanted to take full charge of office 
machines department in live southwestern city. Underwood agency with new 
modern shop facilities. Good proposition for competent hustler, veteran pre- 
ferred. Clovis Printing Co., Box 590, Clovis, New Mexico. 


MECHANICS AND REPAIRMEN WANTED 
TYPEWRITER AND OFFICE MACHINE MECHANIC: prefer man with excellent 
knowledge of Noiseless typewriter. Excellent salary and plenty of overtime. 
Ideal working conditions with advancement. Will consider combination sales 
and service page nage S References exchanged. Write for full information. 
Address X-311, care Office Appliances, Chicago 6. 
TYPEWRITER AND ADDING MACHINE MECHANIC wanted by well established 
dealer. Ple nty of work, good wages, must be experienced, capable, sober. 
Send complete information to Pontiac Typewriter Exchange, 52 Wayne Street, 
Pontiac 15, Michigan. 
A DIRECTOR OF SERVICE IS NEEDED by oldest and largest office machine 
dealer operating several branches in far western territory. Have factory agen- 
cies for all leading types of new office machines, also merchandising all types 
of used office machines and new office furniture. This is an opportunity of a 
lifetime for a man of good balanced judgment, capable of absorbing and dis- 
pensing complete mechanical information on all service needs and instructing 
and developing new mechanics, capable of organizing for post war business, 
particularly the art of selling service. Liberal salary in line with responsi- 
bilities to man fully qualified. State fully your experience and general 
qualifications. Enclose recent photo. All applications strictly confidential. 
Address X-320, care Office Appliances, Chicago 6. 
FORTY YEAR OLD WEST-COAST office machine dealer needs expert cash 
register mechanic. Permanent position. Up to $350 per month, plus bonus. 
Write X-318, care Office Appliances, Chicago 6. 
WANTED—Adding Machine Mechanic 
20,000 population. Ideal place to live. 
Chicago 6. 
WANTED: A-1 TYPEWRITER and adding machine mechanic. Southern Cali- 
fornia. Permanent position for reliable and thoroughly experienced repair man. 
Good pay. Give full particulars in reply. Address X-326, care Office 
Appliances, Chicago 6. 
SAN FRANCISCO DEALER wants expert mechanic on all styles of Burroughs 
machines with the ability to learn to repair other makes. Salary $300 per 
month plus annual bonus. Address X-325, care Office Appliances, Chicago 6. 
MECHANIC FOR NIAGARA Duplicators, typewriters and adding machines 
Ideal working conditions, highest income, permanent. Correspondence invited, 
confidential. Lamont Office Equipment Co., 1544 Broadway, Detroit 26, 
Mich. 


Office Supplies Dept. in Kansas City, Mo. Must be 
Right man will be given opportunity to buy into 
salary expected and so forth. Address X-313, Office 





wanted by Dealer in an Ohio city of 
Write X-327, care Office Appliances, 


WANTED—Married man as salesman and repairman for. Remington-Rand 
sales agency in Alaska. Permanent work with a future; some traveling. Give 
full particulars in first letter. Lange’s, East Anchorage, Alaska. 


WANTED—tTypewriter and 
years, have Royal Agency. 
Huron, Michigan. sa 
EXPERIENCED TYPEWRITER AND ADDING MACHINE Mechanic, good salary, 
pleasant working conditions in a modern shop. Flake Typewriter Co., 45 2nd 
St., Yuma, Arizona. P : 

WANTED TYPEWRITER MECHANIC: All makes. 
manent job for right man. Eastern Illinois. 
Appliances, Chicago 6. : 
WANTED—L. C. Smith 
chance to make more. 
Typewriter Service Company, 206 E. Monroe St., 


REPRESENTATIVES WANTED 

EXCLUSIVE TERRITORY OPEN TO FACTORY REPRESENTATIVES handling 
high class lines of Stationery, Office Supplies or Gift items sold in Retail 
Stores. ATTRACTIVE COMMISSIONS paid monthly. PRODUCT HAS ABSO- 
LUTELY NO COMPETITION and has been on market for number of years. It 
is attractive. It is fairly priced. It carries Unlimited Guarantee to the user. 
It is Nationally Advertised. Free Dealer Helps. Each Sale Creates Never- 
ending Chain of Repeat Business, on which Representatives get full commis- 
sion. OPEN TERRITORY . Entire New England States . . All Eastern 
Seaboard States outside Metropolitan New York... All Southern and South- 
western States. If interested write, giving names of manufacturers you now 
represent, territory covered and frequency of coverage. All replies will be 
kept confidential and your present connections will not be contacted without 
your approval. Address: X-312, care Office Appliances, Chicago 6. 

REPRESENTATIVES WANTED—following leather goods, dept. stores or sta- 
tioners, camera stores, gift shops. Saleable line with some virgin territory 
open. Give details. Box X-319, care Office Appliances, Chicago 6. 


EXPORT REPRESENTATIVES WANTED 


IF YOU ARE AN EXPERIENCED VISIBLE SYSTEMS man, and can speak Span- 
ish, there is a wonderful opportunity for you here. We have obtained exclu- 
sive franchise for nationally known U. S. mfgr. and want capable man to head 
up our visible systems division. Substantial salary plus commission. We are 
a well established progressive organization, with branch offices, covering 
every phase of the office equipment industry. Write fully and enclose snap- 
shot. Your reply will be held confidential and will be answered promptly. 
B. Graffman, 67 BIS, Mexico D. F., Mexico. 
REPRESENTATIVES AVAILABLE 
AGENT WANTS LINE of office equipment. Now selling typewriter supplies 
in California to government and corporations. Address J-218, care Office 
Appliances, Chicago 6. 
SALESMAN WITH 10 YEARS’ EXPERIENCE with leading concern in commer- 
cial stationery is making plans to establish himself as manufacturers repre- 
sentative to travel out of Chicago and cover a group of middle western 
states. Because of unusual type of training has knowledge of nearly every- 
thing sold in office supply store whether it be writing materials, loose leaf, 
filing equipment and supplies, or other. Will work Minneapolis, Kansas City, 
Louisville, Cincinnati, Cleveland, and places in between. Good references. 
Address J-214, care Office Appliances, Chicago 6. 
SALESMAN WHO FOR FIFTEEN years has traveled Southern California for one 
well-known manufacturer plans to establish himself as manufacturers’ repre- 
sentative and cover entire West Coast area. Top reference from a previous 
employer as to character and ability. Interested in one substantial line or 
several non-competitive lines to be sold on straight commission. A _ sure 
producer. Send information to J-216, care Office Appliances, Chicago. 
MR. MANUFACTURER, if you want your product distributed nationally write 
R. D. Bacon, 5418 Blackstone Ave., Chicago 15. 


Adding Machine Mechanic; we are established 45 
Offer good salary. MacTaggart-Hoffman Co., Port 


Per- 
Office 


Manufacturer’s agency. 
Address X-306, care 


Typewriter Mechanic. $200.00 guaranteed with 
Must have good references. Take charge of shop. 
Springfield, Illinois. 


OFFICE APPLIANCES, September, 1945 


LIVE NATIONAL SALES organization calling on wholesalers and retailers look- 
ing for part or all of output of some manufacturer. Let us know what you 
have. Address J-215, care Office Appliances, Chicago 6. 


RETAIL BUSINESS FOR SALE 


FOR SALE: Old established Printing and Office Supply business by owner 
wishing to retire from active business. With or without modern fireproof 
buiiding of approximately 23,000 sq. ft. floor space. Current volume of 


business ranging up to $150,000 annually, which can be more than doubled 
by wide awake management. Location excellent Southern State in city about 
80,000. If progressive experienced buyer has minimum of $25,000 to invest 
balance could be arranged in. modest monthly payments over period of years 
at low interest rate. Only qualified inquiries solicited. Address X-329, care 
Office Appliances, Chicago 6. 

FOR SALE—TYPEWRITER & Adder agency with repair shop. Agency for top 
selling typewriter with $20,000 in standard machine orders waiting delivery. 
Heavy repair business Mid western city of 50,000. Address X-315, care 
Office Appliances, Chicago 6. 

LONG ESTABLISHED Retail Stationery and Office 
Clean stock, modern fixtures and oy a New 
$15,000. Write P.O. Box 507, Herkimer, N. 


WANTED TO BUY FACTORY 


FACTORY equipped complete for production of inked Ribbons 
Send full details to X-328, care Office Appliances, Chi- 


Equipment Store for sale. 
York State, 


WANT TO BUY 
and Carbon Paper. 
cago 6. 
FOUNTAIN PEN REPAIRING 
WELTY’S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens, Pencils, etc. 
Repaired at standard prices but now require 90 to 150 days’ time. We 
especially feature ‘“‘CONKLIN,’’ SWAN, WATERMAN, WAHJ, PARKER, WELTY, 
SHEAFFER, MOORE, etc., but can repair all other makes. We feature Gold 
Pen Points and Repairing. Mail all makes to ONE place for better service. 
ASK ABOUT NEW WELTY PENS, $1.50 TO $10.00 LIST. Welty Pen and 
Repair Co. (Est. 1904), 38 So. State St., Chicago 3. 
FOUNTAIN PEN REPAIRING—Largest and best equipped pen shop in Middle 
West gives TWO-DAY SERVICE on Fountain Pens and Mechanical Pencils. 
Authorized and recommended by Sheaffer, Parker, Eversharp, Waterman and 
other leading manufacturers. Factory prices. All work guaranteed. We pay 
return postage, furnish dealer repair envelopes. Price list and envelopes on 
request. Collins Pen Shop, 150-52 E. Fourth Street, Cincinnati 2, Ohio. 
GUARANTEED FOUNTAIN PEN REPAIRING 
SAVE TIME AND MONEY BY SENDING ALL YOUR PEN AND PENCIL RE- 
PAIRS TO KENTUCKY PEN COMPANY. OVER 1,000,000 PENS HAVE BEEN 
REPAIRED BY OUR FACTORY TRAINED EXPERTS FOR DEALERS THROUGH- 


OUT THE COUNTRY. FULLY AUTHORIZED BY ALL LEADING MANUFACTUR- 
ERS INCLUDING PARKER SHEAFFER, EVERSHARP AND WATERMAN. 
PROMPT SERVICE. WRITE TODAY FOR PRICE-LIST, DEALER DISCOUNTS 


AND FREE REPAIR ENVELOPES. 

KENTUCKY PEN CO., INC. 316-A West 
TRADE SCHOOLS 

TYPEWRITER REPAIRING—Original, simplified Home Study Course. 

operating own repair shop. Weber Typewriter Mechanics School, 

Osborn, Ohio. 


Chestnut St., Louisville 2, Ky. 


Students 
Box 269, 


ADDING MACHINE PARTS, TYPE, ETC. ‘ 
LARGE STOCKS of new and used Adding and Calculating Machine Parts avail- 
able. Quotations furnished on specific parts upon request. I. A. Dehn, Jr., 
1643 101st Ave., Oakland, Calif. 


PATENTS : oe 4 
INGENIOUS INVENTION, U.S.A. patent, sold outright or license basis. Relat- 
ing to a novelty and advertising article every motorist will be keen to pos- 
sess. Price $5-$10 each. Very large turnover running into high brackets. 
Only established firms with connections and adequate capital apply. Address 
X-316 care Office Appliances, Chicago 6. 
CARBON PAPER SALES DOUBLED by introduction of system of using typing 

U.S.A 


carbons for correspondence, etc., in a pre-arranged form. . patent, to 
be sold. Particular value’ to firms with direct consumer sales. Address 
X-308, care Office Appliances, Chicago 6. 


: FOR SALE AND WANTED TO BUY, USED EQUIPMENT 
ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding-Calculating Machines, 
Dictaphones, Ediphones, bought and sold. Chicago Office Appliance Co., 537 
South Dearborn St., Room 306, Chicago 5. : ; 
ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs and 
Monroe Calculators, Typewriters and all office machines bought and sold. 
Teeter-Warsh Co., 849 N. 3d St., Milwaukee 3, Wis. ae Ls 
BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Machines, Comp- 
tometers, all makes calculators bought and sold. Dorrell-Markel, 93 S. 11th, 
Minneapolis, Minn. 
BURROUGHS, MOON HOPKINS, 
build. Comprehensive service for dealers. 
Service Co., 1307 Grand, Kansas City 6, 
ELLIOTT-FISHER machines, calculating machines, 


“ELLIOTT-FISHER. We buy, sell, repair, re- 
Adding and Bookkeeping Machine 
Missouri. 


adding machines—all office 


equipment, bought and sold. W. J. Crowley Company, 434 Caswell Bldg., 
Milwaukee 8, Wis. : . : 
QUANTITY of Monroe and Marchant Calculators, hand and electric, rough, 
complete. Inquiries solicited on all types of other machines. American 
Business Machines, 135 Grand St., New York 13, N. Y. 


BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting Machines, 
and everything in the office machinery line. State model, serial number and 
we will quote highest cash prices. International Office Appliances, Inc., 326 
Broadway, New York 7, N. Y. 

DICTAPHONES—EDIPHONES—F oremost specialists 
purchases of dictating equipment. Write for catalog. 
Machine Co., 235 Fifth Ave., New York 3, N. Y. _ a SATs: 
GUARANTEED REBUILTS, KARDEX, other visible systems, attractively refin- 
ished, thoroughly rebuilt for years of additional service, moderately priced. 
Used equipment also bought and exchanged. Universal Office Equipment Co., 
7-9 Waverly Place, New York 3, N. Y ae eae ay Cage 
KARDEX, ACME, POSTINDEX, ete., visible filing equipment of all types 
bought and sold. We specialize in this field and offer full qavqgeeten to 


in rebuilding, sales and 
American Dictating 


dealers. Commercial Card System, 135 Grand St., New York 13, 
KARDEX, ACME, all makes used visible filing equipment. whoumnda of re- 
conditioned cabinets, panels, books, always on hand. Special service and 


prices to dealers for purchase or sale. Get our quotations. Chas. S. Nathan, 


Inc., 548 Broadway, New York 12, N. Y. OR A ST, a 
VISIBLE EQU IPMENT bought, sold and ‘exchanged, ~ We specialize in rebuilt 
Kardex, Acme and International Visible Factograph cabinets, as well as other 

makes. Write and tell us what Visible Equipment you need or have for sale. 
Special prices to Dealers. E. H. Heineman, 4 North Eighth St., St. Louis 
1, Mo. 








WANTED 
INTERNATIONAL Visible Factograph cabinets, in 6 and 12 drawer 8x5 size, 
complete with card holders. We are also interested in extra 8-inch Inter- 
national card holders in any quantity. Advise what you have available. 
E. H. Heineman, Box 552, St. Louis 1, Mo. ‘ ‘ 
ACME (Insite) &x5——14 and 23 drawer units, also 6x4 and 5x3 size. Quan- 
_ of McCasky Production Panels. Commercial Card System Co., 135 Grand 
» New York 13, } A 


SSP TOMETERS For Sale. Also “B’ Addressograph Frames. Adding 
Machine Sales & Service Co., 1100 Prospect Ave., Cleveland, Ohio. es 
Ready buyer. Columbia 


WANTED TO BUY Surplus wo of all types. 
Trading Corp., 7 Waverly Place, New York 3, N. Y. 
WANTED TO BUY—5 or 10 M Challenge Eyelets No. 2. 
Equipment Co., 227 S. Church St., Rockford, Illinois. cise. 
MULTIGRAPH RIBBONS—and other wide inked ribbons remanufactured, also 
silk ribbons. New ribbons of all kinds in the reel. Dealer proposition. 
Lewis, 413 West State, Milwaukee. 


McFarland Office 











For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 


communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 






























obligation. 

Adding Machine Parts Monroe Cale. Machine Co 219 Dating Stamps Roberts, Weldon, Rubber Co 251 
Ames Supply Co 18 Victor Adding Machine Co 231 Bates Mfg. Co 57 Eyelets & Eyelet Fasteners 
Shipman-Ward Mfg. Co. 255 Calculating Machines, Used Fulton Specialty Co 245 Bates Mfg. Co. 57 

Adding Machine Rolls & Paper Calculator Equip. Corp 226 Melind, Louis, Co 201 Rivet-O Mfg. Co 252 
Rockwell-Barnes Co seisinaal 138 Mailers’ Service & Equip. Co.....252 Meyer & Wenthe, Inc sciieietsian a File Boxes, Fibre 

Adding Machines Shipman-Ward Mfg. Co 255 Rivet-O Mfg. Co 52 Bankers Box Co 67 
Allen Calculators, Inc 198 Carbon Papers Stewart, R. A., & Co 7 Barkley, C. L., & Co 82 
Monroe Cale. Machine Co 219 (See Ribbons and Carbons Superior Type Co 257 Diebold, Ine. 150 
Remington Rand, Inc 15 Card Index Boxes and Trays Desk Calendars Globe-Wernicke Co., The 102, 103 
Smith, L. C., & Corona Type All-Steel-Equip. Co. 132 Almac Plastics, Inc 257 Guide System & Supply Co 202 

writers 23 Amberg File & Index Co 31 Desk Lamps Oxford Filing Supply Co 78 
Underwood Corporation........Back Cover Art Metal Construction Co 173 Century Assoc. Products Co 194 Pronto File Corp.... 62 
Victor Adding Machine Co 231 Art Steel Sales Corp...159, 160, 161, 162 Dawn Mfg. Co : 255 Weis Mfg. Co. 123, 124, 125, 126 

Adding Machines, Rebuilt & Used Cole Steel Sales Co 179 Midwest Naturalite Co 216 File Boxes, Metal 
Calculator Equip. Corp. 226 Columbia Steel Equipment Co 135 Santos & Co. 222 Art Metal Construction Co 173 
Mailers’ Service & Equip. Co 252 Corry-Jamestown Mfg. Corp 121 Van Dyke Industries 75 Art Steel Sales Corp...159, 160, 161, 162 
Shipman-Ward Mfg. Co 255 General Fireproofing Co 98, 99 Desk Pads & Tops Cole Steel Sales Co. 179 

Adhesives Globe-Wernicke Co., The 102, 103 Aigner, G. J., Co 217 Corry-Jaméstown Mfg. Corp 121 
(See Inks, Adhesives, etc.) Guide System and Supply Co 202 Almac Plastics, Inc 257 Globe-Wernicke Co., The 102, 103 

Advertising Service, Stationcrs Imperial Methods Co. 73 Fair Furniture Co. 243 Peerless Steel Equip. Co 189 
Dalton, Wm. J 76 Invincible Metal Furn. Co 147 Office Furn. Whole Distr 185 Pronto File Corp. , 62 

Arch and Clip Board Files Metal Office Furniture Co 183 Wilson Jones Co 85 Remington Rand, Inc 45 
Cushman & Dennison Mfg. Co. 208 New England Woodworking Co 136 Desk Pen & Ink Sets Rockwell-Barnes Co 138 
Globe-Wernicke Co., The 102, 103 Peerless Steel Equip. Co 189 Almac Plastics, Inc Shaw-Walker Co. 34, 35 
Rockwell-Barnes Co. 138 Pronto File Corp 62 Gregory Fount-O-Ink Co ..236 Victor Safe & Equip. Co 191 
Service Products Co 247 Rockwell-Barnes Co 138 Morris, Bert M., Co 195, 196 Weis Mfg. Co. 123, 124, 125, 126 
Shaw-Walker Co. . 34, 35 Security Steel Equip. Corp 175 Sengbusch Self Cl. Inks'd Co. 259 Filing Cabinets, Insulated 
Yawman and Erbe Mfg. Co. 177 Shaw-Walker Co 34. 35 Sheaffer, W. A., Pen Co 77 Meilink Steel Safe Co 189 

Ash Trays and Stands Weis Mfg. Co 123, 124, 125, 126 Union Pencil Co., Inc 66 Shaw-Walker Co. 34, 35 
Century Assoc. Products Co 194 Wells Office Furniture Co 165 Desk Trays Victor Safe & Equip. Co 191 
Fair Furniture Co 243 Yawman and Erbe Mfg. Co 177 Aigner, G. J., Co 217 Filing Cabinets, Metal 
Santos & Co 222 Card Index, Mechanical Art Metal Construction Co 173 All-Steel Equip. Co 132 

Associations Diebold, Inc. : 150 Art Steel Sales Corp...159, 160,161, 162 Anderson-Hickey Co. 185 
Wood Office Furniture Cash Boxes Corry-Jamestown Mfg. Corp 121 Art Metal Construction Co 173 

Institute 118, 122 Art Steel Sales Corp...159, 160, 161, 162 General Fireproofing Co 98, 99 Art Steel Sales Corp...159, 160, 161, 162 

Atlases, Geographical Cole Steel Sales Co 179 Globe-Wernicke Co., The 102, 103 Browne-Morse Co. 145 
Cram, George F., Co 244 General Fireproofing (o 98, 99 Imperial Methods Co 73 Cole Steel Sales Co. 175 

Autographic Registers Casters, Caster Bearings, Slides Peerless Steel Equip. Co 189 Columbia Steel Equipment Co. 135 
United Autographic Register Co....206 Darnell Corp 190 Service Products Co 247 Corry-Jamestown Mfg. Corp 121 

Bank Supplies Cellarettes, Office Shaw-Walker Co 34, 35 General Fireproofing Co 98, 99 
Downey, C. L., Co 244 Westcart Co. 176 Weis Mfg. Co. 23, 124, 125, 126 Globe-Wernicke Co., The 102, 103 
Gibson, C. R. & Co 212 Celluloid Envelopes Yawman and Erbe Mfg. Co 177 Invincible Metal Furn. Co 147 

Bankers Note Cases (See Envelopes, Celluloid Desk Work Distributors Metal Office Furniture Co 183 
Art Steel Sales Corp Chair trons Art Steel Sales Corp. 159, 160, 161, 162 Peerless Steel Equip. Co 189 

159, 160, 161, 162 Bolens Products Co 184 Globe-Wernicke Co., The 102, 103 Security Steel Equip. Corp 175 
General Fireproofing Co 98, 99 Collier-Keyworth Co 186 Victor Safe & Equip. Co 191 Shaw-Walker Co. 34, 35 
Globe-Wernicke Co., The 102, 103 Chair Mats Wilson Jones Co 85 Victor Safe & Equip. Co 191 
Victor Safe & Equip. Co 191 Office Furniture Wholesale Dist....185 Desks : Weis Mfg. Co. 123, 125, 126 

Binders, Catalog and Periodical Office Specialty Mfg. 164 Alma Desk Co. 144 Yawman and Erbe Mfg 177 
Acco Products, Inc * R88 Service Products Co 247 Art Metal Construction Co 173 Filing Cabinets, Wood 
Amberg File & Index Co 31 Chairs, Folding Art Steel Sales Corp...159, 160, 161, 162 Art Metal Construction Co 173 
Master-Craft Corp. Div. S. W 55 Adirondack Chair Co 189 Browne-Morse Co ‘ ’ "145 Art Steel Sales Corp...159, 160, 161, 162 
National Blank Book Co. 59 Royal Metal Mfg. Co 133 Clemco Desk Mfg. Co 120 3ainbridge, Kimpton & Haupt 204 
Sheppard, The C. E., Co 214 Chairs, Office Columbia Steel Equipment Co 135 Browne-Morse Co 145 
‘Wilson Jones Co 85 Bright Chair Co 190 Corry-Jamestown Mfg. Corp 121 Business Efficiency Aids 188 

Binders, Permanent Storage Cramer Posture Chair Co 151 Doten-Dunton Desk Co 119 General Fireproofing Co 98, 99 
Boorum & Pease Co 19 Domore Chair Co 117 General Fireproofing Co 98. 99 Globe-Wernicke Co., The 102, 103 
Master-Craft Corp. Div. S. W 55 Ehrlich Upholstery Works 953 Globe-Wernicke Co., The 102, 103 Imperial Methods Co 73 
Sheppard, The C. E. Co 214 Engineering Mfg. Co 190 Gunn Furniture Company ot Indiana Desk Co 110, 111 
Smead Mfg. Co 89, 90 Fritz-Cross Co 188 Hoosier Desk (Co : 134 Michigan Desk Co 145 
Wilson Jones Co g5 General Fireproofing Co 98-99 Imperial Desk Co 116 New England Woodworking Co 136 

Blackboards Gunlocke, The W. H., Chair Co 168 Indiana Desk Co 111 Peerless Steel Equip. Co 189 
Service Products Co. 247 Harter Corporation 180 Invincible Metal Furn. Co 147 Perma-Bilt Equipment Co 254 

Blank Books High Point Bending & Chair (Co...166 Jasper Desk Co 104, 105 Rockwell-Barnes Co. 138 
soorum & Pease Co. 19 Jasper Chair Co 106, 107 Jasper Office Furniture Co 100, 101 Security Steel Equip. Corp 175 
Colonial Co., The 253 Jasper Seating Co 146 Leopold Company, The 167 Shaw-Walker Co 34, 35 
National Blank Book Co of Johnson Chair Co 120 Metal Office Furniture Co 183 Victor Safe & Equip. Co 191 
Rockwell-Barnes Co. . 138 Marble, R. 1 < ( 137 Michigan Desk (Co 149 Weis Mfg. Co 123, 124, 125, 126 
Wilson Jones Co 85 Metal Office Furniture Co 183 Myrtle Desk Co 108, 109 Wells Office Furniture Co 165 

Blue Print Papers Michigan Desk Co 14 National Desk Co., Inc 178 Yawman and Erbe Mfg. Co 177 
Post, The Fredk., Co 239 New Indiana Chair Co 17 Peerless Steel Equip. Co 129 Filing Supplies 

Blue Print and Plan File Cabinets Niemann, Ine 1 Royal Metal Mfg. Co 133 Acco Products, Inc 88 
All-Steel-Equip. Co 132 Royal Metal Mfg. Co 1 Security Steel Equip. Corp 175 Aigner, G. J., Co 217 
Anderson-Hickey Co 185 Shaw-Walker Co 34 Shaw-Walker Co 34, 35 Amberg File and Index Co 31 
Art Metal Construction Co 173 Sheboygan Chair C Victor Safe & Equip. Co 191 Art Metal Construction Co 173 
Art Steel Sales Corp..159, 160, 161, 162 Sikes Co., The 143 Wells Office Furniture Co 165 Barkley, C. L., & Co ~ 82 
Browne-Morse Co 145 Sturgis Posture Chair Co 187 Yawman and Erbe Mfg. Co 177 srowne-Morse Co 145 
Cole Steel Sales Co 179 Taylor Chair Co 174 Diaries (See Memo Books Cooke & Cobb Co 247 
Columbia Steel Equipment Co 135 Wells Office Furniture (¢ 165 Dictating Machines, Used Corry-Jamestown Mfg. Corp 121 
Corry Jamestown Mfg. Corp 121 Chairs (Posture) Shipman-Ward Mfg. Co 255 Daco Card & Index Co 253 
General Fireproofing Co 98, 99 Bright Chair Co 190 Drafting Instruments & Equipment General Fireproofing ‘‘o 98, 99 
Globe ‘Wernicke Co., The 102, 103 Cramer Posture Chair Co 151 grown, Arthur & Bro R4 Globe-Wernicke Co., The 102, 103 
Invincible Metal Furn. Co 147 Domore Chair Co 117 Cardinell Corp 229 Guide System & Supply Co 202 
Peerless Steel Equip. Co 1x9 Fritz-Cross Co 188 Post. The Frederick Co 239 Imperial Methods Co 73 
Pronto File Corp 62 General Fireproofing Co 98, 99 Duplicating Machines and Supplies Metal Office Furniture Co 183 
Shaw-Walker Co 34, 35 Gunlocke. The W. H. Chair Co.....168 Autocopy, Inc 224 Northern States Envelope Co 64 
Yawman and Erbe Mfg. Co 177 Harter Corporation 180 tainbridge, Kimpton & Haupt 204 Oxford Filing Supply Co 7S 

Bond Boxes " : ws High Point Bending & Chair Co.....166 Beck Duplicator Corp., The 215 Pronto File Corp. 62 
Art Steel Sales Corp. ..159, 160, 161, 162 Jasper Chair Co 106, 107 Columbia Rib. & Carb. Mfg. Co... 39 Quality Park Envelope Co 56 
General Fireproofing Co 98, 99 Jasper Seating (¢ 146 Copy Papers, Inc 200 Rockwell-Barnes Co 138 
Globe-Wernicke Co., The 102, 103 Johnson Chair Co 120 Davidson Mfg. Corp 932 Shaw-Walker Co 34, 35 

Book Cases Merble, ROT Chair 127 Dick, A. B., Co 21 Smead Mfg. Co.. The a 89, 90 
All-Steel-Equip. Co 132 Shaw-Walker (« 34, 35 Graphic Duplicator Co 238 Victor Safe & Equip. Co 19] 
Art Metal Construction Co 173 Sikes Co., The 143 Harding, Milo, Co 250 Wabash Filing Supplies, In 60 
trowne-Morse Co. 145 Sturgis Posture Chair Co 187 Heyer Corp., The 261 Warshaw Mfg. Co 226 
Corry-Jamestown Mfg. Corp 121 Wells Office Furniture Co 165 Ink Specialties Co., Inc 246 Weis Mfg. Co 123, 194, 125, 126 
General Fireproofing Co 98, 99 Chairs, Tablet Arm Manifold Supplies Co 25 Yawman and Erbe Mfg. Co 177 
Globe-Wernicke Co., The 102, 103 Jasper Chair Co 106, 107 Mimeograph 91 Finger Pads 
Gunn Furniture Company 131 Jasper Seating Co 46 Mittag & Volger, Inc 37 Speed Products Co. 63 
Michigan Desk Co 149 New Indiana Chair Co 178 Niagara Duplicator Co 220 Folders (See Filing Supplies) 

New England Woodworking (Co 136 Checks, Banks, Payroll, Ete Old Town Ribbon & Carbon Co 41 Fountain Pens, Mfrs. 

Peerless Steel Equip. Co 189 Gibson, C. R. & Co 212 Red Feather Products, Ltd 47 Esterbrook Pen Co 199 
Shaw-Walker Co 34, 35 Check Book Covers & Passbooks Rex-O-Graph, Inc m4 Eversharp, Incorporated 3 
Wabash Filing Supplies, Inc 60 Amer. Passbook Co 252 Shallcross Co., The 245 Kahn, David, Inc 205 
Weis Mfg. Co 123, 124, 125, 126 Check Protectors & Writers Sinclair & Valentine Co 230 Salz Bros., Ine. 69 
Yawman and Erbe Mfg. Co 177 Hall-Welter Co 255 Smith, L. C., & Corona Type Sheaffer, W. A., Pen Co 77 

Bookkeeping Machines Checks, Stamped Metal writers . 23 Globes, Geographical 
Underwood Corporation Back Cover Dayton Stencil Works 253 Speed-O-Print Corp 51, 52 Cram, The George F., Co 944 

Box Letter Files Meyer & Wenthe, Ini 61 Standard Business Machines Co.....228 Gummed Cloth Rirgs 
Amberg File & Index Co 31 Clip Boards ' Starkey Paper & Supply Co 258 Graff, Geo. B. Co 
Art Steel Sales Corp..159, 160. 161.162 (See Arch and Clip Board Files) Technygraph, The ..230 Metal Specialties Mfg. Co 
Cole Steel Sales Co 179 Coin Bags, Trays & Wrappers Victor Safe & Equip. Co 191 Warshaw Mfg. Co. 

Globe-Wernicke Co., The....102, 103 Art Steel Sales Corp...159, 160,161,162  Dupticating Machines, Used Honor Rolls 
Rockwell-Barnes (Co 138 Downey, C. L., Co 244 Mailers’ Service & Equip. Co. 252 Acme Bulletin & Directory Corp. 254 
Weis Mfg. Co 123. 124. 125, 126 Copyholders Duplicating Stencil File Int'l Bronze Tablet Co., Ini 242 

Brief & Zipper Cases Acco Products Ine 88 Atlas Stencil File, Inc. 186 U. S. Bronze Sien Co 253 
Master Craft Corp. Div. S. W ne Dawn Mfg. Corp., The 255 Envelopes Index Card Signals 
Stationers Tones ca? Ca. F 25] Pep Products Co 246 Cooke & Cobb Co 247 Cook, mm, €.,:-< 24] 
Stein Bros = oor Rite Line Sales Co., The 237 Globe-Wernicke Co., The 102, 103 Graff, Geo. B., Co 68 

Business Forms aoated Wells Office Furniture Co 165 Northern States Envelopes Co 64 Victor Safe & Equip. Co 191 
Associated Stationers Supply ( a0 Costumers Quality Park Envelope Co. 56 Index Tabs ; 

Gibees, C. RB. & Co. a9 Fair Furniture Co 248 Smead Mfg. Co., Inc., The 89, 90 Aigner, G. J., Co 217 

Calculating Devi . — Glohe-Wernicke Co., The 102, 103 Wilson Jones Co 85 Amberg File and Index Co 31 
. ing Devices af Peerless Steel Equip. Co 129 Envelopes, Celluloid Barkley, C. L., & Co 82 
Colonial Co., The : Shaw-Walker Co. es Aigner, G. J., Co 217 Globe-Wernicke Co., The 102, 103 
Consesidated Bus. Sys 296 Wells Office Furniture Co.... 165 Markilo Co 253 Guide System & Supply Co 202 
— ha Ine... 187 Crayons Envelopes Sealers—Openers Markilo Co 92.253 
Vie er ee 0... 209 Dixon, Jos.. Crucible =i 97 Commercial Controls Corp 225 Master Craft Corp. Div. S. W...... 55 

ictor Safe & Equipment Co 191 Cushions & Pads, Chair Erasers Reyburn Mfg. Co., Inc 178 

Calculating Machines Century Assoc. Products Co 194 Blaisdell Pencil Co 248 Shaw-Walker Co 84, 35 

Allen Calculator Tre 198 Fair Furniture Co 9438 Dixon, Jos Crucible 27 (Continued on page 7 
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THE CLASSIFICATIONS 


Continued from page ¢ 


Sheppard, The C. E., Co. 214 
Speed Products Co. 63 
Victor Safe & Equip. Co 191 
Inks, Drawing 
Higgins Ink Co., In 259 
Inks (Writing), Adhesives, Ete. 
Higgins Ink Co., In 259 
Ink Specialties Co., The 246 
Melind, Louis, Co..... 201 
Rivet-O Mfg. Co 252 
Stewart, R. A., & Co 257 
Inkstands 
Cushman & Dennison Mfg. Co 208 
Sengbusch Self Cl. Inkst'd Co 259 
Knives, Office 
Gits Moulding Corp.. 233 
Labels 
Imperial Methods Co. 73 
Oxford Filing Supply Co. 78 
Reyburn Mfg. Co., Ine 178 
Smead Mfg. Co... : x9, 90 
Warshaw Mfg. Co. 226 
Weis Mfg. Co. 23, 124, 125, 126 
Ladders, Library, Nine m Vault 
Cotterman, I. D. 253 
Leads for Mechanical Pencils 
Autopoint Co... 227 
Dixon, Jos., Crucible Co. 27 
Eversharp, Incorporated - 43 
Kahn, David, Ine 205 
Rite-Rite Mfg. Co. 254 
Sheaffer, W. A., Pen Co. 77 


Leather Goods 


Canvas Products Corp 252 
Stein Bros. Mfg. Co., Inc. 235 
Leather Upholstered Furniture 
Bright Chair Co 190 
Ehrlich Upholstery Works 253 
Gunlocke, The W. H., Chair (+ Lin 
Jasper Chair Co.... 106, 107 
New Indiana Chair Co 178 
Niemanr ne 148 


Letter Trays (See Desk Trays) 
Library Equipment 
All-Steel-Equip. Co..... 
Art Metal Construction Co 





1 

173 
Art Steel Sales Corp...159, 160, 161, 162 
Corry-Jamestown Mfg. Corp. 121 
General Fireproofing Co. 9s, 99 
Globe-Wernicke Co., The 102, 103 
Peerless Steel Equip. Co 189 
Security Steel Equip. Corp “At? 
Shaw-Walker Co.. 34, 35 
Yawman and Erbe Mfg. Co 177 

Locks, Drawer, Showcase, E‘c. 

Wonder Lock.. 248 


Lockers and Storage Cabinets 
All-Steel-Equip. Co... 1 
Anderson Hickey Co... 1 
Art Metal Construction Co 1 
Art Steel Sales Corp...159, 160, 161, 16 

1 
1 


Browne-Morse Co - 
Corry-Jamestown Mfg. Corp. 
General Fireproofing Co. 98, 
Globe-Wernicke Co., The.. 102, 1 
Invincible Metal Furniture Co 1 
New England Woodworking Co 1 
Security Steel Equip. Corp l 
Shaw-Walker Co.. ; 34, 35 
Yawman and Erbe Mfg. “Co 177 
Loose Leaf Books & Systems 
Amberg File & Index Co. 3 
Boorum & Pease Co. . t 
Feldeo Loose Leaf Co.. 223 
Master Craft Corp. Div. S. W 55 
National Blank Book Co. 59 
Sheppard, The C. E., °Co. 214 
Stationers Loose Leaf Co a1 
Wilson Jones Co 85 
Loose Leaf Metals and Devices 
Sheppard. The C. E., Co. 214 
Wilson Jones Co 85 
Loose Leaf Sheet Covers, | Celluloid 
paaeer, GS, 8... COrnan 





Markilo Co, - bs 
Wilson Jones Co 85 
Mail Pags, Canvas or Leather 

Canvas Products Corp.. 252 
Mail Distributors 

Globe-Wernicke Co., The 102, 103 
Victor Safe & Equip. Co 191 
Mailing Machines 
Commercial Controls Corp. 
Map Tacks 

Graff, Geo. B., Co. 68 
Moore Push Pin Co. 254 
Maps 

American Map Co., Ine 241 
Cram, The George F., Co 244 
Matched Office Suites 

Art Metal Construction Co 173 
General Fireproofing Co 98, 99 
Globe-Wernicke Co., The 102, 103 
Leopold Co... 167 
Royal Metal Mfg. Co. 13 
Shaw-Walker Co.. - 34, 3 
Memorandum Books 

Boorum & Pease Co.. 19 
Gibbons, Thomas H., & Co 21 
Master Craft Corp. Div. S. W...... ) 
National Blank Book Co. 9 
Rockwell-Barnes Co 138 
Union Pencil Co., Ine 6 
Wilson Jones Co 85 
Memorandum Devices 

Autopoint Co 227 
Bates Mfg. Co 5 
Mending Tape 

Warshaw Mfg. Co. 226 
Metal Badges, Checks, Tokens, Ete. 
Dayton Stencil Works 253 
Meyer & Wenthe, Inc a ee 
Moisteners 

Metal Specialties Mfg. Co 
Mohler, 4 : 
Rivet-O Mfg. Co 
Sengbusch Self Cl. Inkst'd 
Numbering Machines 





Bates Mfg. Co 57 

Melind, Louis, Co. 201 

Roberts Numbering Mach. Co 233 
Office Partitions and Railings 
Globe-Wernicke Co., The 102, 103 
Office Printing Outfits 

Fulton Specialty Co. 245 
Pads, Figuring 

Boorum & Pease 4 

National Blank Book Co. --- 59 

Rockwell-Barnes Co......... 138 

Wilson Jones Co. esctene 85 


OFFICE APPLIANCES, 





Paper 
Agency Paper Co 
Amer. Writing Paper Corp 
Eaton Paper Corp. 
Rockwell-Barnes Co 
Saxon Paper Products, Inc 
Wansco Paper Co., Inc 
Paper Clamps 
Acco Products, Ine. 
Cook, H. C Co 
Cushman & Denison Mfg. Co 
Esterbrook Pen Co. 
Graff, Geo. B., Co 
Hunt, C. Howard, Pen Co 
Vail Manufacturing Co. 
Paper Clips 
Cushman & Denison Mfg. Co 
Vail Manufacturing Co 
Paper Fastening Machines 
Ace Fastener Corp. 
Acme Staple Co 
Bates Mfg. Co... eintcsiodlia 
Markwell Mfe. Co 
Neva Clog Products, Inc 
Speed Products Co 
Victor Safe & Equip. Co 
Faste (See Inks, Adhesives, Et 
Pencil Sharpeners 
Hunt, C. Howard, Pen Co 
Pencils, Mechanical 
Autopoint Co = 
Kahn, David, Ine 
Rite-Rite Mfg. Co. 
Sheaffer, W. A Pen Co 
Pencils, Paper Wound 
Blaisdell Pencil Co. 
Pencils, Wood Cased Lead 
Blaisdell Pencil Co. 
Dixon, Jos., Crucible Co 
General Pencil Co. 
Staedtler, J. S., Ine. 
Pens, Steet 
Esterbrook Pen Co. 
Sengbusch Self Cl. Inkst’d Co 
Penholders 
Dixon, Jos., Crucible Co 
Hunt, C. Howard, Pen Co 
Photo Reproducing Equipment 
Copy King Corp. of Amer 
Pins and Pin Containers 
Vail Mfg. Co 
Postal Scales 
Hanson Scale Company 
Presentation Covers 
Amberg File and Index Co 
Oxford Filing Supply Co 
Smead Mfg. Co.... g9, 
Price & Sign Markers 


Fulton Specialty Co. 
Stewart, R. A., & Co. 
Superior Type Co. 
Publishers 

British Staty. Exporter 
Punches 


Acco Products, Ince. 
Bates Mfg. Co............ 
Boorum & Pease Co., The....... 
Globe-Wernicke Co., The 102, 
Metal Specialties Mfg. Co 
National Blank Book Co................. 
Wilson Jones Co..... ong 
Push Pins 
Moore Push Pin Co. 
Representatives Available 
Pacific Asiatic Factors Ltd.......86, 
Ricord Organization.. 
Ribbons and Carbons 
Allen & Co.. 
Amer. Carbon "Paper Mfg. Co. 
Ames pa > 
Beck Duplicator Corp., The 
Buckeye Rib. & Carbon Co 
Codo Mfg. Corp......... 
Columbia R. & C. Mfg. Co. 
Copy Papers, Ince........... 
Manifold Supplies Co.... 
Mittag & Volger, Inc.. 
Old Town Rib. & Carb. Co 
Pacific Car. & Rib. Mfg. Co 
Peerless Imperial Co...... 
Phillips Process Co........ 
Regal Typewriter Co.... 
Remington Rand, Inc... 
Royal Typewriter Co., Ine 
Shallcross Co., The. 
Shipman-Ward Mfg. Co.... 
Storms, H. M., Co.. 
Underwood Corporation Back Ce 
U. 8S. Typewriter Ribbon Mfg. Co. 
Webster, F. S., Co. 
Write, Ince... ee 





Rubber Stamps 


53 Melind, Louis, Co 

234 Meyer & Wenthe, Inc 

237 Stewart, R. A., & Co 

138 Superior Type Co 

81 Rubber Type 

71 Fulton Specialty Co 

Superior Type Co 

88 Stewart, R. A., & « 

241 Rulers, Transparent 

208 C-Thru Ruler Co. 

199 Safes 

4 Art Metal Construction Co 

247 Diebold, Inc 

70 General Fireproofing Co 98, 
, Globe-Wernicke Co., The 102, 

208 Herring-Hall-Marvin Safe Co 
0 Invincible Metal Furniture Co 
P Meilink Steel Safe Co 

209 Remington Rand, Inc 

254 Security Steel Equip. Corp 

ve Shaw-Walker Co 34 
0 Victor Safe & Equip. Co 

+4 Yawman and Erbe Mfg. Co 

oo Serapbooks 

191 Globe-Wernicke Co The 102, 

Weis Mfg. Co 123, 124, 125 


oe Wilson Jones Co 
247 Secretary Desks 
Art Metal Construction Co 


Peerless Steel Equip. Co 
Wabash Filing Supplies, Inc 


248 Shelving 
All-Steel-Equip. Co 


248 Art Metal Construction Co 
ont Browne-Morse Co 
221 Corry-Jamestown Mfg. Corp 
8 General Fireproo fing Co 98 
Globe-Wernicke Co., The 102, 
199 Security Steel Equip. Corp 
259 Shaw-Walker Co 
as Signs, Changeable Letter 
=i Acme Bulletin & Dir. Corp 


247 Slide Rules 
. C-Thru Ruler Co. 
211 Engineering Mfg. Co 
Post, The Frederick, Co 
70 Smoking Stands, Office 
249 Century Assoc, Products Co 
sain Stamp Pads 

Bates Mfg. Co. 


bo Fulton Specialty Co 
90 Melind, Louis, Co, 
: Meyer & Wenthe, Inc 
945 Phillips Process Co 
aoe Rivet-O Mfg. Co. 
ane Rockwell-Barnes Co 
aus Stewart, R. A., & Co 
9249 Superior Type Co 
: Stands for Office Machines 
88 Allied Metal Produc.s Mig. Co 
” 57 All-Steel-Equip. Co 
* 49 Anderson-Hickey Co 
103 Art Steel Sales Corp...159, 160, 161, 
242 Fair Furniture Co. 
“59 General Fireproofing Co 98, 
85 Globe-Wernicke Co., The 102, 
i Harter Corporation 
254 Peerless Steel Equip. Co 


Shipman-Ward Mfg. Co 
87 Sturgis Posture Chair Co 
Wells Office Furniture Co 


6 
Staple Extractors 

246 Ace Fastener Corp 

33 Metal Specialties Mfg. Co 
48 Staples and Stapling Machines 
215 Ace Fastener Corp.. 

238 Acme Staple Co. 

74 Bates Mfg. Co... 

39 Markwell Mfg. Co 

200 Neva Clog Products... 

25 Speed Products Corp 

37 Vail Manufacturing Co 
an Stencils, Brass 2 

“83 Dayton Stencil Works 
234 Stenographers’ Note Books 
248 National Blank Book Co 
“45 Rockwell-Barnes Co. 
" 99 Stools 

245 Engineering Mfg. Co 
255 Harter Corporation 

79 Wells Office Furniture Co 
over Storage and Transfer Cases 
229 All-Steel-Equip. Co 

2 Amberg File & Index Co 
249 Art Metal Construction Co 


General Fireproofing (o 98, 
Globe-Wernicke Co., The 102, 


Shaw-Walker Co 34, 
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Subscribers in every la 
good use of this burea 
tion of the field have 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. In the execution 


practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
pares advertising copy, furnishes list of desirable 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. 


Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 


ssions this bureau calls upon 


nd have made, and are making, 
u; manufacturers in every sec- 
evidence of its proved value. 


turers. 
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Art Steel Sales Corp...159, 160, 161, 162 


Bankers Box Co. 67 
Barkley, C. L. & Co, : 82 
Browne-Morse Co...... : 145 
Cole Steel Sales Co.. 179 
Columbia Steel Equipment Co. 135 
Corry-Jamestown Mfg. Corp 12 
General Fireproofing Co. 98, 99 
Gilobe-Wernicke Co., The 102, 103 
Guide System & Supply Co 202 
Imperial Methods Co...... 73 
Invineible Metal Furniture Co 145 
Metal Office Furniture Co. 183 
Peerless Steel Equip. Co. 189 
Pronto File Corp. sepa 62 
Rockwell-Barnes Co, 138 
Security Steel Equip Corp A175 
Shaw-Walker Co. 34, 35 
Weis Mfg. Co. 123, 124, 125, 126 
Yawman and Erbe Mfg. Co 1v7 
Store Fixtures and Equipment 
All-Steel-Equip. Co 132 
Strong Boxes, Fire Protected 
Diebold, Ine...... , 15 
Herring-Hall Marvin Safe Co 18 34 
Meilink Steel Safe Co. 18 
Tables 
Art Metal Construction Co. 173 
Browne-Morse Co 145 
Corry-Jamestown Mfg. Corp. 121 
Engineering Mfg. Co. 190 
General Fireproofing Co. os, 99 
Globe-Wernicke Co., The 102, 103 
Morton, R. P., Co....... 102 
Mutschler Bros. Co........ ‘ 189 
Peerless Steel Equip. Co. ; 189 
Security Steel Corp. 175 
Shaw-Walker Co.... . 34, 35 
Victor Safe & Equip. Co 191 
Wells Office Furniture Co 165 
Tabulation and Statistics Machines 
Remington Rand, Inc wae 45 
Tax Record Books & Systems 
Commonwealth Publishing Co... 252 
Krumwiede, Elmer & Assoc i2 
Telephone Accessories 
Bates Mfg. Co...... 57 
Vietor Safe & Equip. Co 191 
Telephone Stands 
Art Metal Construction Co. 173 
Art Steel Sales Cerp...159, 160, 161, 162 
General Fireproofing Co. 98, 99 
Globe-Wernicke Co., The 102, 103 
Peerless Steel Equip. Co. 189 
Shaw-Walker Co... 34, 35 
Yawman and Erbe Mfg. Co...... 177 
Thumb Tacks 
Graff, Geo. B., Co... ——E 
Tieket Holders 
Aigner, G. J., Co. 217 
Vail Manufacturing Co. 70 
Trimming Boards 
American Photo Lab. , 248 
Photo Materials Co. coronene 


Tying Bands & Devices 

Rochester Wire-O-Binding (Co, 252 
Type, Typewriter 

Ames Supply Co............... 48 

Shipman-Ward Mfg. Co..... ; 255 
Typewriter Cleaning Material 








a opt anno & Haupt, 
“ein snutvuamnadeitanisidbien 204 
Cardinel! “Corp. igen othe 229 
Clarotype Co. = 247 
Mittag & Volger, INC. ....0- 387 
Norta Distributing Co...... 244 
Red Feather Products, Ltd...... 47 
Regal Typewriter Co. spitiouberaincoamee 
Rivet-O Mfg. CO.......-ccccccoose.s. 252 
Shipman-Ward Mfg. Co......... 255 
Webster, F. 8., Co. -_ ; 2 
Typewriter Cushion Keys 
Peerless Imperial Co.......... 83 
Shipman-Ward Mfg. Co... 255 
Speed Key Mfg. Co.......... 254 
Speed Products Co. 63 
Typewriter Cushion Knobs and Bases 
Amer. Hair & Felt Co... ...207 
Ames Supply Co................ a 
Business Mach. Products, Inc... 80 
Peerless-Imperial Co. ...... : 83 
Shipman-Ward Mfg. Co.. conconeseshe 
Sun Rubber Co., The . 139 
Typewriter Parts and Tools 
Ames Supply Co... " 3 48 
Shipman-Ward Mfg. Co. wl 255 
Typewriter Tables 
(See Stands for Office Machines) 
Typewriters, Mfrs. of 
Remington Rand Ine... per 15 
Royal Typewriter Co. 29 
Smith, L. C., & Corona Type- 
writers... a 23 
Underwood Corporation ....Back Cover 


Woodstock Typewriter Co. 
Typewriters, Rebuilt and Used 


197, 244 


Regal Typewriter Co........... naeatiog a 
Shipman-Ward Mfg. Co... 255 
Visible Systems Equipment 
Acme Visible Records, Inc....... 91 
Aigner, G. J., Co.. : ‘ 53 
Art Metal Construction Co...... 173 
Boorum & Pease Co................ 49 
PORORGRE, TUG, . cccosstsonssennabionas 150 
Globe-Wernicke - Co., The........102, 103 
Master Craft Corp. Div. 8S. W....... 55 
National Blank Book Co................. 59 
Remington Rand, Ine......................-.. 45 
Ross-Gould Company ....... 250 
Shaw-Walker Co. ....... oe) ee 
Sheppard, The C. E., Co.................214 
Stationers Loose Leaf Co 251 
Vietor Safe & Equip. Co. 191 
Wilson Jones Co. ‘ 85 
Yawman and Erbe. “Mfg. Co... 177 


Wardrobe Racks 
New England. Woodworking Co.. 136 
Waste Baskets 
Art Steel Sales Corp..159, 160, 161, 162 
Bainbridge, Kimpton & a 


Ine. ; 204 
Cole Steel Sales Co............. 179 
Corry-Jamestown Mfg. Corp. 121 
Federal Fibre Corp.......... 188 
General Fireproofing Co... 98, 99 
Globe-Wernicke Co., The..........102, 103 
Peerless Steel Equip. Co............. 189 
Shaw-Walker Co. ..........................B4, 35 


Wholesale Stationery 
Associated Stationers Supply Co._..210 
an enn & } SS 
Ine. ... AN OE aston Ate .-..204 
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PATENTS 





Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 


2,380,377. Ash Receiver. Robert N. Baylis, Caldwell, 
M.. Ses 1 to Smokador Manufacturing Co., Inc., 
Bloomfield, J., a corporation of Delaware. Application 
July 1, i942 Serial No. 449,203. Granted July 31, 1945 

2,380,379. Table. Charles W. Attwood, Wayne, Mich. 
Application November 4, 1942, Serial No. 464,498 
Granted July 31, 1945 

2,380,432. Typewriter Escapement Control! Mechanism. 
Halla M. Harrison, Portland, Ore. Substituted for aban- 
doned application Serial No. 390,231, April 25, 1941 
This application December 7, 1943, Serial No 513,251 
Granted July 31, 1945 

2,380,598. Mechanism for Controlling Total and Sub- 
total Taking Operations for Typewriting Calculating Ma- 
chines. Hugo Ernst Kammel, Zella-Mehlis, Germany; 
vested in the Alien Property Custodian. Original appli 
cation May 14, 1934, Serial No. 725 636. Divided and 
this application July 31, 1939, Serial No. 287,672 
Granted July 31, 1945. 

2,380,642. Centralizing Mechanism. Carl M. Friden 
Pleasanton, and Anthony B. Machado, Oakland, Calif., 
assignors to Friden Calculating Machine Co., Inc., a 
corporation of California. Application July 1, 1940, Serial 
No. 343.368. Granted July 31, 1945 

2,380,655. Staple and Method of Stapling. Joseph C. 

Lang, Pittsburgh, Pa., assignor to Boejl Corporation, a 
corporation of Delaware. Application November 30, 1942, 
Serial No. 467,367. Granted July 31, 1945. 
18. Manufacture of Paper for Stencil Sheets. 
sabeth Berkovits, New York, N. Y. Application 
November 28, 1940, Serial No. 367,535. Granted July 31, 
945 








2,380,744. Duplicating Machine. Frank Ronald Ford, 
Sparkbrook, Birmingham, England. Application Au- 
gust 23, 1943, Serial No. 499,616. Granted July 31, 1945. 

2,380,763. Feed for Fountain Pens. David Juelss, 
Brooklyn, N. Y.. assignor to American Lead Pencil Com- 
pany, Hoboken, N. J., a corporation of New York. Appli- 
cation October 14, 1944, Serial No. 558,673. Granted 
July 31, 1945 

2,380,780. Booklet Binder. 

Ill. Application January 22, 1944, 
Granted July 31, 1945. 


Novak, Chicago, 
519,275 


Mary E. 
Serial No. 


2,380,785. Stapling Machine. Richard A. Percoco, 
ge N. Y. Application January 7, 1944, Serial 
517,311. Granted July 31, 1945. 


4 380,786. Staple. Richard A. Percoco, Mamaroneck, 
N.Y. & yee te 22, 1944, Serial No. 546,108. 
Granted July 31, 194 
Pocket Calculating Machine. Aron M 
Josepho, New York, N. Y. Substituted for abandoned 
application Serial No. 239,797, November 10, 1938. This 
application January 21, 1943, Serial No. 473,079. Granted 
July 31, 1945 

2,381,040. Loose-Leaf Binder. George H. Dawson, 
Needham, Mass., and Paul O. Unger, Elmhurst, IIl., as- 
signors to Wilson-Jones Co., Chicago, Ill., a corporation 
of Massachusetts. Application September 2, 1943, Serial 
No. 500,879. Granted August 7, 1945. 

2,381,192. Stapling Device. Rudolf Vancura, Vienna, 
Germany; vested in the Alien Property Custodian. Ap- 
plication "November 1, 1938, Serial No. 238,144. Granted 
August 7, 1945 

2,381,204 Cumulative Sheet Binder. Antone J. Car- 
doza, San Francisco, Calif. Application April 14, 1943, 
Serial No. 482,974. Granted August 7, 1945 

2,381,361. Tabulating and Accounting Machine. John 
Mueller, North Bergen, N. J., assignor to Remington 
Rand, Inc., Buffalo, N. Y., a corporation of Delaware 


2,380,846. 


Application February 1, 1940, Serial No. 316,739 
Granted August 7, 1945. 
2,381,424. Caleulating Device. Raymond W. Daniel 


son, Chicago, Ill, Application August 9, 1943, 
No, 497,925. Granted August 7, 1945 


2,381,546. Accounting Machine. Walter J. Kreider, 
Dayton, Ohio, assignor to The National Cash Register 
Company, Dayton, Ohio, a corporation of Maryland. Ap 
Diication July 26, 1943, Serial No. 496,122. Granted 
August 7, 1945 
_ 2,381,574. Locking Device for Folding Chairs. Werner 
FE. Clarin, Chicago, Ill., assignor of one-half to Abe J 
Jacobson, Chicago, Ill. Application May 6, 1943, Serial 
No, 485,819. Granted August 7, 1945 

2,381,660. Caleulating Machine. Jean Friedlander 
Brooklyn, N. Y. Application October 30, 1941, Serial 
No. 417,063. Granted August 7, 1945 
_ 2,381,718 _Chair. Earl C, Booth, Columbus, Ind., as 
Signor to Noblitt-Sparks Industries, Inc., Columbus, 
Ind., a corporation of Indiana Application June 5, 
1943, Serial No. 489,732. Granted August 7, 1945. 

2,381,836. Caleulating Device. Ross A. Noble, Flint 
Mich. Application July 17, 1944, Serial No. 545,368 
Granted August 7, 1945 


_ 2,381,862. Printing Mechanism. Horace S. Beattie 
East Orange, N. J., assignor to International Business 
Machines Corp., New York, N . a corporation of New 
York. Application March 10, 1944, Serial No. 525,839 
Granted August 14, 1945 


2,381,898. Cartridge Fountain Pen. 
Waltz, Mich. Application June 29, 1943 
192,736. Granted August 14, 1945 

2,381,919. Autographic Register. Albert W. Metzner 
Dayton, Ohio, assignor to The Standard Register Com 
pany, Dayton, Ohio, a corporation of Ohio Application 
August 30, 1943, Serial No. 500,463. Granted August 14, 


i 
1945 


Serial 


Margaret Gergely, 
Serial No 


2,382,017. Pencil Sharpener. Jay J. Lucas, Centerline 
Mich , assignor of twenty-five per cent to Ivan Elenbaas 
Centerline, Mich. Applic ation May 3, 1944, Serial N« 
533,911. Granted August 14, 1945 


2,382,064 Calculating Device. 


William F.~ Judd, 


North Kansas City, Me Application June 4, 1943, Serial 
No. 489,642. Granted August 14, 1945 

2,382,070. Fountain Pen. Edwin E. Kratz, Kansas 
City, Mo Application August 14, 1943, Serial N« 
498,629. Granted August 14, 194 


2,382,143 


Harry W 


String Binder Assemblage and Package. 
Gordon, Worcester, Mass., assignor to United 








2,380,379 








2.982.316 
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141.942 





2,380,432 











2,381,424 2,381,546 








States Envelope Company, Springfield, Maz 
ration of Maine. Application March 19, 19 
716. Granted August 14, 1945. 


a 
1 





i7¢ 

2 
Me 
poration, St. Louis, Mo., a corporation of M 
plication F el on uary 11, 1948, Serial No. 475, 


August 14 






2,382,406 Method and Apparatus for 

Gummed Tape. Ralph E. Engberg, Clayton 

cation November 11, 1943, Serial No. 509,8 

August 14, 1945 

Binder. Harry D. Falls, Clev 
Exline Inc., Cleveland 

23, 1944, Serial No. £ 





2,382,556 
issignor to Wm 
tion February 
August 14, 1945 
382,607 Dictation Machine. Henry 
Whi ite Plains , assignor to The Gray 
ing Company ‘Hartford, Conn., a corporat 
necticut. Application March 14, 1944, Serial 
Granted August 14, 1945. 

2,382, 6¢ Calculating Machine. Augu 
Pott, Zella-Mehlis 11, Germany; vested i 
Property Custodian Application Decembe 
Serial N 310,080. Granted August 14, 1 
2 Fluorescent Desk Lamp. Al 
Cicero, 11 Application February 3, 1944 
20,847. Granted August 14, 1945 
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DESIGN PATENTS 


141,876. Design for an Ink WeN. Meyer Haberman, 
New York, N. Y Application December 6, 1944, Serial 
No. 116,748. Granted July 31, 1945 

141.882. Design for a Drawing Instrument. Lawrence 
4. Matson, Dayton, Ohio. Application April 13, 1945, 


Serial No. 118,987. Granted July 31, 1945 


Magazine, 


141,942 Design for a Combined Book, 
Newspaper Rack, and Smoking Stand. Louis Reis, New 
tan, H. = Application April 26, 1945, Serial No 
119,221. Granted July 31, 1945 

142,097. Design for a Desk. Russell B. Lindgren, 


Piedmont, and Chester H. Ristenpart, San Francisco, 
Calif.; said Lindgren assignor to said Ristenpart. Ap 





plication November 18, 1944, Serial No. 116,429. Granted 
\ugust 14, 1945 

142,121. Design for a Desk. Chester H. Ristenpart, 

, 1944, 


San Francisco, Calif. Application November 18 
Serial No. 116,428. Granted August 14, 1945 
142,170. Design for a Nib Section for a 1 Fountain Pen. 
David Juelss, Brooklyn, | ., assign to American 
Lead Pencil Company, Hoboken, N. J., a * corporation of 
New York. Application May 10, 1945, Serial No. 119,482. 
Granted August 14, 1945. 7 
142,173 Design for a Portable Tape Moistening 
Device or the Like. Walton C. Marsh, Belleville, Ill, 
assignor to Marsh Stencil Machine Company, Belleville, 
lll. a corporation of Illinois. Application January 5, 
1545, Serial No. 117,272. Granted August 14, 1945 





September, 1945 











BUSINESS OPPORTUNITIES 


Wanted Abroad 


Firm in Brussels, Belgium, Seeks U. S. Trade Connectione—John L. 
Richards of Etablissements Richards, 9a Rue des Petits Carmes, Brussels, 
Belgium, wants American manufactures to know that he is interested in 
resumption of trade relations for all machines, equipment, novelties and 
supplies which may be sold to the office equipment dealer or for which he 
is capable of canvassing prospects. The firm is known to Belgian and 
Luxemburg dealers and has good connections in France and Belgium. Pro- 
prietor Richards was deported to a German internment camp for his re- 
fusal to help the German war effort by repairing a single machine or sup- 
plying a single screw. 








Dealer in Brazil Desires American Agencies—Although now representing 
some American manufacturers, A. Neufeld, Caixa Postal 424, Rio de 
Janeiro, Brazil, wants agencies for additional U. S. lines such as foun- 
tain pens and mechanical pencils, pencil sharpeners, pencils, staplers, 
paper clips, punches, numbering machines, duplicators and supplies, office 
novelties and paper. For nine years, Mr. Neufeld has been a manu- 
facturers’ agent at Rio de Janeiro and he has done business on a com- 
mission basis, specializing in paper and stationery lines. 


Alexandria, Egypt, Firm Asks U. S. Agencies—Established in Egypt as 
manufacturers’ agents and importers, the firm of Michel K. Takla, 14, 
Talaat Harb Pacha Str., Alexandria, Egypt, is interested in representing 
United States firms by appointment as agents on a commission basis 
or through outright buying for resale. The Egyptian company is active 
in representation as manufacturers’ agents and importers dealing in office 
equipment, office machinery, office furniture, office supplies and commer- 
cial stationery. 


Typewriter Agency Wanted in Istanbul, Turkey—The firm of J. Ojalvo 
& V. Mesulam, Tahta Kale Prevuayans Han 9/11, Istanbul, Turkey, wants 
connections with a leading typewriter manufacturer. The Istanbul firm 
has a sales and service organization now covering more than 100 consump- 
tion centers in Turkey and acts as sole distributors in that country for 
the Acme Visible Records, Inc., the General Fireproofing Company, and 
other United States manufacturers. 


Norway Firm Seeks Resumption of American Trade Relations—Tryggve 
Untiedt of Moderne Forretningautstyr A. S., Domkirkegaten 3, Bergen, 
Norway, states that his firm, which before the war worked with American 
office machines exclusively in sales, wants to resume trade relations. Con- 
nections are sought with producers of office machines, equipment and sup- 
plies; a typewriter agency is particularly wanted for Norway. 


Portuguese Firm Seeks Added American Lines—Now acting as sole dis- 
tributors of Sheaffer fountain pens, Le Page’s adhesives and some other 
office supply items of American manufacture, Azevedo & Duarte, L., 76 
Rua do Crucifixo, Lisbon, Portugal, wants to establish relations with 
other American manufacturers of stationery and office supplies. The 
sales organization covers Portugal, Madeira and Azores Islands. 


India & Africa Agencies, Ltd., Seeks Agencies—Connections with Ameri- 
can exporters of stationery and office equipment are sought by India & 
Africa Agencies, Ltd., P.O. Box 913, Nairobi, Kenya Colony. The firm 
is interested in importing stationery lines on their own account and also 
representing the United States manufacturers in the B. E. African terri- 
tories, namely Kenya, Uganda and Tanganyika. 


U. S. Lines Sought by Brazilian Firm—A. F. Barros, C. Postal 270, 
Bahia, Brazil, is arranging for post-war activity and wants United States 
lines of office machines, appliances and supplies. Mr. Barros has been 
established at Bahia for about ten years and already has connections 
with some American manufacturers. 


American Agencies Sought by Copenhagen Firm—Zeuthen & Aagaard, 
A/S, Copenhagen, Denmark, a large concern in office equipment sales, is 
interested in taking over agencies of American manufacturers for type- 
writers, adding machines and calculating machines on the basis of sole 
selling rights. 


Montreal, Canada, Firm open for Agencies—The Cosmos Trading Com- 
pany, Ltd., importers and exporters at 825 Dominion Square Building, 
Montreal, Que., report they. are open to take representation or act 
as sole agents in Canada for American manufacturers of paper of all 
descriptions, stationery, office novelties and supplies, and office machines. 


Wanted at Home 


State Supervisor Wants Office Equipment Catalogs—A. L. Walker, State 
Supervisor of Office Education, Commonwealth of Virginia, Richmond, Va., 
wants price catalogs in order to set up a complete file of office equipment, 
both machines and furniture—providing detailed information as to items, 
description, vendor, and retail price. He is in need of this information 
in making recommendations to local school boards who wish to purchase 
equipment for business training laboratories. 

Los Angeles Company Desires Agencies—The Precision Typewriter Com- 
pany, 124 West Fourth Street, Los Angeles 13, Calif., desires to rep- 
resent new and established manufacturers of high-grade office equip- 
ment of all kinds. At present, all of Los Angeles County is covered, but 
post-war plans include expansion to include all of southern California. 


Economy Office Supply Company, Cincinnati, Ohio, was recently estab- 
lished in business and Paul S. Port, manager, desires catalogs and 
price lists from suppliers of office equipment and materials. The _ in- 
formation is to be sent to Economy Office Supply Company, P. O. Box 
29, Station 1, Cincinnati, Ohio. 





NEW TRADE LITERATURE. 


Atlas Stencil Files, Inc., Cleveland, Ohio, has prepared a new catalog 
showing the current models of Atlas equipment for the efficient and 
economical filing of all kinds of duplicator stencils and plates. The 
catalog, ready early this month, may be secured by writing Atlas 
Stencil Files Inc., 12205 St. Clair Avenue, Cleveland &, Ohio. 
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CORPORATION REPORTS AN 
FINANCIAL NOTES 


A new record was set 
Ohio, wartime 





General Fireproofing Company, Youngstown, Ohio. 
in 1944 by General Fireproofing Company, Youngstown, 
builders of airplane parts, with $26,100,812 in net sales. This compares 
with $23,368,200 in 1943, according to the annual statement to share- 
holders, the statement delayed because of renegotiation of war contracts. 
Net profit in 1944, however, declined to $841,768, compared with $916,837 
in 1943. This was before a $300,000 provision for post-war and other re- 
adjustments. 


President George C. Brainard, in a letter with the statement, said that 
results of operations for the first six months of 1945 have been favorable, 
inasmuch as war contracts have been reduced, and the company is striv- 
ing toward the early resumption of the manufacture of its peacetime 
products. President Brainard said that aluminum furniture would be 
produced as fast as possible and a large share of the company’s force 
made idle by war production curtailment would be called back. 


Directors of General Fireproofing Company declared a 25 cents a share 
common dividend, payable September 10 to holders of record August 24, 
and a $1.75 a share preferred dividend, payable October 1 to holders of 
record September 20. All officers were re-elected, as follows: W. H. 
Foster, chairman; George C. Brainard, president; Walter Bender, vice- 
president in charge of operations; E. A. Purnell, vice-president in charge 
of sales; George R. Farrell, vice-president in charge of purchases; W. D. 
Skinner, secretary-treasurer; and D. K. Phillips, comptroller.—AK. 


Buffalo, N. Y.—A 26 per cent increase in 
products offset a 29 per cent reduction in 
deliveries of war material by Remington Rand, Inc., during the quarter 
ended June 30, and earnings for the period were higher than a year 
ago, Stanley M. Knapp, executive vice-president, told the stockholders 
at the annual meeting. Earnings for the quarter were estimated at 
$1,368,667, or 65 cents a share, compared with $1,340,731, or 62 cents a 
share, in the same 1944 quarter. Total sales for-the three months were 
estimated at $32,946,165 against $34,360,000 a year ago. Mr. Knapp re- 
ported that the company’s Tonawanda plants have resumed the use of 
steel in the manufacture of pre-war quality Kardex record control systems, 
fire-resisting safe cabinets, safe files and other record protection equip- 
ment. It is planned to utilize the present total of around 1,400 employes, 
plus approximately 400 returned veterans, in the operation of the 
Tonawanda and North Tonawanda plants at capacity now that V-J day 
has arrived. Marked increase in export orders is reported.—GET 


National Cash Register Company, Dayton, Ohio—Net income for six 
months ended June 30 was $1,363,560, or 84 cents a share. For the like 
1944 period, net income was $1,665,017, or $1.02 a share. For the quarter 
ended June 30, net income was $783,527, or 48 cents a share, compared 
to $815,673, or 50 cents a share, for the like quarter in 1944. (New York 
Herald Tribune, July 27). 


Remington Rand, Iinc., 
sales of normal peacetime 


Dennison Manufacturing Company, Framingham, Mass.— Announcement 
is made of a regular quarterly dividend of $2.00 per share on the deben- 
ture stock, paid August 1 to stockholders of record July 20, 1945. The 
regular quarterly dividend of 75 cents per share on the prior preferred 
stock was also paid August 1. 


Burroughs Adding Machine Company, Detroit, Mich.—Burroughs Adding 
Machine Company has declared a dividend of ten cents on the common 
stock, payable September 5 to stock of record August 3. The same 
amount was paid in two previous quarters. 


—_>----——- 


PAST—PRESENT—FUTURE 


Remember those days when orders were approved because the sales 
departments were desperate for business—how you were told if you did 
not take the order, your competitors would? Remember those days when 
it was not uncommon to arrive at your desk in the morning with well- 
laid plans for the day only to have them upset with a notice inviting you 
to attend a creditors’ meeting? Remember the settlements that were 
offered and the many creditors’ committees that were formed, the mora- 
toriums that were granted, and how the settlements only worked out 
to the satisfaction of the dealer? 


Haven’t had any such experiences for a long time. With few excep- 
tions, your customers have been discounting their bills, and when not 
discounted or paid promptly within terms, you were quick to tell Mr. 
Customer that terms had to be observed, or else. 


What about the future? ‘Will credit men be as liberal as in the past? 
Will they extend credit just for the asking, or will they be much more 
exacting in appraising the credit risk? 


The memory of credit men should be fresh as to the losses suffered 
when the last war suddenly ended and many of their customers could 
not surmount the effects of the sudden reduction of business volume. 
With the painful experiences of the past in mind, the average credit man 
should, when current hostilities cease, be more exacting in his insistence 
that his customer display the qualifications necessary for successful 
coping with the difficult readjustment conditions. The old customer should 
be reappraised, and certainly the new merchant should not be accepted 
with open arms—he should be carefully examined as to his fitness, and 
should te made to prove himself credit worthy. 


We may ail be wrong in our appraisal of future conditions, since none 
cf us possess a reliable crystal ball. 


We must realize that post-war developments will be governed much by 
political developments, and right now all business is concerned with 
suggested paternalistic programs that are being fathered by certain labor 
leaders and certain political office seekers, who have ideas as to what 
our economy hereafter should be. 


However, barring artificial credit controls, credit will as always be 
subject to the rules of credit, which rules are flexible enough to adjust 


themselves to conditions as they develop. 
(Weekly toard of Trade) 
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PEACE COMES TO A WAR-WEARY WORLD 


W2F CAME to the United States in shattering reality that fate- 
ful Sunday of December 7, 1941. Remember Pearl Harbor? 

Peace dawned with welcome swiftness during an atom- 
charged offensive against our enemy this past month of August. 

In that interim of almost four years, America became a 
changed nation. ,Dictators thought us soft, but production such 
as we had not dreamed of furnished the sinews of victory. Our 
civilian economy was rudely disturbed. Priorities hampered 
our commercial life, often became personal millstones. But 
our nation was equal to an occasion which called for shedding 
of blood and the personal heroism which are part and parcel 
of a democracy’s defense of her esteemed liberties. We became, 
as President Truman said, a people “capable of bearing arms.” 

Now, beating our swords into ploughshares, we, as a nation, 
must prove that we have not only won the peace but are worthy 
of the fruits thereof. The challenges which come with victory 
are as encompassing as are the burdens of war. 

We might well ponder over our victory with humility, as did 
Abraham Lincoln in his second inaugural address of March 4, 
1865, when he looked back on the Civil War carnage and said: 

“. . . With firmness in the right, as God gives us to see the 
right, let us strive on to finish the work we are in; to bind up 
the nations’ wounds; to care for him who shall have borne the 
battle, and for his widow and his orphan—to do all which may 
achieve a just and lasting peace among ourselves and with 
all nations.” 

The forces of destruction, such as produced the atom .bomb 
as an eternal reproof to our enemies, terrifying us to secrecy 
lest we might perish with it, must now be harnessed: into the 
humbler pursuits of peace. If these mighty agencies can pro- 
duce victory in four years, they surely hold hopes for solving 
the multitudinous problems of peace. War production rode 
roughshod over the barriers of depleted manpower, shortage 
of materials and crowded transportation facilities. This same 
effort directed toward the principles of peace offers promise of 
solving the problems of unemployment, reconversion, and 
achievement of higher standards of living. 

The paths of peace certainly are pleasanter than the high- 
ways of war, for peace means families united instead of being 
torn asunder, of young men back in the halls of learning instead 
of fighting in foxholes, of machines turning out typewriters 
instead of rifles and tractors instead of tanks. 

Challenging, yes! But how aliuring are the problems of peace! 


OFFICE APPLIANCES, September, 1945 11 








Some Things to Consider When 


Planning the Future 


By FRED MERISH 


Business Analyst and 
Financial Counselor 


NOTE.—Because the appended 
article was written before VJ Day, 
it contains frequent references to 
“post-war.” The _ situation has 
changed so that the planning time 
is shortened, but most of the fac- 
tors applicable during the war still 
obtain in the current transition 
period. The suggestions made by 
Mr. Merish are worthy of study 
and adaptation. 


NATION can’t fight a war 

without men, equipment and 
a medium of exchange (money to 
you), this trinity fused into a solid 
front with some sort of an over-all 
plan of action. The dealer’s post- 
war position is similar, so now is 
the time to plan your plan of 
operation after the war. 

Each dealer must “roll his own”; 
there is no one pattern to follow. 
He must analyze his own position 
and then draft a program based 
upon an intelligent appraisal of 
essential factors peculiar to his 
business. It may be only a rough 
draft but the time and effort 
spent along these lines will not be 
wasted because it will bring into 
bold relief the many problems 
that are etched into the picture 
and which bypass the mind until 
attention is focused on them 
through detailed analysis. The 
dealer’s post-war problems are 
many; here are some of the things 
he must. consider in planning 
post-war operations: 


What Has the War Done to 
Your Resources? 

Is your working capital ratio 
better or worse than before the 
war? How does your financial 
standing compare with that of the 
pre-war days? Has your net worth 
increased or decreased? Has your 
equipment any trade-in value or 
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is it practically junk? What will 
it cost you for deferred repairs to 
business buildings and equipment? 
Many dealers have been stymied 
on repairs because they could not 
get materials or help during the 
war, or sub-standard repairs had 
to be made because the usual 
grade of repair work was unob- 
tainable. Many temporary repairs 
have been made during the war 
which will have to be redone in 
the post-war period. Remember 
that deferred repairs are always 


more costly than when made“ 


pronto. Will such repair work set 
you back substantially, affecting 
your investment in post-war mod- 
ernization, expansion and promo- 
tion? If you figure on expansion, 
how many additional employes 
will you need; how much will the 
expansion cost you? What volume 
must you get to pay the over-all 
cost of doing business and net a 
profit on the enlarged operation? 
How much must you appropriate 
for advertising, either to rebuild 
prestige lost through discontinued 
advertising during the war or to 
get enough volume to promote 
sales with maximum profit in the 
post-war period? 


How Has Cost Picture Changed? 


What were your business costs 
before the war? What have they 
been during the war? Have costs 
gone up or down? Why? Less 
help, discontinued advertising, a 
seller’s market and fewer deliver- 
ies have reduced overhead ratios 
for many businessmen. In some 
cases, they may be able to retain 
these savings in the post-war 
period. In other cases, such as 
advertising, this expense will be 
increased. A comparative analysis 
of pre-war and war figures now 
will help the dealer get a good 
perspective on possible post-war 
economies born of war experi- 
ences. The war has forced the 
dealer to pay greater attention to 
operating economies. He has had 
to cut out the frills because of 
shortages, he has had to find 
short-cuts and new ways to do 
the old job better, all of which 


will help him function more effi- 
ciently in the post-war period if 
he capitalizes on his war experi- 
ences. 

What has high taxation done to 
your net profit? Where has it left 
you on pocket-profit? Are you con- 
templating the marketing of more 
lines after the war? If so, how 
much additional capital and how 
much more promotional effort will 
be required and the estimated 
cost? What is your inventory 
position likely to be at war’s end? 
This is probably not such an im- 
portant factor for some retailers, 
but the office appliance dealer 
must consider that big improve- 
ments are promised in this field, 
along with new items, some of 
them revolutionary developments 
to be marketed in the post-war 
period. Post-war customers will 
more than likely snub war lines, 
particularly where substitutes 
have been used, buying instead 
the post-war newcomers. Thus, if 
a dealer has a heavy inventory at 
war’s end, a substantial part of 
which covers war lines, or ersatz 
goods, he may have to unload 
such items at a sacrifice. This 
loss should be anticipated, wher- 
ever possible. It is a war loss, 
chargeable to the war years and 
not to the post-war period. 


Depreciation and Obsolescence 


What about the write-off on fix- 
tures, equipment and trucks? If 
you have taken enough deprecia- 
tion during the past to absorb 
original cost in a period of time 
that coincides with actual wear, 
tear and obsolescence, you are 
safe. If wear, tear and obsoles- 
cence take their toll before the 
assets are written off on your 
books, you stand to lose the dif- 
ferential. This is a sock at net 
worth, weakening your financial 
condition, making it just that 
more difficult to get credit ac- 
commodations in the post-war 
period. 

How much do-re-mi will you 
need to swing your post-war busi- 
ness program? How much will 
you have in the kitty for this in- 
vestment? If you haven’t enough 
money to finance your post-war 
program at war’s end, can you get 
credit accommodations? If your 
financial statement shows up 
badly, you may have a hard time 
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getting credit but it is poor busi- 
ness to wait until you decide to 
invest to find out. Will you need 
additional working capital to 
finance post-war operation? Will 
your own funds, as indicated by 
the current ratio on your balance 
sheet, do the trick? Working cap- 
ital is not investment capital. 
The former supplies the funds to 
pay current bills, pay roll and 
taxes. The latter is taken from 
the surplus cash you have set 
aside to modernize or enlarge. If 
surplus funds are unavailable in 
your own organization, you may 
get the money through a loan or 
credit, provided your balance 
sheet rates the accommodation. 
Remember that expansion or in- 
creased promotional activity in 
the post-war period will “up” the 
demand for working capital over 
pre-war and wartime operation, 
the increase depending upon your 
post-war activities and hopes. If 
you expect to expand, say 25 per 
cent, or to go heavier on post-war 
promotion by 25 per cent, your 
need for working capital will in- 
crease 25 per cent and you must 
see to it that your business sup- 
plies it. 

If you need outside funds or 
credit after the war to cover your 
post-war plans, start looking for 
it now. If your financial state- 
ment shows up badly, if there are 
“bugs” anywhere in _ operation, 
you may have a hard time getting 
outside accommodations in the 
post-war period and it is poor 
business to wait until you decide 
to invest to find that out. Now is 
the time to make a study of your 
position and if you need funds for 
modernization in the post-war 
period as indicated by a detailed 
study of your problems and a 
formulation of a plan, then con- 
tact your banker and talk over 
the matter before the last shot is 
fired. Even if you finance your 
post-war activities in other ways 
than through a bank, the banker 
can help you with valuable coun- 
sel. Many businessmen make a 
mistake of waiting until they need 
funds before they go gunning for 
them. Sometimes it is impossible 
to anticipate burdensome de- 
mands on the wallet and the bus- 
inessman can be pardoned in such 
cases if he fails to plan in ad- 
vance, but post-war monetary and 
credit requirements do not fit into 
this picture. The need and cer- 
tainty for post-war betterment 
and promotion are known in ad- 
vance and much can be done 
NOW to prepare the way. 


In this article, we have men- 
tioned only a relatively few of the 
problems that will beset the dealer 
in the post-war period. Never be- 
fore has the businessman been 
confronted with so formidable a 
task. The problems one had to 
consider before the war to get by 
were kindergarten compared to 
the higher education you need 
from now on to plan your work 
and work your plan profitably. 
The dealer must become a better 
student of business management 
to graduate into the profit class 
after the war. Buying and selling 
goods are not the all of business; 
they are only the barter phase. 
You can buy right and sell ata 
good margin, yet lose money be- 
cause you manage badly, lack a 
plan, or have too limited a knowl- 
edge of causes and effects in 
business operation and of the 
requisites essential to good over- 
all management. Before the war 
some dealers did get by with lim- 
ited knowledge and application of 
good business principles, but 
greater complexities await you 
than ever before and you must 
broaden your horizon. The best 
way to start is with some sort of 
a plan that will provide syste- 
matic appraisal of your problems. 
Every business is different. No 
one can solve your problems for 
you. That is YOUR job. But first 
you must know what these prob- 
lems are and then plan to meet 

















INNER(Q) CIRCLE 


NOT A ONE-DESK MAN—Gilbert H. Bosse, 
president of the Imperial Desk Company, 
Evansville, Ind., has personal use for more 
than one of the desks which he manufac- 
tures. His is a busy career, both in his pro- 
fession and in civic affairs. Assisting in 
founding the Imperial Desk Company in 
1912, he was secretary, vice-president and 
general manager before becoming president 


them with solutions that square 
with good business management. 
The most difficult period will be 
bridging the transition from war 
to peace. After the post-war 
period has been under way a few 
years, the cauldron will change 
from a turbulent bubble to a more 
peaceful simmer and then you 
may be able to handle your busi- 
ness affairs with fewer headaches. 
But until then, plan to keep the 
pot from boiling over. 


Post-war Gremlins in Picture 


Too many dealers we have 
talked to in the past few months 
are being “needled” by the reas- 
suring picture since V-E Day. 
They see in the offing a post-war 
period free of restrictions where 
they can buy and sell as of old. 
But the end of the war and the 
removal of restrictions will bring 
in Gremlins even worse than those 
that we know today, and dealers 
who do not anticipate their post- 
war problems now and plan to 
tackle them effectively when they 
come will find themselves in fox- 
holes. 

“Forewarned is forearmed.’’ 
Complacency about war in peace- 
time cost us plenty in _ blood, 
sweat and tears. A similar atti- 
tude toward post-war problems 
will get the same result in the 
post-war period and build up 
profits for only one guy—the 
maker of aspirin. 














in 1936. This is his major interest but he finds time for other 
responsibilities, serving as president and director of Thrift, 
Inc., (Insurance), treasurer and director of New Vendome 
Hotel Company, director of Charter Finance Company, and 
President of Deaconess Hospital, Evansville. The high trust 
in which he is held by his fellow citizens is evidenced by the 
fact that he has served as county and city treasurer for 
Vanderburgh county and the city of Evansville since 1943 
and a second two-year term doesn’t begin until Jan. 1, 1946. 
Counted among his extra-curricular activities is service on 
the office furniture industry advisory committee for the 
OPA. He is also a member of the executive committee of 
the Wood Office Furniture Institute. 
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“HANDLE WITH CARE 


Customers Complaints 
Test Stationers’ Tact 


By V. N. VETROMILE 


£ 
REATHES there a stationer 
born under such a lucky star 
that his customer relations 


throughout the years have not 
produced complaints as well as 
compliments? If there is, many 
in the trade will want to shake 
hands with him, for his experi- 
ence is unique. 

While it is true, fortunately, 
that most of the merchandise in 
the typical stationery store, apart 
from mechanical sundries, is of 
such a nature that the average 
habitual buyer can judge its worth 
and fitness or quality by personal 
inspection at the moment of selec- 
tion, occasions do arise when the 
customer believes, correctly or 
otherwise, that he or she has 
found cause for dissatisfaction. 

The customer in such instances 
naturally expects that the same 
confidence in the stationer which 
caused the customer to patronize 
him will be his assurance of any 
proper and reasonable adjustment 
required. In any modern station- 
ery and appliance business, the 
policy of which is dedicated to the 
principle that no sale is complete 
unless the customer has been sat- 
isfied, the stationer himself sub- 
scribes to this same viewpoint. 
The problem, therefore, seems a 
simple one, but in reality it isn’t 
always simple. 

Such stationers endeavor to sell 
merchandise that won’t come back 
to the store to customers who 
will, but the unexpected can hap- 
pen even when there is no mis- 
representation and no price dis- 


pute. 
Long before the war, a trade 
bureau investigation disclosed 


that, in one large eastern city in 
the United States, returns and ex- 
changes ran as high as 12 per cent 
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of all the retail business trans- 
acted. The monetary expression 
of this percentage was several 
millions of dollars annually. This 
certainly represents an astounding 
and significant economic loss on 
retail operations—one that should 
challenge the interest of all pro- 
gressive merchants. 

Returned merchandise repre- 
sents an actual and appreciable 
loss in clerk service, accounting, 
delivery costs and the technical 
“shop-worn” or handling wear, 
which might, conceivably, require 
that any item that cannot be re- 
turned to its supply source for full 
credit be resold as shop-worn 
goods. Furthermore, when goods 
are let out on approval and held 
a while, an occasional sale could 
be lost if the inventory of the 
article or appliance was running 
low. All these expenses are direct 
and unquestionable detractions 
from the normally - anticipated 
profits of the business. 

Since it is, apparently, beyond 
the power of any human agency 
to remove every conceivable cause 
for buyer-dissatisfaction, whether 
justifiable or largely whimsical, 
the best that can be hoped for is 
to determine probable complaint- 
hazards from past experience and 
strive to minimize those hazards. 
Then, in cases where they rear 
their ugly heads, make the kind 
of adjustments that protect both 
good will and profits under a policy 
of complete honesty and fairness 
to both the stationer and his cus- 
tomers. 


Fault Usually Is at Retail Outlet 


It was found, upon analysis of 
the returned-goods situation pre- 
viously mentioned, that the retail 
outlets themselves were respon- 
sible for at least 40 per cent of the 
returned-goods transactions that 
impeded routine business. Thus, 
the resultant conclusion is that, 
by reasonable attention and care 
in the filling of orders, a large 
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part of this menace to profit and 
reputation could be banished per- 
manently. The underlying causes 
seemed to boil down to certain 
conditions that began insidiously 
and were allowed to develop as a 
matter of course. 

It was found that, in times when 
merchandise is abundant and 
competition is intense, salespeople 
often overstimulate the purchase 
of supplies, or influence the pur- 
chase of some new appliance with- 
cut adequate understanding of its 
adaptability to the specific needs 
of the customer’s office. Where- 
upon, the customer’s ultimate real- 
ization that he did not really need 
the goods or appliance, or 
couldn’t use that particular kind, 
prompts return, or perhaps, sub- 
stitution of other supplies or sun- 
aries. 

The obvious remedy for this sit- 
uation is that salesmen shall be 
trained to help customers to buy 
the things that they actually need 
—the things that will give them 
continued service and satisfac- 
tion—and that so-called “steam- 
roller” methods shall not be used 
to make sales of mechanical 
equipment running into money. 
The salesman who receives a com- 
mission incentive, or who may be 
participating in some_ current 
volume-building contest, should 
be warned not to exceed the limits 
which serves the buyer’s long- 
range interest. 


Buyer’s Needs Must Be Considered 


It is true that occasionally a 
customer will buy without con- 
sidered judgment as to the ap- 
propriateness or present need for 
what he has bought and, when 
he gets the article into his home 
or vice, feels dissatisfied—the 
more so if the salesman had put 
on the pressure to motivate the 
buying ipapulse. While the adult 
buyer of common sense and sound 
mind should know his own re- 
quirements, reasonable care on 
the part of the salesman who 
knows the customer and has ac- 
quired at least some familiarity 
with the customer’s business re- 
quirements will usually prevent 
any ill-advised purchases. It is a 
simple matter to show such gen- 
uine interest in the customer’s 
needs and plans as to help him to 
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determine wisely whether the 
goods or the machine under con- 
sideration would be a good invest- 
ment for him at the time, every- 
thing considered. 

There is no need for the sales- 
man to seem unduly inquisitive or 
officious in using this procedure. 
Quite contrary to sales being 
killed by such interest that places 
the buyer’s personal benefit above 
profit or commission, additional 
sales will be made and confidence 
will be developed, not only in the 
stationer, but in the salesman. 
Whenever possible, every precau- 
tion should be observed that the 
merchandise—particularly, an ap- 
pliance—is of a character that 
will insure its staying sold, even 
should this ideal of sales-service 
involve an appraisal of the buyer’s 
equipment, probably by a visit to 
his office. Anything short of this 
is incomplete salesmanship. 

I have known many progressive 
stationers to break the ‘“behind- 
the-counter complex” and accom- 
pany a good buyer to his office for 
a first-hand analysis of that buy- 
er’s requirements when there 
might be some special situation 
involved. This extreme of sales- 
service wouldn’t be feasible, of 
course, in the case of a pencil 
sharpener or a desk bracket, but it 
certainly would be in the case of 
an Addressograph or a duplicating 
machine or an automatic book- 
keeping installation. 

With regard to the smaller sales 
in routine business, there is al- 
ways the possibility of some cus- 
tomer returning what he judges 
to be inferior or defective mer- 
chandise to request either refund 
or replacement. There is a marked 
lack of uniformity in handling 
such complaints which, of course, 
involve a major problem in good 
will retention. Even when the cus- 
tomer is right at heart, he or she 
may be technically in error. Yet, 
the stationer cannot discreetly 
dispel a complaint with such a 
remark as “You saw what you 
were buying”; or “Don’t you know 
that it is hard nowadays to get 
stock of the old high quality?” 


Two Policy Extremes 


There appears to be two ex- 
tremes among most retailers in 
the handling of returned-goods 
complaints—the one policy mak- 
ing the customer an enemy by 
arbitrary denial of a questionable 
claim; the other extreme develop- 
ing chiselers and impostors by 
compromising everything in favor 
of the customer, facts regardless. 


An investigation of current pol- 
icies in handling customers’ claims 
on merchandise, summarized from 
interviews with 20 leading re- 
tailers in the trade, revealed that 
several believed in making imme- 
diate adjustment without argu- 
ment. Some preferred to withhold 
adjustment (particularly was this 
true with regard to mechanical 
specialties) pending contact with 
the manufacturer or local sales 
agent, final adjustment being de- 
pendent upon the manufacturer's 
verdict, both as regards the origin 
of the defect and willingness to 
redeem the appliance. 

Two referred all complaints di- 
rectly to the manufacturer or local 
agent, except in instances where 
they, as retail distributors, were 
manifestly responsible for the ele- 
ment of dissatisfaction. They 
seemed willing to take their 
chances on recovery from the 
manufacturer and reported that 
they usually were successful. 

Two outlets reported always 
making an effort to minimize the 
customer’s impression of any 
“out” in the article on which claim 
was made, though making good 
to the retail buyer when necessary 
and filing claims with the manu- 
facturers later. 

Five dealers solved this vexing 
problem by inviting the complain- 
ant, even when they were not con- 
vinced that there was anything 
wrong with the purchase, to make 
his or her own Selection of another 
article of the same kind or brand 
directly from the stock, in lieu of 
the cheerful policy of “Your mon- 
ey back if you want it.” 

Claims for shortages or dam- 
ages arise, of course, in the trans- 
actions of jobbers, wholesalers and 
manufacturers as well as retailers. 
The nature of the problem being 
very much the same in all cate- 





SINCE IT IS, apparently, 
beyond the power of any human 
agency to remove every con- 
ceivable cause for buyer-dissat- 
isfaction, whether justifiable or 
largely whimsical, the best that 
can be hoped for is to deter- 
mine probable complaint-haz- 
ards from past experience and 
strive to minimize those haz- 
ards. Then, in cases where they 
rear their ugly heads, make the 
kind of adjustments that pro- 
tect both good will and profits 
under a policy of complete hon- 
esty and fairness to both the 
stationer and his customers. 
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gories of distribution, the prin- 
ciples for dealing with it correctly 
are, naturally, very much the 
same. 


Discover Defects in the Store 


While I know that it sounds like 
“the counsel of perfection,” it 
seems, nevertheless, that if there 
is anything wrong with a piece of 
merchandise, under the right sys- 
tem of stock supervision and in- 
spection, the blemish or operating 
defect should be discovered in the 
stationer’s store—not in the home 
or office of the purchaser. The 
first-time buyer of a writing ma- 
chine, for example, can not be ex- 
pected to discover, merely from a 
visual survey of the shiny machine 
placed before him or from a few 
lines of slow typing, an “out” that 
might, perchance, have escaped 
factory inspection. But the service 
man of the local dealer or agent 
should be qualified to know that 
the machine is delivered to the 
buyer in perfect operating condi- 
tion. 

Fairly or unfairly, the retailer 
has always had to carry the heavy 
burden of consumer satisfaction. 
The customer looks instinctively 
to the stationer for adjustment on 
any article that proves unsatis- 
factory. 

There are even more occasions 
in the trade where defects are not 
at issue, but where errors are 
made by clerks in the selection 
and packing of orders—particular- 
ly, telephone orders. Satisfying 
the customer in such cases is a 
much simpler matter for the sta- 
tioner, yet such difficulties should 
be avoided so far as possible be- 
cause they entail profitless trouble 
and loss of time for both dealer 
and customer. 

In the case of claims for re- 
junds ocr replacements, however, 
no matter how obviously the cus- 
tomer may be in error, it pays to 
handle him tactfully and to im- 
part the impression that the store 
is willing to bend backwards con- 
Siderably to give him a square 
deal. Otherwise, a single failure to 
handle a complaint tactfully may, 
in the end, kill several hundred 
dollars worth of business by prop- 
agating ill will. 

If there is anything in mer- 
chandising practice that should be 
labeled “Handle With Care,” it is 
the complaint or claim of the 
buyer. Only a wizard could run a 
business for years and never have 
a complaint, but no _ stationer 
needs to be a wizard to make a 
correct appraisal of his responsi- 
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bility, both to his own reputation 
and the customer’s good wiil for 
a seemingly fair restriction. 

In certain cases, the responsi- 
bility is clearly upon the wholesale 
factor or the manufacturer as, for 
example, in the case of a big mu- 
nicipal contract for public schoo] 
stationery. This contract was for 
a large annual stock of ruled reci- 
tation paper and _ six-by-nine 
blank books—the paper being 
packaged in reams as usual and 
the blank books in bundles of 
100, all packed in cases. 

When the wholesale purveyor or 
manufacturer delivers such an or- 
der, the customary procedure of 
the buyer is to unpack the cases, 
count the units and place them in 
stock. But certainly he can not 
reasonably be expected to unwrap 
and examine each unit in advance 
of use. In the case that I have in 
mind, it was discovered, after 
three-fourths of the shipment had 
been distributed to the various 
schools of the city, that the re- 
maining recitation paper was not 
ruled straight and true and that 
many of the blank books had de- 
fective bindings and uncut pages 
making them unusable. Certain- 
ly there was no chance for an 
argument here as to where re- 
sponsibility rested nor of the ob- 
ligation to replace the goods im- 
mediately without any handling 
costs to the buyer. Such a com- 
plaint could not be honorably 
sidestepped by the manufacturer 
on the ground that considerable 
time had elapsed since the ship- 
ment of the goods to the city 
Such an argument would not hold 
as long as the situation was re- 
ported as soon as discovered. 


When Responsibility Is 
in Question 


The matter is not so simple 
especially in the case of a me- 
chanical appliance, when there 
appears to be a technical issue as 
to whether the defect or disfunc- 
tion, which the customer may 
honestly believe to be inherent in 
the article, has resulted from the 
customer’s mishandling or misuse 
of it. Such a complaint presents 
a delicate problem which calls for 
careful technique in proving to 
the buyer, without argument or 
offense, what caused the trouble. 
The expense of repair or adjust- 
ment might easily amount to a 
considerable detraction from the 
dealer’s profit on the sale, and 
when convinced of the facts, the 
reasonable customer will accept 
it as the price of his own mistake. 
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To minimize complications from 
complaints of this kind, there 
there should be a definite time 
limit for complaints or returns on 
any merchandise of this character 

A dealer making a complaint to 
his wholesaler should respect the 
same code that he sets for his own 
customers. If he delays in un- 
packing a case of this or that ar- 
ticle for a month or more, then 
finds two or three units damaged, 
he should be certain in conscience 
that the damage did not result 
from rough handling or shunting 
the case around in the store until 
the contents were needed for 
shelf-stock. 

Although not as pestilential as 
a few years ago, one of the prob- 
lems of all manufacturers and 
jobbers continues to be the return- 
ing of goods for credit on one pre- 
text or another and often with- 
out any explanation, any respect 
for agreed-upon time limits, or- 
der-number identification or date 
of purchase. 

Different houses have varying 
rules for handling this vexatious 
problem. As a rule, however, they 
will not accept for return or re- 
placement goods that are soiled, 
have been marked with retail cost 
marks or resale prices, or which 
are in any other particular unsal- 
able as new merchandise. This is 
a seemingly fair restriction. 

Representative wholesalers and 
jobbers are, of course, always 


ready and willing to correct mis- 
takes in filling orders, or to re- 
claim excess shipments. And the 
retailer should likewise be reason- 
able in returning goods for credit 
and should realize that returns in- 
volve a material item of expense 
for the wholesale or jobbing fac- 
tors. 

Many orders in large distribut- 
ing houses are received by tele- 
phone when the stationer needs 
merchandise in arush. It is often 
difficult to place the blame when 
a retailer receives the wrong item 
or size or the wrong quantity. In 
the case of an overshipment, the 
retailer should always return the 
excess case or smaller units with 
the seals and wrappings unbroken, 
when the situation does not neces- 
sitate that seals be broken to as- 
certain what the goods are. 

Obligations in all branches of 
the industry should be recognized 
as mutual and the Golden Rule 
applied so that a spirit of time 
and money-saving co-operation 
will prevail between the retailer 
and the wholesaler, and between 
the manufacturer and the whole- 
saler or jobber. When an invoice 
bears the imprint, “All claims 
must be presented within ten 
days,” that rule should be respect- 
ed as much as the cash discount 
time limit. Unpack all shipments 
promptly, and if anything is miss- 
ing or defective, enter the claim at 
once. 





Little Biographies of Men - What fo = rn 


THE UNREGISTERED LETTER 
By Norris L. Hayward 


“ONE THING MORE,” the salesman added. “Here is something on 


our order blanks I must read you. 


"Any defects in or objection to the quality of the office equipment 
specified in this order must be communicated to the seller by registered 


mail within 30 days after the receipt of the goods, 


> 99 


the salesman 


read. The equipment arrived, turned out to be defective, and John Henry 
Mills, the office appliance man, immediately wrote to the seller to that effect. 

“Be sure to register that letter,” he ordered. The feminine bookkeeper 
started for the postoffice, found the registry window closed, the “boy friend 
in khaki” and the inevitable invitation to an afternoon show at the neigh- 
borhood theatre. Such a combination produced the usual result. She 
dumped the letter in the ordinary mail, and departed with the “boy 


friend” for the aforementioned show. 


The seller received the letter, however, and admitted that he did, but 
refused to remedy the defects complained of. 

“You were bound to notify me in exactly the method prescribed by the 
order,” was the seller’s contention, while John Henry Mills maintained 
that the method was immaterial, as long as the notice was delivered. The 
North Carolina Supreme Court ruled in favor of the office appliance 


dealer in 144 N. C. 307. 
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*eyenax * 


oa we go to press, many wartime restrictions have 
een removed and others are contemplated for 
the near future. Details will appear next month.) 


OPA Sets Ceiling Prices on Certain 
Papers; Mechanical Pencils Now Tax- 
Free; Reconversion to be Facilitated 


CEILING PRICES SET ON CERTAIN PAPERS 


Ceiling prices at the wholesale level for colored 
Mimeograph and duplicator papers, made from coated 
and uncoated book papers, were announced on August 
9 by the Office of Price Administration. The action, 
effective August 14, allows the paper merchant to 
add to his established ceiling prices a color differential 
equal to the color differential he paid to the manufac- 
turer, plus 25 per cent. After adding the mark-up, 
he may round out the price to the nearest five cents. 

Paper merchants sell to printers and converters. 
Converters make up paper pads and boxes of sta- 
tionery. There will be no increase in retail prices for 
these papers as a result of this action, OPA said. 

During the war period, little colored Mimeograph 
and duplicator paper was made from coated and 
uncoated book papers. Consequently, it was not neces- 
sary to establish ceiling prices for it. Now, manufac- 
turers can again produce these colored papers and 
OPA has set, by this action, the same color differential 
that the paper merchants used when the papers 
previously were manufactured. 


a) 
OPA SETS UP SURPLUS GOODS SAFEGUARDS 


Steps have been taken to prevent excessive charges 
to consumers for surplus war goods, at the same time 
providing resellers of such goods with simpler meth- 
ods for quickly figuring their ceiling prices, the Office 
of Price Administration has announced. 

The new provisions, effective August 22, all applica- 
ble to resellers and embodied in a companion supple- 
mentary order to the one already in effect for sales 
of surplus war goods by the Government, will have 
this triple effect, says OPA: 

1. Resellers no longer will be able to use the ceiling 
price of a “similar item” which, in many cases, has 
resulted in excessive resale prices for war goods bought 
at low prices. 

2. The pyramiding of prices by “cross-stream” sales 
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among identical types of sellers, with a mark-up added 
each time, will be checked. 

3. Resellers will find it easier to determine their 
selling prices, either before or after they buy the 
goods, by being able to find out quickly what their 
dollar-and-cent ceilings are or what mark-up they 
can use. 

OPA asserts that use of the “similar item” method 
of pricing is one of the ways of determining ceilings 
allowed under the General Maximum Price Regula- 
tion which “froze” numerous items to their highest 
March, 1942, levels. This method has been used in 
pricing certain surplus war goods but it has not proved 
effective for such goods, many of which are sold by 
the Government at extremely low prices. So use of 
this method is now discontinued in the determining 
of resale ceiling prices for surplus war property. 

Where surplus war goods are identical with items 
already being sold by the same reseller, the same ceil- 
ings apply and can be used at once. 


i) 
REMOVE TAX ON MECHANICAL PENCILS 


Public Law No. 180 was recently signed by President 
Truman, the signature making operative removal of 
the 20 per cent tax on mechanical pencils and placing 
them on an equal basis with fountain pens. Removal 
of the levy was advocated by OFrrice APPLIANCES edi- 
torially in the March issue and under sponsorship of 
the Fountain Pen and Mechanical Pencil Manufac- 
turers’ Association, Inc., HR 3239 was introduced by 
Congressman Walter A. Lynch of the twenty-second 
district, New York. 

o 


OPA CLAIMS RECONVERSION TO BE MADE EASIER 

Three pricing orders clearing the way for manufac- 

turers reconverting to the production of many types 

of civilian goods were announced on July 19 by James 

F. Brownlee, deputy administrator for the Office of 
(Turn to page 60, please) 
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EDITORIAL 





September Issue Delayed 

@@ PUBLICATION of the September issue of 
OFFICE APPLIANCES was delayed because of 
slow-up in mail delivery and photo engraving 
service occasioned by the VJ holiday. Two full, 
unexpected (though wonderfully welcome) days 
taken from a working schedule inevitably cause 
jams and subsequent difficulties. We trust sub- 
scribers will understand and forgive. 


ee 


Nature’s real nobleman is a workingman.—G/l/en Buck. 


— + eo r- 


Special Office Furniture Section 
@® ON PAGES 92 to 193 is the Thirty-Sixth 
Annual Special Office Furniture Section. Be- 
cause of the recent victory in the war against 
Japan unusual interest attaches to this year’s 
presentation of merchandising articles by deal- 
ers and the announcements by manufacturers. 
Removal of restrictions on production have 
given substance to the hope that deliveries to 
meet the pent up demand can be started before 
the end of the year. Metal as a furniture ma- 
terial will begin returning to prominence. 
Possibly other materials developed in response to 
wartime needs will be found practical for cabi- 
nets, chairs, desks and accessories. 
Reconversion problems are being solved. War 
manufactures retreat before the return of 
civilian goods. Office furniture manufacturers 


are concentrating all their skills and energy 
to the building and distributing of furniture 
lines that will fill consumer demand and contrib- 
ute to the business advance of office equipment 
and supply dealers. 


— ~~. 


The fellow who goes around with his hands in his 
pockets all the time seldom has anything else in them.— 
Conner’s Office Boy (E. R. Conner & Company, Fort 
Worth, Tex.) 


ee ee 


Post-war Work Week 


@@ LATE in August, the research committee 
of the Committee for Economic Development 
released a comprehensive statement of national 
policy containing recommendations for facil- 
itating re-employment and for assisting those 
workers unavoidably idle during the change- 
over period. The recommendations are sound 
and pertinent. Of particular significance is the 
expressed opposition to arbitrary reductions in 
the pre-war normal work week solely for the 
purpose of sharing employment. The commit- 
tee’s contention is that a “share the work” plan 
is essentially a “share the unemployment” plan 
which places the burden of unemployment on 
the workers and tends to restrict desirable labor 
mobility. It supports the idea of stimulating 
production to a maximum rather than sharing 
in a minimum. The recommendation has the 
ring of logic as well as leading to the advantages 
of greater prosperity for all. 


HERE AND THERE 





WABASH IND.) CHILDREN 
FETED FOR I7TH TIME 


Frank Gurtner, chief of the Wa- 
bash police department, arranged 


this question under the scrutiny of 
the official weatherman. 








BY GYPSY 


Ed Little, sales manager of Wa- 
bash Filing Supplies, Inc., Wabash, 
Ind., doesn't forget the little pals 
of his dog, Gypsy. For the seven- 
teenth year, Gypsy acted as hos- 
tess to about 250 children of the 
Manchester Avenue neighborhood 
at an ice cream party on July 18. 
lt was a party in which patriotism 
and safety lessons had an integral 
part, and the afternoon was high- 
lighted with servings of delicious 
ice cream. 

The program started with the 
raising of the flag which had been 
presented to the children by the 
Stineman Post, American Legion. 
The flag was raised and the pledge 
was led with the assistance of 
Tommy and Dorothy Hettman- 
sperger. 
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for two talks on safety, given by 
Patrolman Robert Marks and Estil 
Bemenderfer of the state police. 

A few remarks by the Rev. Leo 
A. Hoffman were followed by a 
Punch and Judy show presented by 
‘Mysterious’ Lawrence of Gal- 
veston, Ind. This was the third year 
for the Lawrence show. 





STATIONER OF FORT SMITH 
TRYS OLD EXPERIMENT OF 
FRYING EGG ON SIDEWALK 


ls it hot enough to fry an egg on 
the sidewalk, or isn't it? 

Louis Cohen, president of the 
Fort Smith Office Supply House, 
Fort Smith, Ark., recently aided a 
fellow citizen in attempting to settle 
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The thermometer was placed on 
the sidewalk and registered | 10 de- 
grees despite the fact that the offi- 
cial reading was but 87 degrees. 
Whereupon, the weather man 
grabbed the traitorous instrument 
and retreated. 

Did the egg fry? You'll have to 
find out from Louis Cohen, for his 
home town newspaper didn't say. 
Or why not make the old experi- 
ment for yourself? 





THEY'RE JUST KIDS, BUT THE 
T IS ADDED TO 3 R'S 


Some 200 grammar school pu- 
pils, ages 5 to 13, at the National 
College of Education in Evanston, 
Ill, are laying the groundwork for 
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secretarial perfection ten to 15 
years from now. 

The T has been added to ,the 
3 R's for these youngsters, as they 
learn to typewrite more as a means 
to an end rather than as an end 
in itself. 

In senior kindergarten, 25 tots 
study a keyboard chart on the wall 
and familiarize themselves with the 
machines. They do no actual typ- 
ing. The other 175 pupils, includ- 
ing |7 first graders, whose average 
age is six, have typing lessons 
three times a week. 

All pupils are taught proper fin- 
gering for the touch system, but 
the machines do not have covered 
keyboards. They learn to write 
their names first, if in the first 
grade. Then the class takes an 
imaginary journey and each pupil 
prints a luggage ticket with his 
name, address and_ destination. 
Finally, the youngsters type stories 
they have read. 





FIXING GERMAN TYPEWRITER IS 
UNUSUAL JOB FOR REPAIR 
MAN AT SPRING VALLEY, ILL. 


Carl Blum, typewriter repair man 
of Spring Valley, Ill., recently had 
an unusual task to perform when 
he was called up to make repairs 
on a German typewriter, brought 
home by Pfc. John Condie of 
Spring Valley. 

The machine, a Continental Si- 
lenta built on the order of the 
Remington Noiseless, was badly 
damaged in transit but Mr. Blum 
was able to make the necessary re- 
pairs to place the typewriter in 
serviceable condition again. 

The keyboard of the German 
machine was quite similar to an 
American ot ine reports Mr. 
Blum, but many of the fetters had 
diacritical markings as used in the 
German language. 





DUTCH STATIONER TELLS OF 
WARTIME LIVING CONDITIONS 
UNDER NAZI RULE IN HOLLAND 


In one of the most authentic 
“now it can be told" yarns ever to 
come to the attention of the edi 
torial department of OFFICE AP 
PLIANCES, William R.  Rikkens, 
director of Parker Service in Am- 
sterdam, writes this vivid account, 
dated July 23. Excerpts of his 
three-page letter follow: 


| want to give you more details of events 

of what we had to endure in Holland during 

the war, and at the same time some details of 
ur business during that trying time. 

The Germans invaded Holland in May, 1940, 
under the pretext that Holland was not neutral 
(the English Navy and Army had control of our 
harbors), that all measures of defense taken 
by us were directed against Germany, that the 
gold bullion of the Netherland Bank had been 
transferred to England and America, and many 
more of such rotten stunts of propaganda. All 
Dutch political parties except one—the Quisling 
party of Holland—were forbidden to exist, and 
our government in London was called an emi- 
grant government by the Germans. 

Late in 1941 they started to force our manual 
abor for work in Germany. By all kinds of 
tricks our firm kept our employes in Holland 
except one. The most difficult years for this 
forced labor were 1943 and 1944. 

In 1941 we were forbidden to listen to enemy 
radio stations and in 1943 all radio sets were 
confiscated. Many very old types of sets were 
brought in, but a large percentage was hidder 
Incidentally | had hidden three sets. Later on, 
in 1943, 1944 and 1945, | was in the happy posi 
tion to listen myself to the BBC and the Ameri 
can stations every night. The set was right in 
the restaurant of a hotel where many Germans 
were staying. 

In 1942 the Germans needed bicycles and a 
razzia was being held. | lost one of my three 
cycles, but hardly anybody was so fortunate as 
to have more than one. You have no idea 
what it meant for the Dutch to do without 
bikes. 

We had two concentration camps—Amsters 
foort and Vught—where untold cruelties and 
crimes were committed to men and women 
sent there for small offenses, like listening tc 
enemy broadcasting, hiding of Jews, and so on 

But in 1944 on September the 5th, ‘the crazy 
Tuesday,’ as we called this particular day, the 
Germans (soldiers included) and the Quislings 
lost their heads as a result of the English prop 
aganda that the Allied armies had taken 
Breda. All tried to run back to Germany 
cars, taxies and al! kinds of vehicles, loaded 
with everything they could steal, like jewelry 
diamonds, gold and silver articles, shoes, ra- 
dios, bicycles, woolen blankets and foodstuffs. 
| have seen those running jerries at the railroad 
stations in Amsterdam, Utrecht and Hilversum. 
lf at that time the Allies had sent us a couple 
of thousand paratroops, Holland would have 
been freed. 

On the I7th of September, 1944, the Dutch 
emigrant'’ government gave instruction for a 
general railroad strike, and you have no idea 
how furious the Germans were. The result was 
that the Germans had to run the trains ther 
selves and much sabotage was done by the 
nderground movement. 

By that time the Germans had cut our rations 
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enormously, contending that by this strike no 
trains were available for the transport of food- 
stuffs for the Dutch civil population. But the 
robbing of our butter and meat continued. 

| had to go to my office in Amsterdam by 
bike—about 40 miles a day (maybe you know 

r beautiful climate in autumn, with plenty of 
rainstorms and strong winds). 

Electric current was cut off except for. the 
Germars, and siill to date we have no light. Up 
to now we don't get much coal from Germany. 
No gas has been available since November, 
1944, so the housewives cook on little stoves 
with wood. Consequently most of the trees in 
towns and villages heve disappeared. 

The Germans started to hold razzias on men 
October 25th. As a good wish for a Merry 
Xmas, the Germans ordered that all men up to 
40 in the provinces of North and South Holland 
and Utrecht had to report again during Janu 
ary, 1945. Consequently, from that date no men 
dared to be on the street: Most of them had 
a hiding place in their home; otherwise, they 
were taken for defensive works. 

Owing to the shortages of food the women 
and children overcrowded the country in order 
to get something to eat. They often traveled 
more than 50 miles by foot, sometimes bare 
footed. It was terrible to see those hunger- 
caravans along the road, and the Germans did 
not hesitate to rob these people of the food- 
stuffs they had obtained. 

Curfew from 8 P.M. till 5 A.M. No movies or 
pictures except German propaganda, 

In the larger towns like Amsterdam many 
houses were empty because thousands of Jews 
were taken to Germany to be gassed. Those 
houses were demolished by the population for 
the wood, leaving only some stones. In the 
Jewish quarters whole streets -disappeared in 
this way, and the police could not do anything 
against it. Of course the furniture of those 
houses was pilfered a long time ago by our 
protectors, the Germans. 

When the difficulties had reached the summit 
and the water was coming higher and higher 
everywhere, we were generously helped by the 
Allies, who managed to save the three prov- 
inces of North and South Holland and Utrecht 
and to bring us the most necessary food by 
means of airplanes. 

You will understand how happy we were 
when the news came of the surrender of the 
German troops in Holland and western Ger- 
many. But an overwhelming joy moved us to 
tears when the first corps, consisting of Cana- 
dians and English troops, arrived in western 
Holland. We are liberated now and free. 
Those words can only be understood in their 
full significance by those who have suffered five 
years of occupation by the Germans. 





THE BIG ONE DIDN'T GET AWAY 
FOR FRED BUTENSCHOEN 


After considerable prodding, 
modest Fred Butenschoen of Im- 
perial Methods Company, Forest 
Park, Ill., furnished some vital sta- 
tistics on the 18-pound muskie which 
he caught recently in the vicinity of 
Bloomer, Wis. This muskie has es- 
pecial significance because it is the 
first one Fred has ever landed on 
his fishing expeditions. Since he was 
fishing under the auspices of the 
Chicago Gun and Rod Club, that 
organization might be given credit 
for an assist to the Butenschoen fry- 


ing pan. 





HAASE AIDS LAKE FRONT DRIVE 
PLANS—Milwaukee, Wis., lake front 
drive planners, who paused in their 
tour August 1 to talk things over on 
the roof of the city sewage disposal 
plant, included (from left) Hugh E. 
Young, chief engineer of the Chicago 
planning commission; Oscar R. Haase, 
city lake front committee; J. P. 
Schwada, city engineer; and State 
Senator Bernhard G. Gettelman, of 
legislative interim committee on lake 
front development. Mr. Haase is presi- 
dent of the Northwestern Furniture 
Co., Milwaukee, an excellent photogra- 
pher, yachtsman and a civic leader. 
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NUMDA NEWS 





(National Office Machine Dealers Association) 


Members of the National Office Ma- 
chine Dealers Association are urged 
to send in suggestions for the better- 
ment of the industry. Tell about your 
sales experiences. Offer ideas on how 
the association can operate more suc- 
cessfully. A short question-and-answer 
column devoted strictly to inquiries 
relating to the office machine industry 





can be developed. Answers will be as 
prompt as possible and every effort 
will be made to assure accuracy. An- 
swers and other trade information 
which cannot be published in OFFICE 
APPLIANCES will appear in the reg- 
ular NOMDA bulletins. Address your 
correspondence to John Dannenfelser, 
133 E. Spring St., New Albany, Ind. 


What Price Typewriters? 


By CLARENCE FE. BUSH 


Manager, General Typewriter Company, 
Washington, D. C. 


control since 1942. As part of our national economy 
and in order to avoid inflation they have been fixed 
by the Office of Price Administration. That prices 
will remain under government control for some time 
to come does not appear to be in doubt. Not only 
was the Office of Price Administration recently given 
a new lease on life by the passage of the appropriation 
bill, but President Truman and leading forces in 
Congress have clearly indicated that the danger of 
inflation is not yet past. Whether typewriter ceiling 
prices will be continued has not yet been decided, 
but it is assumed that there will be no change in this 
OPA regulation during the immediate post-war period. 

Will prices of new typewriters go up? Will maxi- 
mum production offset increased costs? Will prices of 
used typewriters go up? Has the trade any justifica- 
tion for asking for such action? What is the picture 
of typewriter prices during the next year? 

In spite of our surrender of freedom of action under 
price control, there is one outstanding fact that should 
not be forgotten. There has been no real and perma- 
nent change in the American way of life and business. 
The incentive idea is still paramount. Both Congress 
and the executive departments recognize the neces- 
sity of profit in business. No manufacturer and no 
person is expected to do business for nothing. 


St eated dene PRICES have been under government 


Provide Ways for Relief 


Therefore a procedure has been set up under the 
control of the Office of Price Administration whereby 
changes in price ceilings may be effected. 
Because of increased costs of materials, 
of increased costs of services, and of 
increased wages, the manufacturer may 
not be able to make a profit under his 
present selling prices. He is then given 
the right to apply for relief. 

Two methods of determining new ceil- 
ing prices are provided. One is for small 
manufacturers, and the other for large 
manufacturers. The former is based on 
figures obtained from the small manu- 
facturer’s own business. The latter takes 
into consideration figures of other large 
manufacturers in the same field. In the 
typewriter field it is likely that such 
manufacturers would be classed as large, 
and any changes in ceiling prices would 
be uniform for all manufacturers. 
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MR. BUSH 


Should typewriter manufacturers feel that new 
prices are necessary, the way to obtain them is indi- 
cated. If he can show that his ceiling price does not 
cover his 1941 cost of production, plus any increase 
to offset any increases in cost of materials and wage 
rates, he will get an adjustment. He may add his 
industry’s “profit factor” to his 1941 cost, after adjust- 
ment to cover higher materials and wages. These in- 
dustry profit factors are equal to one-half of the 
average percentage of margin of profit over the total 
cost for the industry during the period 1936-1939. In 
other words, the Government guarantees the manu- 
facturer the right to make some profit, even though 
it may be comparatively small, by the medium of 
increased selling prices. 

The position of typewriter manufacturers on in- 
creased ceilings is unknown. However, it would not 
be surprising that they will be forced to ask for 
changes, either in list prices, customer discounts, 
dealer discounts, periods of guarantee, and so on. One 
thing is certain—their costs of doing business have 
risen, just like most all manufacturers. Will maximum 
production, which is anticipated during the next few 
years, overcome increased costs? We should know the 
answer to this question before the end of the year. 


Ceilings Set on Used Typewriters 


Price ceilings on used typewriters are more involved 
than those on new typewriters. It may therefore be 
well to review those regulations, and the circum- 
stances exerting an influence on them, in order that 
there will be a clear understanding of 
the situation. 

Prices of used typewriters are covered 
by RMPR-162 issued by OPA early in 
1942. Prices had then reached high lev- 
els, and were still advancing. It appeared 
that inflation was inevitable just as in 
World War I. Therefore the necessity 
for the regulation. It effectively stopped 
any growing boom. 

Many dealers did not like this law be- 
cause purchases had been at top prices, 
and profit could not be had under the 
ceilings. This forced the retention of 
those machines in stock, from which 
they sooner or later evolved into rentals. 
This proved to be of great benefit as it 
gave the dealers a regular and steady in- 
come. In time the law came to be looked 
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upon as a wise move and has been accepted by the 
trade as such. 

In carrying out this law, OPA has followed the 
directive of congress, that is, that past trade prac- 
tices be recognized and followed as closely as possible. 
This is one of their major tenets. Yet it was not 
followed in respect to typewriter prices. 

It has been a past trade practice to change prices 
yearly. Trade-in values dropped, and, in general, 
wholesale and retail sale prices dropped accordingly. 
Values decreased with age. Yet price ceilings on all 
levels have remained unchanged since set forth in 
1942. 

This was due to recommendations of the industry 
advisory committee, and the National Office Machine 
Dealers Association. As no commercial manufacture 
was permitted, and consequently no trade-ins coming 
into dealers’ hands, it was expected that their source 
of supply would be dried up. With no means of 
replacing present stocks, sales of used typewriters 
would stop or dealers would be selling themselves 
out of business. Therefore the sale of used type- 
writers would be negligible. Without used machine 
sales there was no reason to adjust price ceilings 
downwards, even though it had been past trade prac- 
tice to do so. The public would not be harmed, and 
dealers would derive some slight benefit from the sale 
of those old machines that were not rentable. 


Used Machine Price Adjustments 


The end of the war definitely puts an end to this 
situation. Commercial manufacture will increase by 
leaps and bounds. While trade-in machines are prac- 
tically non-existent now, they will gradually increase 
in a steady flow. Stock will become available from 
surplus. Dealers will have typewriters to sell. 

Under these conditions it cannot be expected that 
the Office of Price Administration will permit the 
present ceilings to continue any longer. An adjust- 
ment will have to be made. The normal course would 
be to reduce the price levels on trade-ins, wholesale 
and retail sales. Do the dealers wish to reduce these 
prices? Will they be pleased with lower prices? 

Should such reductions be made, the effect on man- 
ufacturers would be little. They have already reduced 
trade-in prices. They have no stock of used type- 
writers to speak of now. 

Nor would price reductions seriously affect dealers 
as long as they sell what they buy under one set of 
prices. A reasonable profit is provided under the law. 
Also if dealers have been wise in depreciating inven- 
tory values year by year, price reductions would mean 
little. 

But a price drop might catch dealers who have not 
depreciated stock from time to time. And it might 
catch dealers who have recently purchased machines 
at present prices. Therefore dealers should be aware 
of these dangers, and of the fact that the present 
situation is inflationary. Purchases of used type- 
writers today may turn out to be a risky business, 
if tomorrow the selling level has been radically re- 
duced. 


Changes Are Forecast for Future 


This article is written to acquaint the trade with 
present conditions, and to warn dealers of what may 
be in store for them if price control continues. It is 
realized that most of us are starved for typewriters, 
and that it is customary to pay ceiling prices for 
them. It is hoped that dealers will realize the chances 
they are taking in doing this. It is hoped that dealers 
will give this matter careful thought and express 
themselves accordingly. 

It is but natural to say that if higher selling prices 
are allowed manufacturers on new typewriters, higher 
prices should be allowed dealers on used typewriters. 
It is true that there has always been some relation 
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between the two. Dealers could never get more than 
a certain percentage of new machine prices for used 
machines. But the Government may recognize that 
fact only indirectly. They may wish to examine each 
case on its own merits. 

Higher prices may be allowed manufacturers be- 
cause increased costs would make operations profit- 
less. Dealers have been faced with higher costs, too, 
and in fairness to OPA it should be said that they 
would like to make that the basis for higher prices 
for us, too. But on the basis of increased costs all 
business would be entitled to higher prices. It would 
bring about a spiral of rising prices that could only 
end in disaster. Therefore the profitless condition has 
been added. We are in the same position as manu- 
facturers. If we can prove a profitless condition, we 
can get higher prices also. However, it seems that 
dealers have been harmed but little during the war. 
It is reported that they are in good financial position, 
and that they have been able to absorb their increased 
costs. If this be true, there is no justification for 
dealers to ask for higher prices because of increased 
costs. 

We cannot avoid the fact that used typewriter prices 
are faced with at least a three-year reduction. The 
longer it is postponed, the greater it will be. It 
might not be necessary to absorb this all at once. 
Prices could be lowered gradually. The drop could be 
every six months, two years every 12 months, and so 
forth. The OPA has always shown a willingness to 
listen to the trade, and no doubt would like to learn 
our attitude. 

If price reductions are unavoidable there may be a 
cushioning effect available to dealers because of past 
practices. There have been occasions in the past 
where prices did not drop yearly. We have had a 
sellers’ market before, where the demand for type- 
writers kept prices up. If it can be shown that 
because the demand was greater than the supply, 
prices did not decrease, we have a valid argument to 
ask for the retention of the present levels. This 


remains to be seen. 
—xq—<—-—__ 


DENVER TYPEWRITER DEALERS IN ANNIVERSARY 

The Typewriter Dealer’s Association of Denver, affili- 
ated with the NOMDA, held a banquet at the Oxford 
Hotel on August 6 in honor of the second anniversary 
of their Association. 

A number of out-of-town dealers from various 
towns in Colorado and Wyoming, the local managers 
of each of the manufacturer’s branches, as well as a 
number of the manufacturer’s salesmen, were the 
guests of the Denver association. 

The banquet was called to order by Alfred Honour 
of the Honour Typewriter Company, president of the 
local association, and every one present was intro- 
duced. Mr. Ecord of the American Typewriter Ex- 
change made an appeal for memberships in the 
NOMDA, citing some of the accomplishments and 
benefits of joining. Leo Horal of the Denver Type- 
writer Company, vice-president of the local asso- 
ciation, then introduced the speaker of the evening, 
Mr. Barlow, western sales manager of the Royal 
Typewriter Company. 

Mr. Barlow made an inspiring address in which 
he stressed that the dealers in the post-war period 
must sell service as they have never done before, 
that is, in applying the machines they sell to the 
customers’ needs. Mr. Barlow also stated that a 
genuine spirit of friendship could and should exist 
between manufacturers and independent dealers. 

The evening was enjoyed by all, and every one 
thought that there was no problem in the industry 
that could not be solved by co-operation between all 
members of the industry. Mr. James of The Type- 
writer Exchange, Inc., secretary of the local associa- 
tion, secured some memberships in the NOMDA and 
tentative plans for formation of a state or Rocky 
Mountain association were discussed. 
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© LC SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 N Y 


...which typewriter? 


These stroboscopic flash images prove that no human 
fingers can ever match the top speed of the SMITH-CORONA. 
Taken at 1/60,000 of a second, you will notice the clear, 


sharp movement of type-bars and carriage; while the 
hands of the speed typist appear blurred beyond recogn’- 
tion. If it’s professional championship speed you 
want— or just everyday office speed...the SMITH-CORONA 
has it...to spare. 


Smith-Corona ¥% 
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NEW TELEPHONE EXTENSION ON MARKET 
Edward B. Windsor Company, Industrial Engineers, 
Milwaukee, Wis., report that their new Exec-Arm tele- 
phone extension is on the market and that delivery 





EXEC-ARM TELEPHONE EXTENSION 


on orders up to 1,000 can be made within two weeks 
from receipt. This handy new device, which leaves 
both hands free while phoning, is reported in demand 
by government agencies, business offices, hospitals 
and transportation lines. No telephone rewiring or 
alterations will be necessary, the manufacturers re- 
port. 
eee 

PAYROLL BOOK PROVIDES COMPLETE RECORDS 


The Colonial Company, Brooklyn, N. Y., announces 
that orders are now being taken for immediate deliv- 
ery of the new nation-wide pay roll book office aide, 
providing for a complete year’s record for up to 25 
employees. There is space for five weekly periods for 
each month through use of cut leaf sheets. No. 5001, 
size 7x81 inches, plastic bound and having 136 pages, 
gives listings for employees’ personal history records, 
cumulative wage and tax data, Federal and state pay 
roll tax computation and weekly withholding tax 
tables. Orders at $2.00 list F.O.B., or requests for cata- 
log illustrating pay roll calculation book and other 
pay roll records may be addressed to the Colonial 
Company, 2954 Avenue Q. Brooklyn 29, N. Y. 

ey os ele 


NEW TYPE OF BINDING OFFERED 


Louis E. Delson, inventor of the “DelsO Bindery” 
principle, which involves notches on the sides of cards 
or sheets, states that his bindery method can be ap- 
plied to many types of products, including the follow- 
ing: direct mail material, demonstration literature, 
instruction manuals, brochures, folders, cards, cata- 
logs, and calendars. The basic patent covers notched 
edges through which a string is slipped and then fas- 
tened in such a way as to bind material together. The 
idea is being licensed now for use in post-war manu- 
facture. Mr. Delson is also the inventor of the “Vis- 
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uaLetter”’ for business use. He expresses the belief 
that the “DelsO Bindery” will be equally effective in 
reducing business costs and advancing sales work. 
8 
“CHART THAT THINKS” REDUCES CALCULATIONS 
A basically new development inventory record con- 
trol is announced by the systems division of Reming- 
ton Rand, Inc. It utilizes a revolutionary Graph-A- 
Matic computing chart, called by its first users, “The 
Chart That Thinks.” This device directly converts 
actual and available inventory quantities into the time 
that it will take to consume them. It is applied to 
the control of inventories, of raw material, fiinished 
parts, purchased parts, perishable tools and supplies, 
and other inventory items. It signals order point, ex- 
pediting point, normal, under-stock, out-of-stock, and 
excess stock positions. It makes management-by- 
exception automatic in inventory control. 
‘cislamatiigiiilia 


ALMAC ANNOUNCES NEW DESK SET LINE 
Already producing over 100 different Lucite-Plexiglas 
creations for the home and office, Almac Plastics, Inc., 
New York, N. Y., announces that 15 complete and 
original desk sets, in a wide variety of price ranges, 
are now ready for delivery. All except two models have 
genuine leather desk blotter pads, tooled in 22-karat 





ALMAC LUCITE-PLEXIGLAS DESK SET 


gold. Sizes are 19x12, 24x14 and 24x19 inches. All 
models come complete with fountain pens and two 
deluxe models have two fountain pens each. The 
majority of the Almac desk sets are available in 
colorful blue, amber and rose, in addition to jewel- 
like crystal, in which all sets are produced. Special 
sets are produced for the youngster in school. 

“The scene changes in all types of buying and it is 
changing in buying desk sets,’ says Mac J. Lewis, 
president of Almac Plastics. “Desk sets are assuming 
more and more importance as a major item in the 
office equipment field and the Almac line has been 
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geared to meet every conceivable necessity and pocket- 


book.” 
= -o——_—_ 
PAX TAPE, WITH NEW FEATURES, INTRODUCED 


Pax Tape Sales Company of Illinois, located in Chi- 
cago, announces introduction of Pax Tape, using a 
new type of cellophane base and providing for a pres- 
sure sensitive product. 

Advantages of Pax Tape are claimed by the makers 
to include non-deterioration in stock, non-leaking at 

















NEW PAX DRY SEAL TYPE 


the edges or stickiness on the sides, possession of 
more adhesive quality and superior tensile strength. 
The tape, it is claimed, will withstand extremes of 
temperature without damage. 

The Pax Tape Sales Company of Illinois provides 
exclusive distribution through dealers in the middle- 
western states, the Dakotas and Tennessee. Sales will 
soon start for tape in nine colors and masking tape 
made with paper backing. Desk-style dispensers, as 
well as semi-automatic and automatic dispensers, will 
be available within 30 or 60 days. 


ADJUSTABLE, PLASTIC T-SQUARE DESIGNED 

A new all-plastic adjustable T-square has just been 
placed on the market by the C-Thru Ruler Company, 
Hartford, Conn. This newest addition to a long line 





PLASTIC ADJUSTABLE T-SQUARE 


of drawing devices is streamlined and is molded of 
heavy, colorful plastic with a protractor feature grad- 
uated in degrees. 

The arm of the T-square allows clear visibility over 
the entire surface and is fastened to the head in such 
a manner as to allow it to pivot or swing to any angle. 
Another feature is the interchangeability of the arms, 
available in such lengths as 12, 18, 24 and 30 inches. 
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JUSTIFYING TYPEWRITER IS PATENTED 


A justifying typewriter, to enable a typist to make 
lines even at the right-hand side of a sheet of paper, 
just as on a printed page, has been patented, it is 
announced by the United States Patent Office at Rich- 
mond, Va. The typewriter was patented by Vannevar 
Bush of East Jaffrey, N. Y., and was assigned to the 
Research Corporation of New York, N. Y.—GET 

———o= Po 
AMES ANNOUNCES NEW POLISH 

The Ames Supply Company recently announced the 
introduction of its improved True-Mark general pur- 
pose polish. This polish has a wax base and is suitable 
for use on office machines, furniture, automobiles, and 
on all paint, lacquer and varnish finishes. The polish 
was selected as a True-Mark resale item for the dealer 
only after extensive research of many formulas. The 
new polish will be supplied in the four most acceptable 
sizes of containers—8-ounce, pint, quart, and gallon. 
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ATLAS RESUMES METAL CABINET PRODUCTION 


Atlas Stencil Files, Incorporated, Cleveland, Ohio, 
announces that the 500-S, 300-S and 150-S models are 
again available with metal cabinets. The 1400, or 
Jumbo model, which is a large two-drawer unit with 
wood cabinet, will not be made of metal until after 
the first of the year. At that time it is expected that 
present critical materials will be more plentiful. 

SE dite cent 
SECO TRAYS AGAIN IN PRODUCTION 


The Seymour Conover Company, New York, N. Y., 
announces resumption of production of SECO cigar 
trays and patented Guardsman cigarette trays. Pro- 
duction was not previously possible because of the use 
of hard woods, such as walnut and mahogany, for 
manufacture of gunstocks and other war products. 

—_——— ao 
RESUME MAKING OF ALUMINUM OFFICE CHAIRS 

Goodform aluminum office chairs are the first civil- 
ian products of The General Fireproofing Company, 
Youngstown, Ohio, upon which production will be re- 
sumed. It is over four years ago, in the spring of 1941 
and nine months before Pearl Harbor, that the manu- 
facture of aluminum chairs was discontinued by gov- 
ernment orders because of the scarcity of aluminum, 
then needed for the defense effort. 

A sevenfold increase of aluminum production dur- 
ing the period between 1940 and 1945 has made a 
sufficient amount of the material available for the 
Jap war requirements and some essential civilian pro- 
duction, announces the GF company. 

Thus, the Youngstown concern is able to continue 
an office chair line which between 1930 and 1940 devel- 
oped at a fast pace. During the war, Goodform alumi- 
num aircraft seats for pilots, copilots, bombardiers 
and navigators have been in use on many planes, and 
right now are used in the Superfortresses and carrier 
planes raiding Japan. 

09 
MOVE REM-RAND DEPARTMENTS TO NEW YORK 

Remington Rand, Inc., announces the removal of 
the executive, sales, merchandise and pricing depart- 
ments of the systems division from Buffalo to New 
York, N. Y. The new offices are located in the Reming- 
ton Rand Building, 315 Fourth Avenue, New York, 
10, N. Y. 

In announcing the relocation, Al N. Seares, vice- 
president and general manager of the systems divi- 
sion, stated, “We believe location in New York will be 
advantageous to our customers, our vendors and our 
nationwide sales organization, as it unifies our ad- 
ministrative operations under more accessible condi- 
tions. New York City is ideally located. .. .” 
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R. T. Malone, manufacturers’ representative covering 
the southwestern territory from headquarters in Dal- 
las, Texas, signed the Guest Book on Monday, July 23. 
Mr. Malone calls on dealers in the interest of the 
Sikes Company. He was in Chicago checking on the 
potentials of some other products to handle in his 
territory. 


Alan Erlenborn of Erlenborn’s, Aurora, Ill., affixed 
his name to the Guest Book July 25. The principal 
purpose of his Chicago visit was a buying mission in 
which, as usual, he was successful. He makes the trip 
about once a month. Mr. Erlenborn has a modern and 
thoroughly attractive store, the premises having been 
remodeled completely something over two years ago. 
Since then he reports the volume in commercial sta- 
tionery has increased more than 50 per cent. He is an 
alert merchandiser. 


Jack C. Kern of Jack C. Kern Company, Dallas, 
Tex., visited at OrrIcE APPLIANCES’ headquarters July 
25. He had called upon three accounts in the Chicago 
area and was ready to resume work in his territory. 
Prior to coming to Chicago he had made a number of 
contacts in and around New York. Mr. Kern’s opera- 
tions include everything south of the Ohio and Poto- 
mac Rivers except West Virginia, but including Wash- 
ington, D. C. West of the Mississippi his territory ex- 
tends from the Gulf to the Canadian line. His com- 
pany maintains a branch at Fort Worth, with Dan 
Wagner, assistant general sales manager, in charge. 


H. L. Bockfinger, sales manager of Acme Tag Com- 
pany, Minneapolis, made July 26 a brighter day for 
OFFICE APPLIANCES by a Visit at headquarters. “Bock” 
to many of his friends, “Hank” to others, his activities 
in the industry extend back many years. He was a 
friend and neighbor of George Patterson, founder of 
this journal, after the publication was moved to 
Chicago. At that time his specialty was ribbons and 
carbons, a field in which he was remarkably success- 
ful. He is as charged with vigor as ever and has had 
his plant in oversold condition for some five or six 
years. 


P. G. Picknell, Haines & Essick Company, Decatur, 
Ill., president of the Illinois Bookseller & Stationers 
Association, signed the Guest Book on Monday, August 
13. He spoke with enthusiasm concerning an IBSA 
meeting scheduled for Sunday, October 28, in Bloom- 
ington, Ill. The date was set for Sunday so that 
dealers can arrange to have their salesmen and other 
employees present. Mr. Picknell is a quiet, soft-spoken 
man with a capacity for getting things done. Plan- 
ning for an October meeting during the hot days of 
August is a good augury for a successful IBSA year. 


Paul A. Jones, of Jones Office Equipment Company, 
Hobbs, N. Mex., paid a visit to our headquarters August 
18. Released from the Navy about a month before, he 
was making plans for an enlarged business to be 
housed in a new building now in process of construc- 
tion. After 14 months in the Aleutians, Mr. Jones was 
given a leave which enabled him and Mrs. Jones to 
attend the regional meeting in Denver in April, 1944, 
after which he was transferred to the South Pacific. 
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At Hobbs he sells stationery, office furniture and office 


machines. His policy is to concentrate on better 
grades of merchandise and not try to compete with 
chain stores. He is agent for Shaw-Walker Company 
and Wilson Jones Co., finding time to call on both 
during his middle western visit, although two days 
were lost for calling purposes by the Victory celebra- 
tion. 


R. D. Latsch, Latsch Brothers, Lincoln, Nebr., presi- 
dent National Stationers Association, stopped briefly 
at OFFICE APPLIANCES’ front door August 21, to which 
point he was driven by his friend, Ed Conlon, sales 
manager of Rockwell-Barnes Company. With two 
members of OFFICE APPLIANCES’ staff added, the party 
proceeded in Mr. Conlon’s automobile to the new plant 
of Stein Brothers Manufacturing Company to witness 
the Army-Navy “E” award ceremony referred to on 
another page. Mr. Latsch divided most of a week in 
Chicago between matters concerning NSA and his 
own business. 


Alex Patterson, Birmingham, Ala., southern repre- 
sentative of All-Steel-Equip Company and Angle Steel 
Stool Company, favored OrricE APPLIANCES’ headquar- 
ters with a visit August 22. He has been in Aurora, 
and Plainwell, Mich., the headquarters of the two 
manufacturers, and was ready to return to his terri- 
tory. Always an optimist, he is enthused about the 
permanent development of southern industry and the 
increased opportunities presented for distribution in 
his area. 


Griff Nicholas, sales manager for Red Feather Prod- 
ucts Ltd., Redwood City, Calif., also pulled the O.A. 
latchstring on the twenty-second. He was on a hurry- 
up trip which took him to New York, Washington, 
Pittsburgh and then Chicago before starting on the 
home stretch, hitting only a few high spots this time. 
He plans to repeat the trip with many more stops in 
the near future, and show something of the com- 
pany’s program to widen dealer possibilities as matters 
of production continue to improve. 
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TRAVELERS SEEK NEW AUTO PRIORITIES 


Malcolm Dresser, secretary of the New England 
Travelers Club, reports that at a recent meeting of 
the Club executive committee the following resolu- 
tion was passed: 

“The secretary shall write a letter to Chester Bowles, 
Administrator of the Office of Price Administration, 
at Washington, D. C., requesting that the salesmen 
be given a priority rating on purchase of new auto- 
mobiles, when they are released, inasmuch as said 
autos are part of our working equipment and most 
necessary in carrying on our business. It is also 
noted that the travelers have been most co-operative 
in conservation of tires and gasoline to aid the war 
effort. 

“Of course we fully understand that automobiles 
must first be given to doctors, Federal officials, and 
so forth, but we do feel a traveling man should be 
given consideration before the civilian public.” 

—3m—<r-e—__—_—_ 


CHRISTMAS IN SUMMER WINDOW DRAWS NOTICE 


Maverick-Clarke of San Antonio, Tex., have aroused 
considerable attention through a window display fea- 
turing Christmas merchandise. The window is par- 
ticularly effective in drawing attention and arousing 
comment, since the temperature is hovering around 
90 degrees. 

Effectively presented are lines of seals, cards, rib- 
bons, cords and wrappings. 

The display has been arranged in consideration of 
the men in the armed forces who will be unable to 
be home at Christmas time, and who will be remem- 
bered by their friends and relatives with gift pack- 
ages which will have to be sent out in the near 
future——BCR. 
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"Please dont ask me 
te doit tonight, Boss !” 


JANE: I simply can’t stay late tonight to retype those letters, 
Boss! I’ve got to hurry right over to the Blood Bank to donate 
blood! 


BOSS: I know. I know. But look at these carbon copies! Fuzzier 
than an English sheep dog’s eyebrows! 


JANE: Well, don’t pin that on me! If you’d buy the right kind 
of carbon paper, that wouldn't happen! Like this Roytype* 
Park Avenue Carbon Paper I just borrowed. I'll type with it 
now—just to show you the difference. I'll even misspell the 
word “carbon.” 








‘or clean, sharp, legiblo -cabbon copies like this, 
use deopeinked Roytipe Park Avenue Carbon, Papers 


JANE: Now I'm going to erase the misspelled word. Look! No 
smudge . . . neat as a needle and just as sharp! 





* Por clean, sharp, lerible copies Like this, 





BOSS: What wonders pass before these old, tired eyes! Why 
didn’t you tell me about Roytype Park Avenue Carbon Papers 
before? Order some at once. Immediately. Pronto. 


JANE: And can I order some Roytype Ribbons for my type- 
writer while I’m at it? They're made a special way so that the 
ink flows through the fabric into the used parts. The ribbon lasts 
longer that way, and you get neater, more readable originals! 





BOSS: Sounds great! I'll write out the 


order myself while you run along to the ROYTYPE 
dees Ribbons and Carbon Paper 
made by the 
Sg pet ROYAL | 
on the Coupon Plan and save TYPEWRITER COMPANY al 
money. 2 Park Avenue, New York 16, N.Y ah 


*Trade-mark Registered U.S. Pat. Off. 
Copr. 1945, Royal Typewriter Company, Ine, 
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BE GLAD 70 HAVE 





BUT YOULL 





THEM ASK 
rou! 


NTY of folks will ask, and ask, and 
keep asking for Roytype Ribbons and 
Carbon Paper! 


Why? Because acs like the one you see at 
the left make up the most extensive and 
consistent national advertising campaign 
ever put behind typewriter ribbons and 
carbon paper! 


@ THERE ISN’T EVEN A CLOSE 
SECOND TO ROYTYPE ADVERTIS- 
ING! And that’s been true for a 
long time. A very long time! 


So...if you hanker for soaring sales and 
nice, even profits, take full advantage of the 
way we call your customers’ attention t> 
Roytype. 

Stock Roytype ... display Roytype... 
push Roytype Ribbons and Carbon Paper 
...made by the makers of ROYAL... ““The 
World’s Number One Typewriter.” 


ROYTYPE is a complete line . . . de- 
signed to fit all typing needs, and with a 
price range that fits a// your customers. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office. 600 W. Jackson Blvd., Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 
4 St. Bride Street, London, E.C. 4. 


London, July 25, 1945 


Messrs. S. R. Batson, Ltd., Ipswitch, England, are 
moving to a bigger and better location and that is 
significant news to the trade in England. 

This enterprise was founded in 1898 by the late S. R. 
Batson who, before entering the typewriter trade, was 
connected with Lloyds (underwriters) and was re- 
putedly the originator and manufacturer of the B.A.T. 











MAJOR B. F. BURRELL 


motorcycle, the first motorcycle in the world to do 
60 miles in one hour. The name was taken from the 
first part of “Batson.” 

Before commencing business on his own account, Mr. 
Batson, who died in May, 1933, gained experience in 
selling typewriters with a London company. 

Major B. F. Burrell joined the business in 1926, when 
it was turned into a limited company. In recent years 
there has been much evidence of the company keeping 
abreast of modern developments, upholding its prestige 
and recording steady progress. To cope with expan- 
sion, the capital was increased in 1935. 

The head office still remains at Cornhill, Ipswitch, 
in the original building in which the firm was founded, 
but many extensions have been made in recent times, 
maintaining efficiency in all sections and an excellent 


after-sales service. 

In 1927, a branch was opened at 9 Queen Street, 
Norwich. This original branch has also become too 
small, and in 1944 a move was made to 17 Prince of 
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Wales Road, Norwich, where the firm now has a mod- 
ern shop store. In 1933, a second branch was opened 
at 6 Duke Street, Chelmsford, and the officials show 
a spirit of enterprise in the effective functioning of 
these branches. 

S. R. Batson, Ltd., sells new and rebuilt typewriters, 
adding and calculating machines, mailroom equipment, 
duplicators, steel and wood office furniture, ledger 
posting machines and other office equipment. 

Directors of the company are Major B. F. Burrell, 
managing director; Mrs. N. I. F. Burrell, director; and 
L. P. Greenleaf, director. Mr. Greenleaf’s entire busi- 
ness career has been spent with the company and dur- 
ing the absence of Major Burrell in the service he has 
been solely in control. 

The firm is a great believer in training the whole 
of its staff from the very beginning and all promotions, 
whenever possible, are made from inside. A gratifying 
proof of the soundness of this policy is the continued 
growth and success, every year showing a substantial 
increase over the preceding year. Ninety per cent 
of the staff members have been with the firm from the 
time of leaving school. 

During the war the: firm has been fully occupied 
under contract with H. M. S. O. in the repair and 
servicing of machines for the services, both United 
Kingdom and the U.S.A., though the call of the fight- 
ing forces has resulted in a substantial percentage of 
the personnel being called to the colors. 


Among these in service are the managing director, 
Major Burrell, who as an ex-regular officer in the 
Royal Tank Corps was recalled in August, 1939. He 
was for 24% years chief mechanical instructor and 
chief technical officer at the Royal Military College, 
Sandhurst, subsequently being posted to the War 
Office as general staff officer in the Royal Armoured 
Corps Directorate. He paid a liason visit to America 
in 1944 in company with the director of the Royal 
Armoured Corps, Major General R. Briggs, C.B., D.S.O. 
Major Burrell was released from the Army at the end 
of May, 1945. 

C. G. White, who previous to the war was at Nor- 
wich, volunteered for the R.N.V.R. After being com- 
missioned, he spent considerable time in command of 
a minesweeper in the North Sea. At the present time 


(Turn to page 50, please) 
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EVERY MODERN FILING NEED listed 
in new 1945 catalog. Ask for your copy. 


AMBERG FILE & INDEX COMPANY 











1608 DUANE BLVD. KANKAKEE, ILL. 
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PENN-MAR-VA TRAVELERS IN ANNUAL OUTING 

The Penn-Mar-Va Travelers Club of Philadelphia, 
Pa., held their annual outing on July 19 at the Sandy 
Run Country Club, Oreland, Pa. It rained and it 
rained—yeah man, but it rained. Did it stop those 
hardy souls? Not a bit. A goodly crowd was there, 
all prepared to have a good time regardless, and 
they did. They played golf, yes, in the rain and your 
reporter saw only one umbrella out on the course. 
What happened to it we will never know; it didn’t 
find its way back to the clubhouse. 

Many preferred to play cards while others patron- 
ized the dart game run by John G. Kolb, C. Howard 


l. David Howard, Yeo & Lukens Co.; Frank Bradley, Hos- 
kins Co.; William Reinhardt, A. Pomerantz & Co.; Jack Palmer, 
Palmer Trout & Co.; Earl H. Prentzel, Speed Products Co.: 
John G. Kolb, C. Howard Hunt Pen Co. 


2. Stanley M. Woodruff, Weis Manufacturing Co.; C. J. 
Tomford, Carter’s Ink Co.; Ben Wachtel, Parker Pen Co.; 
George H. Ragland, W. A. Sheaffer Pen Co.; Al W. Williams, 
Stationers Guild of America; J. S. Shear, Central News Co. 

3. Millard Jackson, Joseph Dixon Crucible Co.; Al W. 
Williams, Stationers Guild of America; John Kerns, Stationers 
Loose Leaf Co.; Ben Wachtel, Parker Pen Co. 

4. Bart J. McCloskey and Quartus P. Graves, Eversharp, 
Inc.: Pic. Ray Williams, USA; William F. Vogel, Sengbusch 
Self-Closing Inkstand Co.; Ralph G. Heuriques, Bates Manu- 
facturing Co.; George Leonard, L. E. Waterman Co. 
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MEETINGS - CONVENTIONS - DINNERS 









As 


maida: 


where competition was keen 





Hunt Pen Company, 
most of the afternoon. 
Old “Sol” finally won out, pushed the clouds away 
and cast his radiance on the ball field. This hap- 
pened late in the afternoon and those stalwart ball 
players the “Wassups” and the “Bunglebeez” went 
forth to do battle. To say that they played under 
adverse conditions is to put it mildly. If they didn’t 
slip, slide or fall at home plate, they were sure to 
meet with some mishap around the bases. The final 
score was 22 to 11 in favor of the “Bunglebeez,” and 
a well earned victory it was. The game was umpired 
by Al Williams, Stationers Guild of America, who 


_ ae 


PENN-MAR-VA TRAVELERS CLUB GOLF TOURNAMENT AT SANDY RUN 
5. Edward W. Bailey, Norcross Publishing Co.; R. S. Enck, 


Columbia Ribbon & Carbon Co.; Bart J. McCloskey, Ever- 
sharp, Inc.; Joseph Dunn, William F. Murphy's Sons Co.; 
George H. Ragland, W. A. Sheaffer Pen Co. 

6. Thomas Stagg, Hoskins Co.; Charles Lukens, ‘Yeo & 
Lukens Co., president of Philadelphia Stationers Assoc.; 
Joseph Snitzer, Automatic Printing Corp.; George Wuestner, 
William F. Murphy's Sons Co. 

7. David Brown, Industrial Tape Corp.; Bill Linderman, 
Mudge Paper Co.; Joseph H. Johnson, Shaws, Inc.; John A. 
Downs, Pax Tape Sales Co. 

8. George Harscheid, National Blank Book Co.; John G. 
Kolb, C. Howard Hunt Pen Co.; Ernest H. Eilers, Boorum & 
Pease Co.; Edward A. La Gasse, Victor Safe & Equipment 
Co.; Joseph Snitzer, Automatic Printing Corp.; J. J. Conaway, 
James Hogan Co. 
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A More Profit 
Top-Quality CARBON 


A real champion in the field! That’s what dealers and their customers 





say of AMCO fast-selling Longhorn Carbon Paper. Designed and see 


COUPON 
FOR ‘ 
CATALOG 


manufactured to help you get new customers... and keep them 


through sheer superiority of performance. Send for conveniently in- 





dexed AMCO Catalog and complete information about national pro- 


gram of advertising and merchandising 


OOD TOO IOI VIII ~y 4777, 
a MLL LILLIA hill bdddddbdbdididbdbdbgg lip hhlddid 














that is creating 





sensational user YOUR BUSINESS NAME AND ADDRESS on this coupon 


or a copy of your letterhead will bring you IMMEDIATELY the 
handsome, conveniently indexed AMCO Catalog just off the 
press ... plus complete information about our 1945 Advertising 
and Merchandising Program of hard-hitting dealer helps, selling 
aids and revolutionary direct-to-user Educational Campaign. 


demand. 








@ TYPEWRITER CARBON 
@ PENCIL CARBON NAME___ a ] 
@ HECTOGRAPH CARBON N 
@ ONE-TIME CARBON ADDRESS _ fe ee ee N 

sy 

@cONVERTERS CITY STATE. : 
@ SPECIAL CARBON S 
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AMERICAN CARBON PAPER MFG. ED. 
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“Built Like a 
# Skyscraper” 















The Trade’s 
Most Valuable Franchise 


ONLY the enormous Shaw-Walker dealer fran- 
chise embodies all profit-producing elements. 


1 Eleven complete lines made up of 8,000 
office items. Some in as many as seven grades to 
overcome all types of price competition. 


2 The best known trade-mark in the in- 
dustry. Accepted by users as the seal of quality. 


3 The OFFICE GUIDE, a 436-page cata- 
log pictures, describes and prices the 8,000 
items. It simplifies your selling job. 


4 A complete line of Fire-File equipment 
and other fast-selling repeat items available 
only from the Shaw-Walker dealer. 


5 Simplified inventories — less office work 
— quantity discounts by grouping orders. 





¢ 


I 


- 


ZF, 


° 


\ c \ . 
x 
—~) ° 5 


oo 


Pen en 


a 
—- 


epee 
[coll zo) 


Al: 





Cone 


W HEN steel becomes available for all, our first 


| 


production will go to established Shaw-Walker 


exclusive dealers. 


After satisfying all requirements of estab- 
lished exclusive dealers, any surplus will go to 


other dealers who have applied for the Shaw- 





Walker exclusive franchise. 


The Shaw-Walker 8,000-item franchise is the 


trade’s most valuable. It’s worth waiting for. 











280008 One SEER EE Tee RES 888 8 ee ee 





really did a fine job of officiating. Both pitchers, 
Bart McCloskey, Eversharp, Inc., of the “Wassups” 
and Herman Hegge, A. Pomerantz & Company, of the 
“Bunglebeez” were constantly turning to look at the 
umpire. Wonder why? 

There were athletic contests, such as 100-yard dash, 
three-legged race and wheelbarrow race, under super- 
vision of Ed LaGasse, Victor Safe & Equipment Com- 
pany, all of which were very amusing and enter- 
taining to those who watched the sport. 

A delicious turkey dinner was served with all the 
trimmings in the evening and refreshments were 
served during the day. 

After dinner, George Harsheid, National Blank Book 
Company, thanked all members on the various com- 
mittees for their fine work in making the day’s 
outing a grand success. The prizes, awarded by R. T. 
Gemmell, Binney & Smith Company, consisted entirely 
of War Savings Stamps. 

The prize winners of the various events were: 

Golf—Kicker’s Handicap—Irving Berwin, National 
Stationers, Phi'adelphia, Penna. 

100-yd. Dash—Eugene Rosenberry, American Lead 
Pencil Company. 

Three-legged Race—George Reglan, W. A. Sheaffer 
Pen Company. 

Wheelbarrow Race—J. J. Conaway, James Hogan, 
Ltd. 

Darts—Joe Dunn, Wm. F. Murphy’s Sons Company. 

Door Prize—William F. Vogel, Sengbusch Self-Clos- 
ing Inkstand Company. 

The outing committee was George Harscheid, Na- 
tional Blank Book Company, chairman; Stanley M. 
Woodruff, Weis Manufacturing Company; Edward A. 
LaGasse, Victor Safe & Equipment Company; and 
John G. Kolb, C. Howard Hunt Pen Company. 

Golf committee members were John Kerns, Sta- 
tioners Loose Leaf Company, chairman; Al W. Wil- 
liams, Stationers Guild of America; and Ben Wachtel, 
Parker Pen Company. 


Prize committee was R. T. Gemmell, Binney & 
Smith Company, chairman; and George Leonard, 
L. E. Waterman Company. 


‘ 


1. Lafe Wasley, Quality Park Envelope Co.; Platt Nellermoe, Farnham 
Staty. & School Supply Co., Minneapolis; Al Sturm, Quality Park 
Envelope Co.; Ivan Cornelius, Northern States Envelope Co. 

2. Fred Schaefer, Sanford Ink Co. 

3. Merrill Hasty. Sengbusch Self-Closing Inkstand Co.; Lafe Wasley 
and Ray Johnson, Quality Park Envelope Co.; Al Nordstrom, 
Smead Mfg. Co. 

4. Vic Andrich, Farnham; John Bordenave and Wayne Finton, Curtis 
1000. Inc.; Arnold Berglund, Joseph Dixon Crucible Co. 

5. Maurice Forsman; Phil Ackerman and M. W. Knoblauch, Farn- 
ham; M. W. Lane. 

6. Roy Clarke, F. S. Webster Co.; Ed Friedman, Le Page’s, Inc.; 
Oscar Bertelson, Bertelson Bros., Minneapolis. 

7. C. H. Berry, Browne-Morse Co.; Floyd Kongsvik, Curtiss 1000, Inc.; 
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NORTHWEST TRAVELERS STAGE ANNUAL DIVOT 
FIESTA AT SOUTHVIEW C. C., SOUTH ST. PAUL 

A beautiful day, featuring a cool breeze, greeted the 
enthusiastic turnout of stationers and Northwest 
Travelers that gathered to lock horns in their annual 
struggle of the fairways at the Southview Country 
Club, South St. Paul, on August 6. 

Acting as a one-man reception committee was Roy 
Clarke, F. S. Webster Company, who greeted each 
comer with a banquet ticket and stubs for golf and 
door prizes. Official cameraman for the day was Fred 
C. Schaefer, Sanford Ink Company, flanked by Eddie 
Friedman, Le Page’s, Inc., who handled the note-tak- 
ing duties. Sound effects, it was reported, were taken 
care of by Al Nordstrom, Smead Manufacturing Com- 
pany, who, as Northwest Travelers president, assumed 
the role of master of ceremonies at the banquet. 

The golf trophy was captured by W. E. Zimmerman, 
Minnesota Mining & Mfg. Company, thus returning 
it to the custody of the Northwest Travelers for the 
fifth time, as against eight wins for the stationers. 
Door prizes, awarded by Al Nordstrom, were distribu- 
ted as follows: 

1. Large American flag—Sterley Jerue, McClain & 
Hedman Company, St. Paul. 

2. Pound of butter—Art Waddell, Pouchers Printing 
& Lithographing Company, Minneapolis. 

3. Dozen eggs—Henry Huette, Autopoint Company. 

4. Two pounds sugar—Gordon Vars. 

5. Dozen eggs—Arnold Berglund, Joseph Dixon Cru- 
cible Company. 

6. Two chickens—Ray Hammond, National Blank 
Book Company. 

7. Dozen eggs—Ed F. Janicke, Farnham Stationery 
& School Supply Company, Minneapolis. 

8. Carton of cigarettes—Joe Langlais, Miller-Davis 
Company, Minneapolis. 

Special guests at the banquet included two Carter’s 
Ink men—Ensign Jack Guntrum of the Merchant Ma- 
rine and Lt. Dale Galbraith, a Navy flier—Stan Bina, 
Bina Office Supply, Grand Forks, N. Dak.; Henry 
Clausen, Pouchers Prtg. & Engraving Company, Min- 
neapolis; Gus Martin, Storey-Kenworthy Company, 
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SNAPPED AT THE NORTHWEST TRAVELERS’ TOURNAMENT, SOUTHVIEW C. C., SOUTH ST. PAUL 


Herb Fall, Japs-Olson Co., Minneapolis; Bob Valleau, manufac- 
turers’ representative. 

8. Charlie Regan, Globe Publishing Co., Inc., South St. Paul; Bob 
Armstrong, John Leslie Paper Co.; Gus Martin, Storey-Kenworthy 
Co., Des Moines, Iowa; Ray Hammond, National Blank Book Co. 

9. Ken Henderson, Ensign Jack Guntrum, USMM; Karl Kiesel, and 
Lt. Dale Galbraith, USN, all of Carter’s Ink Co. 

10. Fred M. Luley, Dennison Mig. Co.; Capt. Warren Hedlin, USA, 
uest. 

ll. Fred Schaefer, Sanford Ink Co.; Henry Huette, Autopoint Co. 

12. Henry Johnson, Farnham; Bill Zimmerman and Ray Fagen, Minne- 
sota Mining & Mig. Co.; Floyd Richards, Farnham; Greg Cronin. 
Minnesota Mining. 

(A number of other photegraphs taken at the tournament turned out 

badly and were unfit for reproduction.) 
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UNMATCHED PERFORMANCE 


Even in these difficult days Tagger ribbons 
and carbon paper have steadfastly maintained 
their unparalleled reputation for value and per- 
formance. To extend the existing leadership 
of this fine line, a new ultra modern Tagger 
“Curl-Less" carbon that eliminates tendency 
to curl has been added to the line. It always 
lies flat and smooth, is quick and easy to 
handle, will not wrinkle or tree. Precision 
workmanship combined with an exclusive 


M &V manufacturing process enables Tagger 
“Curl-Less’’ to produce exceptionally accurate 
reproductions and give long and dependable 
service—truly an outstanding value. Of course 
Tagger “Curl-Less” is furnished in various 
weights and finishes for standard as well as 
noiseless machines. The special M&V quick 
removal feature saves operators’ time and in- 
sures longer wear. Remember too, all this 
added value—at no extra cost. 
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VOLGER, INC. 


<STABLISHED 1881 


FINE CARBON PAPERS & INKED RIBBONS +: PARK RIDGE, NEW JERSEY 
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GREAT LAKES TRAVELERS AFTER A 
WINDY DAY ON THE FAIRWAYS OF 
THE ROLLING GREEN GOLF COURSE. 
Top, left: General view at the banquet. 
Top right: Bill Boyd, Acco Products, Inc., 
and Art Steel Sales Company, presiding 
at the microphone. Bottom left: Hank 
Bowbeer, Wells Office Furniture Com- 
pany, low gross scorer of the day. Bot- 
tom, right: Committee responsible for 
the outing— Ray Eichenlaub, Service 
Steel Products Company; Wesley Mont- 
pas, Victor Safe & Equipment Company; 
Bill Smith, Ace Fastener Corp., GLTC 
president; Bill Boyd, chairman; Harry 
Balch, Quality Park Envelope Co. 


Des Moines, Iowa; and President Lafe Wasley and 
Secretary-Treasurer Al Sturm, Quality Park Envelope 
Company, guests of Ray Johnson. 

Named as a committee for the 1946 tournament were 
Merrill Hasty, chairman, assisted by Arnold Berglund, 
Fred Schaefer and Roy Clarke.- 

SS 


71 FAIRWAY ADDICTS BRAVE BRISK WIND AT 
ROLLING GREEN IN GLTC’S SECOND TOURNEY 
A spanking 15 mile-an-hour breeze provided a nice 

alibi for the enthusiastic field who turned out on the 
Rolling Green acreage on August 7 to participate in 
the Great Lakes Travelers Club’s second golf tourna- 
ment of 1945. The competitors saw their ranks aug- 
mented in the evening as many late-comers and less 
hearty souls joined the group to participate in one of 
the tastiest chicken dinners ever to be served at any 
similar GLTC function. 

One rugged player, Hank Bowbeer of Wells Office 
Furniture Company, who has a penchant for running 
off with the lion’s share of golfing honors at GLTC 
tournaments, simply ignored the wind as he ham- 
mered out a very ereditable 74, just two above par 
figures for the Rolling Green layout. Winner of second 
low gross honors was Bowbeer’s boss, Joe Pritchard, 
head of the Wells organization. First low net prize 





went to none other than the tournament chairman, 
Bill Boyd, of Acco Products, Inc., and Art Steel Sales 
Company, who toured the course in 87 and ended 
with a corrected net of 68. Second low net was snared 
by George Tapner, Industrial Tape Corporation, who 
grossed 90 to gain a corrected net of 72. Third low 
net went to Joe Sunderland, Universal Paper Products 
Company, with an 87-14-73 count, fourth to Benny 
Allen, American Lead Pencil Company, who compiled 
a 91-18-73 combination, fifth to Rudy Janovsky, Wilson 
Jones Co., with a gross tally of 94, which was adjusted 
down to 73, and sixth to Harry Pinch, University of 
Chicago Bookstore, who presented 102-29-73 figures. 
A total of 33 prizes were distributed to low net winners. 
A prize for high gross score was won by Clarence Rey- 
nolds, Globe Furniture & Stationery Company, who 
tallied a 136. 

In a special contest conducted by the club pro, Bill 
Fox of Stauder Engraving Company made off with a 
dozen pre-war golf balls, while a blind bogey contest 
ended with Roscoe Benge, Codo Manufacturing Corpo- 
ration, and Bob Heck, Frank Mashek Company, as 
prize winners. 

An interesting feature of the dinner was a “Father’s 
Day” angle, in which Bill Smith, Ace Fastener Corpo- 
ration, and Frank Cooper, Codo Manufacturing Com- 
pany, both received prizes for having the greatest 





REM-RAND SALES CONFERENCE—Attending the Remington- 
Rand, Inc., sales conference of the typewriter division at 
Richmond, Va., on August 10 were these Virginia salesmen 
and division leaders. Left to right, seated: Paul A. Burgess, 
Norfolk; J. B. Harvey, Lynchburg: B. W. Ward, manager of 
typewriter division, Richmond: L. A. Newman, general sales 
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manager typewriter division, Buffalo, N. Y.; A. W. Paxton, 
Richmond; J. F. Howison, Richmond. Standing: Fred R. Young, 
Pulaski; E. E. Lee, manager mechanical department, Rich- 
mond: F. R. Findley, Jr., Richmond; R. E. Purdie, Richmond; 
Bert Saunders, Danville; W. B. Smethie, Charlottesville; Ken- 
neth Thomas and W. B. Thompson, Newport News Office 
Supply Company: F. L. Faulconer, Jr., Roanoke. 
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is O. K. IN MY COILFFURE 
BUT NOT IN MY CARBON PAPER 


ea the boy friend I’m a ‘slick chick’. To the boss I’m a 
‘fast and efficient secretary —especially since we bought 
All-Purpose Marathon Carbon Paper. 





“Yes sir, there’s a carbon paper that ‘cooks with gas,’ 
regardless of the weather, temperature or job to be done. 
Always flat—clean to handle—and wear. It’s hard to 
believe. 


“And we use Marathon for everything in the office 
typewriters, both noiseless and standard, billing, adding 
and tabulating machines—even for pen and _ pencil 
copying. That’s a real versatility because every copy is 
really ‘sharp’. Every copy comes out neat and ‘clean as 
a whistle’. 





“As a secretary, | appreciate the clipped corners for ; 
fast separation ; and the extra length that enables you © Main Office & Pactery: 
to write between the lines when you turn the sheet = Glen Cove, L. 1., N. Y. 
upside down. That gives extra life to every sheet too. 2 

New York Sales & Export: 
“One carbon for all office purposes spells real economy 58-64 West 40th St. 


in inventory too. And now everybody’s happy and that’s 
Midwest Sales: 


worth a lot—believe me. : ‘ 
Dwight Bldg., Kansas City, Mo. 


“Yours for Marathon Non-Curl Carbon Paper always.” 


COLUMBIA 








CARBON PAPER 
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number of grandchildren—three each. A tie also 
resulted in the contest between fathers with the great- 
est number of children between the ages of ten and 
16, Tony Peters of Horder’s and Ray Eichenlaub of 
Service Steel Products Company both claiming the 
honor with three each. 

Following the dinner and the awarding of prizes, the 
majority of those present adjourned to the card tables 
for the remainder of the evening. 


oe 


WISCONSIN DEALERS, NORTHWEST TRAVELERS 

STAGE GOLF TOURNAMENT NEAR MILWAUKEE 

The second annual golf tournament sponsored by 
the Northwest Travelers for the Wisconsin Stationers 
was held Friday, August 3, at the North Hills Country 
Club, one of the most attractive golf courses in the 
Milwaukee area. In keeping with the name, every 
fairway is rolling ground. Among those who partici- 
pated were stationers from Milwaukee, Madison, Fond 
du Lac, Manitowoc, and elsewhere. Some who could 
not get out early enough for golf came in late in the 
afternoon for dinner. Bill Smith of Ace Fastener 
Corporation and president of the Great Lakes Trav- 
elers Club, and Herb Walsh, also of Ace, flew to the 
outing from Chicago after attending the regular 
Friday luncheon of the Great Lakes club. 

Prizes reflected the times. They included chickens 
for frying, red points for butter, sugar, an American 
flag, golf balls, cigarettes and beer. Prizes from the 
club professional included a DuPont alligator bag 
and a sport shirt. 

Principal competition in the tournament was be- 
tween stationers and travelers, the reward being the 
Northwest Travelers Club trophy, which was won by 
the Travelers. The cup was awarded to John Gilbert 
of Orrice AppLiIaNces for low net on the Travelers’ 
team. He will hold it for one year. Other prizes went 
to Russ Ragan of American Pad & Paper Company; 
Fred Larson, The Globe-Wernicke Co.; August Linde, 
H. C. Miller Company, Milwaukee; Ed Kuschbert, 
Kuschbert Office Supply Company, Milwaukee; Art 





~~ 


1. George Hanson, Boorum & Pease Co.; Bill Goff, Madison; Herb 
Walsh, Ace Fastener Corp.; Bill Jarchow., H. H. West Co. 

2. Two non-golfers: Ray Eichenlaub, Service Steel Products Corp.; 
Roy Clarke, F. S. Webster Co. 

3. W. F. Montpas, Victor Safe & Equipment Co.; Fred Larson, The 
Globe-Wernicke Co.; Bill Boyd, Acco Products, Inc., and Art Steel 
Sales Corp.; Al Linde, H. C. Miller Co., Milwauee. é 

4. Al Nordstrom, Smead Manufacturing Co.; Jim Gibson, Commercial 
Stationery and Office Supply Co., Milwaukee. 

5. . George Palm, Ray Hamilton, Al Scholbe. Bill Jarchow, Charlie 
Lotye, all of H. H. West Co. 

6. W. E. Smith, Ace Fastener Corp.; Ed Kuschbert, Kuschbert Office 
Supply Co., Milwaukee. 

7. Ea Napp. Napp Office & School Co., Manitowoc. 

8. John Gilbert, Office Appliances; Merrill Hasty and Arthur 
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Finger, S. J. Olsen Company, Milwaukee; Karl J. 
Griebel; R. W. Hamilton, William G. Jarchow and Al 
Scholbe, H. H. West Company; and Herb Walsh. 

The fryers, so welcome in this period of food scar- 
city, were donated by C. D. Ferry of Dennison Manu- 
facturing Company, who was unable to attend but 
showed his keen interest by his unusual donation. 

At the brief business session which followed the 
dinner, Al Nordstrom, of Smead Manufacturing Com- 
pany and president of the Northwest Travelers Club, 
gave particular credit to Fred Schaefer, Sanford Ink 
Company; Roy C. Clarke, F. S. Webster Company; 
Stanley Griebel, Yawman and Erbe Manufacturing 
Company, and Karl Griebel, Stanley’s brother, for 
making the arrangements. Stanley was unable to at- 
tend because of an accident in which he suffered 
several bone fractures. Being a man who plans his 
work well and far in advance, Mr. Nordstrom ap- 
pointed George Hanson of Boorum & Pease Company 
as chairman for the 1946 outing, other members being 
John Gilbert, Roy Clarke and Fred Larson. 


= —____—_ 


STATIONERS MAKE PROGRESS IN GOLF MATCHES 

September dates of the Stationers’ Golf Association 
of New York are announced as September 11 at Scars- 
dale, September 27 at North Hills and October 9 at 
Hackensack. The ninth tournament was played on 
August 21 at Wheatley Hills with J. R. Brundage host 
and R. A. Jonas, Jr., co-host. 

Winner of Class A in the eighth tournament, played 
at Leewood Golf Club, was H. McNeill with 67 net. 
W. D. Evans was second with 71 net and L. J. Messina’s 
72 net gave him third honors. In Class B the winner 
was E. R. McLeod with 69 net. I. Levy had 70 net 
and E. F. Dooley and H. Bowman each netted 71 in 
the Class B competition. Standing in competition for 
the season’s cups at the completion of the eighth 
round showed L. Myers leading in Class A with 8 
points and E. R. McLeod in Class B with 11.66 2/3rds 
points. 

The seventh tournament, played at Plandome Golf 





747 


WISCONSIN STATIONERS AND NORTHWEST TRAVELERS GOLF TOURNAMENT 


meg Sengbusch Self-Closing Inkstand Co.; Ralph Maneval, A. W. 
aber, Inc. 

9. Karl Griebel, brother of Stanley Griebel, Yawman and Erbe 
Manufacturing Co.; Billy Allen, Joseph Dixon Crucible Co.; Russ 
Ragan. American Pad Paper Co.; Jack Olson. Kuschbert Office 
Supply Co. 

10. Fred C. Schaefer, Sanford Ink Co., official photographer at 
Northwest Travelers Club outings. 

ll. Dorn and Fred Siekert, Siekert & Baum, Milwaukee. 

12. Irwin Dopke and Arthur Finger, S. J. Olson Co., Milwaukee. 

13. I. R. Basshardt, George Weygant and W. A. Wendland, all of 
Engineering Manufacturing Co., Sheboygan. 

Louis Ehrensberger, H. C. Miller Co., Milwaukee; Emery Weg- 
ner, Wegner Office Supply Co., Fond du Lac; Bob Hanson, Eversharp, 
Inc. 
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Write Your Own Bill of Rights 


71 in 
n for 


¢) With an Old Town yess Franchise 


You get your full rights .. . and more... 


Golf 


An Old Town Exclusive Franchise gives you absolutely 
exclusive rights in your sales territory. 


* An Old Town You become headquarters of the right line . . . the Old Town 


Exclusive Franchise complete line, covering every ribbon and carbon need. 


Means: PLUS a fast moving line of exclusive specialties: 


PROTECTION: You are the only 


Old Town dealer in your area. All Spirit Duplicating Carbons, Master Units, 


orders go through YOU. Copy Paper, Dupliforms, Duplicating Fluids. 
PRODUCTS: A more complete line, 
simplified, grade-marked and Priced right.for satisfied, repeat sales, with the right margin 


trade-marked. 


of profit for quick turnover. 
PROMOTION: Hard-hitting dealer 


helps. Local oe aids. Consis- Write right now for complete FACTS about 
tent i tising. 
acs RA Biplane Wy erricienc> Old Town Exclusive Franchise 





PROFITS: Priced right to give you Jj Economy 
liberal margin of profit. Quicker [22-4 
turnover of compact stock. 











l, A. W. 

nd _ 

7 uss 

1 Office RIBBON & CARBON CO. Inc. 

ipher at Foremost makers of Ribbons and Carbons for Every Use 

: 750 PACIFIC STREET, BROOKLYN 17, NEW YORK, N. Y. 
aio Sales and Service Everywhere 

ry Weg- We do not own or operate any branch offices. Old Town products are distributed 
ersharp, only through the best ‘stationers and office supply dealers in every locality. 
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Club, was won by R. A. Weissenborn in Class A with 
71 net, and by E. R. McLeod in Class B with 71 net. 
C. Stroebel led Class A in the sixth tournament, played 
at Ridgewood, with a 73 net. E. F. Dooley carried off 
Class B honors that day with 66 net. 
= —_—___— 
OFFICE MANAGERS ELECT NEW OFFICERS 


The Office Management Association of Chicago an- 
nounces that Harold J. Roth of Commonwealth Edison 
Company has been elected to succeed Kenneth W. 
Moore of Chicago Title and Trust Company as OMAC 
president for the coming year. Mr. Moore, as past pres- 
ident, automatically becomes a director. 

Other officers chosen are Frank E. Kelly of General 
Candy Corporation as first vice-president; George J. 
Klupar, City of Chicago Welfare Administration, sec- 
ond vice-president; and Albert G. Keck, First National 
Bank of Chicago, who was re-elected treasurer. 

New directors are Dean Drewry, The Chicago Asso- 
ciation of Commerce; William M. Haddow, North- 
ern Trust Company; Roger T. Johnson, Hartford Acci- 
dent and Indemnity Company; and Murray R. Wallace, 
Edison General Electric Appliance Company, Inc. 

The holdover directors are Clarence B. Carey, Jones 
Commercial High School; Paul M. Carrick, Continental 
Illinois National Bank and Trust Company of Chicago; 
Paul V. Jester, A. C. Nielsen Company; T. J. Manzke, 
Pure Oil Company; and William K. Panzenhagen, 
Business Research Corporation. 

<a —_—_— 
HAZEN AMES APPOINTED CHAIRMAN OF CHICAGO 

OFFICE MACHINE DEALERS ANNUAL BANQUET 


At the third and last summer luncheon meeting of 
the Chicago Office Machine Dealers Association, held 
in the Maryland Hotel on Monday, August 13, the 
principal topic of discussion was the organization’s 
annual banquet, scheduled for sometime next January. 
Consideration so far in advance was thought advis- 
able in order to assure an outstanding event. Presi- 
dent Harry Kingery, Kingson Service, appointed Hazen 
Ames, Ames Supply Company, chairman of the ban- 
quet committee, with the privilege of selecting mem- 
bers to serve with him. 

After the treasurer’s report was presented and the 
minutes of the preceding meeting read, Mr. Kingery 
reported that Secretary L. M. Wolf, the Pruitt Com- 
pany, was recovering from a serious illness. He re- 
ported also that the association’s joint advertising 
in Chicago newspapers has had a good response. 





NEW YORK GROUP HOLDS SPECIAL OUTING 


The highly-successful sixth annual golf tourna- 
ment and special ladies’ day outing of the Office Equip- 
ment Dinner Club was held on July 26 at the Rye- 
Soundview Golf Club, Rye, N. Y. The golfers found 
excellent accommodations at this fine old estate, once 
known as the Park’s estate, of the firm of Park & Til- 
ford. The clubhouse, an ancient stone structure over 
100 years old, patterned after an old Scotch abbey, 
sets on a knoll overlooking Long Island Sound. Here, 
amidst 125 acres of rolling ground and picturesque 
surroudings, the ardent golfers teed off to enjoy a fine 
day’s sport despite the inclement weather. All re- 
turned in good spirits and with hearty appetites, pre- 
pared to do full justice to a delicious dinner in the 
evening. 

Other diversions were available, such as swim- 
ming in the twin pools, tennis, a clock tournament 
on the putting green, and cards. 

After dinner, President R. J. Berry, Berry, Dickie & 
Stettler, Inc., thanked R. B. Booth, The Leopold Com- 
pany, and Bernard Nemlich, Regan Office Furniture 
Company, for arranging the enjoyable outing. It was 
voted unanimously to hold another golf outing in 
September, the date and place to be announced iater. 
Roland J. Freeman and R. B. Booth were appointed 
as a committee of two to arrange the affair. 

The prizes, awarded by Bernard Nemlich, consisted 
entirely of War Savings Stamps and went to the win- 
ners of the golf tournament, as follows: low gross, 
Bob Fowler, Macey-Fowler, Inc.; low gross, runner-up, 
Adam J. Andrasick, Macey-Fowler, Inc.; low net, R. J. 
Berry, Berry, Dickie & Stettler, Inc.; low net, runner- 
up, Ronald J. Freeman, manufacturers’ representative; 
high gross, David Fried, manufacturers’ representa- 
tive; high gross, runner-up, R. B. Booth, The Leopold 


Company. 
oe 


PENN STATIONERS PLAN GOLF OUTING 


The annual golf and dinner meeting of the Sta- 
tioners Association of Western Pennsylvania is an- 
nounced for Tuesday, September 11, at the South Hills 
Country Club. Members and their employees, jobbers 
and manufacturers, agents and associated suppliers, 
with their ladies and guests are invited to attend the 
outing. 

Reservations are to be made early with Paul Mc- 
Gann, Central Ohio Paper Company, Pittsburgh, Pa., 
and Ed Riemann, McCloy Company, also of Pittsburgh. 





TAH EB ATER 





HOW A TEXAS FIRM HANDLED THE STORE-FRONT MODERNIZATION PROBLEM 

bock, Tex. Note the segregation of the printing and office 
furniture departments from those featuring office machines 
and supplies, and sporting goods. Lennis Baker is president. 


Emphasis on lighting effects and expansive show window 
space are but two of the highlights of the superb moderniza- 
tion job recently completed by The Baker Company of Lub- 
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In October, November and December, these sets get over ms 
50% of the “sell” on EVERSHARP’S 2 great radio shows — ; 


PHIL BAKER in ANN SOTHERN in| 


“Take It Or Leave It” “Maisie”’ 
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PLUS —4 FULL-PAGE, FOUR-COLOR ADS —IN LIFE, TIME, AMERICAN WEEKLY 


» Sta- Handsome, sales-assuring Here’s plenty of style, 
¢* brochures in full color—one color and sales appeal! 
obbers ee for the Command Perform- Available for both 
pliers, Vu oo. ance and one for the $64. Command Perform- 
_— > iF J We'll imprint them with ance and $64 Sets, each 
1 Mc- eo ante your store name and address 184%” x 224%”. And 
a, Pa., a rae ... send them to you com- there’s a special big dis- 
a , plete with envelopes ... play — featuring both 
ready to mail to your selec- sets, size 2334x3612”. 
tive customer list! 





COUNTER DISPLAY CARD SPOT RADIO TIE-INS 


This eye-catcher is a smaller edition of An entire package of special radio copy 
the double window display — features ... Chain breaks, 2 minute spots, 100- 
both sets on a colorful card 127%” x words spots, 1 minute commercials .. . 
171”. Use it to focus pulling-power at prepared by the same staff that does 
the point of sale. _ EVERSHARP network commercials! 


N E W S PA P E R M AT S They’ re all hard-selling 


ads that work! Available in all sizes from 80 lines to 300 lines. 


Se a 
79 LERSUIRE.... 1 , VA 
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ALVIN R. SKIBBE ELEVATED BY HORDER’S 

Alvin R. Skibbe has been made vice-president in 
charge of sales of Horder’s, Inc., in accordance with 
an announcement recently made by H. G. Horder, 
president. In this capacity, Mr. Skibbe will have 
direct charge of all sales for both the retail and 
wholesale companies. 

For the past several years, Mr. Skibbe has served 
as vice-president in charge of sales of the Asso- 














A. R. SKIBBE 


ciated Stationers Supply Company and his new as- 
signment of duties will in no way lessen his interest 
in helping to maintain the position which Associated 
Stationers Supply Company now occupies, and for 
which he has been in no small degree responsible. 
Mr. Skibbe will be assisted in directing the sales 
of the Associated Stationers Supply Company by 
Charles H. Malody, former assistant sales manager 
and now appointed sales manager, and veterans of 
the Associated Company, namely, H. A. Mohrdieck, 
assistant sales manager, and A. H. Mueller, credit and 
office manager. For the past several months, Mr. 
Malody has been on a special executive assignment 
away from the sales department and his many dealer 
friends will be interested to know of his return to 
active sales work. 
NEW SALES POLICY IS ANNOUNCED BY ATLAS 


Atlas Stencil Files, Incorporated, Cleveland, Ohio, 
recently made formal announcement of a new sales 
policy providing for sales through established station- 
ers and office equipment dealers only. 


STEIN BROS. RECEIVE ARMY-NAVY “E” AWARD 


August 21, 1945 was a big day at the new plant of 
Stein Bros. Mfg. Co., Chicago. All work was stopped 
at three o’clock in the afternoon and employees, 
friends, and representatives of the Army and Navy 
gathered on the lot just west of the factory building. 
The occasion was the presentation of the Army-Navy 
“E” award to the men and women of the Stein staff 
for excellence in war production. 

The ceremony started at four o’clock, with Don 
Fernando’s NBC orchestra providing a musical setting. 
The color guard of the James G. Brophy Post No. 195 
of the American Legion posted the colors and the 
assembly sang a verse of America. Major Harvey 
Humphrey, master of ceremonies, introduced Colonel 
R. L. Finkenstaedt, commanding officer, central dis- 
trict, Air Technical Service Command, who presented 
the “E” flag. Colonel Finkenstaedt pointed out that 
the Stein organization started in war production 11 
months before Pearl Harbor and established a record 
of no rejections in five years of manufacture. He 
stated that the “E’ award is not lightly given, only 
four per cent of the war production plants of the 
country being so honored. 

As head of the Stein business, Leo Stein accepted 
the “E” flag, which was immediately posted by the 
American Legion color guard. In his brief acceptance 
address, Mr. Stein gave full credit to the firm’s em- 
ployees for their achievement. He spoke with pride 
about the “E’” award ceremony, which also served 
appropriately as a dedication of the new factory. 

Lieutenant Commander W. L. Nunn, labor relations 
officer of the Ninth Naval District, read the “E” award 
citation and then turned over to Sergeant L. M. Senese 
of the Army Air Forces the privilege of giving the “E” 
award pins to six representatives of the employees. 
Sergeant Senese was wounded in Europe and was in 
a German prison camp on VE Day. 

Ludwig Oster, shop chairman, accepted the pins for 
the employees. His brief remarks were followed by 
“taps” blown by an American Legion bugler, and a 
verse of the Star Spangled Banner, fitting conclusions 
to the impressive ceremony. 

In the evening a number of the guests, including 
R. D. Latsch, president of the National Stationers 
Association, and several Stein employees attended a 
special reception in the Gold Room of the Congress 
Hotel. An interesting side light is that the National 
Stationers Association convention of 1917 was held 
in the same room when World War I was in process. 





HARTER CORP. ENLARGES PLANT— 
The white cross-hatch lines on aerial 
view show the latest addition to the 
manufacturing facilities at the Harter 
Corp. plant, Sturgis, Mich. Work on the 
40x150-foot addition is now in progress 
and when completed will provide an 
additional 15,000 square feet of manu- 
facturing space. Evan S. Harter, presi- 
dent of the firm, states that the expan- 
sion is done “to handle the increased 
volume of post-war business which we 
anticipate.” He also says that new 
items, including airplane parts, may be 
added to the Harter line. 
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This engineering triumph—another FIRST by Remington Rand—is 


a secretary’s dream for operating comfort...and an executive’s ideal 


for top typing efficiency and economy. For THE NEW REMINGTON 


—always swift, smooth, and sensitive—is now almost totally quiet. 
Its new Type Bar Silencer softens the stinging slap of type against 
paper...its carriage travel has been hushed to aw hisper...its entire 
mechanism is muted. Remington Rand research scientists. long-time 
leaders in typewriter development, and with experience enriched by 
precision manufacture for war, have engineered QUIET right into the 
machine! This latest Remington Rand FIRST is one more in the long 
series responsible for a famous fact: “More Remingtons have been 
bought than any other make.” See about the new quiet REMINGTON. 


Call your nearby Remington Rand office or representative today. 


THE FIRST NAME IN TYPEWRITERS 
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BUY AND KEEP MORE WAR BONDS 
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REPORTS OF IMPORTANT EVENTS AND ACCOUNTS OF NOTEWORTHY 


ACTIVITIES OF THE MONTH IN 


PAGE JOINS DAVIDSON MANUFACTURING CORP. 


W. W. Davidson, president of the Chicago concern, 
Davidson Manufacturing Corporation, announces the 
appointment of W. K. Page as vice-president in charge 
of distribution. Davidson’s has recently completed a 





W. K. PAGE 


program of financing for post-war expansion and Mr. 
Page will direct the extension of distribution to all 
world markets of Davidson dual duplicators, folding 
machines, paper feeders and an entirely new type of 
equipment for the reproduction of business records, 
now being developed. With the help of Walter Strain, 
vice-president and sales manager, Mr. Page is getting 
set in the building of a strong sales organization. 
Almost from the time he left the University of Chi- 
cago, Ken Page has been associated with some branch 
of office equipment, specializing in advertising, sales 
and distribution. For many years he was with the Ad- 
dressograph-Multigraph Corporation as vice-president 
and director, and as vice-president and general man- 
ager of Addressograph-Multigraph of Canada, Ltd. He 
was one of the founders of the Office Equipment Man- 
ufacturers Institute in 1916 and served as its president 


in 1938 and 1939. 
——2—r 9 


JOHN KRINGS BUYS SEYMOUR CONOVER FIRM 

John Krings of New York, N. Y., traffic manager for 
the Biddle Purchasing Company, New York, during 
the past 23 years, has purchased the Seymour Con- 
over Company of New York, N. Y. The firm will con- 
tinue under the same name it has used during the 
past 28 years as manufacturer’s representatives. Mr. 
Krings is a practitioner before the Interstate Com- 
merce Commission and says he will be happy to help 
the customers of the Seymour Conover Company in 
their freight traffic problems. 

———- o-oo 
TWO COLUMBUS, IND., FIRMS ABSORBED 

The Charles E. Hull Typewriter and Insurance 
Agency and the Hull Typewriter Company, both for- 
merly located at 313 Fourth Street, Columbus, Ind., are 
now out of existence. The business of these two com- 
panies is now being handled by Hull’s Business Ma- 
chines Company, located at 416 Fifth Street, Columbus. 
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EVERY DIVISION OF THE 


INDUSTRY 


G. C. BRANDAU PROMOTED AT DETROIT 

Appointment of George C. Brandau as Vivid branch 
supervisor, Detroit, Mich., is announced by E. C. 
McNally, Vivid division sales manager of L. C. Smith 
& Corona Typewriters, Inc. He first entered the em- 
ploy of the company July 8, 1935, as a Vivid salesman. 
On January 24, 1945, he was appointed Vivid sales 
supervisor at Detroit, which position he held until his 


recent promotion. 
SO 


BARD RESUMES EVERSHARP CHAIRMANSHIP 

Ralph A. Bard, whose resignation as Undersecretary 
of the Navy became effective July 1, has resumed his 
chairmanship of Eversharp, Inc., Martin L. Strauss II, 











RALPH A. BARD 


president, announced August 1. Mr. Bard also was 
elected a director and a member of the executive 
committee of the company. He was chairman of the 
board of Eversharp before his appointment to the 
Navy post in February of 1941. 


ERC VSE VS, PRER SS 


A “Here and There” item in the July issue concern- 
ing Albert Tangora was captioned “Fastest Typist 
Teaches Navy Men How to Save Their Time and Tem- 
pers.” This unfortunately neglected to give credit to 
one, Miss Margaret Hamma, who won the world’s title 
at the International Commercial Schools contest in 
June, 1941, with a record of 149 net words per minute 
for one hour of continuous typing. Miss Hamma’s 
record was made on an electrically-actuated keyboard. 
Mr. Tangora’s speed of 142 words per minute, when he 
held the championship, was made on a manually- 
operated keyboard. It is not the wish of the OFFICE 
APPLIANCES to detract from Miss Hamma’s great ac- 
complishment. 











ee ee 
In article concerning The Office Engineers, Inc., ap- 

pearing in the August issue, the name of Charles King 

was inadvertently used in telling of employees in the 

service. The name, we regret, should have been George 

King. 

1945 
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We wre pleased Lo present the NEW 
RED FEATHER 





FACT-O-SCOPE 


FEATURES: — 


a 


Clear Lucite light-table, built in sturdy olive green steel case; 
Compact, Light in weight, Unbreakable. 


A new scientific development in the refraction of light, gives 
complete even diffusion and distribution of light over the 
entire working area. 


Positively cold illumination, with 100% more intensity of 
light. 


Equipped with an attached, drafting machine head, Plastic 
Tee Square, adjustable horizontally and vertically. 


An inset drawer provides convenient storage space for Styli 
and Lettering Guides. 


4 


THIS IS THE FIRST ITEM IN A SERIES OF NEW CONTRIBUTIONS 


RED FEATHER PRODUCTS LTD. 


WILL MAKE TO THE DUPLICATING MACHINE INDUSTRY 


Dealers profit by handling the Complete Red Feather Line. 
Send for illustrated catalog. 


FEATHER PRODUCTS LTD. 


REDWOOD CITY - CALIFORNIA 
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OFFICE MACHINE 
PAD 


The Scientific Shock Alsorter 


e Made of high grade hair felt, the posi- 


tive absorber and noise reducer. 


¢ Semi-rigid top surface—feet will not 
sink into pad. No bounce nor inter- 
ference with working parts. 


¢ Non-Slip bottom surface—will not 
mar any surface. Adheres firmly to 
all desk and table tops. 


e Neutral Brown color—blends well 


with all furniture finishes. 


© Size 13” x 11” x Y%". For all type- 


writers and many other office machines. 


e Packed in attractive cartons without 
manufacturer's or distributor's name. 
Space for your label or imprint. 

List Price $1.00 


Ames Supply Company 


564 W. Randolph St., Chicago 6 





37 Murray St., 583 Market St., 
New York 7 — San Francisco 5 
1905 Commerce St., | PRINCIPAL CITIES 11 Prior St., 
Dallas 1 Atlanta 3 














The Chuckle Corner, devoted exclusively to humor, 
continues on its merry, uninhibited way. The editors 
want it to be your column and invite your active 
participation. Send us your version of the funniest 
event that ever happened in your store. We'll pass ‘em 
along and let your fellow stationers in on the joke. 


We've repeatedly heard it said that it takes all kinds to 
make a world, but for the life of us we've never quite been 
able to figure why. 

A group of sailors on a freighter in the war zone were fre- 
quently entertained by one of their number, a sleight-of-hand 
performer of no mean ability, during the long evenings at sea. 
His act, in which cards, money and handkerchiefs were made to 
disappear, was enjoyed by all aboard—except one—a parrot 
which greeted each performance with a raucous "Ha ha hal! 
Phooey!" 

The ninth night out, in the midst of the show, the ship was 
hit by a torpedo. The prestidigitator was blown overboard by the 
explosion and managed to grasp some wreckage to support his 
weight. The following morning he was startled to see his critic, 
the parrot, sitting on an upright on his improvised raft. Not a 
word passed between the castaways for two days. Suddenly, 
however, the parrot looked down, cocked his head to one side, 
and with a baleful gleam in his eye, demanded: ‘'Alright, 
what'd you do with the ship?” 

There's virtually no possibility of anyone acquiring an acci 
dental berth-mark in these days of Pullman shortages. 

—cc— 
HOW ABOUT IT? 
| like a man who will pay his debts, 
When his bills are justly due; 
And who won't withhold from creditors’ tills 
The sums they're entitled to. 


A man who won't chisel a small per cent 
From a payment past the time, 

Or let some little excuse prevent 
A settlement to the dime. 


"Damaged in transit," or Goods returned,” 
May both be legitimate cries, 

But they're raised so often by some, I've learned, 
That belief in the story dies. 


So change the excuse and the subterfuge, 
Or sing a new song if you can; 

But better yet, be it small or huge, 
Just pay that old bill like a man! 


Some of our government officials remind us of Columbus. 
You'll remember that Columbus started on his voyage without 


knowing where he was going, and when he got there he didn't 


know where he was. 


Suggested as the new motto for the Army Air Forces— 
UP AND ATOM! 
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Guess Joe was right. We didn't need such a big safe. 
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That’s a year to remember. The great Panic of 1837-42 had just ended 
and this carriage started another when it “blazed” the highways. 


Ah yes! It was that year that Boorum & Pease started in business. 


Like traveling vehicles, record-keeping equipment has undergone lots 
of streamlining since then, keeping in tune with the times. B & P equipment 
has always maintained the important faculty of keeping far ahead of the 
times, anticipating the needs of American business and supplying it accordingly. 
This service has been in effect for more than a Century and continues, 


as always, EXCLUSIVELY THROUGH YOU—THE STATIONERS OF AMERICA! 


Manufacturers of 
Loose-Leaf Covers and Forms 





ral Visible Equipmen: 
Bound Books 








FOR EVERY RECORD—A WAY TO KEEP IT! 


GENERAL OFFICES: 84 HUDSON AVE., BROOKLYN 1, N. Y. 
BOSTON 10: 29 OTIS ST. * ST. LOUIS 2: 115 SO. 8TH ST. * CHICAGO 7: 538 S. WELLS ST. 
NEW YORK CITY SALESROOM: 349 BROADWAY, NEW YORK 13. 
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DEALERSHIPS 
AVAILABLE 


IMMEDIATE DELIVERY 


ON 
MARKWELL 


“RX” HANDI-CLIP STAPLERS 
AND “RX” TYPE STAPLES 





Sell them to Offices, Laundries, Dry Cleaners, 
Food Packers, Factories, etc. 


Compact, Pocket-Size Plier Stapler. 


Split-second adjustment converts HANDI-CLIP 
from a Stapler to a pinning machine. 


Loads 100 “RX” (3/16”) Staples. 


Markwell Office Stapling Machines and Office 
Staples are sold by Authorized Dealers through- 
out the United States at FAIR TRADE CON- 
SUMER PRICES. 


WRITE FOR PARTICULARS TODAY 


MARKWELL MFG. CO., INC. 


200 HUDSON STREET e@ NEW YORK 13, N. Y. 
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(Continued from page 30) 


he is serving as lieutenant commander on the east 
coast of Africa. 

The foreman mechanic, P. A. Giddens, a pre-war 
member of the Special Reserve, was called up in 1939 
and as a sergeant tradesman (electrical) was through 
Dunkirk, subsequently being posted to a native com- 
pany on the west coast of Africa and from there to 
India. 

Major Burrell, commenting on the success of the 
enterprise, states, “I am of the opinion that the office 
equipment industry is only on the threshold of its use- 
fulness to the industrial and commercial world and, 
if properly organized and handled, those firms who 
are well established and live, can look forward to 
many years of expansion. Teamwork and service are 
the basis of our continued growth. We term our serv- 
ice “Office Equipment Consultants,” and it is our policy 
with customers, if special equipment is required for a 
certain class of work, always to recommend what we 
think is most suitable, even if not marketed by us.” 

In order to cope with the ever-increasing mechan- 
ization and to give adequate service to its many friends 
—the word “friends” is used advisedly in preference to 
clients or customers—S.R. Batson, Ltd., visualize the 
early opening of further branches and a considerable 
increase in staff. This will take place very soon, pro- 
vided conditions, lifting of controls and freeing of 
stock permit. 


S.S.E. 
Or 


BRITISH STATIONERS HOLD ANNUAL MEETING 


Two proposals resulted in lively debates when the 
fortieth annual general meeting of the Stationers’ 
Association of Great Britain and Ireland was held at 
the Connaught Rooms, London, on July 2 and 3. The 
first of these discussions was on a proposal to increase 
the subscription rates of membership and the second 
was on the formation of manufacturers’, wholesalers’ 














J. W. HAMILTON-JONES 


and retailers’ committees by the Council. Another 
important subject on the agenda was the report of 
the Stationery Trade Investigation Committee, pre- 
sented by W. Tudor Davies during the fourth session. 

Long debate ensued, especially on the subscription 
or membership rates. The executive board had pro- 
posed a sliding scale, based upon turnover, as the 
basis upon which subscriptions should be levied upon 
manufacturers, wholesalers and retailers. 

There was general agreement that the funds of the 
Association ought to be increased, but was soon ap- 
parent that the method proposed was not acceptable 
to the members of all sections of the trade. They were 
willing and anxious to tax themselves for the benefit 
of their trade association, but not on a sliding scale, 
reports the British Stationer in the July issue. 

Final decision amounted to a virtual doubling of 
all subscriptions. Therefore, the Council obtains the 


-funds it requires for the expansion and development 


of the work of the Association, and the members will 
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SPEED-O-PRINT CORPORATION 
161 E. GRAND AVENUE x CHICAGO 11, ILLINOIS 


DUPLICATORS e STENCILS @ INKS © MIMEO BOND e STENCIL FILE CABINETS @ STYULI 
LETTERING GUIDES e SHADING PLATES e CORRECTION FLUID oe ART BOOKS, ETC. 








‘o- rint \ 


post-war line of dupligat ; ; 


, 
‘ 


PLICATIN GM 
4 : 





“standing «s White against Black. — re oe : 
SKY-RITE Side Up for Profits! be SKY-RITE ‘Advertising Blankets America ~{’s Your Adv 
SKY-RITE Quality —SKY-RITE Smartness. From box top ta last ~ SELL SKY-RITE — MAKE SURE IT’S. SKY-RITE. 
Faster, fuller deliveries is ovr order of the day. -. 


eet SKY-RITE is uniformly Sales Attracting. | 
: DISTRIBUTORS coast 10 COAST 


Copyright 1945, Arceney Paper Ca. > 














Follows the Fleet . 





"We are happy to say that the 
REX-O-Graph Portable Duplicator has 
| already had its baptism of fire 
aboard our ship—and like a veteran, 
it continues to give excellent service." 


clarity and positive accuracy. 


distribution. 


Write for latest catalog and prices. 





3729 N. Palmer St. 
Milwaukee 12, Wis. 


— “REX-O- sng: 


ON DESTROYERS, cruisers, battleships—in for- 
ward areas of the Atlantic and Pacific—in the 
liberated areas—"REX-O-Graph" Portable Du- 
plicators are rendering yeoman service in speed- 
ing the reproduction of messages with sparkling 


As fast as our large backlog of orders permits, 
the complete line of 'REX-O-Graph" Duplica- 
tors and Supplies will be available for civilian 





REX-O-graph, Inc. 











contribute their share in the manner they consider 
fair and equitable to all sections. 

Article X, an addition to the rules which provides 
for separate committees within the framework of the 
Council for the Manufacturers’, Wholesalers’ and Re- 
tailers’ Sections, aroused considerable interest but 
little discussion, and was adopted unanimously. 

In addressing members at the opening meeting, J. 
W. Hamilton-Jones, vice-president and chairman of 
the meeting, said: 

“We must now prepare to welcome our young peo- 
ple back into our businesses. They will have grown 
up a bit with the war years, and it may take them 
some time to adjust themselves to commercial prac- 
tices again. Let us be gentle with .them when they 
return, and not expect too much from them to begin 7 
with. They have had a rough war passage and deserve 
not only our sympathy, not only our encouragement, 
but our thanks, too... .” 

W. A. G. Morgan presented the annual report in 
which he said, “We are all anxious to get down to 
constructive work and rebuild our businesses, there- 
fore we shall welcome a return of healthy competition 
and free enterprise.” 

Favor Reduction of Taxes 

Indicative of the temper of the Association regard- 
ing taxation was a paragraph of the annual report: 

“You will notice that it has been decided by the 
purchase tax joint standing committee of the print- 
ing, stationery and allied trades, on which our Asso- 
ciation is represented, to submit a case to the treasury 
for abolishment or substantial reduction in the pur- 
chase tax rates. We do not want to carry this burden 
longer than we can help.” 

This reduction of taxation was also stressed by the 
retiring president, H. Limbrey. Addressing the meet- 
ing he declared, in part: 

“The stationery trade is fortunate in that its com- 
modities are essential to the social and business life 
of the community. Demand is likely to outstrip supply 
for some time because the general public need goods 
that have not been available for a long time. There 
are, however, three things required from whatever 
government is in power after the present election. 
They are: 

1. Release of raw materials. 

2. Release from restrictions. 

3. Reduction of taxation. 

“With the first, manufacturers will put into produc- 
tion many articles temporarily withdrawn. With the 
second, resourcefulness and enterprise will come into 
play. With the third, fair price levels will be main- 
tained.” 









































Elect a New President 

Elected as new president of the Association was 
J. W. Hamilton-Jones, managing director of Ever- 
sharp, Ltd. Addressing the meeting, the newly-elected 
president said, in part: 

“IT should like to be known as the friend of the 
small man. During these war years when I have taken 
such an active and prominent part in the affairs of 
the Association, it has been my constant endeavour 
to promote the interests of all sections, but I have 
ever been vigilant of the interests of the small shop- 
keeper, who merits not only his share in whatever 
business is available, but also a full rate of profit on 
exactly the same terms as the bigger man. 

“T give a word of praise and encouragement to the 
small shopkeeper. He serves the public, and he en- 
joys not only their confidence, but their friendship 
also. It would be a bad day for these islands should 
he ever be eradicated from our midst. I hope that 
manufacturers and wholesalers will continue to sup- 
port him by giving him the service which he deserves.” 

: pitt 
MILAN FIRM IS AGAIN ESTABLISHED 

Luigi Gelosa announces that his firm has been re- 
established with offices at 1 Via Leopardi, Milan, Italy. 
The Milan firm acts as distributors of filing equipment, 
visible records and office furniture. 
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THE HOME OF QUALITY PARK ENVELOPES 


* * * 


FACTS ano FANCIES 


By McGillicudy 


The other day | was talking to a lumberman. 
He was saying that building restrictions have 
been eased up a bit—but it doesn’t make much 
difference because there’s no lumber. 


The lumber and paper industries are pretty 
closely allied—so reasons for lack of lum- 
ber are also pretty good reasons for lack 
of paper stocks (which all boils down to 
pretty good reasons why we aren’t making 
as many Quality Park envelopes as you 
fellows want.) 


“Early in the war,” he said, “England knew 
we would be in it eventually, so they were 
ready for us. They built many of the accom- 
modations we would need over there. But now, 
it's a different story. In the Pacific, we have 
to build docks, warehouses, barracks, hospitals, 
and other facilities with U. S. lumber. And 
that’s in addition to lumber (and paper) re- 
quired for repacking for reshipment to the 
Pacific area.” 


Result: Shortage of lumber. Yes, and still 
a shortage of paper stocks. But cheer up— 
the way things are going, we'll have a new 
story to tell before long . . . we hope! 


But listen to this . . . Uncle Sam now says we 
can once again gum the flaps of clasp en- 
velopes . . . so we are doing it! And remem- 
ber, the Quality Park clasp envelope is the 
Champion Clasp. (And please don’t over- 
order.) 


Remember these other names too—Leather- 
oid, Blue Line Air Mail, Banker’s Flap, Air 
Mail Express—they are all Quality Park 
“Champions” that mean more satisfaction 
to your customers. 


Yes ... Quality Park envelopes care 
sold through dealers only. 


ENVELOPE COMPANY 


General Office and Factory Chicago Office and Warehouse 
Quality Pork 564 W. Monroe Street 
St. Paul 4, Minnesota Chicago 6, Illinois 
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OLD FRIENDS LIBERATED 


After Five Years of War, Subscribers in Europe 
Begin Writing Again 





IBERATION of European countries, which for long 

years were under the Nazi heel, has brought the 
renewal of many old friendships for OFFICE APPLIANCES. 
German occupation resulted in cessation of trade and 
communication, but it did not dim the spirit of firms 
handling office supplies and equipment in countries 
such as Holland, France, Belgium, Norway and Den- 
mark. 

Firing had hardly ceased in Europe when proprie- 
tors of these firms were writing to this magazine, 
seeking trade relationships again with American 
manufacturers and renewing old friendships. Many 
of the concerns were left without stocks but the in- 
vaders could not conquer the ambitions of the pro- 
prietors, who have greeted liberation by making post- 
war plans. 

These old friends are eager for news from the 
United States, just as they are eager to renew trade 
relationships. They want subscription renewals for 
OFFICE APPLIANCES as soon as mailing regulations will 
permit. They want agencies and, above all, American 
products to replenish empty shelves and meet the 
office machine and equipment needs rising out of the 
devastion of war in their countries. 

The staff of OrrIcE APPLIANCES is happy to learn that 
the European firms have withstood the ordeal of the 
war years and that they are now taking up where 
they left off. We hope to be of service, as a trade 
journal, just as we were before World War II. We 
rejoice that the blackout of communication and trade 
is being lifted. 

Typical of the European firms renewing friendships 
is that of Blikman & Sartorius N.V. Rokin 1 en 17, 
Amsterdam C, Holland, the oldest office equipment 
company in the world. Tradition has it that the firm 
was founded in 1693, over two and one-half centuries 
ago, although its published founding date is 1734. 
When this firm was born, William III of England, 
known as the Prince of Orange until his accession to 
the English throne in 1689, was stadholder of the 
United Netherlands. The House of Orange, founded 
by William I, was the royal family of the Netherlands 
as World War II broke out. 

A. Q. De Flines of Blikman & Sartorius N.V. writes 
in part, “Before the war we obtained part of our im- 
ports from the United Kingdom and the United 
States with several small lines from Germany, but 
after five years of oppressions and hardship the sym- 
pathy of the Dutch buyers will play a considerable 
part in the choice of the goods, and the country of 
origin will be strongly considered.” 

Elsewhere in this issue appears a communication 
from another Amsterdam firm, Parker Service, telling 
of the hardships under German rule. 

Similar stories have been published in preceding is- 
sues about the occupation endured by Etablissements 
Geysen at Antwerp and Y. A. Chauvin, Paris, France. 
Results of a survey of present needs in Belgium are 
given in an “In Other Lands” story this month con- 
cerning Etablissements Richards, Brussels, Belgium. 
The proprietor, John L. Richards, was deported to a 
German internment camp for refusing to repair 
German office machines and supply needed parts. 

Such refusal to aid the Nazis was evidenced in the 
participation by Jacques Dahlgren, head of a Belgian 
office equipment firm, in the underground movement. 
He was an officer in the cause during the occupation 
and later fought with Allied troops. 

For 40 years, Leon Gaspar of Liege, Belgium, has 
been trading in typewriters and calculators, and he 
writes of interest in securing agencies for American 
electric calculating machines and typewriters. 

And so the story goes as liberated peoples rise again 
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saves money and speeds office work 
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The time isn't too far off when the better stationers and stamp dealers will be getting 





more normal supplies of these Bates Office Helps. You will find the traditional Bates 
Quality, plus that extra value learned through the production of ultra-precision materials 


of war. It always pays to insist on the best. 


Bates quality products 
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and trade is restored with outlying nations such as 
Sweden and Switzerland. 

We are happy to have received communications 
from such European concerns as: 


HOLLAND 

Blikman & Sartorious N. V., Rokin 1 en 17, Amsterdam C, 
Holland. 

N. V. Wed J. Ahrend & Zoon, Singel 22-24, Amsterdam, 
Holland. 

Aspa n. v., Westzijde 53, Zaandam, Holland. 

Parker Service, Beurs Damrak 48a, Amsterdam C, Holland. 

G. C. T. Van Dorp & Company, Prinsegracht 83, The Hague, 
Holland. 


BELGIUM 
Leon Gaspar, 15 Rue Chestret, Liege, Belgium. 
Leon Geysen, Etablissements Geysen, 35 de Merode Avenue, 
Antwerp, Belgium. 
Soc. Anon Hansma, 12, Lge Nieusstraat, Antwerp, Belgium. 
Robert Maes, Maison Maes, 112 Avenue de France, Antwerp, 
Belgium. 
Etablissements Richards, 9a, Rue des Pitite Carmes, Brus- 
sels, Belgium. 
Tondelier Freres, Rue Royale, 134, Brussels, Belgium. 
FRANCE 
A. Chauvin, Y. A. Chauvin, 6 Rue Aux Ours, Paris, 3, France. 
Ch. Jacob, 100 Rue Saint-Dizier, Nancy, France. 
Etablissements F. Michel, 9 Rue des Trois Bornes 9, Paris 
Xle, France. 
Jacques Ricord, Etablissements Ricord, 5, 7, 9 Rue D’Italic, 
Marseille, France. 
Henri H. Rozan, 33 Rue Puits, Gaillot, Lyon, France. 
NORWAY 
Moderne Forretningsutstyr A/S, Domkirkegaten 3, Bergen, 
Norway. 
Haakon Van Deurs, Post Office Box 995, Oslo, Norway. 
SWITZERLAND 
J. F. Pfeiffer, Ltd., Lowenstrasse 61, Zurich, Switzerland. 


ITALY 
Luigi Gelosa, 1 Via Leopardi, Milan, Italy. 
DENMARK 
Zeuthen & Aagaard, A/S, Copenhagen, Denmark. 
GREECE 


Dino S. Saltiel, Patission Street No. 89, Athens, Greece. 
E. P. Karageorges, General Agencies, Leocharous Street 6, 
Athens, Greece. 
BULGARIA 
Jordan Ivan Boyadjieff & Sons, Beltcheff 39, Sofia, Bulgaria. 


SWEDEN 
Frans Svandstrom & Company, Stockholm, Sweden. 
—_——_ = 


BELGIAN FIRM MAKES SURVEY OF MARKET 

An immediate demand exists in Belgium for 122,000 
business machines, according to a survey made by the 
Etablissements Richards at Brussels, Belgium. Dis- 
closing plans for large-scale importing of such equip- 
ment, the Brussels firm quotes the following figures 
in support of post-war market needs: 

1. The average yearly import during 1936, 1937 and 
1938 was 12,000 machines. The gap caused by six 
years of non-importing thus accounts for total of 
72,000 machines needed. 

2. The German armies wrecked or stole during the 
1940 campaign a number of machines estimated at 
30,000. 

3. The Germans during the four years of occupa- 
tion purchased a total of 20,000 machines for use 
outside of Belgium. 

From these compilations it is estimated that 122,000 
office machines are needed in Belgium and the figure 
does not take into consideration improvements planned 
by many firms or the possibility of an economic boom 


| during the early post-war days. 


Potential sales are estimated to be good for steel and 
other office furniture, control apparatus, private tele- 
phones, scientific lighting and air-conditioning for 
offices. 

Developing a plan of selling through the channel 
of qualified dealers, Etablissements Richards an- 
nounces plans to obtain sole agencies for leading 
makes of office machines, importation as soon as 
possible, launching of an extensive advertising cam- 
paign, organization of a model plant for repair work 


and the laying down of a strong retail price policy. 


a 
JULIUS DENNIS RECOVERS FROM ILLNESS 


Julius Dennis, owner of the Missouri Printing & 
Stationery Company, Kansas City, Mo., is back at his 


| office after a severe illness of seven weeks’ duration. 
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In the popular 914%" x 117%,” size 
+. ruled brown and green on 
“Eye-Ease” green-white high rag 
content ledger paper, to reduce 
eye-strain and errors in posting. 


THE COMPLETE LINE 
7141 
100 Sheets to a box—25 Sheets per band 


No. 


7141 
7141 
7141 


7141 
7141 
7141 
7141 


7141 


7141 
7141 
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CR 
CD-2 
RI 


RJ 
BS 
PC 
crs 


CoP 


GL 
FS 


Record of Cash Received 
Record of Checks Drawn 
Record of Invoices or 


Bank Statements 

Record of Petty Cash 

Record of Cash Receipts 
and Income Record 

Record of Cash Disburse- 
ments, Purchases and 


General Ledger 
Financial Statements 


. 
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THE WIDE CHOICE of expertly designed forms available in this new 7141 
Series of Unit Accounting Forms makes it possible to meet the accounting 
needs of practically every business . . . from the small one-man establishments 
to the large corporations. 


For example, forms 7141 CRS and 7141 CDP, illustrated above, provide 
all necessary original entries for the smaller business, with cash receipts and 
sales records on one form, check records, purchases and expenses on the 
other. Eight additional forms in this series, plus a wide variety of twenty-two 
in the larger 11” x 14” No. 7072 Series, fill the need for the more complete 
records of larger businesses. 


The instant availability of these stock forms makes possible the immediate 
installation of complete record-keeping systems. 


WRITE AT ONCE for Folder No. 41 describing the 7141 and 7072 Series | 
with complete information and prices. 


a —— - - a 
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SERVICE TO WABASH 
DEALERS! 


IN EVERY packaged Alphabetical Index 
shipped to any Wabash dealer we automati- 
cally include a sample Nubian Steel Tab Spe- 
cial Name Guide in which the dealer's name 
will be inserted. This extra guide also bears 
a legend pointing out its value for future 
reference when supplies are needed, and at 
the same time points out how more guides of 
the same kind would be very desirable 
throughout the filing system to spotlight ac- 
tive customer names. This is a double action 
service that assures you the repeat business 
and develops added new sales, too! Write 
for complete information now. 
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Office Appliances 











(Continued from page 17) 


Price Administration. These orders carry out one part 
| of the reconversion pricing program announced by 
| Price Administrator Chester Bowles on May 11. 
| This program has two major parts. The basic part 

provides for industry-wide review of existing ceiling 

prices of reconversion products, most of which were set 
in 1942. The other part, announced July 19, provides 
methods by which individual reconverting firms, both 
small and large, can get individual price adjustments 
rapidly. 
| To speed action on necessary individual price ad- 
| justments, Mr. Brownlee points out, all applications for 
| such changes will be filed in OPA district offices. Au- 
| thority to make decisions in most cases has been dele- 
| gated to regional offices and to many district offices 
located in key manufacturing areas. 

The new orders provide methods of making neces- 
| sary adjustments in the prices of reconverting manu- 
| facturers, including makers of office machines, who 
| find themselves in one of the following situations: 
| 1. Reconverting manufacturers in industries that 
| as a whole never converted to war work and who have 
| no industry-wide application of the reconversion pric- 
| ing formula. 

2. Reconverting manufacturers who need temporary 
| prices while awaiting announcement of industry-wide 

price increase factors. 

3. Reconverting manufacturers who need adjust- 
| ments for hardship because they cannot operate at 
| their existing ceilings or under the industry-wide 
| price increase factor. 

Orders applying to the procedure mentioned in this 
article are Supplementary Order No. 118, Small Vol- 
ume Manufacturers Reconversion Pricing; Supple- 
mentary Order No. 119, Individual Adjustments for Re- 
converting Manufacturers; Reconversion General Or- 
der No. 1, Simplified Pricing Method for Reconverting 
Manufacturers Having Sales Less Than $50,000 Per 
Year. These became effective July 23. 

@ 
DISCUSS ABSORPTION OF PRICE INCREASES 


To test whether wholesalers and retailers in all mer- 
chandising fields, including office equipment and sup- 
plies will be able to absorb manufacturers’ price in- 
creases during the reconversion period, and if not, 
what part of them may be passed along, the Office of 
| Price Administration has proposed the following plan: 
1. On goods similar to goods that have been in 
| retail stocks during the war and that are generally 
| sold in the same ways, OPA would apply the cost 
| absorption standards announced earlier in the year 

for non-reconversion goods. (Example: aluminum- 

ware, which is similar to other kitchenware sold during 
the war.) Under these standards, a trade with satis- 





| factory over-all earnings would be asked to absorb 


increases on a product only to a point that would not 


| bring its margin below its cost of handling the product. 


This cost is known as the expense rate. The standard 
would apply to goods sold chiefly by department stores 
/ and others dealing in many different lines, OPA said. 


| Where goods are subject to uniform pricing, such as 
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Johnny “OFFICIAL” says, | 
‘ “SELL THE SEAL THAT SELLS 
ANOTHER. DOUBLE-UP 
YOUR PROFITS, BROTHER." 





n.WOFFICIAL Sach | 


STANDARD WITH LAWYERS, CORPORATIONS 
AND NOTARIES ALL. OVER THE WORLD... 


Sales come easily when you give the customer what he wants. 
And not only that. When you handle the M. & W. seal line 
customers who come into your store, for the seal they want, also 
buy other items. That’s why we say you can double your profit, 
by handling the M. & W. seal line—and that’s for sure. 
The “Official” is a sturdily built pocket seal which will perform 
in every respect just as efficiently as the old-fashioned larger, 
THE “ALUMINUM” POCKET SEAL heavier and more cumbersome seal presses. Made in three sizes 
This $s then Nell, snail seaehet ener with dies of 1%”, 1%” and 2” diameter, respectively — the only 
ates with one hand, like a ticket punch. pocket seal on the market with dies of this large size. It’s the 
It will do the same work as seals five : H H i 
times its weight. convenient all-purpose seal that has won its popularity on merit 
alone. Write for dealers’ proposition to Dept. O.A. 


M. & W. LEVER SEAL PRESSES 


For those whose requirement is for a 
heavy, stationary seal press, the 
M. & W., Lever Seal Press line fills 
every need. 
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The Truth and Nothing but— 


This shortage of fibre board is the real thing. 
There is nothing fictitious about it. Right now 
fibre board is a vital war material as scarce as 
hen’s teeth. 

We are trying our best to spread our meager 
allotment to cover the basic requirements of all 
dealers. 

So please be patient if we can’t ship you all the 
PRONTOS you order. You can be absolutely 


certain we are doing everything we possibly can. 


PRONTO FILE CORPORATION 


349 BROADWAY NEW YORK 13, N. Y. 


FIBRE BOARD FILES 
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| dollar-and-cent ceilings, trade-wide expense rates or 
T WW 0O-G E T EF E R pre-war dollar margins would be used. In most other 
cases, where normally there are wide variations in 


prices, as well as in margins, the minimum margin 


| would be the expense rate of the individual store or 
ENVELOPES department, | | 


2. On goods of a kind not generally in stock during 
the war and that normally might account for the bulk 
of a dealer’s sales, (Examples: major appliances, such 
as washing machines and refrigerators) OPA would 
apply a new standard. This standard—worked out for 
distributors specializing in reconversion products— 
would require absorption only to a point that would 
not bring the trade’s margin below its pre-war realized 
dollar margin. 

Trade representatives, however, in meeting at Wash- 
ington July 24 and 25, had other suggestions. For ex- 
ample, they asked that the dollar-and-cent account of 
any manufacturers’ increase be passed through at all 
levels for a period of 30 days while a trade committee 
worked out recommendations for OPA. 

Regarding cost absorption problems, the OPA stated 
July 27 on the basis of information then available: 

“Where reconverting manufacturers retain their 1942 
prices, wholesalers and retailers will in general be 
allowed to keep their 1942 margins over these ceilings. 
| In the case of some goods, however, improvements may 
| be made in the method of controlling prices. For in- 
stance, goods covered by “freeze” prices will be placed 
under trade-wide retail dollar-and-cent ceilings. Gas 
ranges, washing machines, private brand vacuum 
| cleaners, and metal toys, for example, may come under 























A fee 4 og j a | dollar-and-cent pricing whether or not manufacturers 
tes - receive reconversion increases.” 
And the Pa) 
oe : Justrite SURPLUS PROPERTY POLICY ALTERED 
TWO-GETHER The Surplus Property Board has ordered its disposal 
Ee NVE LOPE agencies not to make trade-marked surpluses avail- 
carries your able first to the original manufacturer. According to 
es mess age and | Printer’s Ink, the Board tried its best to adhere to its 
samples together, | original policy, but under the Surplus Property Act 





it had no other alternative. The Act says that surplus 

roperty shall be “broadly and equitably distributed,” 
The Justrite Two-Gether Envelope serves as your Personal inet a shall be no Pewee oreo against new 
Representative where mail matter is concerned—for it not businesses and that monopoly must not be fostered. 
Trade-mark owners are declared to be preparing pro- 
tests to Congress, seeking rewriting of the Act. 


only conveys your sales letters, letters of quotation, etc., but 
the Two-Gether also delivers at the same time the all- 
important catalog, samples or other enclosures necessary 


SEEK SURPLUS PROPERTY FRAUD EVIDENCE 
The Surplus Property Board has asked members of 


to carry out the complete sales plan. 


steer tionanekae on ane ener the National Stationers Association to be alert for any 
to the larger envelope and can be sealed as any | Signs of irregularities in the sale of government- 
first class mail. The Catalog envelope is available | owned surplus property, and to report such evidence 
with either a gummed flap, clasp fastener or string | to the Board’s Compliance Division. The Board assures 
and button as desired. | the industry that every effort will be made to keep all 
sales fair and above board. 
Attractively printed to your copy, the Two-Gether comes in Evidence of fraud, collusion, favoritism, under-the- 
a range of sizes from 7x10 to 11%x14%. Also available counter sales or other such practices should be re- 


ported to Robert T. Amis, director of the Compliance 
Division, Surplus Property Board, Municipal Center 
Building, Washington, D. C. 


plain where so desired. Flap of First Class Envelope is 
printed in bold reverse type showing that a message is 





enclosed 
<< —— a 
Write for samples and complete prices ISSUE NEW ROSTER OF GLTC MEMBERS 
today. Special sizes made to order. For Members of the Great Lakes Travelers Club attend- 
any Specialty Envelope problem, consult ing the August 10 luncheon were handed attractive 
Justrite first. new membership roster booklets. Names and firm af- 





filiations are listed in alphabetical order together with 
officers, committee members, past presidents, honorary 
members and service honor roll. 


—————1~_——=-  —__. 

VIRGINIA FIRM IS ISSUED A CHARTER 
Virginia Printing and Publishing Corporation, 
| Wytheville, Va., has been issued a charter by the State 

1 | Corporation Commission to do a general office supply 
Rav EL e OEE | printing and publishing business. Maximum capital 
NT PAUL of the firm is $49,000 and William C. Barnes is presi- 
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Neva-Clog Staples for Neva-Clog 
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For over twenty years it has been a satisfactory unio 
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or a long long time now Neva-Clog Policy has pro 
fitable for Neva-Clog Dealers and Distributors as hundr 
agree. 
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Always Buy—Use and Sell 
Neva-Clog Staples for 
NEVA-CLOG STAPLING PLIERS 
ne- 
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* NEVACLOG PRODUCTS, Inc. 


“e BRIDGEPORT, CONN. 
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our ustomers | 
on ts flecting oes unless you continue to give the Public what it wants. Unipeco, by 
constant striving, ever improving, has kept its 
finger on the public pulse. That’s why Unipeco 
has come to be more and more, “the Name Your 
Customers Know.” 
Memo Pad Fountain Pen Desk Set Oval Pen Set 
(above) Fully Guaranteed self-filling Fountain Pen. Gold (above) Modern pen set with graceful felted oval base. 
plated, iridium-tipped point. No. 460 in Walnut & asstd. Fully guaranteed Fountain Pen holds unusual amount of ink. 
Colors (5x7, takes 4x6 refills) $3.50 each list Green, red or black. Individually bane boxed. Number 300 
(approx. 5x8) 00000. ....$3.00 each, list 
Crystal Plastic Letter Opener with 
Magnifying Blade 
(above) Guaranteed unbreakable! Sturdy stiletto design in 
sparkling crystal and brilliant black. Indespensable. Num- 
ber 100 29 cents each, list 
Unbreakable Memo Pad 
(at right) Holds about 228 sheets. In Walnut and assorted 
colors. Individually boxed. Number 410. (5x7, takes 4x6 
refills). $1.25 each list. Now also available No. 400 Memo 
Pad holding 3 x 5 sheets. 79 cents each, list nn 
Also Manufacturers of Genuine Onyx and Marble Fountain Pen Desk Sets. Write for 
Samples. Usual dealers discounts. 
385-387 Broadway, New York 15, N.Y 
d8D-: roadway, New York 15, N. ¥. 
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THE NATIONAL STANDARD FOR SAFE, 
ECONOMICAL, EFFICIENT RECORD 


STOCK 





base. 
ink. STORAGE FOR MORE THAN 25 YEARS 
| oa @®eeee#?®@ 


As you probably know corrugated fibreboard 
(paper) has been a critical commodity for 
many months, All the board we have been re- 
ceiving for more than a year has been allotted 






ri 
to us on a quarterly basis by the War Produc- andard Qit Re f 
tion Board. rborundum a Jersey Allison Divisions ourneau, Ine 
; pan Fairchj —~Genera . 
Our allotment of board has been nowhere near ennsyivanig cae Plant” pre. Engin hirer Corp, 
enough to fill the orders we have received from i hipyards : Pa Optica; Compan Corp, 








our dealers for direct shipment into War 
Plants, Government Offices and Industries con- 
sidered 100% essential to the war effort. Con- 
sequently we have been unable to accumulate 
any stock and for more than a year and a half 
we have shipped no stock to any of our dealers 
or distributors. 


The delivery situation today remains un- 
changed. However, the present tight paper sit- 







uation could and probably will change rapidly. on Py . MC, inator ¢. 
When it does we'll take prompt measures to r ant—Buiey ¢°° Co. Continental 1y, 4 orporation 
notify all our dealers and distributors. ‘ Baldwin tna Stee! Co, otor Hern E. By Mtg cation 
eneral Ameri OMotive Works @ Hall um, vin § - LO, 
eee34eee Browne @ cca” Tank C Merson Electrin st? CO 
& Sharpe Mangr, (o'PFation Waltham nie Mie. ¢ 
i a ‘ __Waltha 
LEADING BEFORE THE WAR carKiMSbury Grdeatseting Co,” ———CONoiatg ye teh Ge 
. ~Hlinoj “te Craf 
Boe: LEADING DURING THE WAR Mois Steel Corpon tin bosiey Leg ites Glass Go, 





LEADING AFTER THE WAR, TOO 


Sold by Leading Stationers Everywhere 


Stewart. & Stamping ¢. 
Wart-Warner Corporat) a Chemica; Compat corn. 





BANKERS 


536 SOUTH CLARK STREET 
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Goo signals and 


maptacks never forget; 
they make existing 
systems more efficient; 
speed operations. 


Right now and for the 
days ahead, it is very 
important that man- 
agement keep its house 
in order...its busi- 
ness under control. 


Dealers who make the 
most of Graffco aids to 
better record opera- 
tion will profit accord- 


ingly. 
GEORGE B. GRAFF 
COMPANY 


54 Washburn Avenue 
Cambridge 40, Mass. 
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KANSTEINER NAMED PACIFIC COAST MANAGER 
J. M. Hackney, general sales manager of the port- 


| able typewriter division of Remington Rand, Inc., an- 
| nounces the appointment of M. A. (Mel) Kansteiner 


as Pacific Coast manager for that division, with head- 
quarters at the Remington Rand office located at 41 
First Street, San Francisco, Calif. 

In his new capacity, Mr. Kansteiner will co-ordinate 


| sales efforts and act as a liaison between the home 














M. A. KANSTEINER 


office of the portable typewriter division in New 
York and the nine states west of the Rockies. 

After a successful career in sales work, Mr. Kan- 
steiner entered the employ of Remington Rand in 
1939 as special representative for the wholesale port- 
able typewriter division in the Middle West, where he 
supervised branch area sales coverage. Later he was 
sent to the Pacific Coast on a similar assignment. In 
June, 1942, he was appointed personnel director of 
the “C” Division plant of Remington Rand, Inc., lo- 
cated in Syracuse, N. Y., where the company manu- 
factured 45-caliber automatic pistols for the armed 
forces. Mr. Kansteiner served in this capacity until 
November of 1944, when he was given the assignment 
of organizing the veterans’ relations department of 
Remington Rand, where he remained until he was 
recalled to the portable typewriter division. 


et 

E. A. WETER OPENS TAMPA BUSINESS 
E. A. Weter announces that he will open the Busi- 
ness Equipment Company, 713 Marion Street, Tampa, 








C. A. WETER 


Fla., during the month of September. Mr. Weter’s 
many years of varied experience in the fields of ac- 
counting systems and sales will enable him to meet 
the needs of the trade at Tampa. He was until July 
a partner in the Business Supply Company, Columbia, 











| S. C. 


ee 
GREAT LAKES TRAVELERS NOTES 
At the regular monthly business meeting of the 


| Great Lakes Travelers Club, held on Friday, July 27, 
| Ed McKenna of the Roos Company was accepted into © 
| membership. Homer Jacquin, of the Jacquin Company, © 
| Peoria, was an out-of-town guest at the meeting. 
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THE Y°RE 
COMING 


BACK... 


| doing missionary work among dealers in metropolitan 


But Slowly! 





For years, war demands absorbed our 
full production on priority ratings. 
We can’t blame you for having al- 
most forgotten these old time profit- 
making friends. 


Conditions are changing. Production 
restrictions have been removed and 
there is some measure of satisfaction 
in this fact. However, we are still 
faced with a manpower shortage 
which will continue for some time to 
limit our ability to render service. 
Quantities allotted must necessarily 
be limited until the condition is re- 


lieved. 


Orders will be scheduled for delivery 
in sequence of receipt — degree of 
service based upon pre-war record. 


VAIL 
MANUFACTURING 
COMPANY 


900 East 95th Street Chicago 19, Illinois 


POWELL COMPLETES 25 YEARS WITH A. W. FABER 

On August 27, 1920, a very young man (to be exact 
he was 15 years old) entered the employ of A. W. 
Faber, Inc., Newark, N. J. A modest youth, he gave 
his name as Benjamin J. Powell and then took over 
the duties of office boy, messenger, and general fac- 
totum. In a short time he proved his mettle and was 
moved into the shipping department, where he was in 
charge of parcel post and express. 

As the years rolled on Ben increased in wisdom 
and understanding (though not in stature) and dem- 
onstrated a talent for sales work. By 1924 he was 











B. J. POWELL 


New York and New Jersey. About two years later he 


| returned to work at headquarters and in 1929 became 
| assistant to Sales Manager (now General Manager) 
| Harry Bittman. 


When the A. W. Faber direct branch office was 


| established in Chicago in February, 1932, Ben was 


transferred from the home office and began calling 
on dealers in the Chicago territory. His cheery smile 


| and friendly attitude earned him a host of friends 


during the succeeding 13 years. Except for a period 
of about 11 months in the United States Army, from 


| January to November, 1943, Ben has maintained and 


expanded his dealer contacts. In June, 1944, he mar- 


| ried Miss Rose Ottenfeld, who had been buyer for 
| Cless Burras Stationery Store in Oak Park, IIl., up 
to the time of the wedding. 


Ben has always been association-minded. At pres- 


| ent, he is treasurer of the Great Lakes Travelers Club 
| and a member of the field division of the National 
Stationers Association. He has been a willing and 


effective worker in industry affairs, serving as chair- 
man or a member of many national conventions and 
local committees. He has achieved a high place in the 
regard of his fellow workers in the stationery field. 
In commenting about Ben’s silver anniversary, Mr. 


| Bittman says, “Ben is one of our most progressive 
| and devoted employees. He has done a commendable 
| job in every one of his capacities.” 


———__= 0 —__- ] 
- JONES RESIGNS FROM ROCKWELL-BARNES 
Frederick H. Jones, Jr., announces his resignation 


| from the Rockwell-Barnes Company of Chicago, after 


serving as advertising manager since early this year. 
For ten years previously, he was advertising and sales 
promotion manager for Horder’s, Inc., and Associated 
Stationers Supply Company, Chicago. He is third 
vice-president of the Chicago Federated Advertising 


Club. 
2 
GEORGE A. DEAN TAKES A NEW POSITION 
George A. Dean, for the past several years sales 
manager of Horder’s, Incorporated, has recently re- 
signed, announces H. G. Horder, president. Mr. Dean 
has accepted a position as assistant to the president 
of Opinion Research Corporation at Princeton, N. J., 
and is moving there with his family to take over his 
new duties, which began around September 1. 
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new performance 
grPM™. features 

\ for the 

user! 


PRODUCTS 
TYPEWRITER 
Carbon Paper 


OFFICE MASTER CARBON PAPER 
was planned in the early days of the 
war... now it is here—first shipments 
already have been made to dealers. 


This is quality carbon paper—with 
new service features for the user and 
attractive sales features for the dealer. 
Made in two weights and two sizes for 
general office use. 


Colorful packaging in boxes of 100 
sheets, each sheet identified with re- 
order number. 


Complete details sent on request to 
enterprising dealers interested in bet- 
ter quality merchandise. 


eh 
Clmer KRUMWIEDE and ASSOCIATES 
320 South Jefferson Street Chicago 6 





FICHTNER APPOINTED CHICAGO DISTRICT 
MANAGER FOR ALLEN CALCULATORS, INC. 
On August 1, 1945, Walter E. Fichtner became Chi- 
cago district manager for Allen Calculators, Inc. Mr. 
Fichtner is a native of Milwaukee, Wis., but in recent 




















WALTER E. FICHTNER 
years has been living in California, functioning as a 
salesman in Allen Calculators’ Los Angeles district 
office. His experience is broad, covering many years 
in the office machine and cash register fields as sales- 
man and branch manager for leading manufacturers. 
Despite the summer heat, Mr. Fichtner already has 
made a number of personal contacts with dealers in 
| the Chicago area. 
———o-o 

“VICTORY” GOLF MEET SCHEDULED BY GLTC 

At the Friday luncheon meeting of the Great Lakes 
Travelers Club on August 17, President Bill Smith, 
Ace Fastener Corporation, was instructed to appoint 
a committee to plan a “Victory” golf tournament for 
late in September or early October. It was the opinion 
of the members present that another outing (the 
third this summer) would be appropriate, especially 
as there will not be an NSA tournament this fall. 

Out-of-town guests at the luncheon were Paul 
Jones, Hobbs, N. Mex., recently released from military 
service, and Harry McFarland, McFarland Office Equip- 
ment Company, Rockford, IIl. 

———- oo 

NAME ACTING MANAGER OF L. C. SMITH BRANCH 


George Carr, manager of the Springfield, Mass., 
branch of L. C. Smith & Corona Typewriters, Inc., has 
been granted a leave of absence, because of illness, 
until January 1, 1946. In the meantime, effective July 
16, Lloyd De Manche has assumed the duties of acting 
manager. 

Mr. De Manche was formerly associated with the 
National Typewriter Company at Hartford, Conn., for- 
merly L. C. Smith & Corona dealers in that territory. 
He entered the employ of the L. C. Smith company 
on June 1, 1940, as a salesman at the Springfield 
branch, and was subsequently promoted to the position 
of district office manager at Hartford, Conn. 
| —_———O>- oe 

TALBERT RESIGNS FROM COLUMBIA R. & C. 

Eddy C. Talbert has resigned from Columbia Rib- 
bon & Carbon Manufacturing Company which he 
recently represented as dealer supervisor in North 
Dakota, Montana, and Wyoming. Effective August 20, 
| Mr. Talbert is now representing the Roytype division 
of the Royal Typewriter Company in Washington, 
Oregon and Idaho. 

——7o 3 
MINNESOTA MAN OPENS TYPEWRITER SHOP 


“The Typewriter Shop” has been opened for business 
at Montevideo, Minn., by John E. Jensen. Service will 
be given on all types of office machines and Mr. Jensen 
will have a supply of office furniture. Remington type- 
writers will be handled, along with adding machines 
and business systems. 
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IMPERIAL is proud to report that vast quantities of their 
filing supplies were used by physicists and scientists at 


Oak Ridge, Tennessee to permanize their valuable records. 
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529 South Franklin St., Chicago 7 270 Lafayette St., New York 12 
Factory: Coraopolis, Pa. 
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A CIRCLE 


the kind of friends 
worth having and keeping are those that ‘wear 
well." We like to think that Van Dyke Fluores- 
cent lamps belong in that category.-Of course, 
during this critical war period our ability to 
render service has been curtailed; however, 
VICTORY for our cause justifies every such 


VAN DYRE INNUGTRIES 


One thing is certain... 


21ST. AND ROCKWELL STS 
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OF BUSINESS FRIENDS 
WORTH CULTIVATING! 












No. 1025 


sacrifice. In the post-war days that lie ahead, 
there will be many changes; naturally friends 
change in appearance but rest assured that the 
same intrinsic qualities that have won such high 
praise for Van Dyke Fluorescent in the past will 
be present in the future as well. 


CHICAGO 8, ILLINOIS, USA 
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STEVENS, MALONEY & COMPANY 
CEM 2180 


Fi S. Le Sale Steet CHICAGO, 3 

















16 PAGES—2 COLORS — 
EVERY OTHER MONTH 


Contents, color and artwork changed in 
every issue. 

Service sold to only one dealer in a city 
or section. 

Your own prices used . . . you select con- 
tents from stock manufacturers pages com- 
bined with special pages featuring various 
departments of the stationery store. 
Standard 8% x I1 size, comes to you com- 
plete, folded and sealed (8% x 51%) ready 
to address and mail. Sample copy and full 


details gladly sent on request. 


WILLIAID J,DAUTON. fortis 
aioe MERRILL vice 


PARK RIDCE_ ILLINOIS 
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HARRY L. DERBY NAMED TO DIRECTORATE 

Election of Harry L. Derby of Montclair, N. J., New 
York chemical manufacturer, to the directorate of the 
Monroe Calculating Machine Company of Orange, 
N. J., was announced on August 4 by E. F. Britten, Jr., 
president of the company. 

Mr. Derby is president of the American Cyanamid 
and Chemical Corporation and an officer and director 











HARRY L. DERBY 


of a number of subsidiary and allied firms. The Mon- 
roe board was increased to provide for Mr. Derby’s 
election. 

The new director has been a prominent figure in 
the chemical manufacturing industry for more than 
25 years. He is president of the Manufacturing 
Chemists Association of United States, chairman of 
the Chemical Advisory Committee of the Army and 
Navy Munitions Board, and a director of the National 
Association of Manufecturers. He was a member of the 
National War Labor Board until 1943, when he re- 
signed owing to pressure of corporation war activities. 


Se ee 

ARTHUR HEYER BACK ON ADVERTISING JOB 
Arthur Heyer of the Heyer Corporation, Chicago, 
is now back at his old job of advertising manager 
after serving with distinction as a photo lab tech- 








ARTHUR HEYER 


nician in Australia and New Guinea. Art was in serv- 
ice overseas for 33 months, and had his point quota 
and some points to spare. Nevertheless, it was only 
after some hesitation regarding an essential service 
rating that he was given his discharge. This happy 
event occurred July 11, and for some time Art has 
been busy acknowledging the greetings of his many 
friends. 


a 

OPEN NEW ROYAL OFFICE IN TORONTO 
Howard Ulrey, vice-president and managing direc- 
tor of the Royal Typewriter Company, Ltd., announces 
the opening of a sales and service office of the com- 
pany at 200 Bay Street, Toronto, under the manage- 
ment of Walter N. Leach, formerly the special rep- 


| resentative of the company at the head office in 
| Montreal.—RC 
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ae PUSHING The “self-service” display does its own selling. The new Sheaffer Color-Card 
for counters puts the story across, and emphasizes ALL NINE SKRIP colors. 


@ Natural Wood @ Small—takes limited space 


fem 











<¢ @ Displays 9 SKRIP Packages @ Newly Designed 
| #2275 SKRIP OFFER 
14 dozen assorted regular 4-oz. SKRIP..............4.. $3.25 per dozen 
rad WOE Sb ose ok dh OI the Od Bee eG eS eae $45.00 
: S RRAT S GROEN IE O56 nos cAS ss, oho pee oe FREE 
Freight Allowed 











The best loved characters of the nation’s comic strips 
PLUS Hollywood, NBC radio, and over 100 metropol- 
itan Sunday newspapers and 68 magazines—All push- 


THE BOTTLE WITH 
— ing SKRIP! 





serv- Your customers will be seeing and hearing them—with 

— the full force of four-color, preferred-position advertise- 

rvice ments — with the compelling power of 142 NBC radio 

— outlets...Over a Billion eye and ear impressions in 1945! 

nany That’s IMPACT—the power-drive that stops and sells 
people when they see your SKRIP display. 

sredl W. A. Sheaffer Pen Company, Fort Madison, lowa 
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FILING SUPPLIES EXCLUSIVELY 





THE MOST COMPLETE LINE OF FILING SUPPLIES | 
Filing folders....Filing guides | 
fiberboard files...index cards | 
red fibre expanding pockets envelopes | | 


rol-labels .....PENDAFLEX 


Oxford 


your best source for 
filing supplles, both 
now and post-war 


OXFORD FILING SUPPLY COMPANY | : 
BROOKLYN ST. LOUIS | ha 


















































ELMER KRUMWIEDE OFFERS VARIED SERVICES 


An attractive brochure has been issued by Elmer 
Krumwiede and Associates, Chicago, outlining the 
services extended to manufacturers of items sold 
through the office supply and office furniture trade. 

Experience gained in 26 years of service to both 
wholesalers and retailers is utilized by Elmer Krum- 
wiede. In 1933 he became sales director of G. J. Aigner 
Company, Chicago, continuing in that capacity until 





ELMER KRUMWIEDE 


January 1, 1944. In the new Krumwiede organization 
he has continued to represent the Aigner company. 
He also maintains representation of Service Products 
Company, Chicago, and recently undertook presenta- 
tion of Pratt & Austin Company, Holyoke, Mass., 
products in the Middle West. The Krumweide sales 
staff is headed by Edward J. Williamson, manager of 
the field division. Prior to joining the Krumwiede 
sales staff, Mr. Williamson had extensive experience in 
sales and management in the real estate and bank- 
ing fields. 

The brochure outlines how the war has created an 
unusual merchandise situation in the office of supply 
trade. 
Mr. Krumwiede set up and operated the stationers’ 
clearing house, serving hundreds of dealers through- 
out the nation. 
offices and warehouse facilities in the heart of the 
Chicago wholesale office supply district. These display 
rooms are for the convenience of dealers visiting 
Chicago on buying trips. 

The 12-state territory serviced includes Michigan, 
Indiana, Illinois, Wisconsin, Minnesota, Iowa, Mis- 
souri, Oklahoma, Kansas, Nebraska, North Dakota, 
South Dakota, and the northern section of Kentucky. 
Complete warehousing and shipping facilities are 
available through the Krumwiede organization. Use 
of the warehouse feature is optional. 

Complete sales coverage service offered includes 
such points as: Nine salesmen calling on outlets in the 
12 states, attractive sample room, warehouse and 
shipping service for dealers, billing service, imprint 
line, and aid in designing, packaging and merchan- 
dising. 

on Oe 
Y AND E PURCHASE VISUAL RECORDS PATENTS 


The Yawman and Erbe Manufacturing Company, 
Rochester, N. Y., announces the purchase of inventory 
and patents of the Visual Records Corporation, Wash- 
ington, D. C. 

“YandE” will continue the manufacture of Vis-U-All 
vertical visible record forms and equipment. This 
well-established line augments the well-known 
“YandE” visible tray cabinet line. 

2 


ANNOUNCE PURCHASE OF GALLIPOLIS, FIRM 


The Downtown Printing Company, Gallipolis, Ohio, 
has purchased the book and office supply business 
which had been long operated in that city by Miss 
Bess Wetherholt.—AK. 
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Inspired by the suggestion of some dealers, | 


Krumwiede Associates maintain | 





IMMACULATE?! 


Strikingly Vw oS Se 
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W PRESENT this new and remark- 


ably advanced typewriter carbon with ex- 


ceptional and outstanding features: 


@® CLEAN TO HANDLE 

@ CLEAN TO ERASE 

@ SHARP CLEAR COPIES 
@® SPLENDID DURABILITY 








plus 


FREEDOM FROM 
FEED-ROLL OFFSET 


Hands and Work Stay Clean 
With IMMACULATE 


Three Weights 


Two Finishes 


IMMACULATE Sharp 
IMMACULATE Intense 





Manufactured by 


H.M. STORMS COMPANY 
=, (0 oe 


561 Grand Avenue Brookyln 16, N. Y. 





79 








the amazing new way to attach 
typewriters to desks securely... yef 


lift them off ind easy motion — 


WITHOUT REMOVING 
A SCREW. 


THAT MAKES SERVICING 10 TIMES EASIER! 


Put SILENT SENTRY on in 


| ] 


Clean and repair 
inside the machine 

without 
removing 
the base 


LESS THAN 


! 
5 | 
P Te awe a 
| 
| 


iT pl. il 


Fits Any Standard Make Machine j Typewriter Movable 


oval Back and Forth 
a for typing 
SMITH-CORONA : convenience. 


i M wie 


... these and 9 OTHER FEATURES make 
SILENT SENTRY the PROFITABLE-Selling 
typewriter base every dealer should know about 


Not just an ordinary felt pad, but a mechanical 
improvement for every standard make typewriter 
. that's ‘Silent Sentry."’ No more ugly holes in 
desks —four small screws are all that is required 
to fasten typewriters securely to desks or stands, 
when you fasten it the ‘Silent Sentry'’ way. Yet 
your mechanic— without removing a screw—can 
turn the machine on its back, and without removing 
the base, clean and repair inside the machine! 
Write today for full illustrated details of 
this newest, most revolutionary typewriter 
base. It spells profits for you in many 
different ways. Certain territories still 
available. 


BUSINESS MACHINE PRODUCTS. nc 


96 LIBERTY STREET @ WOrth 2-1823 @ NEW YORK 6, N.Y. 
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ROY SHOUP GETS REM-RAND APPOINTMENT 

J. M. Hackney, general sales manager of the portable 
typewriter division of Remington Rand, Inc., an- 
nounces that effective July 1 Roy Shoup was appointed 


ROY SHOUP 


as district sales manager of that division for the 
Cleveland, Pittsburgh and Detroit areas. 

Mr. Shoup has been in the typewriter industry for 
22 years, and holds a successful record in sales, mer- 
chandising and sales management. When war came, 
he accepted an important assignment on the produc- 
tion front in connection with the manufacture of 
arms, ammunition and other war matériel. 

A portable typewriter enthusiast from the very be- 
ginning, Mr. Shoup returns to the industry in which 
he has successively sold typewriters, trained personnel, 
and built up dealer organizations previous to his war 


work. . 


NORTHWEST TRAVELERS PASS 1945-46 DUES 

The officers of the Northwest Travelers Club have 
declared a moratorium on club dues for 1945-46. There 
has been no official regional meeting of the Seventh 
District this year. Because of the healthy condi- 
tion of the club’s treasury, all members whose names 
appear on the 1945 roster will remain in good standing 
until the next official regional meeting. 

——— oe 


MONROE ORENDORF BUYS SHERMAN, TEX., FIRM 

Monroe Orendorf has purchased the Reynolds- 

Parker Company at Sherman, Tex., from W. D. Gough 

and his associates. The Reynolds-Parker Company 

has operated in Sherman for 35 years, featuring office 

supplies, books, paper, greeting cards and other items. 
LH SPIT D 


SYSTEMEERING CLINIC—Members of co-operating compa- 
nies working with Landers, Frary & Clark, manufacturers of 
Universal household helps, New Britain, Conn., at a Sys- 
temeering clinic held at Hotel Barclay in New York, N. Y., 
discuss retail buying, selling and operating functions with 
Gilbert Goold of Wortman, Barton & Goold. Left to right: 
G. E. Bower, Moore Business Forms, Inc.; W. C. Sproull, Bur- 
roughs Adding Machine Co., Gilbert Goold, and Evans 
McKay, Moore Business Forms, Inc. 
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A superior box of Air Mail 
stationery that will be a 
source of large profits for 
you!! Each box contains 
rag content laid finish || 
lb. Silverwing Air Mail 
Paper and envelopes. 
Lithographed in silver, 


coral and black, its 


fine appearance will 


attract buying at- 
tention—Available 


25 *%/o RAG CONTENTS +« LAIO- OPAQUE 


for immediate de- 


livery !!!! 


. EO AAG CONTE WTR + 4 BED BPO EH Ps 7 D iffe ren { 
Packings! !! 


Silverwing Paper Only 


SL 100 SL 500 SL 250 
100 sheets 8!/, x II 500 sheets 8!/, x II 250 sheets 6!/, x 10 


Silverwing Air Mail Cabinets 


S-30 Junior S-50 Senior S-100 Super SM-100 Executive 
30 sheets 50 sheets 100 sheets 100 sheets 
6'/, x 10 6/4, x 10 6/4, x 10 7/2 x 10, 
12 envelopes 40 envelopes 40 envelopes 40 envelopes 
36 to ctn. 24 to ctn. 24 to ctn. 24 to ctn. 


SAXON PAPER PRODUCTS Inc. 


240 West 18th St. New York 11, N. Y. 








JOE LECHER VISITS THE UNITED STATES 
Joe Lecher, who will be remembered because of his 
activities in the office machine field in Europe prior 
to 1938, arrived in this country late in July and subse- 
quently visited the chief executives of the companies 
he formerly represented. With the cessations of hos- 
tilities in Europe, he determined to come out of retire- 





oe 














JOE LECHER 


ment and re-establish his relations with American 
office machine producers. Part of the purpose of his 
@eeese journey from Europe was to open negotiations for 
future sales representation. 

Mr. Lecher was continental manager for Underwood 
Elliott Fisher Company, now the Underwood Corpora- 
tion, before retiring in 1938, and for a long time was 
connected with the European activities of the Address- 


0 ff i ce Effic i en cy d e p en d $ Uu p on ograph-Multigraph Corporation. Few men abroad 


have been more active and have had more to do with 


perfection in every detail eee advancing the interests of American office machine 


manufacturers in the European continent than Joe 


That’s why $0 many dealers sell Lecher. When economic conditions brought the need 
BARKLEY Filing Supplies ay 


Patent No. 2248355 and D 128118 
LEY When a young lady becomes aggres- 


BAR eran sive about forcing her left hand on 
ae your attention, you know that another 





romance has jelled and an engage- 
ment ring rides high, wide and hand- 


some, That diamond may be tiny in 








BARKLEY TAB 








size but it's playing a major role in 
life's setting. We at Barkley know 
how important are the "little things” 
especially in business. For example, 


DURABILITY Filing Supplies perform FRENCH CHATEAU—Occupied by the Germans during the _ 
war in Europe was this beautiful Chateau Bridoire, owned : 
by Joe Lecher, at Ribagnac, France. The inner court is at ~ 





a function in business far in excess of 





; os their sal lue. It's al ° : 
VERTICAL appre ee ee ee oe left and one of outside walls and lower entrances at right. 
of satisfaction to sell DURABILITY 
FILE FOLDERS a ; ‘ 
Filing Supplies because we know for establishing factories in Europe to produce office 


machines of American origin, Mr. Lecher was a leader 


they'll render day-in, day-out filing ; Hers 
in the reorganization of both the Mercedes Company 


iency. "Selli RKLEY is busi- 
panes one - areal vee and The Adrema Company so as to permit continental 
ness insurance in every filing depart- production of certain machines. 
ment." Dealer inquiries are invited. Though still a comparatively young men in 1938, 


Mr. Lecher decided to rest on his laurels, give up 
commercial activities, and devote his time to agri- 
culture and a rural life. He purchased the Chateau — 
Bridoire at Ribagnac, France, and engaged in the — 
active management of his estate and farms composing * 
the property. Then came the conditions created by 
. - . e i‘ the war in Europe and the invasion of France. Mr. 
[ | HABE ARE & LI) Lecher moved to his former home in Switzerland, and 
Se fe l « in April, 1945, was able to fly from Berne to Paris. 
Munufacturers of Filing Supplies After viewing conditions there, which definitely 
showed the scars of war, he continued his trip by 
flying to London, where he spent two months engaged © 
in interesting contacts with English office machine ~ 






VERTICAL 


FILE GUIDES Established 1921 














517 S JEFFERSON STREET a lier \clo me ama ee 
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Not much can be added to such a heart- 


warming letter—except to say that you, 








too, will enjoy a rare and wonderful 


PREY 





business relationship when you join the 


Peerless-Imperial family of Dealers. 





and GENERAL OFFICE AND FACTORY: 
Paris. 28 LIDGERWOOD PLACE, NEWARK 5, N. J. 
nitely NEW YORK OFFICE, 7: 321 BROADWAY 
, THE KEY MEN OF AMERICA ._ . Manufacturers with the dealers’ viewpoint 

chine DETROIT 18, 37 Linden St., River Rouge, Mich. © CHICAGO 2, 179 W. Washington St. 
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AMERICA'S 
FASTEST SELLING 


DRAWING INSTRUMENTS 





Set No. 814 


Now available from one of America's largest stocks 
—the complete line of CHARVOS INSTRUMENT 
SETS as listed below. We can supply you with any 
quantity—and there is no priority rating required. 


Quick Deliveries! Quick Turnovers! Quick Profits! 


SET 814 (Illustrated above), De Luxe Set with Center Wheel bow 
Instruments. Contains: Compass, 6”, new streamlined design with 
knuckle joint in each leg, straightening device, head adjustable 
for desired tension. Pen and Pencil Parts, and Lengthening Bar. 
Divider, 6”, equipped with micrometer adjustment and tension- 
adjustable head. Bow Divider, 334” center wheel adjustment. Bow 
Pencil, 34” center wheel adjustment. Bow Pen, 334” center 
wheel adjustment. Ruling Pen, 5144”, octagon shape carbon steel 
with hand finished point. Screw Driver, Needles, Leads, and Parts. 
Velvet lined two flap pocket-type case. 


$18.00—Maximum Trade Discount 


SET 612 Contains: Com- 
pass, 6”, Straightening De- 
vice with Pen & Pencil 
Parts and Lengthening Bar, 
Ruling Pen 5%”, Bow 
Pencil 334”, Bow Pen 
3%”, Screw Driver with 
Needles and Leads, Velvet 
lined two flap pocket-type 
case. 


$10.80—Maximum Trade Discount 


SET 614N Contains: Com- 
pass, 6”, Straightening De- 
vice with Pen & Pencil 
Parts and Lengthening Bar, 
Ruling Pen 5%”, Divider, 
6” with Straightening De- 
vice, Bow Divider 334”, 
Bow Pencil 354”, Bow Pen 
334”, Serew Driver with 
Needle and Leads, Velvet 
lined two flap pocket-type 
ease. 


$15.00—Maximum Trade Discount 








Additional Discounts On Volume Orders Over $1,000 Net 


One of America’s foremost suppliers of material to artists and draftsmen 


The Department Store of Art Materials 
(@) 
4 





ARTHUR BROWN & BRO. 
67 West 44th St., 


New York 18, N. Y. 
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manufacturers and representatives there of American 
manufacturers in our field. Late in July, he was able 
to arrange a trip by plane to Ireland and thence to 
Newfoundland, Canada, and the United States. He 
came to this country entirely on his own initiative, 
and has been making personal contacts with his 
former American chiefs, P. D. Wagoner of Underwood 
Corporation, and J. E. Rogers of Addressograph- 
Multigraph Corporation. His trip is the result of a 
determination to re-enter the field actively, as the 
attraction of post-war opportunities proved too strong 
a pull to let him rest on his oars in the quietude of 
rural France. He has not yet decided what course he 
will follow. His visit to OrricE APPLIANCES headquar- 
ters in Chicago was made possible by his necessity 
for being in the city to clear certain matters in con- 
nection with his French properties. On his way back 
to England and the Continent, he had conferences 
with prominent interests in the office machine field. 
His schedule included stops at Cleveland, Washington, 
and New York, and return to London by “Clipper” on 
Definite announcement conce:ining his 
plans for future activities in our field will be made 
in an early issue. 

Mr. Lecher’s son and daughter were both educated 
in America. His daughter completed her schooling at 
National Park Seminary, Washington, D. C., and then 
joined the American Red Cross’for ambularce service 
in France during the war. Now she is in the French 
Army. His son attended school in Cleveland, Ohio, 
and prac::cally grew up in the Addressograph plant. 
He: joined the Swiss Army in 1936 as a flyer and is 
now in the Swiss Air Force Intelligence Service. 


en -O————— 


MONTGOMERY BUYS ADVERTISING AGENCY 


Long one of the= leading lights in stationery and 
office supply circles ef the Pacific Northwest and a 
constant wheelhorse of regional stationery conven- 
tions, Richard G. Montgomery has purchased the W. 
S. Kirkpatrick Advertising Agency of Portland, Ore., 
a concern in which he had held a partnership. Mr. 
Montgomery, a former executive of the J. K. Gill 











R. G. MONTGOMERY 


Company, pioneer stationery house of Portland, will 
continue the advertising business and public relations 
counseling service under the name of Richard G. 
Montgomery and Associates. 

His first executive position with the J. K. Gill Com- 
pany had been as an advertising manager, but he 
widened the scope of his activities until he became 
assistant general manager, a writer of books and a 
book critic. 
had a number of interesting volumes on the Pacific 
Northwest to his credit as an author. 

In leaving J. K. Gill Company, after serving the 


Government as a regional official of the OPA in Port- = 


land, he had joined the W. S. Kirkpatrick Advertis- 
ing Agency as a partner on May 1, 1944. W. S. Kirk- 
patrick, who founded and developed that agency, died 
in June of the current year.—CML 
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eof | ; aA _— % A complete line of up-to-date forms, litho- 
bee | is “ys 3 graphed on White Bond paper of selected 
; ’ quality. Bound in black leather grain stiff 
covers, cloth back. 

ield. . ba xe ee Desk sizes with multiple forms to page 
| | and pocket sizes with single forms. 
aie | = ee . ‘ Duplicate or with stubs. 


| —=— > See Catalog No. 142 
shen ae = = iy Pages 453 to 467. 
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ame BUSINESS FORMS IN WIDE RANGE OF SIZES . . . Statements, Billheads, Remit- 
nd a tance Blanks, Purchase Orders, Package Receipts, Order and Correspondence Books. 


citi : Se Catalog No. 142—Pages 450 to 452. 
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SYDNEY-AUSTRALIA WELLINGTON-NEW ZEALAND 












AUSTRALIAN ANNUAL NEW ZEALAND ANNUAL 
IMPORTS FROM U. S. IMPORTS FROM U. S. 
$90,500,000 $30,405,000 


LINKED TO AMERICA BY CHAINS OF 
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Far East and Southwest Pacific can be ee. 
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show you the way to these profitable and wes 
almost unlimited markets. 
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OTHER TERRITORIES: 
Borneo, Malay States, Burma, 
China, Japan, 


PACIFIC-ASIATIC 


Exporters, Importers 


Shae le), 7-12), [ole aa :j Rela 






Honolulu, Hawaii 
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_ HONOLULU-HAWAII : _ MANILA-PHILIPPINES — 





HAWAIIAN ANNUAL PHILIPPINE ANNUAL | 





IMPORTS FROM U. S. IMPORTS FROM U. S. 
$186,662,000 $108,398,000 
COMMON CAUSE and COMMON INTEREST 
~) | 4 : 
“ ae 


Ps 
The Hawaiian Islands 


are an open and expand- 
ing market for all kinds of 
products. The Philippines will 
soon be returned to civilian rule 
with unlimited possibilities for 
rehabilitation, and development of 
=~ balanced trade. Australia and New 


Zealand are showing unmistakable signs 
of trade interest. 


New Guinea, Celebes, 
Thailand, Netherlands East Indies 
French Indo China 


FACTORS LIMITED 


Manufacturers Agents 


CHICAGO 4, ILLINOIS 


San Francisco, California 
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‘T'S GASY 


TO SELL ACCO 











A cco Products are preferred office 
items everywhere. Everyone knows 
ACCO’s safe, easy, efficient, economical 
filing and binding. Thousands of busi- 
nesses depend on ACCO superiority. 
thousands need it. 

By selling available ACCO items, by 
planning now to carry improved ACCO 
products to be released, you can supply 
the evergrowing ACCO demand. You 
will be repaid in greater sales and 
profits, in prestige and business building 
good will. 

Every ACCO item is a repeat item. 
Pre 
Capitalize on ACCO popularity and 
profit potentialities. Check over your 


ACCO line today. 





ACCO 


PRODUCTS, INC. 
39th Avenue and 24th Street 
Long Island City, New York 
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JOHN GODDARD JOINS J. K. GILL STAFF 

A new addition to the staff of the wholesale trade 
book division of the J. K. Gill Company, Portland, Ore., 
is John W. Goddard. For the past eight years, Mr. 
Goddard has been northwest representative for 
Charles Scribner’s Sons, publishers, and he is quali- 
fied to fill an important position in the post-war plans 
of the Gill company trade book division. 

Regarding such post-war business, George Halling, 
general manager of Gill’s, visions a greater future for 





JOHN W. GODDARD 


the trade book business as soon as the shortage of 
paper is eliminated and book publishing again goes 
into higher production. “We are planning a new de- 
parture in business procedure for this department, 
with specialists to help the libraries, schools and 
dealers in’ the buying of books for the post-war public. 
We feel very fortunate in having Mr. Goddard join 
our staff and we know the trade will profit by his 
background in this field. 

Mr. Goddard has had more than 20 years of school 
administration and supervision experience in the state 
of Washington. He is a graduate of Washington State 
College and is the author of two books, ‘‘Washington, 
The Evergreen State” and “Washington Supplement,” 
of a well-known geography series. , 


saan stig apsincsad 
SCHOLLHORN NAMES NEW GENERAL MANAGER 

William Schollhorn Company, New Haven, Conn., 
manufacturers of the Bernard line of parallel action 
pliers, ticket punches and other tools distributed 
through office equipment dealers, have announced the 
appointment of H. J. von Plonski as general manager. 
During the war production program, Mr. von Plonski’s 
talents were employed in an executive capacity on 
such vital jobs as aircraft production, ordnance and 
aircraft accessories for the U. S. Government, for 
McDonald Aircraft Corporation and General Aircraft 
Equipment Corporation. The new appointee is one of 
the youngest men ever to manage the 75-year-old 


Schollhorn organization. 
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ROY STEPHENS NAMED IBM DIRECTOR 

Roy Stephens, vice-president of the International 
Business Machines Corporation, has been elected a 
director of International Business Machines Company, 
Ltd., of Canada, it was announced August 8. 

Other new directors are George H. Sheppard, presi- 
dent of the company; John E. Brent, who succeeds 
Mr. Sheppard as general sales manager; and, with 
temporary status, Ronald H. Thomas, acting secretary 
and treasurer. George F. Morris, formerly president, 
has been elected vice-chairman of the board of direc- 
tors. Walter D. Jones continues as chairman. 

a Pee 
JACK CHILDS JOINS DAVIDSON ORGANIZATION 

Davidson Manufacturing Corporation, Chicago, an- 
nounces the appointment of Jack Childs as sales pro- 
motion manager and editor of the two Davidson house 
publications. Before joining the Davidson organization, 
Mr. Childs was editor of house publications for Ad- 
dressograph-Multigraph Corporation. 
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PHOTOLY 


in two styles for visual presentation... 


brings visible effectiveness to SELLING 


Acme’s long experience in formulating time-and-effort-saving 
systems for record keeping of every kind is a foundation for 
the superior efficiency of PHOTOdex in systematizing the 
use of pictorial material for selling and other purposes in 
business and personal use. The same fundamental principles 
upon which Acme Visible Records have been established are 
incorporated in PHOTOdex. 


Easel Type PHOTOdex 
25 Pockets—Capacity 50 to 100 Prints 


The Acme Easel Type PHOTOdex has been designed to afford 
the maximum convenience both in presentation of contents and 
in carrying. Bound in luggage tan, durable imitation leather, 
the Easel Type PHOTOdex is compact and attractive. When 
open, the cover turns back to form a secure easel support. 
Has a capacity of 50 8x10 prints or 100 5x7 prints, or any 
desired combination of both sizes. Marginal visible indexing 
of prints is protected by the transparent edge of the pocket. 


$12.00 (F. O. B. Chicago) 
Quantity Prices Upon Request 
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PHOTOdex Album 
50 Pockets—Capacity 100 to 200 Prints 


The Acme PHOTOdex Album is beautifully bound in full genuine leather, 
with front cover tastefully decorated with real gold leaf stamping. It 
contains 50 Acme Visible card index pockets with a unique arrangement 
for holding either 8” x 10” or 5” x 7” photographs. Its capacity is 100 
8x10 prints or 200 5 x 7 prints or any desired combination of both sizes. 
The amateur camera fan who wishes to preserve his favorite prints in a 
manner which combines complete protection of photographs with ease of 
showing them will welcome the PHOTOdex album. Each photograph can 
be Visibly Indexed, with the indexing protected by the transparent 
edge of the pocket. 


$19.50 (F. O. B. Chicago). Quantity Prices Upon Request 































Easy to carry; cover 
folds over and snaps 
—measures only 15 x 
11 x %” when closed. 














Photographs require no mount- 
ing in the Acme PHOTOdex, 
no stickers, pasting, or other 
adhesives. The photos are held 
securely in the die-cut pockets, 
yet they can be easily removed 
to make any desired rearrange- 
ment or replacement. The firm 
backing provided by the Visible 
Index Pockets, eliminates the 
necessity of mounting prints on 
linen, effecting a worthwhile 
saving in both time and money. 








To those dealers who have or would like to set up a Systems 
Department, Acme presents an unusual opportunity for 
much profitable business. Write or wire for further details. 


ACME VISIBLE RECORDS, INC. 


Copyright 1945, Acme Visible Records, Inc. 722 SOUTH MICHIGAN AVENUE e CHICAGO 3, ILLINOIS 


Reprint of Our Message in National Magazines 
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HIS Thirty-sixth Annual Special Office Furniture Section is 

presented at a time when the industry is on the threshold of 
new opportunities born out of the end of the war and the abolish- 
ment of priorities and controls. Furniture makers have taken the 
handicaps of the war years in stride, but they expect now to forget 
past adversities and point all effort toward achievement of produc- 
tion and design goals commensurate with demands. 

Industry, commerce and Government have been well served, but 
in the future they will be even better equipped. The desks, chairs 
and other office fittings of tomorrow promise to fuse durability with 
artistry and link convenience with beauty. The furniture gracing 
the executive’s office and the working quarters of the office person- 
nel will be as chic as it is sturdy. A workshop can be made into some- 
thing more than a drab room and in this role of transformation 
office furniture will, as always, play a leading role. Decoration can 
provide the setting, but in the outward grace achieved by the furni- 
ture maker lies the final effect. 

The office furniture industry is now turning to the job of in- 
creased production. Salesmanship will again come to the front. 
But, in the final analysis, consultation concerning the buyer’s needs 
will be the most important. The office furniture firms advertising 
in this special section are both eager and able to provide such service. 
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FEATURES OF THE SECTION 


Office Furniture Trends in the Twentieth Century 
By A. A. Plosscowe, “Business Equipment Specialist,” Rochester, N. Y. 


Thoughts on Post-War Plans 


By C. W. Roth, Roth Office Equipment Company, Dayton, Ohio 
Government Surplus No Answer for “Starved” Market 
Selling Fine Office Furniture for the Executive Office 


By J. F. Bartley, President, McManus-Troupe Company 


Points on Pushing Posture Chairs 
By D. A. Hendler, Office Furniture Company, Los Angeles, Calif. 


Too Littl—But Not Too Late 
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Effective Furniture Department Operating Methods 
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Office Furniture Trends in the 


Twentieth Century 


By A. A. PLOSSCOWE 


“Business Equipment Specialist’ 
Rochester, N. Y. 


HE YEAR, 1933, in addition to 

ushering in the Rooseveltian 
era and its reforms, witnessed an- 
other event, the influence of which 
will be felt for many years to 
come. In that year the Century of 
Progress World’s Fair in Chicago 
displayed its wares to the world. 
The newness and freshness of the 
modern styles and designs and the 
improvements of the many things 
displayed left a marked impression 
on the subsequent design of 
myriad articles. Among them fur- 
niture, in general, and office fur- 
niture, in particular, were given 
an impetus toward the so-called 
modern or contemporary design 
which has not yet reached its 
zenith. 

It is true that the first mani- 
festations of the modern trend can 
be traced back to 1900. However, 
the World’s Fair in Chicago pro- 
vided the momentum which has 
since compelled forward-looking 
makers of office furniture to re- 
design their products for a more 
discerning public., Basically, the 
designers tell us, there is more 
eye-appeal in the new patterns. 
Their acceptance is probably due 
more to the practical and func- 
tional features made _ possible 
through the simplification of de- 
sign. This modern trend has 
spread its roots into firm ground 
because this type of furniture is 
as logical for the twentieth cen- 
tury as the automobile and air- 
plane. The modern designs repre- 
sent, as it were, the rebellion of 
this age against the stuffy dark 
interiors of the previous centuries. 
t is the answer to those who be- 
lieve it is high time to dispose of 
antiquated and outworn office fur- 
nishings that do anything but 
suggest modern business _ effi- 
ciency. 

The new furniture pieces have 
more than pleasing lines and fine 
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finishes to recommend _ them. 
Many new conveniences, service 
features and the utilization of 
space to better advantage has 
brought modern design past its 
period of “growing pains.” It has 
settled down to the same func- 
tional beauty that springs from 
simplicity. With its variety of 
colors, fabrics and other materials, 
modern furniture produces more 
attractive individual arrange- 
ments. Thus, modern design has 
become the accepted order of the 
day for office supply and office 
furniture makers throughout the 
nation. It is here to stay. 
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OFFICE STYLEDOM—Typical of the 
modern styling in offices is this in- 
stallation in a decorator’s office, 
Channin Building, New York, N. Y. 
The furniture is from Stow-Davis 
Furniture Co., Grand Rapids, Mich. 


The metal furniture makers 
were among the first to recognize 
the dramatic possibilities of the 
modern styling and materials. 
Their streamlined desks and tables 
with their rounded corners and 
sleek lines are attuned to the 
times. The simple beauty and 
modern grace of aluminum chairs, 
for example, are being recognized 
more and more. These chairs are 
actually designed to fit the body 
and to furnish maximum comfort. 
Unfortunately, their production 
was interrupted by the war just 
when they were beginning to be- 
come popular. The manufacturers 
of office furniture who fabricate 
exclusively in metal are not the 
only ones to adopt the modern 
trend. It has affected, and will 
continue to affect, the makers of 
wooden desks, tables, bookcases 
and chairs. In the past their ob- 
solete ideas emanated chiefly from 
antique furniture history books. 
There was no effort to establish a 
really contemporary style in their 
pieces. However, they are begin- 
ning to recognize that there is in- 
herent beauty in modern designs, 
fabrics and materials. This speaks 
well for the future. For example, 
much has been learned by the fur- 
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FIT FOR PRIVATE OFFICE—Stow- 
Davis furniture brings beauty and 
dignity to a private office of Houghton 
Elevator Co., Toledo, Ohio. The styling 
carries out the trend in chic offices as 
described by Mr. Plosscowe in- the 
accompanying article. 


niture industry about molded ply- 
wood in making airplane parts 
and gliders as part of the war 
etturt. This experience and con- 
tact is bound to be reflected in the 
new desks and tables. The industry 
has demonstrated a willingness to 
explore the possibilities still fur- 
ther. Note, for instance, the work 
being done by the Wood Office Fur- 
niture Institute, which is experi- 
menting with impregnated and 
compregnated woods — soft woods 
made hard by chemical processes. 


Color in Modern Furniture Trend 


While design plays its part in 
the modern trend, a major part 
in the movement will be that 
played by color. Always tradition 
has been the accepted standard 
for color preference. Here are a 
few of many past practices. Metal 
office furniture, when it was not 
grained to imitate wood, was al- 
ways painted olive green: the pig- 
ments were cheap and exceedingly 
fast to light. Typewriters and 
other office machines are usually 
black, again a matter of tradition. 
Machine tools have usually been 
gray, that color having been 
standardized by the tool industry 
trade association. Velocipedes and 
scooters are usually a bright red, 
the first preference of children. 
Today, however, industry is more 
cbjective in making increasing use 
of specific colors. The pigments 
are selected to identify plant 
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equipment, to improve vision, to 
direct attention and to provide a 
psychologically-soothing work at- 
mosphere. Colors are now being 
effectively used to create definite 
mental and emotional reactions. 
The colors used in modern office 
furniture ensembles will be dic- 
tated by individual preference, by 
psychological factors, or by uni- 
fied color schemes. The color and 
grain of the wood in furniture will 
often be left in their natural state, 
for there is new pleasure in such 
woods. Many of them, through 
staining and bleaching, can have 
their natural beauty enhanced. 
Gone will be the dark-colored fin- 
ishes of the past. 


New Materials Enter the Scene 


Many new materials are bound 
to play a greater role in the mod- 
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ern trend. Consider aluminum 
with its many advantages. It is 
light. It resists corrosion. It is 


malleable, that is, it can easily be 
formed into various shapes. It 
takes many finishes. It resists 
moisture and reflects heat, and 
what is probably more important, 
it will be available in great quan- 
tities and at a lower cost. 

In the hands of qualified de- 
signers, glass can be made quite 
decorative. Because it can be 
etched, bent, colored, drilled and 
carved, it will be put to practical 
use in the modern office. Plastics 
will also play a part, though many 
mistakes have been made with 
them in the past. Plywood, made 
under heat and secured by plastic 
adhesives, has proven a miracle 
material. 


The trend in chic offices which 
was Started by the late Condé Nast 
decades ago will grow. Such an of- 
fice, which was recently furnished 
for the publishers of Mademoiselle, 
was thus described in a trade 
magazine: “It has been made chic, 
but also businesslike, with beige 
and white textured walls, dark 
green leather moldings around 
doors and mirrors. The furniture 
is bleached oak, ceiling pale terra- 
cotta.” What a far cry from the 
dark, cluttered offices of the past! 

The new furniture with plain 
surfaces and light finishes will 
provide new pleasure to the senses. 
Gone will be the carving, reeding 


ULTRA MODERN STYLING—The mod- 
ern trend in office furniture is revealed 
in this installation of Stow-Davis fur- 
niture made for the Administration 
Building Lobby of Ford Motor Co., 
Dearborn, Mich. The visitor entering 
this reception space is impressed. 
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and moldings of the past that 
gathered dust in every crevice. 
Wood veneered walls in offices will 
continue to be highly desirable. 
The walls are lighter and brighter 
than they were a decade ago. This 
treatment will be reflected in the 
office furniture pieces to a marked 
degree. The pictures of recent ac- 
tual installations illustrate this 
point. In time, there should be no 
offices with dark walls, dark furni- 
ture, heavy draperies and stuffy 
interiors. 


Progress Great in Recent Years 


The office furniture industry can 


Thoughts 


By C. W. ROTH 


The Roth Office Equipment Company, 
Dayton, Ohio 


¥T SEEMS, at the present time, 

every merchant is giving 
thought to post-war and plans for 
that time. 

I am wondering if it is a good 
plan to try to formulate methods 
and procedures at this time, be- 
cause so many things are going to 
be different. So much new mer- 
chandise is going to be placed on 
the market after the war that 
present plans may not fit in the 
picture at all. For instance, take 
furniture—desks, chairs, files, up- 
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take pages out of the book of 
Henry Dryfuss, an industrial de- 
signer who has redesigned every- 
thing from an Eversharp pencil 
to the 20th Century Limited. The 
cars were restyled to make them 
far more handsome and practical. 

Though beauty has been stressed 
in the modern designs it will not 
overshadow practical utility. The 
modern design is utilized to a de- 
gree heretofore unrealized by the 
“desk of 1000 and 1 possibilities,” 
designed by Gilbert Rohde. It has 
small supply utility drawers, space 
for scratch paper, division for 
smoke materials and drawers for 


holstered goods and whatnot in 
this line. Do you know that a vast 
majority of producers of the fore- 
mentioned items have employed 
the best designers in this country 
to create new products and the 
changes will be so vast that they 
will be startling to most of us? 
Our setup will have to be dif- 
ferent in the matter of display and 
treatment of display. Colors that 
are startling will play a big part 
in the new designs. Not knowing 
what these will be and how best 
to handle them, we'll have to wait 
until shown. When these new 
creations are brought to view, the 
merchant will have to chart the 
various products and if he “knows 
his stuff’ he will purchase only 
quality products having eye-ap- 
peal, which means good profits 
and a successful business. This 
not only applies to office furniture, 
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OFFICE MODERNITY—Chic, stream- 
lined, twentieth-century and other ad- 
jectives might be used in describing 
this private office installation made 
for Burdine, Inc., Miami, Fla., by Stow- 
Davis Furniture Co. Grand Rapids. 


pens and clips, as well as the in- 
evitable file compartment. 


The impulse of the early 30’s has 
oeen rocketed, so to speak, by the 
rapid and economic developments 
of the past. Scientific progress 
and changes in the structure of 
society have their responsible 
share for changes in the design 
of furniture. The speed-up in 
technology within the last three 
years would probably compare 
favorably with 20 years of normal 
development. 


An office furniture dealer can- 
not help being impressed with this 
fact—that modern styling pro- 
motes efficiency in an office. Thus, 
he is provided with the selling am- 
munition from today’s office re- 
quirements. For today’s office 
should be as streamlined, up-to- 
date, and efficient as the most 
efficient department in the fac- 
tory. 

While no one can say what to- 
morrow’s world will be like, this 
much seems assured: there will be 
new forms—new methods—new 
materials. They will have a far- 
reaching effect on the way of life 
in American offices. 


on Post-War Plans 


but to stationery items also. There 
is going to be a lot of merchan- 
cise produced and the merchant 
who wants to succeed (and who 
doesn’t?) must definitely purchase 
quality goods. Get a reputation 
for handling good merchandise 
and get a price for it. Don’t hesi- 
tate to put a markup on the goods 
you handle. I just cannot under- 
stand those merchants that have 
a fixed markup or profit on any- 
thing they sell. 

Did you ever go in an antique 
shop and look over the junk they 
handle? Most of it I would not 
give 20 cents for, but those “guys” 
don’t hesitate to mark the goods 
up in the higher brackets and no 
one screams, “Bandit.” Your motto 
should be, “Quality Merchandise 
That Looks Like Plenty of ‘Dough’.” 
And price it that way. No one will 
hate you for it. 


September, 1945 
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Government Surplus No Answer 


for “Starved” Market 


ITH V-J DAY HERE the 

question of Government 
Surplus office furniture is of vital 
interest to all dealers. What are 
the known facts of supposedly un- 
limited supplies flooding through 
markets? 

The Department of Commerce, 
Office of Surplus Property, reports 
no large volume for the present. 
With the 30-day priority afforded 
to tax-supported bodies, good fur- 
niture and office appliances are 
being picked up before they reach 
the commercial markets. What 
overflow there is finds a ready 
welcome in the trade which has 
felt shortages since Pearl Harbor. 

While no one can forecast fu- 
ture possibilities with any assur- 
ance, it is expected that city, 
county, state, as well as Federal 
Government agencies and tax- 
supported schools and institutions, 
will continue to take a large pro- 
portion of these available sur- 
pluses for some time to come. 


Commercial Value Low 


Since most desks, chairs, file 
cabinets, tables and other stand- 
ard equipment now in use in War 
and Navy offices has seen hard 
service during these war years, 
it is questionable whether much 
of it will have commercial value 
when normal production begins 
again. 

Examples of some of the equip- 
ment to be offered as surplus ap- 
pears in the photograph accom- 
panying this article. It may be 
noted that most of it is badly 
scarred and worn. “Victory” desks 
and tables—and even some made 
by WPA projects—are still in use 
and will have questionable recon- 
ditioning value. 


Here’s Procedure to Follow 


For the procedure to obtain 
Government Surplus office furni- 
ture and equipment, dealers are 
advised to write their local re- 


gional Offices of Surplus Property, 


the addresses of which are shown 
below. Requests to be put on the 
regional mailing lists should be 
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sent on your firm letterhead. You 
will then receive monthly catalogs 
announcing merchandise being 
offered for sale and such “Spe- 
cial Listings’ as are circulated 
periodically as small lots become 
available. 

Dealers wishing to purchase will 
be sent bid forms for the items 
in which they are _ interested. 
These must be filed within the 
specified time shown thereon. 
Bids are opened publicly in the 
regional office covering the area 
in which the merchandise is lo- 
cated. 

Each regional office has a mer- 
chandising division devoted ex- 
clusively to office furniture, with 
a commodity chief in charge who 
is familiar with the field. Dealers 
are encouraged to visit their re- 
gional offices and become ac- 
quainted with their man there. 
Every effort is being made to 
serve the dealer and enable him 
to make purchases in the easiest 
and most effective way possible. 


REGIONAL OFFICES 


Region I—Connecticut, Maine, Massa 
chusetts, New Hampshire, Rhode 
Island, Vermont, Mr. M. D. Smith, 
Acting Regional Director, Depart 
ment of Commerce, Office of Surplus 
Property, Washington-Essex Build- 
ing, Boston 11, Mass. 

Region IIl—New Jersey, New York 
Mr. Frank L. Seymour, Regional Di 


rector, Department of Commerce 
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Office of Surplus Property, 350 Fifth 
Avenue, New York 1, New York 
Region Il1l—Washingeton, D. C., Dela- 
ware, Maryland, Virginia, Pennsyl- 
vania, Mr. M. P. Shlesinger, Regional 
Director, Department of Commerce, 
Office of Surplus Property, 499 Penn- 
sylvania Ave., N. W., Washington 

5 D.C 

Region IV Indiana, Kentucky, Ohio, 
West Virginia, Mr. R. D. Schell, Re- 
gional Director, Department of Com- 
merce, Office of Surplus Property, 
Commercial Arts Building, 704 Race 
Street, Cincinnati 2, Ohio 

Region \V Illinois, Michigan, Minne- 
sota, North Dakota, South Dakota, 
Wisconsin, Mr. F. A. Mapes, Re- 
gional Director, Department of Com- 
merce, Office of Surplus Property, 
209 S. LaSalle Street, Chicago 4, 
Illinois. 

Region VI Alabama, Florida, 
Georgia,Mississippi, South Carolina, 
Tennessee, North Carolina, Mr. H. E. 
Harman, Jr., Acting Regional Di- 
rector, Department of Commerce, 
Office of Surplus Property, Belle Isle 
Building, Atlanta 3, Georgia. 

Region VII Arkansas, Louisiana, 
Oklahoma, Texas, Mr. Hamilton 
Morton, Regional Director, Depart- 
ment of Commerce, Office of Surplus 
Property, 609 Neil P. Anderson 
Building, Fort Worth 2, Texas. 

Region VIII lowa, Kansas, Missouri, 
Nebraska, Mr. William A. Murphy, 
Acting Regional Director, Depart- 
ment of Commerce, Office of Surplus 
Property, 2605 Walnut Street, Kan- 
sas City 8, Missouri. 

Region IX—Colorado, New Mexico, 
Utah, Wyoming, Mr. John F. Hough, 
Regional Director, Department of 
Commerce, Office of Surplus Prop- 
erty, Seventh Floor, Exchange 
Building, 1030 Fifteenth Street, Den- 


ver 2, Colorado 


Region X Arizona, California, 
Nevada, Mr. Leland C. Dedo, Acting 
Regional Director, Department of 
Commerce, Office of Surplus Prop- 
erty, 30 Van Ness Avenue, San Fran- 
cisco 2, California. 


Region XI—Idaho, Oregon, Montana, 


Washington, Mr. Orrin C. Bradeen, 
Regional Director, Department of 
Commerce, Office of Surplus Prop- 


erty, 2005 Fifth Avenue, Seattle 1, 
Washington. 





IT’S NO BONANZA.—Typical of the Government Surplus office furniture and equip- 
ment which will be offered for sale by the Department of Commerce, Office of 
Surplus Property, are these samples which have survived vigorous wartime usage. 
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These Goodform Adjustable Aluminum Chairs 


( ieee the finest line of metal office chairs made in America | 
when our factory was converted 100% to war, these six numbers 








will be among the first to be manufactured when chair production is 
resumed. @ Goodform Adjustable Aluminum Office Chairs provide 
THE GENERAL FIREPROOFING COMPANY adjustments not only for physical differences in workers but also for 
YOUNGSTOWN 1, OHIO job differences. Thus these scientifically designed chairs insure comfort, 


guard health and enable workers to do better work and more work. | 


Write for our complete chair catalog. 














COMFORT MASTER DeLUXE NO. 3507 COMFORT MASTER NO. 3129 COMFORT MASTER JR. NO. 3257 
Adjustable Office Chair in Aluminum Adjustable Office Chair in Aluminum Adjustable Office Chair in Aluminum 
For the Guiding Heads of Business For Management and Chief Executives For Departmental and Divisional Heads 


offic 
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Cha: 
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deep 


sellir 
GOODFORM NO. 2125 GOODFORM NO. 2121 GOODFORM NO. 2123 


Adjustable Office Chair in Aluminum Adjustable Office Chair in Aluminum Adjustable Office Chair in Aluminum fort, 
For Departmental Assistants For Office Production Workers For the Secretary and Typist META! 
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SECRETARY’S CHAIR 


in Aluminum 
(Fully Adjustable) 


No. 2123 


OU buy office chairs for COMFORT Otherwise office workers 


would stand, as do lathe operators. Increased comfort improves 





office production—more work and better work. Increasing office chair 
comfort requires designing the chair for the job and making it fully 
adjustable to the user. @ There is a Goodform Adjustable Aluminum 
Chair for each different kind of office work, and each model is adjustable YOUNGSTOWN 1, OHIO 

to any individual. The fact that Goodform . . . light-weight, durable, 


deeply cushioned, smartly upholstered . . . became America’s largest 


THE GENERAL FIREPROOFING CO. 











selling adjustable office chair indicates that it does increas¢ worker com- ia 
: j P 2 Write for a Goodform Aluminum Office Chair Catalog 
fort, improve worker performance and bring management satisfaction. —_and the location of your nearest G-F dealer or branch. 


METAL DESKS—GOODFORM ALUMINUM CHAIRS—METAL FILING CABINETS—STEEL SHELVING—FILING SUPPLIES—STORAGE CABINETS 
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wood lends beauty to 


the Great Outdoors! 




















JASPER OFFICE FURNITURE CO. 
JASPER, INDIANA 
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wooD brings beauty to 





the business office! 














REPRESENTATIVES 
James H. Davison, Hotel Figueroa, Los Angeles, Cal 
Marion VY. Follin, 220 Fairbanks Road, Riverside, III. 
George B. Wray, 130 W. 42nd St., Room 819, New York Charles L. PettiSene) Bedverd, Obie 


Howard Maley, 115 Tarbell Ave., Bedford, Ohio 
L. H. McDaniel, 1414 West Tucker St., Ft. Worth, Tex 
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GLOBE-WERNICKE U-MAK-A INDEX TABS 


SALES JUMP 796 


SINCE DEALERS BEGAN 
USING DISPLAY AND 
G/W SALES HELPS 


U-Mak-A Index Tab sales now climb 79% 
above their former all-time high, and 
orders mount daily. Credit is due to in- 
creased dealer teamwork with G/W pro- 
motion. G/W local selling aids are all 
tested producers—and THEY’RE ALL 


FREE! 
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| DISPLAY 
{ COMES TO YOU 


With Initial Purchase of 
100 Feet of Strip Type 
Index Tabs 


Puts U-Mak-A Tabs 
right out on the coun- 
ter. Bright as a pin- 
wheel—catches the eye 
—tells and sells! Use it 
















also in your window. 
Shipped no charge with 
your order. 
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Globe - Wernicke 


U-MAK-A Index Tabs 
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ASTER IA AE 


DEALERS 
Get Your 
SHARE! 


CASH IN 


Act now to cashin on this fast-selling 
Index Tab that “has everything”... 
Top quality ... Beaded edge for easy 







grip... Seven distinctive colors... 
Self-measuring scale printed on skirt 
... steadily growing pcpularity. 


DEALERS TELL US: 


They’re easy to handle... The profit 
is good... The turnover is fast. 


CUSTOMERS SAY: 


Te Heya You Ture, 


POWERFUL PUBLICITY LIKE THE 
AD BELOW, APPEARS REGULARLY 
IN LEADING NATIONAL MAGAZINES 









U-MAK-A INDEX TABS 
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The outstanding product of its kind 
... It saves time and effort. 






THE GLOBE-WERNICKE CO. 


“Headquarters for Modern Office Engineering’ © Norwood, Cincinnati 12, Ohio 










e 
— 7_ CUulars s Ci, 
Ss r 
Index Type Shield Type Rr ou TS, r, dio 
Ndoy, P ter 
. he] disp) nd 
U-MAK-A INDEX TABS—in 3 handy styles thie YU cag, 2® to 
° e tisin n tiona] mn On 
for every indexing need ing and pe, Aver. ff 
ot; 
Strip Type comes in 3 projection widths, 7 gleaming bc Cust oi hu yeas 
Crrit 


colors... Shield Type in 4 lengths, all %” wide, 5 colors Ory. ” Your 
... Index Type in 2 sizes, green only. Every style serves 
scores of needs, “‘puts facts at your finger tips.” 


Globe - Wernicke 


U-MAK-A Index Tabs 


Filing Equipment & Systems 
Visible Record Systems 


ere oe ens 


Office Furniture 


Bookcases 


Stationers’ Supplies 





TEENS RETIN 
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Postwar will mean exciting new adventures in the world of wood desks. 


THE JASPER DESK CO. 


JASPER, INDIANA 
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Today—men and women in all fields of business activity are confronted by their 
greatest challenge . . . also their greatest opportunity. We have before us the 

Y task of building to supply a pent-up demand for civilian goods of all kinds. Office 
Furniture Dealers will recognize that this period provides the greatest chance to be 
of service to the business people of their markets. There are problems ahead, to be 
sure . . . huge problems . . . but where there is a problem there is an opportunity 
of like proportion. Those dealers who are allied with Jasper Desk Co. will be in a 


splendid position to make the most of a tremendous postwar opportunity. 
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On our designing tables today, lie the plans for a line of Chairs that will continue 


to meet your exacting requirements as well as ours. We can assure our dealers that 
we will adopt every new and proven idea to make our chairs the most desirable on 
the market. Every improvement in wood suggested by modern engineering proc- 
esses will be introduced into “tomorrow's” chair made by Jasper Chair Co... . all 
with the single thought of providing office workers with better tools with which 


to work. 


JASPER CHAIR CO. 


JASPER INDIANA 























F 
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Tomorrow’s business world lies just around the corner. Knowing 
this, we feel that Jasper Chair Co. must assume a responsibility for the future success 
of its dealers. This means being alert today to tomorrow's needs. Our policy will con- 
tinue to provide a sensible, well designed and well constructed line of commercial chairs 
that will bring greater efficiency, comfort and beauty to the business world. We look 
forward as well to the time when we will be able to sell and service our product in the 


manner to which our dealers had become a:customed over a long period of years. 


REPRESENTATIVES: Geo. A. Litchfield, Sales Mgr 


James S. Fowls (Southern W. H. Brown, (Chicago-Midwest) S. H. MacDonald, (West R. J. Freeman, (Eastern) 
327 Sunset Drive North 6708 Glenwood Ave., Chicago 26 405 Orpheum Bldg 383 Madison Ave. 
St. Petersburg, Fla. Phone ROGers Park 3644 Seattle, Wash. New York, N. Y. 
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HIGH POINT 


OFFICE APPLIANCES, September, 1945 


Business Men Too Vary in 
Myrtle Desks will provide Desk Comfort for All! 



































Lincoln was right. A man's legs constitute no prob- 
lem so long as the equipment he uses is comfortable 
for him. Men vary greatly in height. Do you won- 
der then why a fixed height desk fails to provide the 


necessary comfort for every one? 


Myrtle Desks of "tomorrow" will possess an 
ADJUSTABLE FEATURE that will provide maximum 
desk comfort for individuals of every height. This 





is just one of the many new and outstanding features 
to be incorporated in Postwar Myrtle Desks the ob- 
ject of which is to produce healthier and happier 
office workers and more efficiently operated busi- 


ness offices. 
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Today's teen age Jack, Bill and Dick are “tomorrow's business men." The transition from 
high school and college desks requires only a relatively short span of years. When we look 
at the clean cut youth of today, we are grateful that our country's economic future rests in 


their hands. Let's keep young in ideas and sprit so that we in the desk business can suc- 


September, 
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, TO SERVE THEM? 


with YOU BE READ 


The inevitability of change in buyers and their buying is recognized as part of 
the postwar era. Indiana Desk Co. believes that the office furniture industry is destined to soon 
enter one of the most significant periods in its history. Our designers are busy these days. 
Working in 1945... their thinking is projected into 1946 and 1947. Out of their plans will come 
the Indiana Desks that will excite the business man of "tomorrow." Your confidence in Indiana 
Desk Co. has been rewarded in the past . . . we are confident that we will merit your patronage 


in the future. INDIANA DESKS . . . designed for business living yesterday—Today and TO- 


MORROW. 


INDIANA DESK CO. 


JASPER, INDIANA 
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ABOVE—When the Construction Machinery Co. of 
Waterloo, lowa, wanted to combine beauty and utility 
in furnishing of offices, The Leopold Co., Burlington, 
Iowa, builders of desks and office furniture since 1876, 
was called upon to provide the equipment. Shown 
here is the private office of one of the executives. 


BELOW—Efficiency and dignity are supplied by Leo- 
pold in furniture for the general offices of the Construc- 
tion Machinery Co. at Waterloo. Both this complete 
installation and that in the executive's office (shown 
in above picture) were made by Waterloo Office 
Supply Co., Waterloo, Iowa, operated by Kirk Gross. 
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ABOVE—The appearance of a modern office equipped 
for efficiency is enhanced by this installation at H. J 
Heinz Co., Pittsburgh, Pa., of Airline desks by Art 


Metal Construction Co., Jamestown, N. Y. Each desk 
has adequate top and drawer space for working 
capacity and is streamlined for beauty. 


erreeeseete 
seer Cveceueneaete q 
sercecerngnee 


OFFICE APPLIANCES, September, 1945 


#— BELOW—tThis installation of Postindex Visible Filing 
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equipment was made by Art Metal Construction Co. 

at the Navy Department, Washington, D. C. Art 

Metal equipped the office with Model 8 drawer cab- 

inets and Model 3B reference panels for efficient 
handling of the records. 
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Selling Fine Furniture For 


the Executive Office 


By J. F. BARTLEY 


McManus-Troupe Company 
Toledo, Ohio 


ELLING fine office furniture 

has been easy during the war 

.. when we had it to sell. Little 
effort has been required. It should 
be understood that the methods 
described in this article are the 
ones we used before the war and 
will surely have to use again in 
post-war years. 

We found out long ago that 
making floor plan layouts for 
furniture prospects was a neces- 
sity in many cases and always a 
good thing to do. This has been 
true in selling counters, files, 
shelving and other items, and 
especially so in the selling of fine 
office furniture. 

Many of our largest sales have 
been of steel equipment. But in 
this article I propose to deal with 
the selling of fine furniture for 
the private or executive office 
and there we have usually sold 
fine wood furniture. Good wood 
furniture makes for a better at- 
mosphere in such offices. The men 
using this furniture are used to 
good things in their homes and 
when they travel, and it is not too 
difficult to sell them fine office 
furniture when it is properly 
handled. 

In our opinion, the first step is 
to have some of this furniture on 
your floor, well displayed in 
groups. It is important to have 
enough; not just a few desks and 
chairs, but telephone cabinets, 
chests, bookcases, end tables, large 
tables, smoking stands, ash trays, 
lamps, desk pads, and other acces- 
sories, all of good quality. It is 
also important to have a good 
floor, preferably carpeted. The 
finest furniture made will not 


STYLED FOR EXECUTIVES—A typical 
executive furniture installation by Mc- 
Manus-Troup Co. is shown here. The 
waiting room has dignity and comfort 
through judicious choice of fine furni- 
ture, including commodious davenport 
and attractive tables and chairs. 
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show to advantage on a worn 
wood floor. 

With this setup our regular 
store salespeople frequently make 
good sales to drop-in customers. 
When this happens, we still offer 
to visit their offices and submit 
sketches showing our idea of ar- 
rangement. This often leads to 
added items, building up the sale, 
and often to changes that result 
in a better planned room. 


Layouts Help Close Sales 


Where they look, but put off 
buying, we always offer to make a 
layout showing their quarters to 
scale with the furniture in place. 
These layouts do not need to be 
elaborate, but they should be ac- 
curate. We usually make just a 
simple sketch showing doors, win- 
dows, radiators, and anything else 
that would affect the placing of 
the furniture. We then tip on 
lightly the furniture cutouts 
which are made to scale from 
cardboard. This permits the cus- 
tomer to change the items at will 
if he cares to. 

Many of our sales, of course, are 
started by our outside salesmen. 
We watch for new firms and those 
who are moving. A move fre- 


quently starts a succession of 
moves, aS someone. eventually 
moves in where another leaves. 
Here again we work from the lay- 
out, offering to make the floor 
plans, together with an appraisal 
of all their old furniture. The 
appraisal is important as it gets 
the salesman into all offices and 
enables us to make an intelligent 
presentation. We are always will- 
ing to buy the old furniture, for it 
sells readily in our used depart- 
ment. 

We prefer to get the prospects 
into our store rather than to 
make elaborate illustrated pres- 
entations, but where this is neces- 
sary an easy and effective way is 
to use a regular 11 x 84-inch ring 
book equipped with celluloid en- 
velopes. The _ illustrations are 
slipped in the envelope where they 
stay securely and yet are easily 
changed. 

We have found that we can sell 
fine furniture in mahogany and in 
oak, as well as in walnut. Toledo 
had been known for years as a 
walnut town, and walnut still pre- 
dominates, but we have made 
some nice sales in mahogany by 
having it to show. Very interest- 


ing offices have also been done in, 


oak in a mellow English finish. 
It is even possible to plan an 
interesting office in regular light 
oak. A recent installation was 
done in oak, regular finish, with 
paneled walls of chestnut finish 
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very near to the oak. This changed 
a dingy office to a very pleasant 
place to work. 

Our salespeople cannot be in- 
terior decorators and yet we want 
their advice to be good, so we had 
a competent decorator prepare 
some charts, showing small sam- 
ples of leather to go with various 
carpets, draperies and walls. This 
is not very useful now, but has 
been in the past and will be again. 

We display our furniture on one 
large open floor 60 x 100 feet, and 





all carpeted in dark red. We have 
one separate room 15 x 18 feet 
that we use as a model office and 
on occasions use movable parti- 
tions to set up an office the exact 
size of our prospect’s. With lay- 
outs to scale, however, this is sel- 
dom necessary. 


Our Salesmen Follow Through 


We think the salesman should 
be in the customer’s office when 
the furniture is delivered or soon 
afterwards. This pleases the cus- 


FOR PRIDE IN OFFICES—McManus- 
Troup Co. offers this installation as 
one which reflects the pride which 
comes in having an executive's office 
equipped with distinctive large desk. 
cellarette and easy chair. The man 
who likes fine things in his home can 
carry out this good taste in his office. 


tomer and frequently results in 
additional business. It is surpris- 
ing how much can often be added 
in the way of pictures, lamps, desk 
sets, pads, and other items. The 
furniture should then be polished 
and we usually leave the bottle of 
polish. This costs little and is not 
bad advertising. 

Having the sizable investment 
that a good display requires makes 
it very important to get people in 
to see it. In normal times we sup- 
plement the efforts of our sales 
force with direct mail. Mailing 
pieces have brought good results 
and we will use them again when 
our stocks make it advisable. 

Good new furniture is often sold 
to prospects who are looking for 
used furniture. We always bring 
people from the used department 
down to our new display and some 
good sales have resulted. 

With low and unbalanced stocks, 
as well as slow deliveries, it is 
difficult to do much in the way of 
selling fine furniture right now. 
But we are convinced that any 
dealer can be well repaid in the 
near future for intelligent efforts 
in the sale of fine wood furniture. 


Points on Pushing Posture Chairs 


By D. A. HENDLER 


Office Furniture 
Los Angeles, Calif. 


N SELLING posture chairs one 

must develop a technique dif- 
ferent from that required in re- 
tailing other items of office furni- 
ture. For although the chair it- 
self is a tangible item, the pur- 
pose for which it is used calls for 
a sales presentation similar to 
that used in selling intangibles, 
such as professional services or 
investments. 

A posture chair salesman must 
not count too heavily on the eye- 
appeal of a chair, a feature which, 


of course, has its place in the 
closing stages of a sale. Rather 
the attention of the prospective 
customer should be directed to 
the fact that in purchasing pos- 
ture chairs for his employees, he 
is actually making an investment 
in their welfare, an investment 
which will pay high dividends in 
increased production, less ab- 
senteeism due to illness, and good 
will. 


Avoid Mention of Price 


The cost of a posture chair 
should not enter into the picture 
until the closing stages of the 
sale. Many sales have been ruined 
by salesmen stressing the cost of 
the chair as an opening step in 
the interview with the prospect. 
An experienced investment sales- 
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man, when approaching a pros- 
pect, does not start his sales ar- 
gument with the mention of an 
extremely attractive price of his 
stock or bond issue. He first ascer- 
tains whether or not the prospect 
is looking for a security in which 
to invest his surplus funds; sec- 
ondly, he discovers what sort of 
investments the prospect has 
made previously. His final move 
is in learning whether the return 
on this particular investment is 
attractive enough to this prospect. 

By the same token, the sales- 
man demonstrating posture chairs 
must employ three similar steps: 

First, he must ascertain if the 
prospect is interested in the wel- 
fare of his employees (which is 
almost always the case); 


(Turn to page 127, please) 
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“Beauty being the best of all we know 
sums up the unsearchable and secret 


aims of nature.” 


Man's search for beauty goes back to 
the early days of creation. In addition 
to the eternal struggle for existence, 
man has always felt the need for the 
beauty that enriches life. Early records 
of primitive man reveal the creative 
urge of producing at first crude... 
then more elaborate objects out of the 
vast store of raw materials that nature 


offered. 


Office desks are designed to serve a 
utilitarian function. Man possessing an 
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—ROBERT BRIDGES 


innate desire for beauty, is unsatisfied 
unless these same desks combine lus- 
trous eye appeal with their functional 
value. 


We at Imperial Desk have always real- 
ized that proper office environment can 
stimulate creative work. Perhaps then, 
we are fortunate in employing the 
medium of WOOD which lends itself 
so eloquently to the expression of 
beauty which is such an integral part 
of IMPERIAL DESKS. 
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TIME TESTED! Yesterday, today, tomorrow ... the beauty, character, 
and adaptability of wood makes it the first choice of discriminating buyers! 





66 
AS ye sow... .” 


Did you ever hear of a plant 
that was tended by a dozen dif- 
ferent gardeners? Each with his 
own idea of how it should be 
raised? 

Of course not! The chances 
are the plant would wither. 

But if the twelve gardeners 
pooled their knowledge... . .? 


The moral is obvious...... 
Today, the Wood Office Fur- 
niture Institute, using the know- 
how and collective strength of 
the many concerns that make up 


its membership, is planting a seed 
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that will blossom into an endur- 
ing plant. 
New methods of manufacture 


styling in tune with the 


OFFICE FURNITURE 
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American Security Building 
730-Fifteenth St., Washington 5, D.C. 


OFFICE 


world of tomorrow . . . quality 


. value. . . new advertising, 
publicity and merchandising 
“helps” . 


assure millions of office furniture 


. all will combine to 


dealers and users that the most 
beautiful, the most durable, and 
the most decorative of all ma- 
terials for office desks and chairs 
is, and always will be wood. 
Old as civilization . . . digni- 
fied by years of exclusive usage 
. wood furniture will continue 


to hold its high rank in the pub- 


lic esteem. 
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Doten-Dunton office furniture embodies a half century of 
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continuous development and leadership in distinctive suites 


and commercial wood furniture products. 


Whether the result to be achieved is expressed in terms of 
richest elegance or dignified simplicity, the Doten-Dunton 
line affords appropriate selections in distinctive designing 


and quality construction. 


lity 

ng, Our fifty years of continuous experience in translating com- 
ing mercial character into wood enables the discriminating dealer 
.~ of today to offer the unquestioned best in wood for the ex- 
7 . ecutive office pe 
ure Po 


*The picture shows one of several 
Lost suites installed in the Bank of We await the not-too-far-distant tomorrow when Doten- 
America, San Francisco, by the 


| nies Dunton products will again be available to satisfy the enorm- 

and RUCKER FULLER DESK CO. | el einai we, : 

wag ous desire for quality furniture refinements for the business 
; * home. 

airs 


DOTEN-DUNTON DESK COMPANY 
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TO THE OFFICE EQUIPMENT DEALERS OF THE U.S.A. 


W. regret that the government found if 
necessary fo ideal _# Videonial , 


Commidiien. . we a fo qreet ne | 
i F 

visit with you. W, just want you fo heen 

a grateful we are to a of you for the 

splendid cooperation you hate given us 

during these trying limes. V ciser ace we 

as im hee 40 — | wih the l, alll that 

p yally 

hes Riis. ex cea | in both a | | deed / 
, 4 

our many ails. W, — , a poe shall 


continue fo ths, Our utmost fo thew Our 


a pprecta lion. 


Very Condltes [ [ y You rs 


JOHNSON CHAIR CO. CLEMCO DESK MFG. CO. 
4401 W. North Avenue 


Chicago 39, Illinois 


MAKERS OF FINE FURNITURE SINCE 1868 
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rademark of 
Office Furniture 
Craftsmanship with a 


GREAT POSTWAR SALES FUTURE , 
J / 


A One Minute Message It will be the finest office furniture we have 
from David A. Hillstrom, ever produced, yet it will be priced to meet 
President of the Corry- keen postwar competition. 

Jamestown Manufactur- 

ing Corporation. Are you looking for a complete line of quality 





office furniture bearing a brand with ready 


consumer acceptance? A line offering the 
For 25 years, we of Corry-Jamestown have Rain Np 
greatest dollar for dollar values in its history? 


bent every effort to supply our dealers with : : 
y PP” Write for details on the Corry-Jamestown 


the finest office furniture that skilled crafts- 


franchise — at once! 


manship could produce — at values that as- 


sured ready sales. 


During the war years, we have learned much 





—all of which will be applied to our postwar 


line. 


We are eagerly looking forward to the mo- 
ment, which we hope will be in the near 
future, when the new line of Steel-Age Office 


Furniture will be announced. 
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The War is over and 
that almost magical and 
mythical Post-War pe- 
riod has arrived. The 
problem facing us in the 
next few months can be 
divided into two phases. 
First, we must fill all 
back-orders which have 
accumulated, and second, 
we must swing into pro- 
duction of the new lines. 
War regulations are be- 
ing relaxed quickly, and 
this will release the man- 
power and materials 
needed to build the office 
furniture which you have 
on order. Even before 
V-J day, plans were un- 
derway to lift some of 
the restrictions on lum- 
ber, and these will now 
be speeded up and made 
more extensive. Neither 
should labor be a prob- 
lem, for the removal of 
manpower controls and 


Army and Navy cancel- 
lations for War materials 
will soon return former 
employees to their places 
in office furniture plants. 
The Military is acting 
promptly and the Navy 
cancelled contracts for 
six billion dollars within 
one hour after the White 
House proclaimed the end 
of the war. 


Producing the new furni- 
ture poses: more of a 
problem than is ordinar- 
ily experienced in bring- 
ing out a new pattern or 
a new line. A _ serious 
handicap is the fact that 
manufacturers’ prices 
are frozen at March 1942 
levels by OPA regula- 
tions. The present pric- 
ing systems do not take 
into consideration many 
factors which affect the 
production of new items. 








Many manufacturers re- 
port they are not able to 
make a profit on their 
present lines on which 
the most efficient produc- 
tion methods have been 
developed over a period 
of years, and they point 
out that prices on the 
new product must be 
adequate to offset in- 
creased labor and mate- 
rial costs. 


It is, therefore, hoped 
that OPA will remove the 
price controls on our 
products at an early date, 
for the present system 
offers little incentive to 
undertake the expensive 
manufacturing changes 
necessary in producing 
new products. 
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Frozen for Three Years 
Now the Ice Has Melted 





It’s like welcoming back an old friend after an extended ab- 
sence to again make the f#&* line of steel card cabinets, card 
trays and letter trays. You know from past experience there 
isn’t a better line made. We don’t claim a lot of improve- 
ments because they were “right” when frozen. Now the prob- 
lem is to make enough to satisfy. And we’re trying our best 
to do just that. Don’t forget—free circulars for advertising. 
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“If we don’t STAND for something we will FALL for anything’’—Irene Dunn 

















One and Two Drawer 


Card Cabinets 
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If you have ever had an idea that 
real Quality could not be built into 
a steel card cabinet, you now have 
the opportunity of surprising your- 
self by comparing the Weis steel 
line with one of the cheap lines 
on the market. We don’t mean 
low priced—we mean cheap - - 
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Card -teage 





When a steel card tray user nicks 
his fingers on a sharp edge or 
cannot make the covers jibe with 
the box, it nullifies satisfaction. 
Weis steel card trays create a 
pleasing environment because there 
are no sharp edges and the covers 
will fit perfectly - - - 


LIBERTY AND GOVERNMENTAL POWER 
“The history of liberty is a history of the limitation of governmental pow- 
: er, not the increase of it. When we resist, therefor, the concentration of 
power, we are resisting the processes of death, because a concentration 
of power is what always precedes the destruction of human liberties’’. 


From an Address by President WoopROW WILSON, 1912. 





























Made extra wide to take 10 inch high folders. 
No sharp edges to nick fingers. Cut-away fronts 
and semi-corrugated bottoms for quick removal 


of contents. They’re the trays you’ll like to sell. 
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The Weis Mfg. Co., Associated Stationers Supply Company 


Cushing & Foster, 
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POINTS ON PUSHING 
POSTURE CHAIRS 


(Continued from page 115) 

Second, he must learn if the 
prospect can be interested in the 
additional outlay of funds for 
this purpose ; 

Thirg@, the prospect must be 
made to realize all the dividends 
that this investment will provide 
for him. 

Never, during the course of a 
sales presentation, should the cost 
of the posture chairs be men- 
tioned as an expenditure of funds, 
but always as an investment—and 


a very sound investment at that. 

The successful sale of posture 
chairs does not end with the se- 
curing of the initial order and 
the customer’s signature on a 
dotted line. On the contrary, that 
is only the beginning. The most 
important part of a_ successful 
sale is the proper fitting of the 
chair when delivery is made. If 
the chair is fitted properly the 
salesman will be assured of re- 
peat orders and, what is more 
important, a thoroughly satisfied 
client. This, in turn, leads to an- 
other highly desirable result—the 


Too Little— But Not 


Changing Buying ;, aoe in | 


version 


By H. W. CRANE 


Peerless Steel Equipment Company, 
Philadelphia, Pa. 


ECONVERSION—a word that 

has long been a part of the 
English language may within the 
next few years take on an entirely 
new meaning. 

All America—the laborer, the 
lawyer, the mechanic, the manu- 
facturers, in fact, every one con- 
cerned in our American way of 
life—sincerely hopes that we can 
pass from a war to a peacetime 
economy with the grace of a ballet 
dancer. 

This can be done ... but only 
if the manufacturers, the dealers 
and the ultimate consumers com- 
pletely understand and accept the 
problems of one another. Even 
now, as we begin reconversion on 
a small or partial scale, the clouds 
are beginning to gather. Problems 
are beginning to arise, which, if 
understood now, will cease to be 
hampering problems, but will 
rather act as a concrete founda- 
tion for future relations. 


War Work Limits Output 


Let us take, for instance, the 
Blank Furniture Company. It has 
Suddenly begun to get inquiries 
for different types of office items 
which were unobtainable until the 
fall of Germany, but which now 
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can be produced on a limited basis. 
First, Mr. Blank contacts the Zero 
Equipment Company, which he 
has represented for a number of 
years, only to find that they have 
not as yet begun the production 
of these particular items. Now 
Mr. Blank is very foolish if he im- 
mediately concludes that he has 
been doing business with a slow 
and backward manufacturer. His 
original supplier knows that some 
other manufacturers can supply 
certain of these items, but his 
cwn plant is still busily engaged 
in the production of war materials. 
He has been and is going to con- 
tinue to be a patriot. He started 
a job for his country and he is 
going to stick by it as long as his 
facilities and services are re- 
quired. 

On the other hand, he must real- 
ize that it serves his and other 
manufacturers’ best interests to 
keep Mr. Experienced Dealer in 
business. He must realize that Mr 
Dealer has had a difficult prob- 
lem in securing sufficient mer- 
chandise to fill even a small por- 
tion of the orders he has been 
forced to accept by consumers 
who, for many years, have looked 
to him to take care of their re- 
quirements. Mr. Manufacturer 
must at the earliest possible mo- 
ment make a supreme effort to 
start civilian production and to 
distribute to dealers—large and 
small alike—on a fair and equit- 
able basis, as much of this mer- 
chandise as his facilities, labor 
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least expensive, yet most valuable, 
form of advertising, both for the 
salesman and the house he repre- 
sents. 

A successful posture chair sales- 
man must of necessity have a 
good basic knowledge of the hu- 
man anatomy, and of the loca- 
tion of nerves and organs that 
are in danger of being affected 
by improper seating. A few hours 
spent with an elementary an- 
atomy book, available in any pub- 
lic library, will pay the salesman 
surprising dividends in increased 
sales of posture chairs. 


Too Late 


and procurable material will per- 
mit. 

Let us go back now to Mr. 
Dealer. At this point, his natural 
reaction is to contact one or a 
number of other manufacturers 
in an effort to procure the mer- 
chandise for which he has received 
an order ... or an inquiry. No 
doubt he will receive a polite re- 
ply informing him that even 
though they are now producing 
these items, they are not in a 
position to accept new accounts. 
Or he may perhaps get a future 
delivery date that seems ridiculous. 


Manufacturer’s Hands Tied 


Mr. Dealer, don’t think that Mr. 
Manufacturer is thumbing his 
nose at you, that he is taking 
advantage of a sellers’ market. The 
chances are 100 to 1 that there is 
nothing he would like better than 
to have your name on his books. 
He wants your account — has 
wanted it for years—but for the 
moment his hands are tied. He 
has dozens or hundreds of pre- 
war accounts who need his prod- 
ucts badly and, no doubt, he can 
Satisfy but a small portion of their 
requirements. That is not the way 
he likes to do business. Conse- 
quently, he can only hope that 
you, Mr. Dealer, will recognize the 
unusual conditions under which 
he has been forced to run his 
plant, and further hopes that you 
will keep an open mind until busi- 
ness is again normal. 

Many more problems will arise 
from time to time. Let us keep 
them in the open... talk them 
over. If we do, reconversion will 
be a period of good business and 
a cementer for business friend- 
ships. 


127 





CONFERENCES BECOME A PLEASURE HERE—The new Dauphin 

County Courthouse offers conference rooms in which the 

furniture is in keeping with the dignified beauty of the Modern 
Georgian style of architecture. 


BEAUTY IN A COURT SETTING—A far cry from the courtrooms 

often found in a municipal building are those at the new 

$2,000,000 courthouse at Harrisburg, Pa. Dignified, comfortable 
furnishings enhance beauty. 
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(Illustrations Courtesy Architectural Record ) 


Furniture Beauty In 


A County Courthouse 


N OUTSTANDING feature of 

the new $2,000,000 Dauphin 
County courthouse at Harrisburg, Pa., 
is its beautiful, yet practical, furniture 
purchased from Brower Furniture Com- 
pany, Grand Rapids, Mich., Jamestown 
Lounge Company and Schmieg & Kot- 
zian, New York, N. Y. Brower produced 
the sturdy, attractive leather-covered 
chairs, Jamestown the upholstered club 
pieces and Schmieg & Kotzian the tables 
and cabinets. 

These furnishings were selected by 
architects Lawrie & Green of Harrisburg 
to add attractive dignity in keeping with 
the Modern Georgian design of this out- 


standing public building. 
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COURT HEARINGS IN COMFORT—Judges and court 
officials sit at long, beautiful desks while patrons of 
the court find comfort in leather-covered chairs gracing 
| this room (above) at Harrisburg, Pa., courthouse. 


WHERE PONDERING LAW BOOKS IS A PLEASURE— 
This is the finely-equipped library (below) of the new 
court house at Harrisburg, Pa., one of America’s most 
modern public buildings. At left is small courtroom. 
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CHEER, NOT COURTHOUSE GLOOM— 

Beauty of the furnishings (below) is in 

keeping with the colorful walls and wood- 

work, providing cheer in contrast to gloom 
of many courthouses. 
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Effective Furniture Department 


Operating Methods 


By GRIER LOWRY 


OMETHING OLD and some- 

thing new in the way of mer- 
chandising has been, in the main, 
responsible for the very solid 
niche the office furniture depart- 
ment of the Duff & Repp Furni- 
ture ‘Company, Kansas City, Mo., 
has carved for itself. Celebrating 
its first anniversary in July, the 
comparatively new section of the 
well-established and widely- 
known Missouri store met with in- 
stant approval in the form of 
steadily increasing business from 
the buying public. 

The destiny of the department 
has been guided by capable Ed 
Stricklett, who has a well-rounded 
aptitude in merchandising office 
equipment. Ed migrated to Kan- 
sas City from Omaha, where he 
was employed in the office furni- 
ture department of an old-estab- 
lished furniture concern with an 
excellent office supply following. 
Before taking over the Duff & 
Repp reins, Stricklett was a key 
member of the staff of the office 
equipment department of another 
big Kansas City furniture com- 
pany. 

Frank Forman, president of 
Duff & Repp, and Ed Stricklett 
have worked smoothly as a team 
in carpentering the policies of the 
new office furniture department. 
That they have been eminently 
successful is attested by the sales 
volume. A combination of regula- 
tion devices for augmenting sales 
in this division, coupled with a 
few twists evolved by Messrs. For- 
man and Stricklett, has achieved 
commendable results. 


Furniture Store Offers Advantages 


Advantageous features inherent 
in the operation of an office furni- 
ture department in a large fur- 
niture store are legion and obvious 
to the experienced observer. There 
is already a store traffic upon 
which to build business in office 
furniture. More important, there 
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is a skilled staff of decorators, 
well-versed in such matters as 
color schemes, arrangement, and 
other matters relative to com- 
pletely outfitting offices. Ed 
Stricklett plays these favorable 
features to the hilt. The trend, 
he asserts, is toward completely 
equipped offices. He stresses in his 
personal and not-so-personal con- 
tacts with prospects the innate 
advantages of purchasing from a 
furniture store, the gratis service 
the decorating staff furnishes, 
and the fact that the furniture 
store is a convenient one-stop 
proposition for shoppers of com- 
pletely togged offices. Here in one 
big building, he submits, are 
lamps, rugs, blinds, and all of the 
other miscellany that go to make 
up a well-furnished office. 


Recommends Light, Cheery Offices 


Ed Stricklett is a constant ad- 
vocate for the finer things in dec- 
orating offices. He discusses such 
matters as the trend toward office 
equipment with a light wood fin- 
ish. Lighter wood finishes reflect 
light; dark wood absorbs it. He 
likes bright, pastel colors in wood- 
work, favors the cheery atmos- 
phere a brightly-colored office ex- 
udes. Executives, he has noted, 
are giving more attention to the 
effect office equipment and the 
entire decorative motif can play 
in affecting the moods of office 
visitors and staffs. 

The firm has an excellent vol- 
ume in desks priced around $200. 
The average customer at Duff & 
Repp is a solid citizen, who has an 
established income and is a lover 
of nice things. Since the average 
business man spends as much, or 
more, time in his office as in his 
home, he is becoming educated to 
the advantages of designing his 
office just as attractively as he 
does his home. Duff & Repp office 
equipment patrons call for spe- 
cially-designed, specially-treated 
furniture. Their tastes run to the 
moderately expensive equipment, 
sometimes more expensive than 
the firm can supply in these days 
of curtailed merchandise. This 


trend towards the slightly expen- 
sive office equipment will continue 
after the war, according to Ed 
Stricklett, and when merchandise 
is once again plentiful he intends 
to enter with intensive zeal into 
the job of aggressively selling this 
type of office furniture, a task at 
which he has displayed consider- 
able skill in the past. 

Sales in the office equipment 
section now are a matter of taking 
care of the business that drifts 
into the store as a result of news- 
paper advertising and from run- 
ning down routine sources for 
prospects. Personal visits and tel- 
ephone conversations with build- 
ing managers, architects and kin- 
dred professions net a neat per- 
centage of the current business. 
The firm sponsors steady adver- 
tising on the real estate page of 
the well-circulated “Kansas City 
Star’, and Ed _ Stricklett also 
closely scans this page for data on 
new buildings and _ expansions 
that might result in business. 
Assidiously, Mr. Stricklett culti- 
vates the friendship of building 
managers who can give informa- 
tion on proposed moves, expan- 
sions of firms, and so on. Archi- 
tects are also nice people to know 
and invite over for a complete 
selection of items to adorn offices 
they have designed for their 
clients. This technique for secur- 
ing office equipment business is 
quite familiar to the average mer- 
chandiser of office equipment, but 
the diligence with which Mr. 
Stricklett pursues the program is 
particularly noteworthy. 


Advance Knowledge of Client 


Know your man! That, asserts 
Mr. Stricklett, is his secret weap- 
on. He delves quite thoroughly 
into a client’s past for clues to his 
taste. It isn’t a nosey type of 
curiosity he manifests—only a sin- 
cere effort to please the customer 
by learning facts about his back- 
ground that will give leads as to 
the decorative theme he would 
prefer, the style of desk he might 
choose, size, and so on. Of course, 
he also secures definite data on 
the size of the office to be equipped 
in order to plan all of the details, 
including size of desk, as to 
whether or not there is sufficient 
space for a sofa, and other refine- 

(Turn to page 139, please) 
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Passing the Frontier of Production 


OU'VE heard of Eli Whitney — 

of course you have! The Yankee 
schoolmaster who tinkered together the 
first cotton gin . . . made cotton king 

. and wasted a fortune trying to 
cash in. 
But did you ever hear of Eli Whitney, 
the gunsmith? That’s the real story! 
It began in John Adams’ administra- 
tion. The army needed muskets, and 
Whitney got the contract with two 
years to deliver. The years passed, but 
no muskets were ready. Instead, Eli 
walked into the meeting and spread 

















the table with piles of separate musket 
parts. 


“Here, gentlemen,” he said, “are ten 
of your guns. There are plenty more 
where they came from. Shall we put 
these together?” 


There was huffing and puffing from 
the assembled brass hats. But Eli 
chose a stock here, a barrel there, a 
lock. At random, if you — = 
and all fit together like perfect. 


It's the American way to reward the 
frontiersman, the man of energy, 


* * * 


THE BATTLE OF NEW ORLEANS 


A decade later at New Orleans, Andy 
Jackson was to save our western frontier 
with Whitney's muskets. But Eli himself 
conquered another frontier for America 
when he demonstrated the efficiency of 
mass production, with its machine tools 
and jigs, its interchangeable parts, its 
straight line assembly. Our industrial 
greatness began with Eli Whitney . 
and it was this work, not his cotton gin, 
that made him a wealthy man. 
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brains, and skill. With pardonabie 
selfishness, Gunn expects substantial 
rewards from its post-war line of mass- 
produced office appointments. Because 
Gunn Furniture will bring new eff- 
ciency, new comfort, new beauty—and 
new economy —to the workshop of 
today’s pioneer, the American business 


GUNN 


APPOINTMENTS FOR OVER 
HALF A CENTURY 


GRAND RAPIDS 
Mic#HIGAN 
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e No, your teacher probably doesn’t, honey. But thousands 
of others do know that A-S-E is the trade-mark of 

the All-Steel-Equip Co. . . . makers of a line of files that’s 
famous from coast to coast for durability and smart 

good looks! 

A-S-E Aurora Files are easy to sell... and hard to sell 
against. It’s the Luxury Line with smooth-action drawers, 
improved locking mechanism, rugged heavy-weight 
steel construction, trouble-free follower (one 
hand moves it easily and smoothly)... and extra 
filing capacity—actually 262 inches of clear 
filing space! 

Write today. Let us tell you more about 
A-S-E Aurora Files. It’s the quick-turnover line, 
the profit line—the quality line that’s backed 
We also manufacture 
a complete line of steel 
storage and wardrobe 


cabinets. Write today 
for full information. 


by more than 33 years of engineering 
experience in the production of precision 


products. 








ALL-STEEL-EQUIP COMPANY, INC. 


600 Cleveland Avenue, Aurora, Illinois 
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Or course we’re wishing we 
could send you Royalchrome to- 
day—and you may be wishing so, 
too! But we'll both have to be 
patient a little while longer—for 


our war work is not yet finished. 


We can’t say for sure just when 
Royalchrome will be available 
again. But you can count on this: 
every piece will be just as beauti- 
ful, functional, and durable as fine 
craftsmanship and top-quality 
materials can make it. And if you 
know Royalchrome, you'll agree 
—it’s worth waiting for! The 
Royal Metal Mfg. Co., 175 North 
Michigan Ave., Chicago 1, Ill. 


LINE OF TOMORROW 


Metal Furniture Since '97 


Py \\gtgh F/ 7, : 
= « Royal Housewares 


DSC tive fuentes 
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® Sculptured out of the rock of the Black Hills are the 
portraits of four famous Americans ... Washington, Jeffer- 
son, Roosevelt and Lincoln. Just as the rock itself will en- 
dure forever, so will the memory of these men who have 
played such an important role in American history. Their 


quality endures forever. 





Quality is a sacred trust and the Hoosier Desk Co. does not 


CHIEFTAIN SUITE hat ‘ ; ‘ , . 
i lata accept this fact lightly. All during this war period we’ve 
o. * 


Reauty of design, finish and trim are outstand- spared no effort to maintain quality o « « WOVE zealously 


ing features of the Chieftain Suite. 





guarded the high standard of our merchandise. The trade 
can now and always rely on the intrinsic merit of Hoosier 


Desks. 


Now that the war is over. we hope to offer in the near future a more 
complete line of Hoosier Desks. including Period, Modern and Com- 
mercial type desks. with new designs and construction features. In the 
meantime. with demands for Hoosier Desks exceeding our limited 


production, we will strive to serve our customers to the best of our ability. 








HOOSIER DESKS 


BUILT TRUE CLEAR THRU—HOOSIER DESK COMPANY, JASPER, IND. 
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STEEL OFFICE EQUIPMENT 


Gold Exclusively Through Dealers 


Ww 
Manufactured by 


COLUMBIA STEEL EQUIPMENT COMPANY 


LINCOLN-LIBERTY BUILDING PHILADELPHIA 7, PA. 


OFFICE APPLIANCES, Septem ber, 1945 








New England Craftsmanship in Wood 


Multiple Drawer Card Cabinets 


Cabinet making is our business—here are 
our Multiple Drawer Card Cabinets devel- 
oped from over a half century in the manu- 
facture of fine cabinet work. Sturdily built 
of air seasoned and properly kiln-dried hard 
woods. Available in Olive Green, Walnut, 
and Mahogany finishes. 





5x3 CARD FILE 6x4 CARD FILE 8x 5 CARD FILE 
10 drawer 8 drawer 7 drawer 
20 compartments 16 compartments 14 compartments 


0 OAR EEN SET DINAN! 


We also manufacture 
special equipment and 
cabinet work from 
architect's drawings 
and specifications or 
we will gladly submit 
drawings prepared by 
our designers. We re- 





spectfully invite your 
correspondence. 


Write for our catalog. 


Height Width Depth 


10 Drawer, 20 Compartments 
For Cards 5” Wide x 3“ High 52° 133," 28” 


8 Drawer, 16 Compartments 
For Cards 6” Wide x 4” High 52” 1534” 28” 


7 Drawer, 14 Compartments 
For Cards 8” Wide x 5” High a” 1934” 28” 


6 Drawer, 12 Compartments 
For Cards 9” Wide x 6” High 52” 213," 28” 











New England Woodworking Co. 


512 East 137th Street New York 54, New York 
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Kock-a File 


REG. U. S. PAT, OFF PATS. APPLIED FOR 


In Walnut 

Finish Is Greatly 
Increasing Dealer 
Sales Today 


@ Four compartment Rock-A-File 
Model 4129 illustrated, also avail- 
able in two or three compartment 
models. Letter or legal sizes, Wal- 
nut or Standard Green finish, with 
or without lock. General office 
Rock-A-Files with sidewise open- 
ing and many other advantages 
are revolutionizing filing habits— 
Unequaled for customers requir- 
ing additional filing space now. 


@Actually 
saves up to 
50% of Floor 
Space 


@ Fits odd and 
unused spaces 


@ Provides in- 
creased safety 
and efficiency 





@Easier to file 
and find in 








Display and Sell 
Card Filing — 

At Its Handiest, 
Space Saving, Best 





@ Your customers will buy quickly 
when they see the improved 
ROCK-A-FILE Card Files dis- 
played with contents. Only fifteen 
inches in length (no drawer to 
pull out), they flip open at a finger 
touch with entire contents instantly 
accessible. Big customers often 
buy many at a time, small custom- 
ers, one or two. Card Files come 
in two models and all three pop- 
ular card sizes—SINGLE Model 
shown above, has 1200 Cards 
capacity, TWIN Model holds 
2400 cards. Order today, or write 
for further details. 


ROCKWELL-BARNES 
COMPANY 


Specialists to the Stationer Since 1903 


Chicago 1, Ill. 


35 E. Wacker Dr. 
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Each and Every Home and Office 
Has an Immediate Need for — 





Model 222-W (Walnut Finish) 


This Perfect Personal File 
Practically sells itself. 


It Really Belongs at 
EVERY DESK 

In both Office and Home. 

Display it (with contents) 
in window or store. 


And show it to Customers— 
When they see 222-W 


They'll want to buy it. 





AKG Above: Opening Rock-A-File at 
= =| @ finger touch. Inset shows 
~) Model 222-W with both com- 

partments open. 


—— 


KSSS 


Is Outstanding Advantages of 


| [eae Perfect Personal File! 
* Won't Tip Over! 


® 34 inches of world’s handiest, most compact filing space 
© Contents of both compartments are always available 


© Fits anywhere—in many places ® Requires only 22x21 inches when 
it is the only file that can be used openandinuse—also serves asatable. 


® Handsome asset to every office and home. Walnut finish on selected hard- 
woods. Comes with or without lock. 


SPECIAL NOTE TO DEALERS... 5, displaying and showing 


your Rock-A-Files with contents in them, they'll practically sell them- 
selves. Right now most offices are crying for extra filing space—and by 
satisfying this demand—(most Rock-A-File Models are available for 
immediate shipment )—you’ll be boosting your own profits and adding 
a big measure of customer good will. Order today or write for 
details, including prices, display material and other dealer aids. 





ROCKWELL-BARNES COMPANY 


Specialists to the Stationer Since 1903 
35 EAST WACKER DRIVE fol iiey-\cle mm mam 48), Le) )) 
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EFFECTIVE FURNITURE DE- 
PARTMENT OPERATING 


(Continued from page 130) 


ments. The details of advance in- 
formation which Ed _ Stricklett 
carefully compiles on patrons have 
been of inestimable value in mak- 
ing Satisfied customers. 

The office equipment depart- 
ment at the store is handsome 


Selling the 


By E. J. LBLANC 


Vice-President, 
Office Equipment Company, 
Louisville, Ky. 


“-ERIT had to be proved. And 
with this accomplished, the 
Louisville and Nashville Railroad 
became our customer for an in- 
stallation of 40 Shaw-Walker free- 
coasting tabulating card files. 

This was an order for which 
there was intense competition 
among manufacturers .of tabulat- 
ing files. The Office Equipment 
Company, naturally, is both proud 
and pleased to have secured this 
business. 

It took a job of selling, and on 
this point I would like to state 
that my firm really tries to sell, 
instead of merely offering the low- 
est’ bid. 

The tip that the L. & N. Railroad 
Company was in the market for 
the 40 files to be installed in its 
auditor of disbursements’ office 
came from the manager of the 
International Business Machines 
Corporation office at Louisville. 
The minute that he learned of the 
large installation being contem- 
plated, he telephoned me. I imme- 
diately contacted the auditor of 
disbursements at the railroad of- 
fice and started giving him the 
Selling points on our files. 


Told Ease of Operation 


First of all, I pointed out the 
ease of drawer operation when 
the drawers are loaded to capacity. 
This, I explained, was the logical 
necessity for buying sturdy files 
which would roll easily. Develop- 
ing point No. 1, I went on to the 
four other vital features of our 
product, namely: 

1. Positive card compression, 
with one-finger ease of applying 
and releasing pressure. 

2. Greatest capacity in 
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and spacious. At one end of the 
section sits Ed Stricklett at a 
desk, from where he directs the 
affairs of the department. There 
is adequate space for display of 
the furniture so the clientele can 
move comfortably up and down 
the aisles and leisurely examine 
the furniture. The Leopold line of 
office furniture is carried in both 


private office and general office 
equipment. 

Like other office furniture men, 
Ed Stricklett is eyeing with more 
than ordinary interest the days 
ahead, when beautiful products 
will flow out of the factories. He 
keenly enjoys refurbishing offices 
from tip to toe with well-designed, 
modern equipment. 


Large Installation 


minimum of floor space. 

3. Ease of handling loaded trays, 
both in and out of the file. 

4. Lowest cost per card filed. 

The question of cost, naturally, 
came up and I presented the argu- 
ment that while our files were not 
the cheapest per unit, they were 
lower in cost per filing inch, when 
figured on the basis of the quan- 
tity of information which the rail- 
road wanted to house in accessible 
fashion. It was necessary to stress 
this buying economy on a dis- 
tributive basis because we were 
in competition with firms present- 
ing figures which were more allur- 
ing on first examination. This 
was one of the main selling points 
in closing the deal although, of 
course, the other factors previous- 
ly outlined were helpful. 


Demonstration Aids 


A demonstration test offer was 
made and accepted by the rail- 
road. We wanted such an exhibi- 
tion to prove that our files ex- 
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celled the others in ease and econ- 
omy of handling tabulating cards. 

Following such a test and con- 
tinued stressing of dollar economy, 
the buying committee of the L. & 
N. ordered the 40 files for the au- 
ditor of disbursements’ office. 

I do not wish to give the im- 
pression that the sale of equipment 
to the railroad company is an iso- 
lated case. We handle almost 
every one of our large installations 
on this same basis, and really try 
to do a good job of selling, instead 
of just quoting the lowest figure. 
First of all, we take the fine points 
of our products and stress quality 
and cost of maintenance. Some- 
times we lose a deal on price, but 
in the long run we are selling 
practically all of the largest con- 
cerns in Louisville and making 
more large installations than any 
other dealer in this territory. 

I repeat, selling still counts. The 
mere waving of a lower sale price 
doesn’t put the larger orders in 
the bag. 
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RAILROAD OFFICE INSTALLATION—The Office Equipment Company, Louisville, 


1945 


Ky., sold this installation of 40 free-coasting tabulating card files to the Louisville 
and Nashville Railroad for its auditor of disbursements’ offices,- pictured above. 


139 


“ 


de, 

















~—-_—- "eer + 








ABOVE—Streamlined and easily kept clean are the BELOW—A typical installation at the Harlem Hospital 
cabinets made by New England Woodworking Co., laboratory made by New England is this group of 
New York, N. Y. This outstanding installation is in the heavy-top working cabinets and shelving. The job 

laboratory of the Harlem Hospital, New York. was a specialized one, with utility a paramount factor. 
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ABOVE—How the Shaw-Walker new low desk en- 
hances the appearance of a modern office can be 
visualized by this photograph of the installation made 
by Grimes-Stassforth Stationery Co., Shaw-Walker ex- 
clusive representative in Los Angeles, for the General 
Insurance Co. of America, in that city. J. W. Lowell, 
office manager, praises the new low desk highly. 


BELOW—Jasper Chair Co., Jasper, Ind., made this in- 

stallation of chairs in the library of the Nassau 

County courthouse, Mineola, N. Y. The chairs are 

wide and commodious, attractively and comfortably 

fitted and cushioned with leather. Needless to say, 

working in the library has become a pleasure since 
the chairs were installed. 
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Business Builders 


Broadcast over Station 
S-A-L-E-S operating 


on a wave length of 


CONFIDENCE . . . COURAGE 
. CO-OPERATION 


ROM PIONEER, Incorporated, 

Tacoma, Wash., sped to us via 
Northwest Airlines U. S. Air Mail, 
comes a press-proof of a most 
timely example of office-outfitting 
direct-mail media advertising— 
a three-second type—one of a 
series, and one that C-L-I-C-K-S. 

. Here it is, first time on the 
air, in all its pulsating pertness: 
PROGRESS ALWAYS INVOLVES 
RISKS. YOU CAN’T STEAL 
SECOND BASE AND KEEP ONE 
FOOT ON FIRST. 
” * * x * * * * ~ 
Let us all express the same true 
Patriotism in Peace that we tried 

to do in War! 

. * * *” * * * * * 

Muchas gracias, Carl Winfred 
Snyder, editor of “Lyon Upswing,” 
for your dispatching recently a 
hot-off-the-press copy of your 
Volume III, Number 7, edition. We 
heartily agree with you that the 
news story, namely “The Office 
Supply Company Now Planning 
Its ‘Store of the Future’” rates 
top of column, center page posi- 
tion. And what is more we want 
every reader of OFFICE APPLIANCES 
listening in to our page’s Septem- 
ber broadcast to share again the 
enthusiasm and vision embodied 
in your reporting of this vigorous 
OFFICE EQUIPMENT SALES 
PLANNING. Stand by for a word- 
by-word rebroadcast of this mes- 
sage: 

“The new home of The Of- 
fice Supply Company, Jackson, 
Miss., will truly be the “Store of 
the Future.” So far as is known 
there is no other store like it 
now in existence. The front, pic- 
tured in this issue of “Upswing,”’ 
is an architectural conception of 
what the “all-glass” design, plus 
modernistic paneled windows, will 
look like. 

“The interior of the store will 
be equally revoluntionary in de- 
sign and arrangement. It is 
planned for easy, comfortable 
shopping, facilitated by the most 
modern lighting and air condi- 
tioning, plus the convenience of 
large, open display units and low 
shelves. 





“When the firm’s present store 
was designed eight years ago, it 
was modeled after the most mod- 
ern office supply and equipment 
stores, marking a long step for- 
ward at that time. The company’s 
new store will be an even greater 
step’ forward, as it will pioneer 
many innovations which are the 
products of creative imagination 
in merchandising. 

“In the development of its 
plans, the best available talent in 
the office equipment field has 
been consulted, and an incredu- 
lous amount of research has been 
done. These consultations and 
studies will continue until the last 
revision has been made, so that 
The Office Supply Company will 
occupy the most modern business 
home of its kind in America, 
company officials declare. 

“Tf,” they assert, “our projected 
plans for the ‘Store of the Future’ 
were only a monument to mod- 
ernity, the venture would be a 
vain one. Determining factors, 
however, are basically realistic. 
Our investment in a new store 
will be primarily to correct an 
overcrowded condition presently 
existing; to keep pace with the 
growing demands of a growing 
city; to consolidate our printing 
and supply division in one loca- 
tion; to provide for a sporting 
goods department, long contem- 
plated, which will be one of the 
most attractive features of our 
new store; to provide positions for 
our returning veterans which will 
correspond to their increasing 
capacity for larger opportunity 
and responsibility. 

“With plans ready, we will begin 
construction on our new home 
when conditions permit. This can 
not be done until our present and 
much more important job of wag- 
ing war to a successful conclu- 
sion has been completed.” 


* 7 - * * ” * * * * * 


Another welcome visitor in this 
month’s mail bag is from Sell... 
we know you'll enjoy it:— 

A prominent salesman, now re- 
tired, summed up his success in 
three simple words: 

AND THEN SOME 

“I discovered at an early age,” 
he said, “that most of the differ- 
ence between average people and 
top people could be explained in 
three words. The top people did 
what was expected of them, and 
then some! 

“They were thoughtful of others: 
they were considerate and kind— 
and then some! They met their 
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obligations and_ responsibilities 
fairly and squarely—and then 
some! They were good friends to 
their friends—and then some! 
They could be counted on in an 
emergency—and then some!” 


* * * * * * * * * 


We re-emphasize:—“Let’s all ex- 
press the same true Patriotism in 
Peace that we tried to doin War!” 


* * * * * *” * * * 


Thanks again and again to you, 
Friends of Business Builders, for 
your consistent mailing to the co- 
ordinator of this page, whose 
address is, Care of: Shaw & Bor- 
den Company, Box 2153, Spokane 
2, Washington. Consider this an 
invitation to keep your observa- 
tions steadily coming. And now 
in the remaining seconds of this 
month’s program, let us look in 
our mail-bag and enjoy the fol- 
lowing BUSINESS BUILDERS 
from Sell, Parade, and other spots 
where you noted them. Here they 
are: 

—Quit making excuses and start 
making good. 

—It is the business of manage- 
ment to get all possible out of 
every employee—not by exploit- 
ation, but by exploration of his 
capabilities. 

—In our opinion, there is no such 
thing as ‘almost believing’ in 
somebody. It’s like riding in an 
airplane—you either do or you 
don’t. 

—Every retail advertisement 
should do two things—sell the 
item advertised and sell the 
store. The second is free. It re- 
quires no extra space, merely 
better thinking. 

—Public relations is as new as 
the first merchant who won 
friends for his store by person- 
ally welcoming every customer 
‘at the front.’ 

—People don’t buy things. They 
buy what things will do for 
them. 


* * * * * * * * * 


We re-re-emphasize :—“Let’s all ex- 
press the same true Patriotism in 
Peace that we tried to doin War!” 


* * * * * * * * * 


We sign off this historic Sep- 
tember of 1945 with this terse 
trailer, a sign in a cafe: 

PLEASE PAY IF SERVED. 

In the interest of Office-Effii- 


ciency, 


RALPH B. ORTEL 


% 


BRR FR. 
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A top-flight 
favorite 
with the 


trade 


NO. 2501 


NO. 2502 4 available with 
reasonable promptness 


.»--Sometimes sooner! 


i (TKES COMPANY, Inc. 


BUSINESS CHAIR MANUFACTURERS, BUFFALO, N.Y. 














Photo Courtesy American Airlines 
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THE AIRPLANE itn the world of transportation isa symbol 
of future promise. Waiting only the return of normal con- 
ditions are new and ultra modern designs destined to lead 


the world into a promising new era. 


THE ALMA TRADEMARK in the world of 
office furniture is also a symbol of future promise. 
Ready for the return of normalcy are new and 
modern ALMA designs destined to make the office 


more pleasant and more efficient than ever before. 


ALMA DESK COMPANY 


HIGH POINT, N. C. 
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BROWNE:'MORSE 


wm US S@k&& O MitieecowW 


Steel Office Equipment 


Filing Supplies -exrert Tinie 


*% Decalcomania (7x12") furnished every Authorized Browne-Morse Dealer 


This sign is appearing more and more 
every day on windows of progressive office 
equipment and stationery stores everywhere. It is 
the sign that the dealer has aligned himself with an 
equally progressive manufacturer to profit together in the 
vast sales possibilities soon to materialize. 
Browne- Morse —a leader in the field for over 38 years— 
will be on the market again with greatly increased manufac- 
turing facilities for more and better steel office 
equipment and filing supplies. A few terri- 
tories are still open. It will pay you 


to investigate. 








MUSKEGON 


Browne-Morse jo. MICHIGAN 
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Look to an Impressive Factory 
to Turn Out Impressive Chairs! 






Behind a well built, smart- 
ly designed product there's 
always an Impressive 
Factory —with modern 
buildings, efficient equip- 
ment and _ experienced 
craftsmen. Such is the case 
with JASPER SEATING 
CO.—long identified with 
the office furniture in- 


dustry. 


The complete facilities of 
our modern factory have 
been devoted to seating 
America “at war-work.” 
With the conclusion of 
present hostilities, we 
shall again devote all of 
our energy to seating ‘a 
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peace-time’ America. Our 
post-war plans will be 
geared to the needs of 
business. 


The future success of the 
office furniture dealer de- 
pends upon his ability to 
buy and sell the line of 
office and school chairs 
that is dependable and 
satisfactory. JASPER 
SEATING CO. dealers can 
face the post-war period 
with confidence . . . know- 
ing that back of them 
stands “their factory” 
whose business ethics are 
unquestioned and whose 
product is second to none. 


Jasper Seating Company - 
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JASPER, INDIANA 
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Office appliance merchants who 
like the old 1-2 of profit-punch mer- 

chandising are sure going to tie up 
with Invincible Metal Filing Cabinets. 
We've passed out some broad hints 
about our products and our plans, but, 
dog-gone it, until we have delivered 
the knock-out to the Japs nothing 


more can be said. The plans are 


This concealed safe unit 


is a patented Invincible 


ready, we promise you that, so keep secvervel 


your profit-eye focused on Invincible. 


INVINCIBLE METAL FURNITURE CO. 


MANITOWOC, WISCONSIN 
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THE “OFFICE BEAUTIFUL’ 


4, Distinguished by dlndles re / 


Davenports and lounge chairs distinctively designed and crafted by 
Niemann, Inc., in "luxury" leathers that mellow with age .. . have 
been the selections of discriminating executives for many years. 

We picture four outstanding leather units for the modern execu- 
tive's office that Niemann will furnish the trade. 

Luxurious and lasting as has been Niemann's furniture, greater 
things are yet to come. Developments in materials and construction 
will be paced by new and better furniture. It has always been part 
of our tradition to maintain a ceaseless search for improvement in 
our product. 


The Niemann label will continue to represent the finest in beautiful 


J leather office furniture. 


“ Memann 


[See MEtay ne! tontogbbwotes 
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WATERS BUILDING GRAND RAPIDS I, MICHIGAN 
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* RECORD-KEEPING 
SYSTEMS 














¢ ... Rotary Card File speeds 
reference and posting— main- 
tains control at minimum cost. 





V-LINE 


..-Posting Trays elim- 
imate compressors — 
keep ledgers in perfect 
order-—easy stuffing. 





FLEX-SITE, 


..- Visible Binders offer 
large visible margins 


for wide range of rec- 
ord sizes. 


TRA-DEX 


. .. Vertical Visible Files 
with 3-way visible mar- 
gins give facts ata glance. 


* STORAGE 
FILES 









SAFE+T+-STAK 
... Steel Storage Files save 


space, stack to ceiling, lock 
vertically and horizontally. 


FIRE-RESISTIVE 
VAULT DOOR 
Recommended for 
severe fire risks, 


CASHGARD 
CHESTS 


.. Save up to 73% 
on burglary insurance 
rates — discourage 
holdup attacks. 


SAFES 


.., Let the Diebold 
Man measure your 
fire hazard -~ balance 
it with 1, 2 or 4-hour 
protection. 
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@ There’s an easy way for. you to provide 


customers with exactly the right equipment 
for any record or filing problem. The 
DIEBOLD line is the answer. 


In the three basic types of record systems— 
rotary, visible and vertical—Diebold has avail- 
able the correct equipment for every need. 
The famous CARDINEER Rotary Card File, 
TRA-DEX Vertical Visible Files, FLEX- 
SITE Visible Binders, V-LINE Posting Tray 
and other Diebold Products are leaders in 


their fields. 


There are definite advantages for you in 
serving your customers so effectively from one 
line—DIEBOLD. It simplifies your selling— 


increases your business and profits. 


See the complete DIEBOLD line of record, 
filing and protective equipment. Write us for 
illustrated, descriptive literature and infor- 


mation On open territory. 


DIEBOLD-INCORPORATED 
CANTON 2, OHIO 


tince 1859 


RECORD SYSTEMS © FIRE AND BURGLARY PROTECTION EQUIPMENT 
HOLLOW METAL DOORS e BANK VAULT EQUIPMENT 
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They're Synonymous 


Backaches and back orders are synony- 
mous! When employees suffer in uncom- 
fortable chairs, work suffers too. Wrong 
posture heightens fatigue . . . reduces 
efficiency, cuts down speed. Backaches 
among your employees can mean back 


orders for your firm. 


It’s YOUR job, of course, to break the 
backorder bottleneck. That makes _ it 
YOUR job to buy seating facilities which 
eliminate undue exhaustion . . . facilities 
which assure fullest efficiency, greatest 


,* 


speed, and utmost accuracy on the part 


of the people on your payroll. 


CRAMER CHAIRS embody the highest 
degree of engineering skill and ingenuity 
of design that master comfort craftsmen 
could devise. Today we’re producing 
chairs that are the symbol of seating com- 
fort in factories and offices the nation 
over... chairs that help banish backache 
through the science of perfect posture 
... Chairs that mean more comfort for 


your employees, more profit for you! 


Cramer Craftsmanship is at work for Victory, in the form of Seating Comfort for such 
essential war-winners as clerical and assembly-line personnel, draftsmen, engineers, machine 


operators, inspectors and many others. 
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SECRETARIA 


EXECUTIVE, 


O05 CHAR ITE TRE * KANSAS CITY 6, MO 


CHAIR COMPANY 
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Correct Posture Seating Vies 


With Right Lighting 


By RUBY BENTLEY 


E HAD the best news this 

morning we've had in a long 
time,” was the enthusiastic re- 
sponse of H. G. Carithers, vice- 
president and treasurer of 
Carithers - Wallace - Courtenay 
Company, 17 Houston Street, N.E.. 
Atlanta, Ga., to OFFICE APPLIANCES 
correspondent’s question regard- 
ing present prospects for office 
furniture and equipment. 

“In a letter just received this 
morning from our manufacturers 
we learned that aluminum chairs 
will soon be available, and that’s 
what we call ‘definitely good 
news,’ ”’ he said. 

The question of which is the 
most important item in any office 
is a debatable subject, Mr. Car- 
ithers said, with correct posture 
chairs and correct lighting run- 
ning neck-and-neck for first place. 
“The aluminum chair was one of 
our best sellers before manufac 
ture of aluminum office equipment 
was halted, and we’re looking for- 
ward to having them back on the 
market again for our customers.”’ 


Fitting Chairs to Individuals 


These chairs are made in all 
types and styles suited to the in- 
dividual’s requirements—one type 
for the president of the firm, one 
for the junior executive, and 
right on down the line to the 
typist’s chair. 

“The correct chair for the per- 
son and job he is doing cannot be 
overemphasized,” continued Mr. 
Carithers. “For instance, the pop- 
ular typist’s model, with adjust- 
able back, gives the typist comfort 
and freedom she cannot obtain 
in the straight-back chair. With 
the adjustable-chair back, which 
moves with the pressure of her 
body, she can exercise tense mus- 
cles and ease strain of work with- 
out getting up. These chairs can 
be adjusted to fit the individual’s 
size, lowered or raised to the cor- 
rect height. 

“When delivery of one of these 
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chairs is made, our salesman calls 
to see that it is adjusted correctly 
-or the person who is to use it— 
and we don’t stop with just that 
first adjustment. We follow up on 
this sale and make certain that 
the adjustment is correct and the 
typist is correctly seated to turn 
out the most efficient work with- 
out strain and fatigue. These fol- 
low-up calls are appreciated by 
our customers and they know we 
are interested in keeping them 
satisfied with their purchase from 
our company,” he explained. 

The matter of the correct desk 
for the type of work the employee 
performs is given careful consid- 
eration by the company when a 
customer wishes to purchase such 
furniture. “We explain that if the 
Gesk is to be used by someone who 
is to do typing, in addition to 
other work which would necessi- 
tate using the top of the desk for 
detail work, we suggest that the 
pedestal desk be purchased, so 
the typewriter will be at the side 
of the desk, leaving the top sur- 
face free to work upon. But if 
the work is to be continuous typ- 
ing, the center drop desk, of 
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; 
| 
; 
} 
i 


course, makes for greater efficiency 
in the work. 

“The desks are placed in rela- 
tion to the files or other equip- 
ment, such equipment being as- 
sembled to facilitate tasks and 
conserve space.” 

The installation of filing systems 
is a specialty with this concern. 
“We analyze carefully the work 
for which the files are to be used, 
and select the cabinets best adapt- 
ed for that particular job,” Mr. 
Carithers stated. 


Specialists in Office Planning 


Carithers - Wallace - Courtenay 
Company has specialized men who 
assist in office planning for both 
large and small firms. Outstand- 
ing in the way of large installa- 
tions handled by this company 
was the entire modernization of 
one of Atlanta’s largest banks. 

“This was an immense under- 
taking,” said Mr. Carithers, “and 
consumed the time of two of our 
men for two full weeks in making 
a complete survey and in planning 
the layouts. Each operation per- 
formed in the bank was analyzed, 
and each department planned 
carefully for efficiency in handling 
banking details. The general of- 
fices, contact rooms, file rooms, 
and the employees’ large cafeteria 
were completely equipped and 





FINE FURNITURE LENDS ATMOSPHERE TO ONE OF THE “CONTACT ROOMS” 
OF AN ATLANTA BANK.—The entire building was surveyed and equipped by the 
Carithers-Wallace-Courtenay Co., well-established dealers in the Georgia capital. 
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GOOD FILING FACILITIES SPEED REFERENCE IN THE MODERN FINANCIAL 
INSTITUTION.—Another view of the bank installation furnished by Carithers- 
Wallace-Courtenay Co., showing the modern, well-lighted general file room. 


modernized with the newest equip- 
ment. 

“We believe there’ll be many 
changes in the furniture styles 
post-war, and we want new plans 
made for our customers so the 
plans will fit perfectly with the 
type of equipment the manufac- 
turers turn out in the post-war 
period,” Carithers said. 

“Before the war and the cur- 
tailment of furniture manufacture, 
our trained men went into the 
customer’s office and surveyed the 
space, the type of work and num- 
ber of employees, and then made 


their layouts for the approval of 
the company. We intend to offer 
this service again, when equip- 
ment becomes available for these 
new installations. The key to all 
our installations and planning is 
simplicity.” 


Pride a Major Buying Incentive 


Mr. Carithers believes that the 
real incentive which makes a man 
want to modernize and beautify 
his office is pride—pride such 
as the man has in his own home 
furnishings. He knows that an at- 
tractive office impresses his cus- 


tomers, that it gives the company 
an air of stability and reliability. 
This pride in his office is reflected 
in the man himself, giving him 
greater assurance and an inner 
Satisfaction which, in turn, af- 
fects his employees’ attitudes and 
brings out a desire in them to do 
their best work and maintain the 
spirit of the progressive organiza- 
tion for which they work. 

“Our salesmen are ever alert 
to assist our customers and main- 
tain closer personal contacts with 
them. While we, like others, have 
been handicapped by loss of men 
to the armed forces, we do try to 
maintain some touch with our cus- 
tomers by means of direct mail. 
At present we are preparing a 
blotter to be mailed out and will 
follow this with other pieces from 
time to time. We also keep our 
name before them by using adver- 
tisements in the newspapers at 
frequent intervals. Through our 
sales of office supplies, we keep 
pretty close to our customers by 
telephone and, of course, our pres- 
ent remaining salesmen call on 
them as often as possible in order 
to let them Know we're interested 
in their business. 

“We have always encouraged our 
customers to come into our offices 
and see our displays of ‘model’ 
rooms, which includes conference 
rooms, general offices, and di- 
rectors’ rooms, and so on. Here the 
customer can visualize certain 
equipment as it will look when 
placed in his office.” 


Can Your Furniture Windows Be 


Seen by Car Riders? 


By E. A. DENCH 


HE OFFICE OUTFITTER who 
has double-decker window dis- 
plays, or contemplates them as 
part of his post-war store remod- 
eling program, does so for one or 
more of the following reasons: 
1. To overcome in part the 
handicap of a poor location. 
2. To increase the display 
frontage. 
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3. To attract visitors to the 

upper floor of his store. 

As to No. 1, if the commercial 
Stationery store is on the wrong 
side of the street, and the slow- 
moving downtown automobile 
traffic approximates the pedes- 
trian traffic in numbers, the office 
outfitter breaks even on his loca- 
tion, provided that the mezzanine 
or second-story windows are con- 
verted into display units and ar- 
ranged with the same care as the 
street-floor frontage. 

The street-level window frontage 
cannot be seen nearly as well by 


September, 1945 


car riders as by pedestrians, even 
if the vehicles are moving slowly. 
Pedestrians tend to obstruct the 
view, while the driver can do no 
more than flash a glance away 
from the flow of traffic. 

However, from a sales stand- 
point, there is a different tech- 
nique involved. A_ street-level 
window display, like a newspaper 
advertisement, is intended to be 
inspected at close range. Jump a 
half or a full story, and the office 
equipment display becomes the 
equivalent of a painted panel 
highway sign, designed for quick 
scanning at a distance without 
halting. 

Detail, whether it involves the 
decorative effects or the merchan- 
dise—or a combination of both— 
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is a logical part of the street level 
show window frontage. 

One flight up and detail is 
blurred. This requires the display 
to be reduced to the fewest pos- 
sible objects—merchandise or 
props —visible UPWARD from 
ACROSS the street. 

It goes without saying that the 
upper part of the doubledecker is 
the logical place to exhibit such 
large objects of merchandise as 
office desks, tables, clothes racks, 
water coolers, and so on. Sub- 
tleties of presentation are liable 
to be misinterpreted. We know an 
apparel store which decided to 
show riding habits in a second- 
story window. A life-size model 
horse, graced by a charming com- 
position model of a woman rider, 
formed the display unit. Auto- 
mobile parties viewing the display 
from across the street were not 
quite sure whether the store was 
selling horses, harness or riding 
habits! Had a live woman manni- 
kin paraded about that “one flight 
up” window in a riding habit, 
however, the selling point would 
have been quickly and accurately 
established. Irrelevant objects, 
those which contribute ‘“atmos- 
phere” to street floor windows, 
absolutely don’t belong to the 
upper level. 

The second reason—to double 
commercial stationery store win- 


Furniture 


HE END OF THE WAR in the 

Pacific brought optimism to 
the office furniture industry, 
naturally, in that it made possible 
the early termination of many 
production controls and gave 
promise for needed materials 
when the output of the lumber- 
jack and the steelworker goes 
into civilian rather than war 
channels. 

Biggest help to the industry 
came on August 20 when the War 
Production Board revoked 210 in- 
dividual controls over production. 
Included in the controls lifted 
was L-13-b, restricting the use of 
metal in furniture and fixtures. 

Resumption of manufacture of 
metal office furniture was not 
permitted under L-13-b except 
when a manufacturer obtained 
specific permission to produce a 
specified amount of metal equip- 
ment under Priority Regulation 
No. 25. 
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dow frontage—needs little elabo- 
ration on our part except to cite 
a story closely related to the prob- 
lem. A store in the popular-price 
class decided on a trading-up pol- 
icy in the late thirties. The re- 
tailer did not wish to create this 
“high-hat” impression overnight 
for fear he would lose too many of 
his present customers. His line of 
action was more subtle. The low- 
er-level windows concentrated on 
the smaller products, every one 
priced, as was the old-time policy. 
He remodeled the second story 
frontage to allow several display 
units to be installed. Into these 
went the larger and bulkier wares, 
none of which was priced. Price 
tickets were not to be expected 
for who could read them from 
across the street? People grad- 
ually drifted in to inquire about 
the higher-priced lines in certain 
departments. A diplomatic sales- 
person took each prospect in tow 
Strange to say, few of the visitors 
were the chronic price-seekers 
usually seen in the store. The 
upper-story windows had, in fact, 
helped to draw a new clientele 
into the store. 


There is a certain amount of 
difficulty in attracting visitors to 
the upper floor of a store, so much 
so that one retailer resorted to the 
expedient of devoting two street- 


Not only the critical lumber 
situation, but also the difficulty of 


obtaining rubber for seat fillers | 


and upholstery leather has re- 
tarded the resumption of normal 
production, industry members 
have said. 

Cutbacks in war orders will un- 
doubtedly assure sufficient labor 
for the office furniture industry in 
peacetime operations. Therefore, 
the problem will remain one of 
securing the needed materials, 
provided WPB controls are lifted. 

One such control hampering 
production is L-260-2, which pro- 
vides that during any calendar 
quarter no manufacturer shall use 
in the manufacture and crating 
of furniture more than 21 per 
cent of the amount of wood which 
he used for these combined pur- 
poses in the calendar year of 
1943. 

Granted that such controls will 
soon be entirely lifted, the swing 


level window displays to upper- 
floor department goods. Actual 
photographs of the upper floor 
part of the store, when displayed 
in this easy and most accessible 
manner, proved more eloquent 
than words. The actual views con- 
vinced shoppers that the depart- 
ment looked attractive enough to 
visit, even if they did have to walk 
upstairs. 


Display Should Be “Sampler” 


The same result is possible with 
the second-story display frontage. 
It can, and should be, a “sampler” 
of what will be found by browsing 
around this floor, which is usually 
reserved for space - consuming, 
slower - moving, leisurely - pur- 
chased goods. 

The elaborateness usually ex- 
pended on the street level display 
frontage is inadvisable for the top 
half of double-deckers. A neat 
grouping of just a few large items 
of office furniture and equipment 
—and the display is completed. 
There’s no worry about what to 
put into the space against a har- 
monious background. 

This is display reduced to the 
fewest possible fundamentals. It 
has to be simple and sparse to 
command full attention at the dis- 
tance and elevation from which it 
is viewed. 


Controls Being Lifted 


back into normal production is 
expected to be rapid, reversing 
the situation experienced last 
March. OFFICE APPLIANCES then 
reported: “Spot authorizations for 
the production of metal lockers, 
shelving, visible record equipment 
and filing cabinets in the first 
quarter of 1945 represented an ex- 
tremely small percentage of pre- 
war production of these items and 
the difficulty of obtaining ma- 
terials prevented production in 
the quantity authorized.” 


As steel becomes available, 
metal swivel irons will become 
familiar parts again for office 
chairs. Manufacturers have been 
allowed to substitute metal swivel 
irons for wooden ones_ under 
L-260-2 only to the extent that 
they did not thereby increase 
their dollar value of furniture 
production in any quarter over 
that in the fourth quarter of 1944. 
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BEAUTY JOINS UTILITY IN SUNROC’S POST-WAR 
‘he WATER COOLERS.—To the sound engineering and 
sturdy heavy-duty construction which have made Sun- 
It roc water coolers so satisfactory on battleships and 

to other Navy craft. the Sunroc Refrigeration of Glen THE SIKES CHAIR THAT HAS TRAVELED THE WORLD.— 

lis- Riddle, Pa., has added eye-appeal. The production of Developed and built by The Sikes Co., Inc., for the United 
it models in varying designs and colors, to harmonize States Maritime Commission, this chair has been used in the 

1 with all types of surroundings, is being contemplated mess rooms of T-2 tankers, Victory ships, AV-1 cargo ships 
by the Sunroc organization. and many others. Both arm and armless models, all-wood 

and upholstered, have been produced. Interesting features 
are full steam-bent arms, and back posts which are lami- 
nated with plastic glue to give added strength and rigidity. 
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vel NEW MODEL CELLARETTES — The Westcort “SAN-DURO” LETTER TRAY—New as well as practical 
der Co., New York, N. Y., makers of fine cellar- in a desk letter tray is the “San-Duro” plastic letter tray 
ettes, offers the new model No. 550 (above) for introduced by the Eclipse Moulded Préducts Co., Mil- 
hat early September delivery. Made of selected waukee, Wis., makers of “San-Duro” plastic specialties. 
ase mahogany, the cabinet is equally adaptable The streamlined tray, available in smart pastel colors, 
ure for use in both home and office. It has a large is designed with only two side-posts instead of the 
storage compartment and is equipped with conventional four posts to support the upper tray. This 
ver various types of glasses and a linoleum-cov- upper tray swings sideways in either direction for easy 
144. ered mixing shelf. access to the lower tray. 
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ABOVE—Rock-A-Files save space and increase effi- 
ciency in filing 271,000 tax record forms in Douglas 
County, Nebr. When records were kept in bound 
books, taxpayers often had to wait several hours to 
get tax bills. Now, machine bookkeeping sheets in 
Rock-A-Files, as shown, reduce waiting time to minutes. 


BELOW—A neat, compact appearance of counter 
Rock-A-Files equipped with lock is presented by this 
installation for Douglas County Treasurer Ernest A. 
Adams. Co-operating in the installation by Rockwell- 
Barnes Co. dealer, Frank E. Peck and Co., were Bur- 
roughs Adding Machine Company and K-B Printing Co. 
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ABOVE—Streamlined by the use of The General Fire- 
proofing Co. spacious desks and comfortable chairs is 
the cost department of the new offices of Keystone 
Steel and Wire Co., Peoria, Ill. The glare-proof desks 
have quiet and easy-working drawers to reduce the 
tension resulting from a hard day’s work in an office. 


OFFICE 
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BELOW—This is the sales department of the Keystone 
Steel and Wire Co., completely modernized for office 
efficiency by GF. GF experience in designing and 
building was called upon by the Peoria concern to 
supply more than 500 specific items of metal furni- 
ture and equipment designed for dignity and utility. 
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Posture Chair Selling Angles 


By W. E. LOWE 


E. L. White Company, 
Fort Worth, Texas 


E CAN ALL remember back 

many years ago when we 
could go into an old-fashioned 
grocery store on a cold winter day 
and find four or five men sitting 
around a big “pot-bellied” stove 
munching crackers and swapping 
yarns. Some were sitting on 
cracker boxes, others on sacks of 
beans and perhaps one or two 
were sitting in hard, straight- 
backed “Douglas” chairs. We often 
wondered why they did not get 
tired and worn out sitting on such 
hard and uncomfortable seats. 
They did. But after awhile they 
would get up and walk around a 
few minutes to relieve’ their 
cramped muscles, and then sit 
down again and rejoin the con- 
versation. How did they get by 
and be able to work or sit again 
the next day? When night came 
they went home to bed and got a 
good night’s sleep. 

How about the farmer of today? 
He sits all day on a hard plow seat 
and at night is so tired he can 
hardly walk. Yet the next day he 
is up and at it again from sunup 
to sundown. How does he do it? 
He gets a good night’s sleep and is 
able to keep going and live to a 
ripe old age. 

Then there is the prehistoric 
man who knew nothing about 
chairs. He would run, walk, hunt 
and fight all day and still be able 
to go at it again the next morn- 
ing. When night came he would 
lie down and get his full allotment 
of sleep and rest. 


Modern Life Provides Little Rest 


But today it is quite different. 
No one quits at the end of the 
day’s work or when night comes. 
We are always going somewhere, 
having company, making a night 
club, playing games or doing some- 
thing equally as tiring. By the 
time we “hit the hay” we are 
thoroughly worn out and fatigued, 
and have very few sleeping hours 
left. 

How is the executive, the book- 
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keeper, the secretary and the ste- 
nographer going to get through 
the next day unless they have the 
proper tools and equipment with 
which to do their work? Of all 
the equipment they use, I am of 
the opinion that the chair they sit 
in is the most important. This is 
the thing that is going to help 
them most to get in a full day’s 
work. 

Almost all of us start each day 
off without having had the proper 
amount of rest and sleep. We are 
more or less fatigued, our nerves 
are on edge, our muscles are 
cramped. All this is caused by our 
having gone too long and hard the 
day and night before without 
enough rest and sleep. We have 
not given ourselves sufficient time 
to rebuild our energy and:stamina 
before starting another day. By 
the time three o‘clock comes we 
are so tired and worn out that our 
production and accomplishments 
from then until quitting time are 
almost negligible. 

How can this be over-come? 
How can men and women who sit 
all day get in a full day’s work 
and still be going strong when the 
day’s work is over? There is only 
one answer, and that is proper 
seating. 


Proper Seating Minimizes Fatigue 


What is proper seating? What 
is the right chair for proper seat- 
ing? A chair to give you proper 
seating must not only be comfort- 
able while you are sitting in it, 
but must not give you a tired, 
worn-out feeling after you have 
been sitting in it for a few, hours. 
Even though you sit for hours at 
a time you should not have a 
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tired, cramped, fatigued feeling at 
the end of that time. 

There are some few people, if 
they know how to sit properly, 
who can get comfort out of sitting 
in a plain, straight chair. There 
are some who can sit in_a regular 
swivel armchair and be comfort- 
able and avoid fatigue. And al- 
most anyone can sit in a good 
posture chair and not only be 
comfortable but avoid fatigue, 
nervousness and cramped muscles. 
With very few exceptions, a good 
posture chair is the answer to the 
seating problem that faces our 
working men and women today. 


Why Is Posture Chair Restful? 


Why is a good posture chair 
more likely to give proper seating 
than any other type of chair? 

First, a good posture chair will 
be more likely to cause a person 
to sit erect. The erect posture is 
the thing most desired in proper 
seating for it allows the muscles 
and nerves to relax. It enables 
the upper part of your body to 
move back and forth while the 


lower part of your body remains | 


still. It gives the proper amount 
of exercise through stomach, hips 
and back muscles that is so neces- 
sary if one is to avoid fatigue. 

Second, it is very important © 
your chair be of proper height. It © 
should be high enough to let you — 
work properly, but at the same 
time should not be so high that — 
it binds under your legs and cuts 
off circulation. A posture chair 
will more nearly give you the 
right height and is more easily 
adjusted to the right height. 

Third, a good posture chair has 
more adjustments than any other 
type of chair and can, therefore, — 
be made more comfortable and 
serviceable. It can be adjusted for 
height of the seat, height of the 
back, location of seat and back, — 
and can be adjusted to give you 
the proper tension as you lean 
back and forth. 

Every salesman should become 
a posture chair specialist. When 
they know the scientific reasons 
back of the posture chair and the 
many ways of adjusting them to 
correct seating they will find them 
easy to sell. Every store should 
feature and sell posture chairs as 
a definite part of their post-war 
program. 
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SINGLE DRAWER 


APPROX. LIST PRICE 
SHIPPING WT. F.O.B. N.Y. 


3x5 6, 5 16" 1,500 534lbs. 3.25 


4x6 7\/, 6l/, 16” 1.500 63, Ibs. 4.00 


CARD WIDTH H. D. CAPACITY 


ne‘ he wt 8 Ibs. 5.50 


(lie 


6x9 10%, Bl 16" ~—«*1,500 ‘12 lbs. 8.00 


FOR EVERY CARD FILING NE 
eu Sreel Sales Corp 300 EAST 145TH STREET* NEW YORK 51,N 














ZABERIES 





DOUBLE DRAWER 





APPROX. LIST PRICE 
SHIPPING WT. F.O.B. N.Y. 


5, 16" 3,000 93%4lbs. 6.00 
6, 16" 3,000 II Ibs. .6.75 


No. CARD WIDTH H. D. CAPACITY 





F 3352 3x5 12% 
F 3462 4x6 14l/, 
F 3582 5x8 183% 7% 16" 3,000 ‘15Yy lbs. 9.50 
3692 | 6x9 20s B/p_—S«s«6".—=—«3,000-—s 2a lbs. 12.75 


)R EVERY CARD FILING NEED 
n tae St /774 Sales Corp. 300 EAST 145TH STREET - NEW YORK 51, N.Y. 























FILING CABINETS , 
DESKS | 
TYPOSTURE CHAIRS 
CARD CABINETS 
OFFICE BOXES 
OFFI@E UTILITIES 


Ant Stel Sales Corporation 


300 EAST 145TH STREET * NEW YORK S5I1,N. Y. 











some chairs 
NOW ?” 


VES, MR. DEALER... 
SOME CHAIRS ARE AVAILABLE NOW 


Slowly but surely your patience is to be rewarded. Material restric- 
tions are gradually being relaxed and Government orders for 
Sheboygan-made products diminishing. For the present, production 
will be limited to a few standard models that are most in demand, 
and we hope that before long our increased facilities and entire 
production will be devoted to the full line, including some splendid 


new designs. 


CHAIRS WITH METAL SWIVELS ARE BACK 


A limited quantity of metal-swivel office chairs are now available. 
One of the models in production is illustrated. Let us know your 


requirements. 








SHEBOYGAN 


Designers and builders of good chairs since 1868—for homes, offices, schools and institutions 
SHEBOYGAN, WISCONSIN 
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TIFFANY PORTABLE STANDS 


THE MODERN FOUNDATION EQUIPMENT FOR ALL TYPES OF BUSINESS MACHINES 











SAVE TIME P 


PATENTED 
ADJUSTABLE 


n7% to 1S% 15% 


DESIGNED 











Speed Up Routine 
In All Departments 
Executive 


Purchasing 





Sales 





Advertising 








General Office 
Accounting 
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Order 


Shipping and 
HEAVY CAST | 
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Other Departments 
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Adding Machines 
wor a Comptometers 
Calculating Machines 


Bookkeeping 





Machines 
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¥ |} tOW MOUNTED 
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EXTRA COST 













Billing Machines 





Copying Machines 


ADJUSTABLE 
FOOT FOR UNEVEN 






Stencil Machines 









BALL SWIVEL 











FLOOR SURFACE 





BASSICK 


QUIET Portable Sewing 







Machines and others 








CASTERS 

















Added drop leaf mounted low, for billing. 


The PATENTED RETRACTABLE CASTER and ADJUST- 
ABLE HEAD features, found only in TIFFANY PORT- 
ABLE STANDS make them outstanding. The retractable 
casters permits easy mobility. The casters function only 
in moving the stand and machine. When located at 
place of use the casters are retracted into heavy cast 
metal non-creep feet placing the unit on a firm founda- 
tion. Provision is made to compensate for uneven floor 


surface in the form of an adjustable leg. 


The ADJUSTABLE HEAD permits TIFFANY PORT- 
ABLE STANDS to be used with practically all sizes and 
types of business machines. The size range of head is 
from 6!/, x 734 to 1534 x 1534 inches. Stands of two 
heights are made, standard 26 inches and 35 inch at an 
additional cost of $.75 per stand. 

The addition of TIFFANY PORTABLE STANDS to 
any office will produce more work from present machines 


with less interruption and confusion. 








GENERAL OFFICE: 4454 EASTON AVE., ST. LOUIS 13, MO. 
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PLANTS: POPLAR BLUFF, MO. 
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It's Experience 


Which Makes 
the Difference 









Sie 





The difference between the work of a 
novice and the work of a craftsman is 


experience. Only by practicing his art for 





long years can a novice hope to acquire 


experience enough to become a craftsman. 


So it is in the manufacture of chairs. In 
our more than 40 years, we have acquired 
experience—“know how”—by making 


chairs. And to that experience we have 





added several unique and exclusive manu- 


facturing methods. 





That’s why it 1s worthwhile for both you 
and your customers to insist on HIGH 


POINT chairs. 


IGH POINT BENDING & CHAIR CO. 


pice CITY, N.C. 
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copold p ans ahead for You 


Comfort 
breater | Beauly 
i Convenience 


o- - Ufes, | Greater S& es Appeal 


— 








/ 


/...in the COMING LEOPOLD DESKS 


/ 


Process Welded Plywood Yes, Leopold has a post-war program. During the years of pro- 


Genera| offices of Construction Machinery Co. 
Installed by Waterloo (lowa) Office Supply Co. 


duction-for-war our designers and craftsmen have been busy developing 


Highly Heat Resistant 
new techniques of construction; perfecting new, exclusive designs. War- 


Modern in Design born qualities of greater utility and service have been incorporated into 
; 7 Leopold’s future plans. 

Firmly Resistant to Bruising sale : : 

We will continue to supply our dealers with new, smartly-designed 

Rounded Protective Corners Leopold desks and office furniture that will enable them to make installa- 

tions of beauty, service and comfort. Our post-war product will delight 


Clear Mirror Grain Finishes : 
both buyer and salesman in keeping with the long-established Leopold 


Designed Consumer Convenience reputation for handcrafting fine woods into articles of beauty and utility. 
’ 
‘The LEOPOLD COMPANY - Burlington, Iowa 
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Cash in NOW on the POSTWAR 


Available in oak, walnut-finish or genuine wal- 
nut with genuine brown leather upholstery. 





WAYLAND, NEW YORK 
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O88? 


An old favorite 
in a brand new 
design 


Build your new sales plans around 
this new chair—the first product 
of Gunlocke’s post-war line. 
Improved in both appearance 
and performance the Gunlocke 
588P is still recognizable as the 
most popular chair Gunlocke ever 
offered. You can cash in on this 
chair now because in spite of the 
demand, you as a Gunlocke Dealer 
can get reasonable quantities de- 


livered promptly. 


.H. GUNLOCKE CHAIR COMPANY 
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Planning Ahead with Wood Office 


Furniture Institute 


By JOHN J. REINECKE 


Executive Secretary, 
Wood Office Furniture Institute 
Washington, D. C. 


ICTORY over the Japs has 
arrived, and with its coming 
the leaders in industry turn their 
attention to the problems of post- 
war business. 
Two viewpoints are to be seen 
in respect to the post-war picture. 


First, there are those who see 
disconcerting things ahead. These 
men are nervous about the future, 
fearful of the unfavorable factors 
in the picture. 


The second viewpoint is wholly 
different. It sees definitely good 
times ahead, despite the many 
difficult problems that must be 
solved by business and Govern- 
ment. 

Certainly if an optimistic view 
is taken of the future, and it is 
believed that business will expand 
and will modernize plants and 
equipment, then we can expect 
a good demand in office equip- 
ment. In the past, expanding 
business always has meant in- 
creased demand for office furni- 
ture. In fact, sales of office equip- 
ment follow quite closely the 
curves charting business activity. 
If everybody has courage and 
optimism, that mental attitude 
certainly should help. 

Shakespeare said that “there is 
nothing true in Heaven or Earth 
but thinking makes it so.” 

President Franklin D. Roosevelt 
Said that the American people 
need fear nothing but fear. He 
meant that if the people could 
conquer their fears, they could 
quickly overcome’ unfavorable 
economic conditions. 

The same idea was expressed by 
President Herbert Hoover when he 
Said that the depression was only 
“psychological.” Unfortunately, 
the smear campaign carried on 
by Charlie Michaelson and others 
added brands of bad psychology 
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to the fire then consuming the 
minds of the people. 

Examination of the data, statis- 
tics and figures relating to the 
nation’s business and the govern- 
ment’s fiscal and tax policies re- 
veals that there are plus values 
and minus values. There are good 
factors and there are bad factors. 

Of course, that is true in all 
systems. A thimbleful of soil con- 
tains millions of germs. Most of 
these assist the plants to make 
vitamins, starches, proteins and 
other substances to support hu- 
man life. But in the same soil 
may lurk the germs of lockjaw 
and other ailments that destroy 
human life. 


It is a Question of Faith 


The post-war period, therefore, 
will be a test, not of business 
figures, graphs and charts, but 
rather of the mental grit of the 
people of the country to face the 
situation, work, and move for- 
ward. Faith, and only faith in 
ourselves, can lead us on to pros- 
perity. 

There is increasing evidence 
that such faith grows in America. 


The U. S. Department of Com- 
merce reports that a survey of 
7,000 manufacturers reveals that 
they plan to spend $9,200,000,000 
in expansion programs during the 
next 12 months. Unquestion- 
ably this will stimulate substan- 
tial demands for desks and chairs. 
American industry will back up 
its optimism for the future by the 
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expenditure of billions of dollars. 
Certainly this will create a great 
opportunity for the commercial 
furniture industry. Hundreds of 
thousands of salesmen, clerical 
workers and others will be added 
to payrolls of firms producing 
civilian goods. These men and 
women will need desks and chairs 
to carry on their work. 

Another survey reveals that the 
railroads and public utilities plan 
to spend an additional $1,500,000,- 
000 on modernization programs. 
As is well known, the office equip- 
ment of the railroads is anti- 
quated. Surely, here is a golden 
opportunity in this field to carry 
out some constructive educational 
work. The railroads have plenty 
of money and they are setting up 
immense modernization programs. 
The railroads need new and 
better furniture in their~ thou- 
sands of offices and_ stations 
throughout the country. The time 
now is ripe for a real selling job 
in that industry, and many other 
industries as well. 


Leaders Display Optimism 


Business leaders generally feel 
that the post-war period will be 
one of activity and opportunity. 
Bernard Baruch, well-known busi- 
ness expert who was co-ordinator 
of America’s war industries in the 
First World War, says that busi- 
ness activity will be at an un- 
precedented high level in this 
country for five or six years after 
the war. He points out that there 
is an immense accumulated de- 
mand for goods, an untapped 
potential demand for new things 
for better living. 

Other business men say that it 
will take us several years just to 
catch up with the demand for 
automobiles, radio, vacuum clean- 
ers, washing machines and other 
equipment. 

Because of the great amounts 
of money now distributed widely 
throughout the population, it is 
believed that markets for many 
things will be expanded, that 
markets for new goods will be 
created. For example, it has been 
estimated that only one-third of 
the car owners in the U. S. ever 
purchased a new car. Most car 
owners depended upon inexpen- 
sive used cars for their trans- 
portation. It is expected that 
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after the war this buying pattern 
wili change and the number of 
buyers in the new car market will 
increase enormously. This will 
step up consumer tastes and tend 
to speed up the rate of new car 
sales for years to come. 

Income and savings in America 
have increased enormously. It 
might be said that money is flow- 
ing out of our ears. This will 
provide our people with the great- 
est purchasing power ever pos- 
sessed by any nation in all history. 

From 1941 through 1944 the 
American people saved 108 billion 
dollars. They tucked away that 
surplus purchasing power for fu- 
ture spending. 

From 1940 to 1944 the total na- 
tional income of the nation in- 
creased from 73 to 132 billion 
dollars. 

This enormous increase in in- 
come of the people has demon- 
strated that when men and 
women who are able and willing 
to work can find work, prosperity 
results. From this experience the 
leaders in business and Govern- 
ment realize that the stability of 
the capitalist system depends up- 
on widespread employment. 


Attempt to Prevent Slump 


Our leaders are determined to 
prevent a repetition of the condi- 
tions that brought about the de- 
pression of the 30’s. True, there 
are some business men on the side 
lines who say that things are get- 
ting so intricate and complicated 
that the economic system cannot 
work without creaks and groans, 
without slow-downs and _let- 
downs. But those men are in the 
minority. Most far-seeing persons 
now realize that America has the 
resources, the power, and the will 
to move forward. We are return- 
ing to an attitude of achievement. 
And this attitude is the most im- 
portant force in the economic 
picture. 

The members of the Wood 
Office Furniture Institute, while 
realizing the there are many 
problems to be faced, are gen- 
erally of the opinion that America 
will move forward after the war 
and that, with proper planning, 
there will be greater opportunities 
for aggressive merchandising, 
greater opportunities to develop 
markets, than ever before. 

The planning by the Institute 
for the post-war future embraces 
five general divisions: 

1. Galvanizing the industry— 
both manufacturers and dealers 
—into a cohesive and aggressive 
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force in the marketing of wood 
office furniture. 

2. Adoption of policies and pro- 
grams to build good will for wood 
office furniture in the mind of 
the consuming public. 

3. Formulation of programs 
that will expand the number of 
users of wood furniture in the 
period of business expansion and 
modernization after the war. 

4. Creation of appeals that will 
speed up obsolescence of desks 
and chairs, thereby stimulating 
greater per capita buying of wood 
desks and chairs. 

This planning contemplates an 
over-all industry program, start- 
ing with the makers of desks and 
chairs and following through the 
dealers to the consumer. It is 
designed to break down consumer 
resistance, to build up public ac- 
ceptance for wood office furniture, 
and to bring to dealers’ stores 
and showrooms new and repeat 
customers in greater numbers 
than ever before. 

Manufacturers of wood desks 
and chairs have considered the 
need for aggressive action and are 
going to present a united front in 
moving forward to get their 
share of business when peace re- 
turns. Office furniture dealers 
will be supplied with plans and 
programs so that they can carry 
the ball effectively in their re- 
spective communities, thereby 
building business and profits. 


Prejudices Will Be Broken Down 


These overall efforts of the in- 
dustry will be geared to appeals 
that will build good will for wood. 
Present prejudices will be broken 
down and new patterns of con- 
sumer acceptance will be created. 
New styling and mechanical fea- 
tures will be introduced that will 
strengthen the position of wood 
furniture in the competitive pic- 
ture. The position of the dealer 
will be emphasized in these ac- 
tivities, and he will be given as- 
sistance and suggestions for mer- 
chandising his wares in keeping 





THE POST-WAR period, 
therefore, will be a test not 
of business figures, graphs 
and charts, but rather of the 
mental grit of the people of 
the country to face the situa- 
tion, work, and move for- 
ward. Faith, and only faith 
in ourselves, can lead us on 
to prosperity. 











with the new appeals for the 
building of good will for wood 
furniture. 

It is realized that markets for 
any commodity can be increased 
by (a) growth in the _ present 
number of users; and (b) more 
frequent purchases by present 
users. 

In its over-all planning the 
Wood Office Furniture Institute 
aims to promote market expan- 
sion in both of these directions. 
With the general expansion of 
business after the war, as envi- 
sioned by Mr. Baruch and other 
leaders, many new potential users 
of desks will come into existence. 
Plans of the Institute contem- 
plate the aggressive merchandis- 
ing of wood to these new potential 
users of desks and chairs. In this 
way the wood industry — both 
manufacturers and dealers—will 
obtain its proper share of the 
public’s dollar spent for office 
furniture. 

The Institute also is watching 
the current trend toward increas- 
ed use of home desks and chairs. 
This market is now virtually 
monopolized by wood. This mar- 
ket, it is believed, can be expand- 
ed greatly after the war, afford- 
ing a lucrative sideline to many 
office furniture dealers. 

In respect to speeding up the 
rate of purchases of wood desks 
and chairs among present users, 
the Institute believes that sub- 
stantial progress can be made in 
this direction. New styles and de- 
signs have been created by desk 
and chair manufacturers which 
will render old equipment obsoles- 
cent and less desirable in the 
eyes of their users. Moderniza- 
tion will be the trend in homes, 
stores, offices and factories. It 
would appear that new and pleas- 
ing styling, backed up by sound 
and aggressive merchandising, 
will create new demand for desks 
and chairs. The automobile in- 
dustry learned this lesson of styl- 
ing years ago, with the result 
that most car buyers do not wait 
until their cars are worn out be- 
fore buying new ones. 

The Wood Office Furniture In- 
stitute is preparing to go forward 
with America in the _ post-war 
period and aims to attract as big 
a part of the consumers’ dollar 
as possible to the cash registers of 
dealers and manufacturers of 
wood office furniture. 

There is opportunity ahead. 
We are planning an over-all in- 
dustry program. Let us all be 
ready for co-operative action. 
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The Ro 


Modern Offices 


By W. A. FOGLE 


Color Specialist, 
Pittsburgh Plate Glass Company, 
Louisville, Ky. 


(Condensation of speech de- 
livered before members of the 
Wood Office Furniture Insti- 
tute at a recent meeting in 
Louisville, Ky.) 


HE HISTORY of modern busi- 
oe nin is replete with instances 
of seeming trifles that proved to 
be very important. Color Dynam- 
ics deals with one of these “tre- 
mendous trifles’’—color! 

For more than ten years, the 
Pittsburgh Platt Glass Company 
has conducted intensive studies of 
various color theories and tested 
their practical use in decoration. 
The results were checked and 
proved under actual service con- 
ditions. 

When we were sure of our facts, 
we announced the new science of 
Color Dynamics—the scientific 
utilization of the energy in color 
to promote efficiency in business 
and industry. Soon after the an- 
nouncement, requests for more in- 
formation about the principles of 
Color Dynamics and their applica- 
tion began to flood our offices 
from businessmen who once gave 
little thought to the kinds of paint 
used in their plants and offices. 


Color Moves Into the Office 


I want to explain how the prin- 
ciples of Color Dynamics can be 
used by every office furniture 
dealer in his work. For with its 
record of success in factories, 
Color Dynamics now moves with 
assurance into other spheres of 
usefulness. Its principles can be 
applied in offices, hotels, hospitals, 
apartments and restaurants 
every conceivable business! 

While color plans for office in- 
teriors differ considerably from 
those prepared for industrial in- 
Stallations, they still embody the 
same basic principles of Color 


Dynamics. Each time the scien- 
tific use of color is made available 
to a new or fresh field, it is chal- 
lenged by new conditions and new 
problems. 

Each of these is met and solved 
by adaptations of the basic prin- 
ciples of Color Dynamics, which is 
based, in part, on the theory that 
color is a source of energy or 
power which affects or influences 
human beings physically, psycho- 
logically, or emotionally. 

Each of these colors—visible and 
invisible—has its own length. 
Wave lengths of the visible spec- 
trum range from one 16-millionth 
of an inch to one 32-millionth. 
As light travels at a speed of 186,- 
000 miles per second, a tremendous 
number of waves of any given 
color’ enter the eye each second. 

Many types of invisible waves— 
infrared, ultraviolet, X ray and 
others—have been harnessed by 
science to perform definite func- 
tions. Surely, it is reasonable to 
conclude that equal attention 
given to evaluating and using the 
properities of the colors which 
constitute the visible spectrum 
will produce usable results. 


Subconscious Effect of Color 


It is a scientifically-established 
fact that every color in the rain- 
bow has its primary association. 
For every color there is some one 
thing that is most closely associ- 
ated in the subconscious mind. 
Thus, various colors are given 
definite functions to perform in 
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e of Color Dynamics in 


the field of Color Dynamics. 

Yellow suggests sunlight and 
warmth. Therefore it has a cheer- 
ing and stimulating effect. 

Blue is a cool color, calming and 
spacious in its effect. If incor- 
rectly used, however, it can be 
depressing. 

Red is generally associated with 
danger, fire, excitement. Used 
with discrimination, its effect can 
be energizing. Too great use of it, 
on the other hand, can cause irri- 
tation. 

Green. has characteristics of 
both of its components—blue and 
yellow. Because of its association 
with nature and its eye-resting 
qualities, it has an almost uni- 
versal appeal. 

Violet has the formality and 
richness of both red and blue, 
from which it is derived. It has 
always been associated with roy- 
alty and luxury. Its practical uses 
are limited. 

Orange, being made from red 
and yellow, possesses attributes of 
both. It is the brightest and most 
cheerful of all colors. Except for 
tints and shades, it should be used 
sparingly. 

Since color energy is a source of 
power—can be either a stimulant 
or depressant—can help people re- 
lax or make them feel cheerful— 
the importance of choosing color 
not only with the eye but also 
with the head becomes obvious. 

When you select colors which 
merely seem attractive, you may 
be forcing people to work in a 
room that is psychologically un- 
suited to them. Such surround- 
ings may gradually get on their 
nervés, may affect their work, 
or cause them to go elsewhere. 

Color Dynamics keeps you from 
committing such errors—tells you 
how to achieve decorative ar- 
rangements which will increase 
efficiency, add to health, and im- 
prove morale. 


Advantages of Color Dynamics 


It is desirable and profitable to 
have office workers share in the 
advantages which derive from the 
use of Color Dynamics, which, 
when applied to offices will 

1. Build institutional prestige. 

2. Safeguard the health of 

workers. 
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3. Reduce their nervous tension. 
4. Increase their morale. 


The impression which outsiders 
form of business firms, consciously 
or unconsciously, is often influ- 
enced by the appearance of the 
offices. If the offices are cheerful, 
attractive and_ efficient-looking, 
they tend to inspire a feeling of 
trust and confidence in the enter- 
prise. On the other hand, offices 
that are drab and uninviting or 
need painting will create a feeling 
of doubt or disappointment. 


Plan to use color to sell office 
furnishings and furniture. Show 
your customers how color con- 
tributes to the physical well-being 
of those who work in offices. If 
based on Color Dynamics princi- 
ples, color can lessen or prevent 
eye fatigue, which so often con- 
tributes to physical fatigue, ner- 
vous tension, digestive upsets, 
absenteeism and less. efficient 
work. 


Reduce this eye fatigue and you 
not only stimulate energy and im- 
prove efficiency, but also raise 
morale. You help to bring about 
a better spirit among employees, 
not only toward one another, but 
toward the management. You 
enhance their spirit of co-opera- 
tion and loyalty. 


Selection of Room Colors 


The correct use of color, com- 
bined with proper maintenance, 
gives workers a feeling of pride in 
their surroundings and fosters a 
desire to assist in keeping them 
neat and orderly. All this can be 
achieved at no extra cost by fol- 
lowing the principles of Color Dy- 
namics in offices. 


Selection and placement of col- 
ors should be governed by the uses 
to which each room is put. If the 
rooms receive their light from the 
north or east, or if they do not 
receive an adequate amount of 
natural light, warm colors should 
be selected. Yellow, orange and 
red are warm colors because they 
suggest sunshine, heat, blood. De- 
rivatives of these—djivory, tan, 
peach or light rose—are useful 
where bright, stimulating effects 
are required. Cool colors, whose 
base is blue, should be used in 
rooms where it is necessary to 
counteract the effect of an abun- 
dance of warm light from the 
south or west. 

Strong light coming in from one 
direction can be equalized or con- 
trolled by using two or three wall 
colors. If an office, for instance, 
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receives too much warm light 
from south or west, the walls op- 
posite the windows can be painted 
in a medium or darker value of 
grayed green, blue-green or other 
cool color. This will reduce the 
glare. End walls, receiving less 
direct light, can be painted in a 
lighter value of the wall color 
used. The window wall, which re- 
ceives no direct light, can be 
painted a still lighter value. The 
ceiling can be painted in white, 
ivory, or in a tint of the wall color. 


Colors Vary Room Proportions 


Correct color placerient, accord- 
ing to the rules of Color Dynam- 
ics, can be used to change the ap- 
parent proportions of offices. Long, 
narrow offices can be made to 
seem wider by the use of darker 
colors on the end walls. This will 
make them seem to advance. 
Lighter colors, used on long side 
walls, will seem to make them 
retreat. 


In square rooms, the impression 
of monotony can be dissipated by 
painting one wall, preferably the 
wall opposite the window, in a 
color value different from the 
other three walls. High ceilings 
can be made to seem lower by 
painting them darker than the 
walls. Dividing the wall area by 
the use of a dado will also appear 
to reduce the height of a room. 


Use of light colors tends to in- 
crease the apparent size of a 
room. Darker colors are useful in 
making a large room appear 
smaller. Bright and sunny colors 
should be chosen for corridor 
walls to compensate for the usual 
lack of sunlight. 


Reception rooms frequently give 
visitors the feeling of a flabby, 
disinterested handshake. By the 
correct application of Color Dy- 
namics, you can make a reception 
and waiting room reflect accur- 
ately the spirit and character of 
the company. 


Perhaps the ceiling and the wall 
opposite the windows might be in 
a color of a fairly dark value. The 
remaining walls can be in a lighter 
value of the same color, or in a 
harmonizing color. 


Prime considerations in the 
choice and placement of colors 
for private offices are exposure 
and the need for light reflection. 
Otherwise, the color combination 
should be governed largely by the 
personal preference of the occu- 
pant. Since the eye comfort of 
only one person is to be consid- 
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ered, the desk is usually placed so 


that it receives the maximum of — 


natural and artificial light. For 
this reason, fairly dark and rich 


colors may be used. Colors of rugs © 


or floor covering, furnishings, 
draperies, upholstering materials 
and Venetian blinds are other 
considerations which influence the 
final color choice. 


Decorating Conference Rooms 


Conference rooms generally are 


much longer than they are wide. — 


In order to equalize these propor- 


tions, end walls might be painted 


a darker color to bring them for- 
ward. The longer side walls might 
be painted in lighter, retreating 
colors which harmonize with the 
tones of the end walls. 


Such a wall treatment can be 


made to serve another purpose. | 
When meetings are conducted, the — 
speaker’s table is placed at one — 


end of the room. The darker wall 


then becomes a focal point, at- © 
tracting and holding the atten- | 


tion of those participating. 


Here are two color suggestions — 


for conference rooms: 


1. End walls, medium value of 
grayed blue-green; side walls, a 
light value of the same color; 
ceiling, cheerful light yellow; 
trim in natural wood finish, or 
in the color of the end walls. 

2. End walls, medium brown; 
side walls, a light beige; ceiling, 
a tint of green; trim in natural 
wood finish in the color of the 
end walls. 


Better mental attitude and 


» physical well-being should be the 


primary consideration in formu- 
lating color plans for large offices. 

Eye fatigue is reduced or elimi- 
noted in two ways—both impor- 
tant: 


First, colors selected should be 
sufficiently light in value to reflect 
adequate light from the painted 
surfaces. This is particularly true 
of the ceiling areas. These.might 
be painted white, soft white, 
ivory, or in a very light tint of the 
wall, or contrasting. 


Second, walls faced by the em- 
ployees as they sit at their desks 
should be painted in soft, cool 
colors—such as green or blue- 
green—selected for their eye-rest 
value. To prevent a too-cool ef- 
fect and to create a greater at- 
mosphere of cheerfulness, one or 
more of the other walls, such as 
the end walls, might be finished 
in a warm, sunny yellow, light 
peach, or in a tint of rose. 
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Don’t miss this BIG opportunity! Write today You te Starred 


for information on agency franchise for each of in Business Week and 
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EQUIPMENT, POSTINDEX VISIBLE REC- gy - Expediter, 
ces, 


ORDS, WABASH FILING SUPPLIES. Address ering laurels from bovine Oo” 
sin€ss men 


— P all Over _ 
Agency Division, Art Metal Construction Com- , the country — fo ee 
) IN up office confusi 4 wavering and clea 
us ar- 
pany, Jamestown, New York. “ton with Art Metal Products 


ART METAL STEEL OFFICE EQUIPMENT 
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*q subsidiary company 


EGQGUTPMEMT. AND RECORG@S 2 ewe BUSINESS 























SV STEM ATI ZED 








What is the PLUS in TAYLOR CHAIRS? 





... 129 Years of Fine Chair 
Making Supplies the Answer 


@ Taylor chairs are something more than fabri- 
cated wood and metal. They have that added 
something—a plus that sets them apart from 
ordinary chairs. They embody top flight quality 
that has kept them in a place of unique leader- 
ship for more than 129 years. 


Each of these years has contributed its part to 
the art and know-how of better chair making. 
Because of this, Taylor chairs have always been 
recognized as fine chairs through and through— 
the utmost in luxurious posture comfort, dis- 
tinctive style and sturdy dependability. This 
clearly explains why many of the country’s finest 
public and private buildings have been equipped 
with Taylor chairs. 











During the war, Taylor chairs have come through 
with flying colors in equipping Government 
buildings and defense plants because the Taylor 
standard of quality was maintained in spite of 
severe material restrictions and manpower 
shortages. 


Today, Taylor chairs, although the range of pat- 
terns is somewhat limited, are still ultra-fine 
chairs reflecting the style and fine craftsmanship 
for which Taylor chairs have always been famous. 


Tomorrow, Taylor chairs will have everything 
demanded by dealers and users for complete 
office chair satisfaction. The Taylor Postwar 
line gives every promise of being the best that 
the Taylor organization ever produced. 

It will be well worth waiting for and will furnish 


full justification for dealers and users to stand- 
ardize upon this sterling line. 
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SECURITY STEEL EQUIPMENT CORPORATION, AVENEL, N. J. 
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New! 


ORDER EARLY 
TO INSURE 
IMMEDIATE 

DELIVERY 





Gor Hosnitalily in the Modern Mode 


TRE DE LUAE 


WP otOORT CELLARETTE 


MODEL NO. 550 


Genuine Mahogany veneer .. . 5 ply 
top, door fronts and sides . . . Para- 
centric lock . . . large storage space 

. ample serving compartment .. . 
attractive washable linoleum shelf. 


Available in Two finishes . . . Rich 
Brown Mahogany and Luxurious Red 
Mahogany. 


ie Mie ao 


Equipped with . . . thin blown, attrac- 
tive, hand fluted sham bottom glass- 
ware, consisting of .... 


8... Highball Glasses 
8... Whiskey Glasses 
8... Old Fashioned Glasses 


ee 


Size 17" x 26" x 36". Packed in 
Cartons. 





The W E STC O R 1 Company 60 EAST 42nd STREET, NEW YORK 17, N. Y. 
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VISIBLE RECORDS 


at VERTICAL FILING COSTS! 


“¥ 





VIS-U-ALL 


“Yand E” add a Vertical Visible ine to their 
well-known Visible Cabinet equipment 


This addition is the result of Post War planning. Planning to give 
“Y and E” representatives the very latest in office equipment, 


systems and supplies. 


This new line has unusual sales advantages and possibilities for 
greater new business with increased profits. 


“Y and E” Vis-U-All has many advantageous features—Greater 
capacity in less space at less cost—Maximum flexibility—Full card 
protection—Light weight but rigid construction— 


Constant Market Study by ““Y and E”’ field men provides a definite 
means for knowing customer demands—A real basis for the develop- 
ment and perfection of new and better equipment to enhance the 
value of ““Y and E”’ exclusive franchise. 


‘For this reason “Y and E”’ protective privilege is valued highly by 


“Y and E”’ representatives everywhere—some having enjoyed it for 


as long as 40 years. 


Write or wire for complete information on the Vis-U-All line. 


YAWMANA1'D FRBE MFG.(O. 


1015 JAY ST. ROCHESTER 3, N. Y. 
FOREMOST FOR MORE THAN SIXTY YEARS 












VIS-U-ALL TRAY 








DOUBLE DESK TUB UNIT 
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NAHUNAL 
ESAs 





NATIONAL EXECUTIVE DESK 
No, 6612S 66" x 36" 


To every executive office this National 
Desk lends an air of distinction, of dig- 
nity and of assurance—the subtle ex- 
pressions of refinement and good taste. 


Naturally the demand for this outstand- 
ing example of National craftsmanship 
exceeds production due to the labor 
and raw material situation, plus the fact 
that much of our facilities are actually 
engaged in war work. With our very 
limited production deliveries are defi- 
nitely retarded. Your patience and 
understanding in this emergency are 
appreciated. 


NATIONAL DESH COMPANY 


HERKIMER, NEW YORK 


SSS ————————————————— 
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Wishing 
You the 
Very Best in 
New Indiana 
Chair Co. 
Executive 
and 
Secretarial 
Office 
Chairs 


Grades of lumber and other materials needed to resume 
production of discontinued numbers and the manpower for 
regular operation, should presently become available. The 
well known, established advantages of wood construction 
together with new methods of processing and new finishes 
that will protect, preserve and enhance the beauty of wood 
far beyond anything heretofore undertaken, will open up a 
tremendous postwar demand for wood office furniture. We 
expect to have definite developments to report before many 
weeks have passed. Please watch for our announcements. 


OSE Die Ras 


iy 





NEW INDIANA CHAIR CO. 


JASPER, INDIANA 
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DELUXE 





These cabinets are designed for card record systems 


and for use on desks or tables. 


LOCKS—Cabinets equipped with lock 
and key add $1.75 per drawer to above 
prices. 


when the units are stacked. 


Ideal for offices and 
libraries. Constructed of best grade extra heavy cold 
rolled furniture steel, electrically welded throughout. 


Rubber legs are provided but can easily be removed 


Drawers are equipped with bail suspension, to prevent 


accidental withdrawal from cabinet. Also, newly im- 


No. 
C335 
C346 
C358 
C369 


C3352 
C3462 
C3582 
C3692 





Card Size 
3x5 
4x6 
5x8 
6x9 


3x5 
4x6 
5x8 
6x9 


Finish—rich olive green baked enamel. 


ONE DRAWER UNITS 


Capacity Height Width Depth 
1500 cards 5g” bl” =16” 
1500" 6l/,” TY" 16" 
1500 " 71g" Qo” = 16” 
1500 " 8I4,” 101,” 16” 
TWO DRAWER UNITS 

3000 5Y_” 12,” 16” 
3000 " 6l/g"” 1447.” 16” 
3000 " 7'/g" 1834” 16” 
3000" 8l/,” 201/,” 16” 


proved positive lock compressor to keep cards in place. 


Olive 


Green 


$3.25 
4.00 
5.50 
8.00 


6.00 
6.75 
9.50 
12.75 


COLE STEEL SALES COMPANY 


NEW YORK 


150 NASSAU STREET 
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Harter 
Posture Chair 
E-32C 


Harter 
Posture Chair 
E-15C 





ACK 





Harter 
Executive Chair 
C-1500 


HARTER STEEL OFFICE CHAIRS 


DEALERS: 


A few exclusive dealer- 
ships for Harter Posture 
Chairs are available now, 
as well as franchises for 
Harter Executive Chairs. 


Buy More War Bonds 
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Here are three of the Steel Chairs which we are now manufacturing for office 
use. Limited production has been resumed following the recent easing of restric- 
tions on steel chair manufacture. 


Every model in our present line features the three qualities of Harter leadership— 
efficiency, comfort, and beauty. The rugged construction of these steel chairs insures 
long years of trouble-free service. They are skillfully designed and carefully built 
for deep-seated comfort. Their graceful lines and rich styling complement the good 
taste of modern offices. 


Our production will be limited for some time by shortages of manpower and 
materials. Place your order now for quicker delivery. Ask us to send you folders 
showing all of the Steel Office Chairs we are now manufacturing. Write today. 
Dept. O, Harter Corporation, Sturgis, Michigan. 
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How Would You Design a Desk? 


By E. P. HERMAN 


Director of Publications, 
LaSalle Extension University, 
Chicago, Ill. 


NOTE—Beeause Mr. Herman’s ar- 
ticle was written before the end of 
the war in the Pacific, he uses the 
expression “post-war,” but his 
thoughts on desks are applicable 
at any time. As a desk user he 
finds that function rather than 
appearance should be promising. 


HE PAPERS are full of plans 

for post-war kitchens and 
post-war stores and post-war bun- 
galows. What would you like to 
have in post-war desks, for 
comfort, convenience, efficiency, 
glamour? 

Art Editor Arch Smith, with a 
tongue in his cheek, has designed 
some suggestions for post-war 
desks (see bottom of page) for the 
meat packer, the auto dealer, the 
advertising man, to express their 
vocations in design. 

Design is important, but no 
doubt a post-war desk should first 
be planned from the point of view 
of its use in the office. Perhaps we 
should put functional matters 
ahead of frills and furbelows! 

The desk of today is a pretty 
standard affair, with its six draw- 
ers, its standard height, its stand- 
ard arrangement. It is likely to 
be mahogany, oak or possibly wal- 
nut, have two slide-out arm 
boards, and standard compart- 
ments within its drawers. Of 
course that is the executive desk. 
There are specialized desks for 
secretaries, bookkeepers, file clerks, 
and others. But suppose we con- 
Sider the desk of tomorrow for, 
Say, the average $5,000 a year 
business executive. How could it 
be better? How would you have 
it different? 

Shall we start our thinking by 
making a list of uses of such a 
desk, and plan one that meets 
these demands effectively, con- 
veniently, comfortably—and yet 
has plus elements of attractive- 
ness, design and even “glamour’’? 
For example: 


1. As a work table. For writing, ex- 
amining papers and exhibits, draw- 
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ing, reading, dictating correspond- 


ence, telephoning, and so on. 

2. As a conference table. For con- 
sultation with visitors and small 
groups. 

3. As a storage place -for materials, 
equipment, files and necessary 
working data. For confidential pa- 
pers under lock and key. 

4. As a stand for certain equipment 

such as telephone, buzzer, inter- 
office communicating system, desk 
light, in and out mail trays, ink 
wells, and so on. 
As an exhibit place for data and 
reminders—for example, date and 
engagement book, desk, clock, at- 
tention memos. Also an exhibit 
place for materials used in con- 
sultations, small conferences. 

6. As a housing for personal conveni- 
ences, mementos for example, 
smoking equipment, trinkets, photo 
of the one-and-only or the boy in 
the South-Pacific. 

7. As a shelf for reference books, card 


systems, and so on. 

8. As a work organizer. A place for 
work in progress, agenda for the 
day, agenda for the future 


To go a step further it might 
be interesting to analyze the ac- 
cessories used with the executive 
desk. Some materials could be 
classed as _ essential—frequently 
used—for example, stationery, pen, 
pencils, ink, clips, pins, appoint- 
ment book, in-out baskets, house 
messenger envelopes, telephone, 
dictionary. 

Some materials are less fre- 
quently used, perhaps, as ruler. 
carbon paper, certain reference 
books, card files, dust cloths—you 
complete both of these lists, 
please, according to your own 
ideas, needs, information. 

Then there is a classification of 
seldom-used accessories—for ex- 
ample, perhaps, a magnifying 
glass, or a reducing glass or “slip 
stick.” Finally there are the per- 
sonal items: the water glass, the 
ash tray, the trophies, the cough 


A PaletteDesk Should 
Inspire an Advertising 
Manager or Art Director 






- =" Would Get a 
Kick out of this Desk 





What Could be More Ha 
Fitting for a Meat Packer ?__<) 5 wt 






Some Added Zip 
for an Automobile 
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drops, or eye glass cleaner—just 
as examples. 
Make an inventory of your own 


desk. 
more 


It may be worth doing for 
than one reason: to get 


ready for planning this desk of 
tomorrow, and for evaluation of 
the list, with the idea of discard- 
ing and simplification! 

There is a problem—a piece of 
office equipment to accomplish the 
list of purposes you have built. 
Now begin a search for ideas in 
planning, with these tips in mind: 


a 


You need not limit yourself 
to standard materials: wood 
or steel. (Perhaps you could 
use plastics or some other 
construction!) Nor do you 
need to stick to standard 
size, shape, color. Your only 
consideration, at the start, is 
to come as closely as possible 
to an IDEAL piece of equip- 
ment for the work to be done. 
You might take a tip from 
the planners of post-war 
kitchens or dens! What ac- 
cessories might be “built in” 
and what should be put in 
separate articles of furniture. 
For example, should there be 
a place for your hat and 
coat, for a mirror and emer- 
gency razor, for a radio, for 
eating a quick lunch in rush 
times, for a typewriter, or 
calculating machine, for a 
motorized pencil sharpener. 
Might it be advantageous to 
separate the working and the 
storage functions of the desk 
for example, to have draw- 
ers and shelves quite apart 
from the working table, per- 
haps like a cabinet at one 
end—and not necessarily lim- 
ited to the height of the 
table? Perhaps the _ table 
might have two levels—an 
underlying shelf for keep- 
ing frequently-used acces- 
sories — possibly with some 
gadget for opening into the 
tray under the table top 
conveniently. 
Might the center portion of 
the table part of the desk be 
arranged to tilt like a read- 
ing table and perhaps have 
an edge to hold heavy refer- 
ence or accounting books for 
ready examination? Might 
the whole desk be adjustable 
to fit the size of a person 
using it? A desk that was 
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just right for a “six footer” 
might be uncomfortable for 
a little man. 

Are there some things nor- 
mally in the desk which are 
used infrequently which could 
be placed in a section which 
swung towards the ceiling or 
to one side, and be easily 
brought down for use, per- 
haps by counterweights and 
pulleys (we’re getting pretty 
gadgety now, but maybe 
that’s the way to start your 
imagination!) What method 
would best keep everything 
out of the way and out of 
sight except work actually in 
process? Or wouldn’t any- 
thing you could do make a 
naturally untidy man main- 
tain neat desk premises? 
Some men like the multi- 
pigeon hole facilities of the 
old-time roll top. Is there 
anything from the roll top 
layout which you would put 
in the new desk of tomorrow? 
Then there are certain ad- 
vantages in the plate glass 
top under which frequently 
referred to data are kept. 
Could you borrow something 
here? How about using some 
transparent material not so 
heavy nor so breakable as 
plate glass? 

How would you design the 
desk so that an executive 
would take full advantage of 
an efficient secretarial serv- 
ice, yet not be overly depen- 
dent on such aid? For ex- 
ample, how would you divide 
the supply and equipment 
facilities between the execu- 


tive’s desk and the equip- 
ment of his staff? 

How much could you do to 
keep the table top clear— 
without encumbering tele- 
phone wires, trays, and so 
on? Would you have recessed 
ledges, or Swinging trays, or 
cabinet facilities? Could you 
apply advantageously the 
idea of the old revolving 
bookcase? Or the file tray 
on rollers? 

How would you overcome 
complaints which you some- 
times hear about old desks? 
The drawers stick. Not dust- 
proof. Finish reflects light 
glare. Too heavy and hard to 
move. Too hard to. get 
through a narrow door. Fin- 
ish too easily marred. 

How about the idea of sev- 
eral smaller desk units in- 
stead of one large desk—each 
arranged functionally but to- 
gether forming an attractive 
group? 

How can the cost of the post- 
war desk be kept as low as 
before, with the new features 
added? (Cost and resale value 
are important in office furni- 
ture.) Weight should also be 
considered, and size. Another 
consideration is how the 
planned desk will fit in with 
other furniture as designed 
for the executive, and how 
its size and shape will fit 
in with the size of office nor- 
mally assigned to a $5,000 a 
year man. (The desk for a 
top executive might be spe- 
cially designed by the archi- 
tect who plans the whole of- 


fice, but this would not nor- 7 
mally be the case for desks 
for men in the level we are 
considering.) 

Might your imagination 
change the standard concep- 
tion of a desk radically? How 
about a desk at which one 
could stand as well as sit—or 
one which might rotate—or 
one with several levels like 
the set backs of a_ sky 
scraper—one which resem- 
bled a lunch counter or bar— 
long and narrow? 

How would you make the desk 
of tomorrow a more AT- 
TRACTIVE place at which to 
work? More comfortable? 
More colorful? More work IN- 
VITING? How about a vase 
for flowers? One in which 
you would take great pride— 
love to exhibit to callers? 
Might it be that in some to- 
morrow desks would become 
more INDIVIDUAL instead of 
more standardized—that is, 
the desks of executives in 
their private offices? 
Perhaps the all-purpose desk 
idea has weaknesses. Would 
you specialize the desk of to- 
morrow for the engineer, the 
doctor, the accountant, the 
traffic manager? How? 
Streamlining and _ keeping 
the office GENERAL appear- 
ance and efficiency above 
average is no doubt also of 
key importance. So how 
would you eliminate any sug- 
gestion of freakishness—or 
any tendency to be out of 
harmony with a master de- 
sign in arrangement. 


Office Furniture That Fits 


Specialized Business 


By PHIL LANCE 


Q\ELLING OFFICE FURNITURE 
\) that fits the user in such a 
fashion that he can work with full 
ease and dignity, rather than in 
just selling furniture to create a 
sale, has developed a reputation for 
us as office furniture specialists,” 
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says Tom Graham, of Graham 
Office Supplies, Wilkes-Barre, Pa. 
“It is our purpose to see that office 
furniture fits the customer so that 
he can do the maximum of work 
with the minimum of fatigue.” 
Mr. Graham has made a per- 
sonal study of office workers and 
has found many of them using 
furniture that does not give the 
full benefit of ease and dignity 
that they should have. Too many 
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purchasers are interested only in 
the appearance and value of the 
furniture that they intend to se- 
cure, and overlook personal com- 
fort and appearance. For this rea- } 
son, Mr. Graham insists that these 
points be brought out to customers 
when selling chairs and desks. 
“When a customer wishes to 
purchase office furniture, we first 
ascertain if they or another party 
is going to make use of the fur- 
niture. From there on, we try to } 
uncover possible ways that the in- 
dividual prefers to sit, also if a 
stationary, rather than a swivel, } 
(Turn to page 192, please) 
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EQUIPPED WITH 


BOLENS 
CHAIR ACTION 


Controls 


¢ When your customers come in 
to see the new showings in office chairs you will 
offer soon, they are going to expect, above all, 
greater working comfort. This means scientifically 
engineered back support — a chair that tips at any 
comfortable angle, smoothly, safely . . . that swivels 
about freely and without effort. 





BOLENS Chair Control vastly improves the com- 
fort and working efficiency of any well-built office 
chair. Chairs like this sell more readily, with less 
effort.. They give you a definite competitive “edge” 
over chairs with less modern and scientifically 
engineered action controls. 


DEMAND this highly important value-feature 
when selecting your new lines of quality office 
chairs. It will have a very direct bearing on future 


profits. 


aes se 


BOLENS PRODUCTS CO. 
Division Automatic Products Co. 


216 Park Street 
Port Washington, Wis. 









for All Office Seating. a 
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AN OFFICE CHAIR 
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% HISTORICAL NOTE—After the fire 
the Missouri Army shot two cannon 
balls against the Herring safe without 
effect. it withstood both fire and bom- 
berdment and | have it now in use. 
0. C. BROWN 
Ossawatomie, Kansas, December 20, 1856 


LEADERSHIP.... 


through the centuries! 


To attain and retain leadership for a single 
decade in this competitive business world is an 
achievement of historical import. Yet Herring- 
Hall-Marvin, beginning in the early 1800's, still 
challenges the world to 
equal the advances that 
HHM engineers build in- 
to Herring-Hall-Marvin 
Safes, Vaults, Vault Doors, 
Metal Cabinets—and ev- 
ery other protective device 
we manufacture for com- 


merce, industry and home. 






IN PREPARATION: ‘‘Progress in Protection."' 
An illustrated history of devices men have 
used to protect their valuables from the cave 
man era to the present. Limited edition. For —< 
architects, bankers, executives. Please re- CsA AN 
serve (by letter) your copy now. Gratis. [ AI _iI\ 

E CO. 


Genera! Offices 
BRANCH OFFICES in New York, Chicago, Boston, Washington, St. Louis, Atlanta, Houston 


Hemilton. Ohio 
OTHER AGENCIES ALL OVER THE WORLD 
TELLERS’ BUSES AND LOCKERS 













MANUFACTURERS OF BANK VAULT EQUIPMENT - BANK COUNTERS 
SAFE DEPOSIT BOXES NIGHT DEPOSITORIES BANK AND OFFICE SAFES 
STATES SILVER FRORAGE VAULTS—WEST POINT MILITARY RESERVATION 


BUILDERS OF THE UNITED 
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FOR 

IMMEDIATE 

DELIVERY e 
MASONITE 
FLOOR MATS 

SIZE 36” x 48” $5.00 LIST 

SIZE 48” x 54” $7.00 LIST 


COLORS—MAROON, BROWN, GREEN 
NO EXTRA CHARGE FOR COLORS 


MASONITE 
DESK TOPS 


SIZE 72” x 36” $5.40 LIST 


SIZE 60” x 34” $5.10 LIST 
Add 10%, in lots of less than 12 


— ALSO — 


LEATHERTOP 
SWIVEL STOOLS 


STEEL MECHANISMS 


sf 6 usr 


STEEL SHELVING 


ALL SIZES 
e 


STEEL STORAGE 
CABINETS 


STEEL LOCKERS 


AND A 
FULL LINE OF 
ACCESSORIES 

















LARGE STOCK OF OFFICE 
FURNITURE USUALLY AVAILABLE 
TO DEALERS 


OFFICE FURNITURE WHOLESALE 


DISTRIBUTORS 
74 BROAD ST. N.Y. 4, N. Y. 


Bowling Green 9-8231 
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Round-Up 


Time 


Yes, the boys have been "riding circle" and 
the "gather" is drifting in. The last great 
drive resulted in a round-up of such great 
magnitude and final speed as to astound the 
entire world. 


The Armed Forces are the cowboys. For 
this final round-up our enemies were slowly 
but surely pushed together. Planes, ships, 
guns, tanks are the horses our boys have 
been riding, and it has been our job to see 
that they have an ample supply of reliable 
mounts. 


Meanwhile we must ask further indulgence 
by our many dealer friends in the office 
equipment industry. Our efforts and our 
goods have been concentrated on a job on 
which all of us have co-operated to arrive 
at a successful conclusion as quickly as pos- 
sible. Now that round-up time has come, 
we again shall direct our efforts to the manu- 
facture of filing equipment. Without un- 
necessary delay we plan to be in a position 
to serve you again with a better line of 
"Andy units of steel." 


JANI ERSON-MicKEY Go. 


INC. 


— stool 
sandy it 
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CHAIR CONTROLS WITH 
‘EQUI-BALANCED” ACTION! 


Today, we are able to pro- 
duce only a few of our new 
chair controls but after the war 
we will be ready to supply our 
customers with a new and im- 
proved line of revolving and 


tilting chair controls. 


With many improvements in 
function and design. we look 
forward to offering you a wide 
variety of all-steel chair controls 
with ““EQUI-BALANCED” 


action. 





COLLIER-hEYWORTH CO. 


GARDNER, MASSACHUSETTS 


i cccieeibiinaliniianeieniiiiiiil 
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rttlas 
STENCIL 


FILES 





are again avatlable 
e e 
wtth metal catinete! 
@ Good news for Atlas dealers! The Nos. 
500-S, 300-S and 150-S Atlas stencil files are 
again available in the pre-war models with 
metal cabinets and hangers. 

Here is an opportunity for progressive 
dealers ‘to secure a substantial volume of 
profitable business on an item that practically 
sells itself. Every user of duplicator stencils 
or plates is a prospective customer, and there 
is an Atlas filing unit for every type of dupli- 
cator equipment. 

No priority required, but until such time 
as production is increased, orders can be 
filled only on a “first come, first served” 


basis. If you are not the Atlas dealer in your 


territory, write for the new catalog and full 


information on the Atlas franchise. 





This is the patented Atlas hanger 
(U.S. Patent No. 2,248,027) with 
the Atlas metal index tab attached. 


ATLAS STENCIL FILES INCORPORATED 


CLEVELAND 8, OHIO 


12205 ST. CLAIR AVE. 
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But We Can't Ship 
EVERYBODY'S ORDER 
Today-— 


Since restrictions have been lifted, we're 
stepping up our production to the limit. 
The first off the line are the most popu- 
lar numbers . .. and as fast as possible 
your orders are being shipped .. . We 
want every Meilink dealer to have his 
share of stock to sell. 


Soon we will again be able to ship 
any type Meilink safe when you want it. 










@ Send in 
your orders. 
Be first in 
line with 
Meilink Safes. 


ciel 


ERCOLE 


MEILINK STEEL SARE Go. 


CHICAGO TOLEDO, OHIO NEW YORK 
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LuriGgts 
POSTURE 
CH A/I RS 


MORE DURABLE AND HARDER FINISH 
THROUGH INSTALLATION OF 


—_ teen DRYING SYSTEM 


‘Ss 





In keeping with the Sturgis policy 
of adding new features with sales 
appeal, an Infra-Red baked en- 
amel finish system has been in- 
stalled in our factory. 





Infra-Red energy—the most 
modern scientific method of 
baking the finish on metal prod- 
ucts, penetrates and is absorbed 
by the material on which it is 
directed—baking the under side 
rather than the out as with usual 
oven process. The result—a bet- 
ter and more uniform baking, 
producing an attractive lustre, a 
harder and more durable finish. 


Model 435-A Posture 
Telephone & Switchboard 
Chair 


Sturgis Posture chairs will soon 
be taking their place in dealers 
show rooms—the Posture Chair 
with the exclusive feature, “ad- 
justments without the use of tools.” 


MurGgs . THIS NAME IS GROWING! 
THE STURGIS POSTURE CHAIR CO. 


411 MAGNOLIA STREET 
STURGIS . MICHIGAN 
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NEW PRODUCTS on the way 


In line with our policy of expanding dealer service we have pro- 
duced a number of patented specialty items in steel which will 


challenge the attention of office supply distributors everywhere. 


Also we have a complete line of steel files and special built-to- 
order work. Information on both specialty and regular lines will 


be supplied promptly upon request. 


Business Efficiency Aids 


BOX 258 D SKOKIE, ILLINOIS 






































BUILD GREATER SALES-THE FEDERAL WAY 





19 years progress 


building posture chairs 


Fritz-Cross was a pioneer in posture chair 
design and manufacture in the days when 
“posture” had to be sold. Resistance dis- 
solved quickly on demonstration and Fritz- 
Cross correct design posture chairs became 
popular with the trade from coast to coast. 
The company served its dealers well until 
the nation went all out for war production 
and chair manufacture was interrupted. 
Just as soon as conditions permit we again 
shall solicit your business and offer you a 


NES 
new, improved brand of merchandise and Or, 
personal service. Ok + DU 
ENDURING QUALITY BASKETS 


For Office, Industry and Home! 








Keep Fritz-Cross in mind. It may present 





to you a means of profitable posture chair ; ic 
you Superior modern construction—crimping method. Steel 
activities in the post war market. side-seamer—reinforcements at top and bottom with 
steel tube rings. Wide assortment of sizes and colors. 


Economy and serviceability of FIBEROK and DURO.- 
WEAR guarantee customer satisfaction. Write tee 
descriptive circular. 


FEDERAL FIBRE CORP. 


3704-10 Tenth Street Long Island City 1, N. Y. 


THE FRITZ-CROSS COMPANY 


304 E. 4TH ST. ST. PAUL 1, MINN. 
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ASK ADIRONDACK! 


FOLDING 
CHAIRS 


AND TABLET ARMCHAIRS 


Many Styles 


Don’t Turn Down 
Chair Inquiries! 


All styles Folding Chairs, Bent- 
wood Folding Chairs. Tablet 
Armchairs — ideal for class- 

rooms, cafeterias etc. 


State whether or not 
priority rating is avail- 
able. 


IMMEDIATE SHIPMENT 


ADIRONDACK 


CHAIR COMPANY 
Dept. No. 15-1 
1140 BROADWAY 
NEW YORK 1, N. Y. 
Corner 26th Street 
Telephone: Ashland 4-1385 . 














MUTSCHLER BROTHERS ce) 


NAPPANEE - ImD S.A 





DIGNITY Ww BEAUTY 


Samson tables are unquestionably the finest and most 
useful ever built in spite of the higher cost of others. And 
the reason for this lies in the fact that with all of its many 
exclusive features of construction, coupled with our modern 
plant facilities, THE SAMSON TABLE is turned out in 
greater quantities and at lower manufacturing cost than 
other tables for office use. 


WRITE FOR NEW CATALOGUE No. 32 





























with the GREATEST CARE 


The Peerless Line Is Being Revamped and Mod- 


ernized to Satisfy the Most Discriminating Buyer 


PEERLESS STEEL EQUIPMENT C0. 


UNRUH AND HASBROOK STS. 


PHILADELPHIA 11, 
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"DRAFTING TABLES 


ll 
IN COLORS 


Following the MODERNISTIC trend, in interior decorations for office, Drafting 
Room and Shop, we now make available — Our Regular line of ESCO DRAFT- 
ING TABLES, with 5 PLY BASSWOOD TOPS, all sizes, with base in assorted 


popular colors. 


SLIDE EH RULES 


“Fymbel of Superiority” 


Leading dealers everywhere 


METAL STOOLS CHAIRS FURNITURE 


_Visit ¢ our CHICAGO PRODUCTS EXHIBIT on the Avenue—Next to the Wrigley Bldg. 





sutovcen ENGINEERING MANUFACTURING CO. wisconsn 


arg 


| BRIGHT 
| 








put, on our materials and availability of labor—all of which have 
proved a severe handicap to our ability to serve our many good 
customers in the prompt and efficient manner which has been our 
custom. We are sincerely grateful for the patience and under- 
standing which you have given us, and we do want you to know 
we will continue to do the best we can for you at all times. 


CASTERS 


DARNELL CORP. LTD., 60 WALKER ST.,NEW YORK.N.Y. 
LONG BEACH, CALIFORNIA, 36 N. CLINTON, CHICAGO, ILL 


Sorry. No BRIGHT catalogs available. Present conditions make it 
inadvisable to publish another until the war is over. 


BRIGHT CHAIR CO, INC. 


127-133 BLEECKER ST. NEW YORK, N. Y. 


| 
| 
| DARNELL 
| 
| 
| 





| Wartime regulations have imposed severe restrictions on our out- 


el 
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Sell Uses 


Your customers buy from you 
most of the items shown at the ! = 
right. Each offers an opportunity to increase the sole by a 
timely suggestion for special indexing with MAK-UR-OWN. 
Customers will appreciate your interest, profit from the time- 
saving and convenience. Victor helps you sell—the famous 
MAK-UR-OWN name and QUALITY is known in every office. 


and Recommend 


ALWAYS 
POPULAR 


MAK 








ALWAYS 
PROFITABLE 


OWN 


TRADE MARK REGISTERED U. S. A. 


THE ORIGINAL CELLULOID INDEX TABS 








For Quickly Locating ~ Complete NEWSPAPER 
Active References ae 
~< A of all Illustrations and copy 
q sisniee wedi a | om tie in with the National 
&, ' OWN TABS . 
anviwex AOA “Jingle” Ads so result- 
ANY COLOR Mak-ur-own ful this year 
YOU WANT THEM 
an genes “ay aa ” ge RE Sales Helps Size, ] col. x 4% in 
‘ ee ; ' Proofs on 
is given 
request 
in our 








The New Mak-ur-own Show Card is in 4 Brilliant Colors 


mailing to dealers dated August 1. A card will bring you a copy. 
4 | THE VICTOR SAFE & EQUIPMENT CO., INC. 


a a NORTH TONAWANDA, NEW YORK 


CiO 
~s CONSUMER APPROVED PRODUCTS SOLD ONLY THROUGH DEALERS 
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OFFICE FURNITURE FOR 
SPECIALIZED BUSINESS 


(Continued from page 182) 


chair would be most beneficial. 
Most of this depends, more than 
usual, upon the physical build of 
the intended user, which brings 
out selling angles for posture 
chairs.” 

Before making a sale, customers 
are always requested to sit in the 
chair and desk of their choice for 
a “fitting.” Particular notice is 
taken whether the user slides for- 
ward in sitting and if the back 
arches. Mr. Graham can deter- 
mine the correct sitting chairs for 
a customer by having them sit at 
a desk and do some actual work as 
writing or answering the tele- 
phone, for any individual fits per- 
fectly in a chair if he only sits in 


it. What Mr. Graham tries to do 
is to make the customer duplicate 
some of his actions, and in this 
way finds the type of chair that 
the customer should buy. 

The same applies to desks. If 
an individual has a shorter reach, 
a narrow desk, rather than a mas- 
sive wider one, should be recom- 
mended. Likewise, if an individual 
of large build is going to occupy 
the desk, it should be a large one. 
If an individual is small in stature, 
he will certainly appear that much 
smaller sitting behind a very large 
desk, which does much to detract 
from the dignity that he likes to 
present. 


Workload Determines Selection 


Another point to be taken into 
consideration in selling furniture 
is the amount of desk top space 


that will be needed to conduct 
business. If the type of work that 
the customer does warrants a 
large surface, that has to be taken 
into consideration. However, if 
the reverse is true, a smaller desk 
will present a neater appearance 
and allow the user to make every- 
thing more convenient. The type 
ct work to be done in the business 
will also bring out whether deeper 
drawers are a necessity or if 
smaller and more numerous ones 
would be most advantageous. 

It is Mr. Graham’s interest in 
the personal build of the customer, 
as well as the type of work for 
which his office is going to be used, 
that has built a reputation for 
him that is reflected in the slogan 
of his business cards, “Office Fur- 
niture That Fits—Fitted By Spe- 
cialists!” 


Suggestions for Laying Out a 
Furniture Store 


By S. S. SUMMERVILLE 


Ohio Office Equipment Company, 
Akron, Ohio 


RIME CONSIDERATION in 
ee office furniture should 
be placed on store layout and dis- 
play. If there is no rhyme or 
reason to layout, the prospect 
looking at the merchandise is 
merely confused. There are several 
definite suggestions I have to 
make for the layout and display 
of office furniture. 

But before we talk about layout 
and display, perhaps there are 
some suggestions that should be 
made about the display room it- 
self. If there is carpeting on the 
floor, the furniture will have a 
background. The light should be 
strong enough to make the ob- 
jects distinctive, but soft enough 
to reduce glare. Too bright a 
lighting makes furniture glare 
and reduces its individual appeal. 
The walls and ceiling could be 
painted a light green with the 
walls a shade darker than the 
ceiling. A narrow drape on each 
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side of the windows will add a 
richer atmosphere. 


Grouping Prime Consideration 


As to layout, first in importance 
is grouping. A desk, table, master 
chair, two guest chairs, and a fil- 
ing cabinet should be included in 
each group. The group should be 
arranged to the customer’s left as 
he enters the display room. Group 
A should be the most expensive, 
B next, then C, and so on down 
the line. The grade B_ group 
should be placed first in the lay- 
out, group A second, then groups 
C, D, E, and so forth, in order. By 
placing the groups to the left as 
the prospect walks in the door, 
you have them within his natural 
range of vision. For the same 

















MR. SUMMERVILLE 


reason the group A is _ placed 
deeper within the store than 
group B. The natural gaze is not 
fixed upon an object until the 
customer is a few feet inside the 
store. Every salesman under- 
stands that it is important to 
have the customer see the best 
furniture first. 


Advantages of Grouping 


There are three distinct advan- 
tages to displaying furniture in 
groups. First, the different furni- 
ture that a customer wishes to see 
in any one quality is all in one 
place. Just suppose you don’t use 
the group method. Suppose a cus- 
tomer comes into your store to 
buy a desk and you show him a 
fine walnut desk. He likes it and 
is satisfied with it and the sale is 
almost made when he happens to 
remember the chair he has back 
at the office doesn’t look so hot. 
So he asks, “What do you have in 
the way of chairs to match this 
desk?” You answer, “On the other 
side of the store we display the 
chairs.” Over the two of you go to 
look at a chair, leaving the desk 
sale almost made. Dear Customer 
thinks the chair is a lighter shade 
of walnut than the desk. So you 
carry the chair over and put it in 
place in front of the desk. Now, 
that’s better. Side by side the 
walnut finishes are the same. Mr. 
Customer likes the chair. The two 
pieces in a group satisfy him and 
a group sale has been made. 
Imagine bringing a table from the 
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second floor to match with the 
desk and chair. Now can you see 
the advantages of group selling, 
with its reference to ease of show- 
ing a customer what he wants to 
see? 

Second, each group should be 
priced as a group as well as indi- 
vidually. Mr. Tightwad comes in 
and wants furniture for an office. 
You show him group A and it is 
too much money. Then he sees 
group B which is lower in price, 
but he just can’t afford to pay so 
much at the present time. How- 
ever, he likes the furniture so 
much that he’ll make the pur- 
chase if you will give him a lower 
price. Now, if you are selling 
furniture by the piece, you will 
have to offer him $15 off on the 
desk, $8 on the table, $5 on the 
master chair, and $2 each on the 
guest chairs, and $5 on the file or 
a total of $37 off YOUR profit. If 
you offer him less on each piece, 
it doesn’t look like a large enough 
discount. But fortunately, you are 
not selling by the piece—you are 
selling by the group. So you give 
him $20 off on the group. $20 
looks like a lot of money—it is 
equivalent to the weekly wage of 
Mr. Tightwad’s stenographer. The 


deal is made and you’ve saved $17 
by selling by the group. 

Third, it is easier to sell more 
pieces of furniture if it is dis- 
played in groups. It is much eas- 
ier to talk a customer into putting 
in a complete new outfit rather 
than mixing his old furniture with 
the new. The reason is simple—it 
is displayed right before his eyes 
exactly as it will look in his office. 

Now a few words as to how the 
groups should be placed in the 
display. It has already been sug- 
gested that group B be placed 
next to the street, then groups A, 
C, D, E, and so forth, in order. 
The walnut furniture, being the 
most expensive, will probably take 
groups B, A, and C. The desk in 
each group should be placed ata 
different angle than the desks in 
the other groups. Since the desks 
constitute the center of each 
group display this arrangement 
will break up any stolid, hard, 
straight-line effect that you would 
get by placing them all alike. Sin- 
gle and double pedestal typewriter 
desks, side pedestal typewriter 
desks, and single flat-top desks 
can be added to the various groups 
as desired. 

A railing or low partition could 


separate each group. If a parti- 
tion is used, it would have to be 
low enough to permit clear vision 
over all the groups. A good sug- 
gestion would be two or three 
inches lower than desk height. 

Do not put too much dressing 
on the furniture. A chair mat is 
all right under the master chair. 
A desk pad, lamp, pen set, and an 
ash tray are sufficient for the top 
of the desk. These four articles 
can be varied to include calendars, 
blotters, pictures, and so on, but 
never more than four pieces on 
any one desk. 

If the master chair is not up- 
holstered, a chair pad could be 
used. Never place chair pads on 
the guest chairs. Each filing cab- 
inet should have the second draw- 
er from the top equipped with a 
model filing system. This drawer 
should be used because it is in the 
most accessible position. 

The whole object of group ar- 
rangement is to make the furni- 
ture more attractive and easier to 
inspect. It is generally agreed 
that it’s easier to sell if the cus- 
tomer can see what he wants all 
in one place, attractively dis- 
played. 


On the Threshold of New Markets 


By J. S. SPROTT 


The Globe-Wernicke Co. 


| ig PRESENT TRENDS may be used as a criterion of what is to come 
after our armed forces defeat Japan, the office equipment industry 
will shortly enter an era of great sales potentialities. 

For four years American business has not been able to buy all the 
office equipment it needed. It is starved for files, desks, chairs, and all 
those things needed so vitally in an office. By the same token, American 
business has not been able to buy many other necessities. This means that 
although the need for office equipment may be acute, yet the competition 
for the customer's dollar will be hard and aggressive. The ultimate sale 
will go to the industry that best presents its case to the public in terms of 
benefits and advantages to be derived from the use of its products. 

This sales job is one that must be borne by manufacturer and dealer 
alike. Present indications are that both will do their part. Manufacturers 
have learned many new skills as a result of the fabrication of materials of 
war and this new "know-how" will be reflected in new, as well as better 
and more efficient, products. Sales and advertising programs, while not 
revealed as yet, are sure to be released as soon as conditions permit. 

A review of the news items in the office a, industry trade 


journals tell a significant story of dealers’ post-war p 


ans. 


Hardly a month 


passes without announcements about this dealer and that dealer moving 


to new quarters, expanding his 


resent location, adding to his sales force, 


and so on. This is a noteworthy trend which clearly indicates that the 
dealers in the office equipment industry are alert and ready to make the 
most of their post-war opportunities. 

In the meantime, peace in the world must be won. And while it is wise 
to lay plans for the future, these plans must not for one moment interfere 
with the work of supplying our fighting forces with the equipment still needed 
to make Victory complete. 
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CHAIR CUSHIONS 


... with SHREDDED FOAM RUBBER 
K, ge 





No. 600: Leatherette and Fibre-X, With Border. 

Executive Type Only. Made Extra Comfortable with 

50% Shredded Foam Rubber, 50% Cotton Felt. 
Lists at $5.00 
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, 
EASY SALES 
+ 


CONSTANT TURNOVER 
equals — 


BIGGER PROFITS 


Model 75 
ASH STAND 


Beautiful bronze 
! all metal { 
ish tray that i y, 
sy to clea A han« 
e addit to a 
Packed 2 i 


Lists at $10.80 


car 


WASTE BASKET 
All Metal 
eta 
colur AY 
y Underwr 


Lists at $23.00 


ator 


“$28.00 


Century Associated Products Co. 


213 GREENE STREET NEW YORK 12, N. Y. 











SECURITY STEEL APPOINTS H. G. TOUGH 

The Security Steel Equipment Corporation, Avenel, 
N. J., recently announced that H. G. Tough has been 
appointed manager of the agency stock sales divi- 
sion and L. A. Jervis manager of the contract sales 
division. 

Mr. Tough has represented the Security line of 
office equipment in the capacity of district manager 














F, 
‘ 


L. A. JERVIS H. G. TOUGH 











of the southeastern division since 1941. Mr. Tough’s 
entire business career has been spent in the industry 
and his many friends will be glad to learn of his 
promotion. 

Mr. Jervis joined the Security organization in 1943 
as manager of the estimating department. Through 
his experience in the contract sales field, he was 
eminently successful in closing many war contracts 
for the company. 

Oscar Wilkerson, Jr., has resigned his position to 
enter the textile field as sales manager of Fruit of 
the Loom, Inc., in New York. 

*—- - 
DAVID FRIED NAMED SALES MANAGER IN EAST 


David Fried, for nine years eastern representative 
of the Murphy Chair Company, Owensboro, Ky., has 











DAVID FRIED 


been appointed eastern sales manager, according to 
Gleeson Murphy, Jr., president of the company. 

Mr. Fried will be in charge of sales and distribution 
in the territory extending from Washington, D. C., 
north. The appointment was made to anticipate the 
post-war expansion plans of the company into addi- 
tional lines. 

<—_>——— 
MILTON STONE OPENS NEW SALES OFFICES 

Milton Stone, manufacturers’ representative, has 
opened new sales offices and showrooms at 320 Broad- 
way, New York 7, N. Y. He is representing the Dicol 
Chemical Company, Mount Vernon, N. Y.; the Farin 
Manufacturing Company, Brooklyn, N. Y.; the Photo 
Materials Company, Chicago; and the Majestic Staple 
Company, New York City. 
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(if MORRISET PEN AND PAD! 


At the home and office... 


pen and paper at your finger tips. 


Available in beautiful colors 
and combinations to harmonize 




















with your office. Also decorative | 




















pastels for the home. Made of 
durable, non-breakable Tenite. 





PRACTICAL 
ATTRACTIVE 
CONOMICAL 


x 





MADE IN U.S.A 





PRINTED IN U.S.A 


TOMORROW'S 

















WRITING SET —- TODAY 








Morriset 
Twinset 


A beautiful combination of 
two Morriset writing units 
fitted to a lustrous base of 
black tenite. As illustrated 
with maroon and ebony 
units or in matching com- 
plete sets of mahogany or 
walnut, including double 
base of same color. Suitable 
for the desk of the busiest 
executive. 


LIGHT OR DARK WALNUT — These are 
beautiful woodgrain colors to match the 
finest furniture. The pens have matching 
barrels, gold bands, black tapers. 


$4.00 each 







MANUFACTURED BY 
97 READE STREET BERT M. MORRIS COMPANY 
NEW YORK 13 3651 W. THIRD STREET e« LOS ANGELES 36, CALIF 


Canadian Distributors: McFARLANE SON & HODGSON, LTD 
P. O. Box 1837, Place D’Armes, Montreal, Quebec 


















GREEN — A beautiful shade of green. The 
pen has black taper, single gold band 


green barrel 
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$3.00 each 








202 S. STATE STREET 
CHICAGO 4 
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WOODSTOCK 


TYPEWRITER 





WOODSTOCK TYPEWRITER COMPANY 
WOODSTOCK ILLINOIS 
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TRIGGER-QUICK BRAIN POWER 








Each R.C. Allen adding machine delivers 
swift, accurate, lifetime figuring power. 
ONLY R. C. Allen machines have a// these features: 
visible total dials + automatic clear signal « 
light touch keyboard « two-color ribbon 


permanent type alignment « and smart design. 


R.C.Allen Business Machines 


ALLEN CALCULATOR G, INCORPORATED 


678 FRONT AVE.,N. W. GRAND RAPIDS 4, MICHIGAN 


Manufacturers of 10-Key Calculators, Portable and Standard Adding Machines, Bookkeeping Machines, Cash Registers, 
Statement Machines and All-Purpose Office Machines. 














COLEMAN STATIONERY FIRM EXPANDS 

The firm of Nathan Coleman and Son, oldest office 
outfitters at Savannah, Ga., has taken a long-term 
lease of quarters at 5 and 7 West Bay Street adjacent 
to their place at 9 West Bay Street. 

This additional space will double the floor room of 
the three-story and basement building the firm now 
occupies. Henry I. Coleman, president, states that he 





his 


s 





HENRY I. COLEMAN 


expects to remodel and expand to include the new 
location next door as soon as new items, departments 
and additional personnel are available. 

Mr. Coleman promises Savannah a large and com- 
plete stock of all kinds of office furniture as soon as 
the furniture can be purchased. It is anticipated that 
the first floor of No. 7 Bay Street will become a show- 
room for both office furniture and stationery items. 

Nathan Coleman and Son was founded on Bull 
Street in 1909 by the late Nathan Coleman. In 1910 
the business was moved to Whitaker and Bryan 
streets. The need for larger quarters caused the move 
in July, 1925, to the firm’s present location. 

Henry I. Coleman was recently released on an in- 
active status after three years in the Army Air Forces, 
after gaining the rank of first lieutenant, and has re- 


sumed active management of the business. 
—— > 


REESE SCOTT RE-ENTERS TYPEWRITER FIELD 


Reese Scott, who prior to the war was connected 
with Remington Rand, Inc., at Asheville, N. C., and 
Pensacola, Fla., has opened a typewriter agency at 
St. Petersburg, Fla., with offices in the Florida Theatre 
Building. Mr. Scott gave up his typewriter business in 
Pensacola in 1942 and entered the Civil Service, be- 
coming chief clerk of a flight brigade at the Air Naval 
Station in Pensacola. 

In his new agency, Mr. Scott will handle new Rem- 
ingtons for the Tampa agency, as well as portables 
and supplies. He is a son of R. T. Scott, proprietor 
of Scott Typewriter Sales Company, Shreveport, La. 


9 —e 





NEW TYPEWRITER FIRM FOR DURHAM 

A new firm, the Durham Typewriter Company, was 
scheduled to open at 123 Orange Street, Durham, N. C., 
on September 1, according to H. D. Wolfe, head of the 
business. 

Serving Durham, Orange and Person Counties, the 
new company will be an outlet for Remington Rand, 
Inc., products. In addition to the sale of typewriters, 
adding machines and like equipment, the firm will 
operate a general typewriter repair business. 

H. D. Wolfe has been engaged in the typewriter busi- 
ness for the past 12 years at Raleigh, N. C. 


reas 
ATOM BOMB MAKERS USED IMPERIAL FILES 
Imperial Methods Company, Forest Park, Ill., an- 
nounces that the physicists and other scientists who 
did the experimental and research work on the atomic 
bomb used vast quantities of Imperial filing supplies 
to make their records permanent. 
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RENEW-POINT FOUNTAIN PEN 


9788 ' 
1451 





A lot of Esterbrook Fountain 
Pens and Renew-Point num- 
bers are still needed by Uncle 
Sam. Naturally his business 
comes first and as a result it 
is difficult for us to meet all 
home-front orders. 


But things are looking better 
and we soon hope to be able 
to supply all of our dealers 
with a complete line of pens 
and Esterbrook’s famous 33 
numbered Renew-Point styles. 


THE ESTERBROOK PEN COMPANY 
Cooper Street, Camden, N, J. 


or The Brown Brothers, Lid., 
Toronto, Canada 


@ NUMBERED POINTS 
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Another Copybrite Sales 
Booster for DEALERS! 














Your customers want and deserve the best in duplicator 
fluids. That's why we recommend COPYBRITE Alco-fluid 
so highly. Impartial tests show that COPYBRITE Alco- 
fluid is “tops” . . . FAST DRYING . . . FREE from OB- 
JECTIONABLE ODOR . and NON-CORROSIVE. 
Packaged in gallon bottles and 54 gallon drums. Dealers 
are invited to get acquainted with COPYBRITE Alco- 
fluid. It can be the “open door" to new customers. 


FLUID DUPLICATOR DIRECT PROCESS SUPPLIES 


Alco Carbons Alco Ribbons 
Alco Units Alco Fluid 
Copyinx Hand Cleaner 


Alco Original Papers 
Alco Run Papers 


COPY PAPERS Inc. 


700 WEST LAKE ST....CHICAGO 6, ILL. 


“So I Right urxth Copy brite i 
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ADVERTISING BEHIND THE SALES SCENE 

Robinson Manufacturing Company, Westfield, Mass., 
offers a plan to produce effective results for the 
dealer and the manufacturer in that it is a type of 
advertising effort which goes directly into the con- 
sumer’s home. 

The plan includes: 

1. National magazine media and packaging inserts 
entitling the customer to receive the free booklet, 





ROBINSON REMINDERS ADVERTISING CAMPAIGN 


“How to Remember by Forgetting.” The booklet 
humanizes the individual ideas of practical efficiency 
that are the basis of the design of every Robinson 
The booklet bubbles over with humor and 
two-color illustrations. 

2. On the back page of the booklet is printed a 
questionnaire of 12 queries, which the consumer is 
requested to fill in and mail to the manufacturer. 

3. The consumer then receives, free-of-charge, a 
Robinson Reminder filler inserted into a folder with 
a selling story. 

4. In each mailing of both the booklet and the 
sample Reminder, the consumer receives a list of the 
names and addresses of the dealers who sell the line 
in his or her territory. 

ee ee 


L. C. SMITH ADDS TO GROTON PLANT 


The first shovelful of earth for. the addition to the 
Groton, N. Y., plant of L. C. Smith & Corona Type- 
writers, Inc., Syracuse, N. Y., was excavated by H. W. 
Smith, president of the company, on July 13. It is ex- 
pected that the work of erecting the new four-story 
addition will be completed by the latter part of the 
year. Besides the new addition, a third and fourth 
story will be added above the present woodshop wing, 
which was built in 1917. 

It is announced by the company that the expansion 
at Groton was deemed necessary in order to increase 


| substantially the capacity of the plant and more easily 


meet the post-war demand for portables, which sur- 
veys have proved will be heavy. 

Plans and specifications of the addition were pre- 
pared by C. D. Corwin, formerly works engineer for the 
company and at present manager of the Groton plant. 


ee 


JARDIN ASSOCIATES, INC., TO NEW OFFICES 

The New York offices and showrooms of Jardin 
Associates, Inc., are now located at the new address, 
75 Maiden Lane, New York 7, N. Y. From the new 
offices, exclusive distribution is being conducted 
throughout eastern United States for The Acouster 
Company of Youngstown, Ohio, manufacturers of 
noise control cabinets and sorting systems. Howard 
M. Jardin, president of Jardin Associates, Inc., was 
formerly Cleveland, Ohio, manager for Pitney-Bowes, 
Inc. 
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TYPE KIT 


Contains Black Indelible 
Ink, brush, felt pad, holder, 
tweezers, and interchange- 
able 14 pt. type, suitable 
for making a stamp of any 
name, rank, and Army 
serial number. Unit is 
equally popular with stu- 
dents and housekeepers 
who wish to mark linens 
to keep them from getting 
lost at the laundry and so 
they may check the life of 
the apparel. 
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“Im marking my belongings with Justrite ink 


— 50 they won't go A. W. O. L.” 











——_ 
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This attractive display together with 
attention-getting pennants will make 
your store school-supply headquar- 
ters. 


Orders for Justrite Marking Kits 
amounting to $10.00 or more net will 
receive this display unit FREE. 


CT 





a ORDER TODAY. 


Let this doubly colorful window display help you 
Sell Marking Kits to Students 

















" JUSTRITE INDELIBLE PEN 


MARKING KIT 

This unit may be tucked away 
in the uniform pocket—it's not 
much larger than a pack of 
cigarettes, yet it has all the 
basic needs for indelibly mark- 
ing cloth. Contains a gen- 
erous bottle of Justrite Mark- 
ing Ink, a Justrite pen point 
and wooden holder, and a pen 
wiper. An inexpensive unit 
that does the iob 
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The Good Days Are 


Just Ahead 


When once again materials will be available to 
a normal complement of manpower to manu- 
facture peacetime products—those will be the 


good days. 


And when fibre board comes back for civilian 
purposes TRANSFILE FILES will continue to 
prove their superiority in their own class. All 
the records which have been accumulated and 
stored for the past four years, can be trans- 
ferred to TRANSFILE FILES, where they will be 
safe, clean, orderly and ready for instant ref- 


erence. 


TRANSFILE FILES are complete individual 
file units. They can be stacked into batteries as 
high and wide as required by using the 2-Way 
Interlock. No screws, nuts or bolts are needed. 
The 2-Way Interlock just slips into formed metal 


loops on the metal reinforcements on the sides. 


Now is a good time to line up your prospects 


for the good days just ahead. 


GUIDE SYSTEM & SUPPLY CO. 


NEW YORK 13, N. Y. ca 


335 CANAL STREET ° 





Trademark 


TRANSFILE 


FIBRE BOARD FILES 





A COMPLETE LINE OF 
FILING SUPPLIES 
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OPEN NEW WATERMAN SALES, DISPLAY ROOMS 


Several hundred enthusiastic dealers from metro- 
politan New York, New Jersey and eastern Pennsyl- 
vania Officially opened the L. E. Waterman Company 
new sales and display rooms on Thursday, August 2. 
The new quarters are located at the corner of Broad- 
way and Fulton Street in New York, N. Y. 

Enthusiasm of the visitors was readily apparent 
as Col. A. W. J. Pohl, Waterman’s vice-president, 
pointed out the many architectural and decorative 
features of the new location, which comprises more 
than 7,000 square feet of floor space. “First of all,” 
said Col. Pohl, who supervised the construction and 





OPEN WATERMAN DISPLAY ROOMS —Seated below the 

Waterman mural at new sales and display rooms of L. E. 

Waterman Company, corner of Broadway and Fulton Street 

in New York, N. Y., Mrs. Walter S. Miller and Mr. Miller 

(standing) listen to Charles Granath, assistant sales manager, 
as he outlines fall promotion plans. 


design, “it was the intention of the company to 
make these sales and display rooms as convenient and 
as efficient for our dealers as we possibly could. Then, 
we wanted them to be comfortable—for our own 
people’s sake, as well as for the dealers. And, of 
course, we wanted real, post-war beauty and mod- 
ernity of design.” 

That Waterman’s succeeded in meeting these re- 
quirements is apparent in many ways. Separate facili- 
ties have been provided so that dealers can receive 
prompt attention without interference from the public 
seeking pen repairs. Low, sound-absorbing ceilings 
and composition-tiled floors reduce noise to a mini- 
mum. Indirect, fluorescent lighting throughout pro- 
vides perfect illumination without glare, while the soft, 
pastel shades of blue used in walls and mirrored par- 
titions provide striking contrast with the light-colored 
micarta tops of show cases and fixtures. 

High spots of the display room decorations are the 
series of huge photographic murals on the walls of 
the public rooms and the executive offices, and the 
circular display room exhibiting the famous Water- 
man’s collection of pens. The murals, four in number, 
show the history of writing throughout the ages, the 
steps required in producing Waterman’s pens and 
inks, and the distribution of Waterman’s pens 
throughout the United States and the world. 

During the evening, Frank D. Waterman, Jr., presi- 
dent, displayed models of the pens that will be pro- 
duced this fall. 

Charles S. Kernaghan, sales manager, outlined the 
intensified magazine advertising program that will 
introduce the new merchandise, and announced that 
Waterman’s new radio program, “Gang Busters,” will 
be broadcast coast-to-coast over 183 stations. 
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“Dependable 
as a Good 


Soldier-' 


“GRAND 
PRIZE 


TYPEWRITER RIBBONS 
AND CARBON PAPER 


You can rely on Grand Prize” 
Typewriter Ribbons and Car- 
bon Paper to provide the 
clean, sharp, smudge- free 
work you want. ’’Grand Prize” 
quality also assures perma- 
nent copies! Over 50 per cent 
of “Grand Prize” production 
still goes to Uncle Sam's war 


needs! 


PACIFIC CARBON 
& RIBBON MFG. 
0 8 P hee 


J. Francis O’Connor, Pres. 





Head Office & Factory 
1451 Harrison St., San Francisco 3, California 
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THE BASKET KNOWN TO A CONTINENT 





Distributed by 
BAINBRIDGE, KIMPTON & HAUPT, Inc. 
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Seen and Heard 


in Southern California 
By J. Edward Tufft 


1719 Fremont Ave., South Pasadena 


Moving to new quarters is usually a sign of growth 
and confidence. That being the case, it is certainly 
true that office appliance dealers in Los Angeles are 
enjoying good growth and have confidence in an 
even greater expansion. This is obvious from the 
number of firms that have recently moved, or are 
about to move, into more commodious quarters. 
Among such firms are the Royal Typewriter Company, 
the Victor Adding Machine Company, the Allen-Wales 
Adding Machine Company, the Angelus Typewriter 
Company, the California Typewriter Exchange and 
the Business Appliance Company, all major concerns 
in this industry. CO ge 


The Southern California Adding Machine Company, 
Los Angeles, recently took on a contract with the 
city of Los Angeles for the maintenance of 2,000 of 
the city’s typewriters. This new contract is keeping 
the firm very busy and the volume is pleasing to pro- 
prietors G. E. Miller, P. E. King and F. M. Swann. 

a * * 

The Harris Stationery Company has opened a new 

store at 5522 York Boulevard, Los Angeles. 
aK * * 

A dinner meeting was scheduled by the Stationers 
Association of Southern California for Friday, August 
28, at the Los Angeles Athletic Club. 

Oo * * 


Philip Van Culin, radar man first class, formerly 
representative for the Standard Diary Company, left 
for further duty in the South Pacific on July 27 
aboard the ‘“U.S.S. Fremont.” He had been at his home 
in Los Angeles on a two weeks’ leave. 

a * * 

Thomas B. Lockard, son of Blake Lockard, secretary 
of the Stationers’ Association of Southern California, 
expected to go overseas September 1 for six months’ 
duty on advanced bases and on ships in the South- 
west Pacific. For the past three and one-half years he 
has been a member of the U. S. Coast Guard quartet 
at Manhattan Beach, N. Y. 

* * * 

The fish were biting well, reports E. L. Sloat of the 
Underwood Corporation’s main office, upon returning 
from a week’s vacation at Ensenada, Mexico. He 
caught one fish weighing 30 pounds and a sea bass 
which weighed 50 pounds. Mr. Sloat was accompanied 
by E. B. Kamp, salesman for the firm. 

* a * 

Miss Annabel Bowes, secretary to J. A. Johnson, 
manager of the Los Angeles branch of Underwood 
Corporation, returned to work on July 6 after a two 
weeks’ vacation spent partly at home and partly in 


making short trips. — 


C. W. Brentner, manager of the Brown Shop, Pasa- 
dena, reports that business is still very good. He says 
the shop is able to supply immediate demands but 
back orders seem to be piling up. 

* * » 


L. E. Walrath, manager of Vroman’s Office Furni- 
ture and Equipment Store, Pasadena, is taking a 
much-needed rest because of illness. Mr. Walrath has 
been on the job at Vroman’s for 15 years. 

* * * 

The Angelus Typewriter Company is now nicely 
settled at 531 South Spring Street, the location for- 
merly occupied by the American Writing Machine 
Company. This firm has been in business on Spring 
Street since 1912. 


OFFICE APPLIANCES, September, 1945 











OF 











ee — 


is is the mark: 





















that marks the pens: 
WEAREVER 
y Zenith... $195 





un oO Oo 


bar at facture? 
} Amenic@ s Pn Man u 
: Four un fain 


LOOK TO WEAREVER FOR POST-WAR PROFITS AND VOLUME 
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y FOUNTAIN PENS » MECHANICAL PENCILS + REFILL LEADS 
. DAVID KAHN, Inc., North Bergen, N. J. 
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Can You See This ERROR in Your Business? 


e Most likely, you have run across _ brings to the business world. 
errors of a similar nature—a hurried 
glance, the pencil mistaking the posi- 
tion of the 8 and 3. Errors that mean 
a costly checking and re-checking to 
find the cause later on—a job that 
costs in time and money. 








Creating better forms is Uarco’s 
business— scientifically designing 
forms that keep business procedure 
moving smoothly—prefabricating 
paper and carbons into forms that 


mean time and money saved. 
Yet such errors are needless—can 





easily be eliminated by the use of the Have a Uarco representative call on 
right forms. Forms that allow one per- you today. It will cost you nothing 
son at one time to write all the needed and may well result in cutting the ‘ 

. f prey , d b £ pe busi For CAMAMCE?’ The Varco E-Z- 
copies—forms with fresh interleave number of errors in your business rec- Out Vikis tne 90st wks 
carbons that assure instant readabil- ords. Or for detailed information— time-saving and error-cutting business 


forms. For use in typewriter or for 
handwritten forms, they have carbons 
UNITED AUTOGRAPHIC REGISTER COMPANY ssoiddiae aia tienen ae 

2 7 2 oN ae - a4 . Up to as many as 20 copies can easily 
Chicago, Cleveland, Oakland ¢ Offices in All Principal Cities be made by typewriter or 5 by 
hand. Write for complete information. 


ity — forms such as those Uarco write us today. 






AUTOGRAPHIC REGISTERS 





SINGLE SET 
FORMS HANDWRITTEN TYPEWRITTEN + BUSINESS MACHINE RECORDS 





206 OFFICE APPLIANCES, September, 1945 





Qs CR ht ot oe bet ft 


go =" - 


mh Oo O py 


ps 


res 
ant 


ma 
ing 
pla 
thi: 
cha 
mec 


mo' 
Oli 


OF | 





, E-Z- 
es of 
iness 
yr for 
rbons 
gned. 
pasily 
5 by 


ation. 


45 











The firm now has at least three times as much 
floor space as formerly, having balcony and basement 
in addition to the main floor which has 1,600 square 
feet. In the basement is a large shop where all the 
“dirty work” is done, such as the cleaning and 
enameling. This basement is air conditioned and has 
all modern equipment and ample storage space. The 
repair shop, modern in every particular, is located 
at the rear of the main sales and display room and 
a plate glass partition allows the visitor to see work 
being done on typewriters. 

Business has already shown a positive increase 
since moving, according to Fred Rothman, manager. 
All the old personnel is still on the job, while a new 
mechanic and new cleaning man have been added to 
the staff. 

oa * ~ 

A. W. Willis of the Atlas Desk and Safe Company, 
Los Angeles, has returned from a business trip in the 
East where he visited most of the factories which 
he represents. Although he was well received every- 
where, he says he got no promise of any immediate 
future deliveries. Incidentally, he says he saw many 
empty benches in factories due to lack of materials 
and workmen. 

Mr. Willis says he found traveling conditions very 
bad and hotel rooms almost unavailable. He was 
happy, he states, to have an opportunity to sign the 
guest book at OFFICE APPLIANCES in Chicago. 

os oa 

Ebenezer Wallace, Jr., private first class, son of 
Ebenezer Wallace, Sr., proprietor of The Southern 
California Stationers, Los Angeles, returned early in 
July from the European theater of war. After a 31- 
day furlough he was to go to Camp Bragg, N. C., 
for further training. The young man served in the 
ferry command overseas for about three months but 
has now been transferred to the infantry. 

* * * 

Miss Eleanor Brighton is the new stenographer for 
the Victor Adding Machine Company, Los Angeles. 
Miss Brighton came from Detroit, Mich., arriving in 
the latter part of July. 

* * * 

The Royal Typewriter Company, now located at 
1031 South Broadway, will move about September 1 to 
1034 South Broadway, according to George G. Ralls, 
manager. The new location gives a wide frontage on 
Broadway and more than doubles the space now oc- 
cupied. There will be 6,500 square feet of floor space, 
the building extending through from Broadway to 
Main Street. While the main entrance and repair 
shop entrance will be on Broadway, the shipping en- 
trance will be on Main Street. Complete revamping 
of the interior is now under way. A five-year lease 
has been secured. The area was formerly occupied 
by four stores, but partitions are being removed in 
the process of modernization. 

* + * 

S. P. Hess, western supervisor for Roytype supplies 
with headquarters at Chicago, joined the Los Angeles 
organization on September 1. He will have charge 
of Roytype sales in the Los Angeles district. 

os * ok 


David A. Hendler, who recently opened his own store 
at 3835 Wilshire Boulevard, Los Angeles, is now rep- 
resenting Holga filing cabinets, Harter posture chairs, 
and Leathercraft furniture. Mr. Hendler is catering 
most particularly to a professional clientele and is 
making a specialty of posture seating. He is specializ- 
ing in this, not only in offices, but also in industrial 
plants. Mr. Hendler hopes to render a real service in 
this field. He will carry two or three lines of posture 
chairs. He has had some good contracts recently with 
medical groups erecting and furnishing new buildings. 

* 


* * 


The Allen-Wales Adding Machine Company is 
moving from 305 South Spring Street to 912 South 
Olive Street. The move was necessary because the 
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' { Dealers: attach this coupon to your letterhead} 


Boosting KIL-KLATTER 
sales from coast to coast... 
this is one of a sertes of 
advertisements appearing 
every month in leading. 
office equipment magazines 





Free Display Cards to Dealers: With orders 
for a dozen or more pads we'll send 
you FREE acolorful display card and 
a liberal quantity of 2-color mail en- 
closures imprinted with your name. 






RETAILS 
FOR 


$]00 

















AMERICAN HAIR & FELT COMPANY 

Dept. B-9 Merchandise Mart, Chicago 54, Ill. 

( ) Send 1 doz. KIL-KLATTER Typewriter Pads individually boxed 
with free card and enclosures. Our check for $6.00 is enclosed. 


or 
( ) Send FREE sample KIL-KLATTER Pad and full information about 
quantity prices and discounts. 
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ANNOUNCING! 


The NEW we ADO” 






With Automatic 
VALVE CONTROL 


(Pat. Applied For) 











LEAKPROOF 


can be carried 
in pocket! 
Supplied with Clip 


ALUMINUM 
or 


PLASTIC 


(Aluminem is in freer supply) 


The new Cado FLO- 
MASTER heads the field 
—more features that sell 
—no leaks or kinks to 
cause complaints. Writes 
like a pen, marks like a brush 
Unlimited 
sales possibilities. Get the 
right brush — the Cado FLO- 
MASTER and you'll get the 


Business. 


on all surfaces. 


N.B.—Cado Fountnbrush INK is sunfast, 
waterproof, instant-drying. Make your mark 
with it! "The Ink of a Thousand Uses.” 


CUSHMAN & DENISON MFG. CO. 


135 West 23rd Street New York I], 
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growth of the business, had made the old quarters 
inadequate. The firm has two and one-half times as 
much space in the new location and the building has 
been completely redecorated. Rodney Allabach is the 
distributor of Allen-Wales machines and consequently 
head of the Los Angeles setup. W. E. Montgomery is 
office manager. x * & 

Keenan and Dorn, 1194 East Colorado Street, Pasa- 
dena, recently opened a radio department. For the 
present this department will be devoted to repair 
work on radios and on office communicating systems. 
As soon as available, however, a nice line of radios 
will be added. Emphasis will be placed on the in- 
stallation and maintenance of office communicating 
systems as well as the sale of radios. 

The new Linotype machine recently installed by this 
company has added greatly to its capacity for turn- 
ing out work.  S % 

Earle P. Hambly of the Aldine Printing Company, 
Los Angeles, has taken a week’s vacation to get ac- 
quainted with a new baby daughter born July 31. This 
baby is a very welcome addition to the home, since 
Mr. Hambly’s son is serving in the South Pacific and 
his other daughter was recently married. 

Gilbert Feinstein, a member of the firm, now a 
correspondent and a writer for the Stars and Stripes 
in the South Pacific, recently enjoyed a furlough in 
Honolulu. He has been awarded the Bronze Star for 
meritorious service in the Leyte and Okinawa cam- 
paigns. 

D. L. McBride, known as “Mac the Penman,” 453 
East Colorado Street, Pasadena, reports that his son, 
Lt. David McBride, is now at Camp Pendleton, Oregon, 
awaiting orders to go to the Pacific theater of war. 
Lt. McBride is with the Marines and has been in 
service about three years. 

Mr. McBride’s son-in-law, Lt. Col. Albert Stephens, 
is expected home from the European theater of war as 
soon as passage is available. He will return to Texas 
A. and M., College Station, Texas, where he served as 
associate professor in the capacity of petroleum engi- 
neer before going overseas. While there, he had the 
largest class in petroleum engineering ever assembled, 
there having been more than 700 students in the class 
at one time. In Europe he did good work in connec- 
tion with movable pipelines carrying gasoline to the 
front. 


‘ a 
INCORPORATE COLUMBIA STEEL EQUIPMENT 
Incorporation under the laws of the state of Penn- 

sylvania has been completed by Columbia Steel Equip- 

ment Company, Philadelphia, Pa. 

George Ruck, who founded the business in 1919, will 
be chairman, president and general manager. Major 
J. F. Emhardt of the United States Army is vice-presi- 
dent and sales manager and C. F. Wyttenbach is sec- 
retary and treasurer. 

The executive offices will continue to be located in 
the Lincoln-Liberty Building, Philadelphia 7. The fac- 
tory, which covers the block bounded by Third, Anns- 
bury, Orianna and Wingohocking Streets, is still busy 
with war work but will be utilized for full-scale peace- 
time activity as soon as the restrictions imposed on 
this industry are removed. 

> = 
EVERSHARP OBTAINS RIGHTS ON NEW PEN 

Eversharp, Inc., and Eberhard Faber have acquired 
from Canadian interests the rights to manufacture 
and distribute the new ball-bearing pen, Martin L. 
Strauss II, president of Eversharp, Inc., announced 
July 24. 

In May of this year Eversharp and E. Faber ac- 
quired from the Eterpen Company, Buenos Aires, 
Argentina, the U. S. rights to make and sell the pen, 
as well as exclusive distribution rights for Alaska and 
Hawaii. 

The pen operates on the principle of capillary at- 
traction and will write on cloth or blotting paper, 
and on objects when submerged in water. 
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BUSINESS FORMS 


* 






MODERNIZED stores will be essential to successful 


post-war retailing. 


MODERNIZED merchandise lines will continue as the 


foundation of profitable sales. 


MODERNIZE your merchandise lines and your cus- 
tomer service by featuring the complete line of modern 


WORLD-WIDE Business Forms. 







Start your post-war plan of modernization by putting your 
inventory in proper shape. It must serve the departmental 
requirements of each and every business in your locality. 


— LIT» 
There are (WORLD-WIDF) Forms that will help to econom- 


AEeRTERO CF a 
ically systematize every business department, such as: 
Traffic - Sales - Personnel 

Purchasing - Accounting 


Credit - Production . Employment 
* 


Trade manufacturers are invited to consult us 
regarding our warehouse facilities and complete trade 


coverage by experienced salesmen. 





ASSOCIATED STATIONERS 
SUPPLY CO. 
Distributors for Manufacturers 


229 S. JEFFERSON STREET, CHICAGO 6, ILLINOIS 
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NEWS NOTES FROM NSA DISTRICT NO. 8 





Gene Mitchell, Correspondent 





The Midwest Travelers Club held the first of a 
series of monthly luncheons on July 21 at the Muehle- 
bach Hotel, Kansas City, Mo., and laid plans for 
a picnic for travelers and stationers to be held in 
mid-September at a near-by country club. Plan your 
fall trip so as to be in Kansas City on the picnic 
date, which will be announced shortly. The committee 
on arrangements for the picnic is headed by D. A. 
MacDougall of Stationers Loose Leaf Company and 
includes Austin Waterbury of Carter’s Ink Company, 
Roy Wood of Esterbrook Pen Company, “Bill” Crom- 
well of Eaton Paper Company, “Heinie” Sengbush of 
Sengbush Self-Closing Inkstand Company and Dan 
Consodine of Richard Best Pencil Company. 

* * * 

Right in the midst of the opening of Comfort 
Printing & Stationery Company’s Ninth Street store 
in St. Louis the week of July 23, Hartley Comfort’s 
new home in St. Louis County suffered $20,000 damage 
in a fire. Fortunately, the Comfort family had not 
occupied the residence, so suffered no personal loss. 


* * * 


Lionel Colomb of Weis Manufacturing Company and | 


Eddie Cooper of McMillan Book Company were re- 


cently entertained, while in St. Louis, by Ernie Hazel, | 
the big county record book man. Ernie spent several | 


July days visiting his family in Oklahoma City. 
* * * 


George Seidel, office furniture manager of Farn- 
ham Stationery & School Supply Company, Minne- 
apolis, Minn., accompanied the writer on a trip to 
several furniture factories in late June, following up 
orders in an effort to obtain early shipments. 
promises were hard to obtain. Although in St. Louis 
only overnight, he was entertained by Mr. and Mrs. 


F. K. Adams of S. C. Adams Company at a most | 


enjoyable home party. 
ok * * 

Recent word from Sgt. Pete Masterson, former Acco 
man, states that he expects to be back on this side by 
September. His letter came from France. Word also 
comes from Corp. Paul S. Baird that he expects to 
receive a medical discharge the first week of August. 
He has been recuperating at a base hospital in San 
Antonio, Tex. Paul is the junior end of Geo. E. Baird 
& Son, stationers of Kansas City. 

* * * 


The Kansas City stationery industry seems well 
represented in court circles these days. Both Tom L. 
Evans, president of Gallup Map & Stationery Com- 
pany and Roy Moreland, vice-president, Schooley 


Even | 


Printing & Stationery Company, are members of the | 


Jackson County grand jury. 
* * * 
A recent visitor to St. Louis was our former St. 
Louisian, Bob Dishman of Robert Keith Furniture 
Company, Kansas City. While here on business, Bob 
called on many of his old friends in the trade, all 
of whom were glad to welcome him. 


* * * 


Cliff Talty, the Gallup Map man of Kansas City, | 


and former “Scandahoovian” from Minneapolis, spent 
several days among the Wichita, Kans., trade late in 
July, in the company of Jack Ellis, of Webster carbon 
fame. Watta pair! 

* a * 

Another new stationery sign graces Eighth Street 
in St. Louis. William J. Kennedy Stationery Company 
placed a very colorful sign over their entrance and 
windows. Things are lookin’ up in these parts these 
days. 

a * * 

William (Bill) Bohart is trying to equal or better 
his Oklahoma rival, one Bill Pickering—both of+Eber- 
hard Faber’s staff. While Pickering is enjoying live- 
stock-raising on his “ranch” for a vacation, Bohart 
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THE WONDER MACHINE 
THAT COPIES ANYTHING 


WIDE 
RETAILS $ 9 APPEAL 
FOR LARGE DEMAND 


Makes exact duplicates up to 10 x 14 


inches, of anything printed, written, 
stamped, typed, drawn, etc. Swift, eco- 
nomical, simple photo-copying process. A 
million and one uses. Invaluable in office 
and factory. Copies meet all legal require- 
ments. Anyone can make perfect copies 
the first time. 


Special generous discount allowance to 
live-wire distributors. Write or wire TODAY 
for illustrated folder. Territory going fast. 


wal d . 
coy CORPORATION OF AMERICA 


15 East 40th Street * New York 16, N. Y. | 
MUrray Hill 3-5868 
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If we don’t VISIT you 


AS OFTEN AS FORMERLY 


Please don’t feel slighted 


Leaving railroad accommodations as 
far as possible to our soldiers . . . is one 
of the inconveniences we must get along 
with until the Government further re- 
laxes wartime restrictions. 

Meantime—when you order Notes, 
Drafts and Receipts, remember Quality 
pays Better Dividends . . . in good will 


as well as money. 


GIBSON NOTES, DRAFTS and 
RECEIPTS 
are Quality Forms 
They help make Permanent Customers 


and Good Friends for your business. 





BUY MORE WAR BONDS 
AND HOLD THEM ... .! 











C. R. GIBSON & COMPANY 


Publishers & 
Lithographers 


Connecticut 





Norwalk 


as 








is lolling in the swimming pool, sun bath and golf 
course of his local club. The ODT regulations kept 
them both within their local confines. 

* * 7 

On June 28, the Shallcross Printing & Stationery 
Company of St. Louis moved from their quarters at 
1822 Locust Street, where they have been located for 
over 25 years, to 107 North Eighth Street, which, until 
the previous week, housed the Comfort Printing & 
Stationery Company store and_ general offices. 
Shallcross redecorated the interior, installed some new 
equipment and improved the front with a large, at- 
tractive sign. Al J. Bartens is vice-president and store 
manager. 

* * * 

A stranger is in our midst. Stratton Terstegge, the 
Crayola man, visited the St. Louis trade late in 
June and looks a real picture of health and innocence. 

* * hd 

Austin Waterbury was present for the opening of 
the new Comfort store and did an admirable job of 
arranging the Carter ink and carbon display on the 
first floor. 

* * * 

A letter from Ray Zehr, formerly of Jacquin & Com- 
pany, Peoria, Ill., now in the Coast Guard and located 
at the Navy ammunition dump at Hastings, Nebr., tells 
of the very critical illness of his wife, Theresa, who 
many of us know. She has been confined in a Peoria 
hospital for many weeks, and seems to be making 
little if any headway. Our every good wish goes to her. 

* * * 


Mark Farrar, treasurer of Joplin Printing Company, 
Joplin, Mo., visited several of his factory connections 
late in July, including those at Kansas City, Burling- 
ton, Iowa, Chicago, Milwaukee, Grand Rapids, Cleve- 
land, Jasper, Ind., and St. Louis. A good part of his 
trip was made by air. 

* Ss + 

Walter Lennartson, editor of this foremost magazine, 
advises that he is a fish eater but not a fisherman. 
So, any of you fishermen who had better luck this 
summer than I had, please remember Walter when 
handing out your catches. He will accept any and 
all you may send him FREE. 

* * * 

Capt. Jack Manning, son of Mr. and Mrs. Gerry 
Manning of Joplin Printing Company, Joplin, Mo., 
spent a ten-day leave with his parents. He was 
enroute from Fort Benjamin Harrison, Ind., to 
Seattle, where he is taking his wife and baby to live 
while he is stationed there. It was the first home 
visit of the younger generation for over a year and 
a half. 

a * * 

Our good old friend, Walter Guy, of Arkansas Print- 
ing & Lithographing Company, Little Rock, Ark., spent 
several days in New York, Philadelphia, Washington 
and Jasper, Ind., recently on business, during which 
he enjoyed visits with several old friends. His firm 
has earned the hearty congratulations of all of us, 
having been recently presented with the Navy award 
for printers. This firm was among the first five in 
the United States to receive this recognition. You 
just can’t hold a good guy down. 

* * * 

Mr. and Mrs. George Wilkerson of Springfield, Mo., 
entertained several Springfield friends in St. Louis 
in August, witnessing the famous outdoor municipal 
opera, the ball game, and so forth. George is the 
Smead Manufacturing Company representative in 
these parts. 

* * OK 

Sympathies to Ed O. Miller, Lessard Printing & 
Stationery Company, of St. Louis, who lost his mother 
early in July, following a lengthy illness. 

* * * 

“El” Vevier of Vevier Loose Leaf Company, St. Louis, 

spent several July days in Chicago seeking additional 
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PEACE-TIME NEEDS 
MEAN MORE BUSINESS 


Conversion from war-time to peace-time pro- 
duction is the dealer’s opportunity to develop a 
worthwhile and lasting business. The more ad- 
vanced methods adopted for war-time needs will 
likewise be selected for peace-time needs. Here 
are a few Cesco items it will pay to concentrate 
on: 


VISIBLE RECORD BOOKS 


For Sales and Prospect records, Inventory and 
Stock Control, Purchase Records. Many stock 
forms available. Automatic and Non-Shift 


books. 














STRIP ACCOUNTING SYSTEMS 


For accumulating reports, operating figures and 
other data quickly. Peg Board and Binder 


equipment. 


SOCIAL SECURITY RECORDS 


An up-to-date series of forms—for most every 
size business. Subsidiary records for the orderly 
procedure of personnel and classification 
changes. 


CATALOG COVERS 


For post-war catalogs, sales manuals, price lists, 
and other sales literature. Many styles and types. 











Literature on Request 


Send today for descriptive catalogs and informa- 
tive booklets. They should be in the hands of 


every dealer. 















































The C-€-SHEPPARD CO. 
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equipment for the improvement of his plant. He re- 
ports he had considerable success. 
+ ak + 
J. Brent Hewey, formerly of Duke Printing & Office 
Supply Company, Wichita, Kans., has returned to 
Western Lithograph Company as store manager,-a 
position he held before joining the Duke organization. 
Earl Duke has taken over the buying for his company. 
* * ca 


On opening day at the new local Comfort retail 
store, one Izzy Voda of Wallace Pencil Company was 
seen reverting back to a natural trait. He was sitting 
with his legs folded under him, was sewing buttons on 
a coat and, at the same time, telling about a recent 
fishing trip. It seems that a certain young lady named 
Margaret had been sitting quietly on the river bank 
with a line in the water for some 15 hours when she 
pulled out her line and actually had caught a fish. 
But, she excitedly yelled, “Gosh! the worm was 
bigger than this fish.” Izzy always throws back every- 


thing smaller than the worm. 
*” ae * 


Mr. and Mrs. William Schmiederer—he is the dean 
of the St. Louis industry—visited Chicago and Lake 
Geneva, Wis., on their vacation the last two weeks 
of August. They enjoyed the company of their son and 
daughter and grandchildren. 

- 


* * 


Walter Ruedy, the S. G. Adams Company notable, 
toured to the heart of Kansas with his wife and 
daughter early in September to visit his son-in-law 
to be, who is the pastor of a Downs, Kans., church. 

* a" ale 

Word comes that our old friend, Cliff Halverson, 
formerly with Midwest Press & Supply Company; 
Sioux Falls, S. Dak., is now Lt. Comdr. O. Clifford Hal- 
verson, 12 N. D. Publications and Printing Office, 
Administration Building, Treasure Island, Calif. He 
is in charge of all printing for the 12th Naval Dis- 
trict. Congratulations and best wishes, Cliff. 

a a aie 

Watch for an interesting announcement about our 
old friend, Jack Ellis, immediate past president of 
Midwest Travelers Club and Webster carbon ambas- 


sador in this section. 
we * ” 


Another of the really busy men of the Midwest 
group: Harold Josiah Hoffman, secretary and treasurer 
of Smead Manufacturing Company, Hastings, Minn. 
A practical and experienced farmer, cattle raiser, hog 
feeder, horseback rider, attentive husband, prime en- 
tertainer, head man at the St. Paul Athletic Club, 
beauty shop owner, manager of three busy manu- 
facturing plants, he is a hustling, successful business 
man. In addition, he is part owner with J. L. Wren 
of The House of Wren, Oklahoma City. 

oe a 


oe 


Plans are under way, at this writing, for an outing 
at the St. Clair Country Club near Carlisle, Ill., at 
which M. T. “Binks” Weingaertner, Egyptian Sta- 
tionery Company, Belleville, Ill., is to be host. 

+ * * 


TRAVELERS: BE SURE TO PLAN YOUR ITINER- 
ARY TO INCLUDE KANSAS CITY, MO., FOR 
WEDNESDAY, SEPTEMBER 19, SO AS TO BE ON 
HAND FOR THE TRAVELERS-DEALERS STAG PIC- 
NIC AND GOLF TOURNAMENT TO BE HELD AT 
SANTA FE COUNTRY CLUB. TIME: 2:30 P.M. UNTIL 
229. A FINE DINNER, PRIZES FOR WINNERS OF 
VARIOUS GAMES. PRICE $3.50, PLUS $1.00 FOR 
GOLFERS. ADVANCE RESERVATIONS ARE DESIRED 
BY DAN MACDOUGALL AND R. C. MOORE. REMEM- 
BER—SEPTEMBER 19. RESERVE YOUR PLACE AT 
THE DINNER TABLE NOW! 

nn a 
G. H. TURNER NAMED TO WAR LABOR BOARD 
G. H. Turner, personnel director of the Victor Adding 


Machine Company, Chicago, has been appointed an 
industry panel member for the sixth regional National 


War Labor Board 
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resumes 


CIVILIAN 
PRODUCTION 


ORDER NOW! 


During the past years, we 
have been manufacturing 
Duplicating Machines and 
Supplies for Army and 
Navy needs. Now, we 
have been authorized to 
make, for civilian use, our 
famous quality precision 
Duplicating Machines and 
Supplies—perfected by 
our 45 years of continuous 
research and progress. 


Order your Duplicating 
Machines and Supplies 
today. 


Dealers’ inquiries invited. 





Write for our new and exciting 
three color brochure, and price list. 


DUPLICATOR CORPORATION 


18 WEST 18 STREET @ NEW YORK 11, N.Y. 
a 
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PRE-FITINENGE in portable lighting Jos decks 





FINEST CUSTOM QUALITY 


The accompanying illustrations of our complete line of MIDCO 
the Perfectlite portable fluorescent desk lamp models will 
recall to our many hundreds of dealers the pre-war excellence 
of our product, which, after 1942, we were unable to continué 
to supply owing to government restrictions in the use of metals 
and priority requirements. 

With all restrictions removed as of recent date, we are 
again ready to supply our dealers with the same high standard 
quality product—within the same price range—which in itself 
needs no further elaboration for our dealers, whose own ex- 
perience with customer acceptance and satisfaction bears ample 
proof of MIDCO’s pre-eminent position in the portable desk 
lamp field. 

War-time restrictions on the manufacture of many essential 
civilian articles have depleted all stocks of the better type 
products, and this, in turn, has created a very healthy demand 
for quality merchandise, including fluorescent portable desk 
lamps. 

Our war-time production necessitated increased manufactur- 
ing facilities, which we can now convert fully to the manu- 
facture of our regular line of products, and with this improve- 
ment in facilities and the continuing cooperation of our many 
suppliers, with whom we have dealt throughout the period of 
the war, we do not anticipate too many difficulties in maintain- 
ing our usual pre-war service on shipments of customers’ orders. 

It will be our continued policy to furnish our 4200 Series 
desk lamp model in a choice of attractive finishes, but this 
choice will be limited to three selections until other type 
finishes are made available to us. Accordingly. in placing of 
any initial stock orders, we suggest that specifications on the 
finish be left open so that we can effect the earliest possible 
shipment of finishes that are currently in production. As far as 
possible, we will endeavor to maintain a satisfactory assortment. 


FOR MORE DETAILED INFORMATION, WRITE FOR DE. 
SCRIPTIVE FOLDERS, PRICES AND DISCOUNTS. 


MIDCO 
Adjustable 
Clamp-on 
Models 


1006-A 
Double Arm 





4200 Series 


MIDCO the Perfectlite fluorescent desk lamp 


oe 






Parabolic 
Reflector of High 
Reflecting Value 


EXCLUSIVE! ... This Scientific MIDCO light-distributing principle 
is the distinguishing feature of all MIDCO, the Perfectlite Models. 


—— i 





1005-A 
Single Arm 


ye 





a. 
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Midwest Naturlite Company 


Chicago 10, Illinois 


228 West Kinzie St. 
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SAN ANTONIO NEWS NOTES 





B. C. Reber, Correspondent 

A survey among the stationery and business equip- 
ment firms of this city by your correspondent indi- 
cates that they have rounded out the best eight 
months in the history of the business, the only prob- 
lems being that of acquiring sufficient merchandise 
to carry on, and in getting competent help. And, 
with the end of the war, it is predicted that the 
final four months will help to make 1945 one of 
the greatest, if not the greatest, year for the sta- 
tionery and business equipment in this area. 

Local branches of typewriter and business machine 
companies are not yet getting in machines worthy 
of note. Of these, the local branch of Remington- 
Rand, Inc., probably ieads the list with an average 
of 15 machines a month, while the others who are 
getting in any machines at all will run about four 
or five. With production renewed, however, there is 
not one of the local branches that does not have a 
stack of orders ready to be filled, and every manager 
is ready and anxious to “go to town.” 

* * * 

Ross Maddox, service manager for the local branch 
of Underwood Corporation, has returned from a two 
weeks’ vacation spent on Medina Lake, where he 
has a cabin. 

C. J. Daigle, service man for this firm, has also had 
his vacation, spending most of the time “just loafing 
about,” but Frank C. Hall, branch manager, still has 
his coming and promises some good fish stories when 
it is taken. 

Fred B. Nisbet, who operates a business furniture 
firm under his name, has returned from two weeks 
spent on the Gulf Coast at Corpus Christi. 

This firm reports a slight improvement in receipt 
of shipments of desks and chairs although those orders 
now being filled have been in for about a year. A 
brighter picture is forecast for the last quarter of 
the year, however. 


a ae 


G. S. Thorne, popular manager at Paul Anderson 
Company, has been doing a patriotic duty this month, 
serving on the jury. Mr. Thorne, previous to being 
called for jury duty, spent a few days at Rockport and 
is reported to have had quite a little luck with his 
fishing. 

Miss Ruth Rossman, former saleslady for the firm, 
who has been on a leave of absence for about 45 
days, has returned from Oregon. She is in charge of 
the greeting card department for this firm. 

Mrs. Alma Ruth Klaus, secretary to Mr. Thorne, has 
returned from a vacation spent in San Diego, Calif., 
where her husband, who is in the U. S. Navy, is 
stationed. 

Others at this firm who have enjoyed vacations are 
Claude Walker, floor salesman; W. J. Pieper, credit 
manager, who went to Corpus Christi; and E. R. Lujan, 
who is in charge of telegraph and mail orders, who 
has returned from a vacation spent on his brother’s 
ranch at Charlotte. Mr. Lujan has been with the 
firm approximately 20 years, having started in as a 
delivery boy. 

Howard Pieper, son of the credit manager, is doing 
his bit here during school vacation by helping out on 
the sales floor and in the engineering department. 

* * a 

Vacations also account for much of the news from 
Maverick-Clarke. Mrs. Emma Beard on the order desk, 
has returned from a vacation spent at her summer 
home on Medina Lake. 

Dick Jones, manager of the business machine de- 
partment, has returned from a brief vacation trip. 

Miss Lorene Gloor, saleslady in social stationery, 
has returned from a vacation spent at her home in 
Yorktown. While on her vacation, she served as 
bridesmaid at her brother’s wedding. 

Miss Nona Farquhson has returned from a business 
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AICO 
Stock Indexes 


Check your inventory —let us know your basic 
requirements, and we will make every effort to 
supply you as soon as possible with the AICO 
Products you urgently need. 

This means you will want to cut your unfilled 
orders in some cases—build them up in others. 
The material and labor situation is still critical, 
but if you will revise your orders and let us 
know your basic needs, we will do our best to 
supply you with AICO Products. 


AICO-GRIP TABBING 
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From Pearl Harbor on:: 


PREMIER CUTTING BOARDS 
Never Stopped Serving! 





Yes ... Premier Cutting Boards have been 
and still are serving all government branches 
especially our armed forces. Dealers and 
jobbers have enjoyed substantial sale vol- 
ume on Premier Boards since our entry into 
the war. At times, it wasn't easy for us. 
There were many problems to overcome... 
many obstacles to hurdle but we managed 
to continue serving our trade throughout this 
trying period. We are proud to say that 
we've always maintained the highest stand- 
ard of quality in Premier Boards and have 
diligently tried, in fact, to improve the qual- 
ity of our product during the critical past few 
years. New and old customers have enjoyed 
selling Premier Boards. We cordially con- 
tinue to solicit your valued business. 
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| returns. 


trip to Laredo. Miss Farquhson looks after govern- 
ment business for the firm, calling on Army officers 
in various camps and locations. 

Mrs. Ann Tayian, who resigned from the firm some 
months ago, has returned and is back in her old 
position in the stationery department. 

Mrs. Jeanette Higgins of the social stationery de- 
partment has resigned to join her husband who is 
being discharged from the Army. It is their intention 
to return, as soon as possible, to their home in Ar- 
kansas. 

Miss Helen Krisch, also with social stationery, has 
resigned her position to get married. The lucky man 
is Pvt. Willard J. Kuller. As soon as Pvt. Kuller re- 
ceives his discharge from the Army, it is their inten- 
tion to make their home in North Dakota. 


* * * 


J. B. Peatling, that genial and popular representa- 
tive of F. S. Webster Company, has returned from a 
vacation spent with his daughter, lst Lt. Gwendolyn 
Peatling, with the American Nurses Corps “just hav- 
ing a good time.” Miss Peatling has returned to this 
country after having been in England for the past 
three years. 


* * # 


And, while we’re on the subject of Peatling, he has 
informed us that he, as secretary-treasurer of the 
Texas Travelers’ Club, has sent out letters to all the 
members informing them that there will be no club 
dues this year. Those who have already sent in their 
dues will have them credited for 1946. 

a * ok 


Tommy Burkholder, local branch manager for Mar- 
chant Calculating Machine Company, has built up 
his service business to where three men are now 
regularly employed. They are Frank Cybrowski, Danny 
Tavers and Edward Bates. The two former take care 

| of the jobs coming into the office, while Mr. Bates 
is outside man. 


Ba * # 


Congratulations are due Ross C. Seibert of The 
| Clegg Company who, at the annual election of the 
Sales Managers Club of this city recently, was elected 
second vice-president. 
| Walter Wernli, in charge of floor sales, is confined 
| to his home by illness at this writing. We have been 
informed, however, that it is not serious and he is 
| expected to be back at his desk within a few days. 
Mrs. Margaret Cronson has joined the staff as a 
| saleslady. She has been assigned to greeting cards. 
| LL. B. Clegg, the genial and popular founder of this 
business, is off on a fishing trip to Alexander, Minn. 
We have promises of some good fish stories when he 


Eo * #* 


Mr. and Mrs. M. R. Allen of Central Typewriter 
Company have returned from a trip to the Gulf 
Coast. 


* * * 


From Southern Sales and Service comes the first 
concrete evidence of real fishing. W. P. Southern and 


| P. F. Southern, owners of the business, and Bruce 
| Tom, service manager, took a trip to Aransas Pass 
| on the Gulf Coast, threw out their lines, and here 


are the results: one tarpon, six feet, eight inches; 
one tarpon, five feet, six inches; three kingfish; 75 
pounds of mackerel. Personally speaking, we feel that 
is a lot better than bringing back a stack of empty 
bottles. 


Louis Dromgoole, manager of the typewriter divi- 
sion for Remington Rand, Inc., is enthusiastic over 
the reception of the new machines he is getting, as 
well as the number. According to a survey conducted 
by your correspondent, this branch is receiving more 
new typewriters than any other. And, as fast as they 
are brought in, there is a customer impatiently wait- 


* * ” 





Representatives ; . 
| ing. Mr. Dromgoole looks forward to some of the 
Pred Deutsch, 3525 Southwestern NN. L. & K. W. Zeagier, 1709 W. } 8 P e ° 
Alvd., Dalias, Texas—Texas and Okla Eighth St., Los Angeles, Cal. best business in the history of the branch during 


Milton Stone, 320 Broadway, Room 625 R. E. Horter, tnd., tll., Mich., Ohio 
New York City, covering New York 2523 W. 109th Pi., Chicago, tl! 


the succeeding months as deliveries increase. 
Lichenstein, 1228 Locust Ave., Joe Schrenke has joined this branch as an employee 


Harry Henkel, 163 Second St., San s. 
Philadeitphia, Pa. 


francisco, Calif. 
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Operators Who Know 
Prefer the MONROE 


“Tl take Monroe” is a common expression among operators 


er 
lf 


everywhere once they have used a Monroe machine. They in- 
stantly appreciate the “Velvet Touch” of the keyboard, the 
a Monee Acetenting Mechine speed and simplicity—the ease of operation that defies fatigue— 
re 209-685-191 the first-time accuracy—the unique appeal of fine design and 





S; construction. There are a dozen real reasons why “Operators 
Who Know Prefer the MONROE”. 


Monroe Listing Machines—like Monroe Accounting Machines 





—stem from the progressive-minded engineering skill respon- 


j- sible for the Monroe Adding-Calculator . . . for thirty years 
er 
as 
ed 
re 
ey 
it- 
he 
ng branches assure peak efficiency at low upkeep cost. 
Menroe Adding-Calculator AA-1 


the world’s standard Calculating Machine. 

Let our representative explain the Monroe Simplified Pay- 
roll Plan and the advantages of being Monroe-equipped for 
all of today’s vital figuring and accounting needs. Nation- 





wide systems service and maintenance through Monroe-owned 











- Monroe Calculating Machine Company, Inc., Orange, N., J. 
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NIAGARA Duplicator’s 
Hairline Registration 
Gives You Gunsight Accuracy! 


Think what that means when you have ruled 
forms, color work, post-cards, specifications, mani- 
fold forms, or columns of figures to reproduce! 

With hairline registration, an exclusive, pat- 
ented feature of the NIAGARA duplicator, you 
can put any word, any line where you want it! 
There’s no guesswork, no hit or miss... you 
KNOW to a “hairline” where the impression 
will appear on the paper. 

NIAGARA’s hairline registration control mech- 


anism makes it possible for you to handle in your 
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NIAGARA 


office many jobs which were formerly assigned 


to the printer... An added convenience and a 
money-saver, too! 

You'll be surprised at the speed with which 
this accurate work can be done. NIAGARA is 
the world’s fastest duplicator — produces 250 


copies a minute! 





Other outstanding NIAGARA features: 


@ ADJUSTABLE SPEED 
The Model K2 will run 40, 60, 80, 100, 120, 160, 
200, or 250 copies a minute, at your command. 
@ FLEXIBLE AUTOMATIC FEED 
Takes rough or smooth, light or heavy paper, from 
2% to 16 inches long, and from 2% to 9 inches wide. 
@ REAM FEED 
Easy-to-load feed tray—merely push down, and 
insert up to 500 sheets of paper. Feeds one sheet 
at a time. 
@ ADJUSTABLE STENCIL HEAD BAR 
If the copy or art work is crooked on the stencil, 
the operator can easily adjust the stencil to the 
correct position. 
@ NINE-INCH PRINTING RANGE ADJUSTER 
Copy cut too high or too low on a stencil can be 
raised or lowered practically the full length of a 
letter-size sheet. 











Released for civilian use without priority, 
NIAGARA duplicators are being delivered now 
—three models available: K2 ... world’s fastest... 
and AF4, both electric and fully automatic; and 
B2M, hand operated, with automatic feed. Put 
one to work in your office! 





world’s feotest duplicator 


NIAGARA DUPLICATOR COMPANY, 128 MAIN ST., SAN FRANCISCO 5, CALIF. 
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of the shipping department. 

Tom Lang, manager of the adding machine divi- 
sion, has returned from a trip to the Rio Grande 
Valley where a bowling tournament was held, Mr. 
Lang being a member of the team that represented 
this city. While full honors were not attained, the 
team came back with a trophy as evidence of their 
skill. 

The service department of this branch has been 
enlarged approximately 50 per cent. Work benches 
and equipment have been arranged so that better 
than double the volume of work formerly taken in 
can now be handled. More light, better ventilation 
and other facilities have been provided, and the 
staff is ready and eager to round out one of the 
best years in its history. M. D. Turner is service 
manager. 

Harry G. Leeper of Royal Typewriter Company, 
who has been traveling as a wholesale representative 
for the past six months out of the San Antonio 
branch, has been promoted to the position of Roytype 
supervisor in charge of wholesale and retail activi- 
ties in San Antonio, Dallas, Houston and New Orleans. 
He will make his headquarters in San Antonio. 


—— 


ACCOUNTING MACHINE MAGAZINE MAKES BOW 


A new publication slanted to the needs of manu- 
facturers and users of office machines, “The Account- 
ing Machine,” made its bow in August. The publisher 
is W. A. Bishop, a professional statistician. Arthur A. 
Newton has been appointed advertising director and 
editorial offices are located at 230 West 41st Street, 
New York, N. Y. In a foreword the editor states, “The 
inauguration of our magazine at this time is no mere 
accident of fate. The end of hostilities will see many 
new accounting machines capable of operations un- 
precedented in office machine history. Also, under the 
grim tutelage of war, new uses have been found for 
existing machines. To heighten the utility to industry 
of both new and existing machines will be our func- 
tion.” 

Plans call for a controlled circulation of at least 
10,000 monthly among controllers, office managers, and 
treasurers of the nation’s department stores, banks, 
insurance companies and heavy industries. 


——_—__—_ 9 


S. M. BABSON RATED “MAN OF THE MONTH” 


The trade publication, “Marking Devices,’ in the 
July issue recognizes Stanley M. Babson, vice-president 
and sales manager of the Bates Manufacturing Com- 
pany, New York, N. Y., as the “Man of the Month.” 

“Give Mr. Babson a sales and merchandising prob- 
lem and he’s perfectly happy. In addition to his duties 
as sales manager, he’s a man of hobbies,” states the 
publication. He is described as a tall, scholarly look- 
ing fellow with a keen sense of humor and an even 
keener sense of merchandising as applied to the 
marking device industry. Mr. Babson has been with 
the present Bates Manufacturing Company ever since 
an old classmate, C. S. A. Williams, organized it in 
1921 and asked him to join in the venture. 


a ane 
NATHAN A. STRAUSS OPENS NEW OFFICE 


Because of expanding business the firm of Nathan A. 
Strauss, operating the Chico Book & Stationery Com- 
pany at Chico, Calif., and Alexander’s at Marysville, 
Calif.. announces a change from the 321 D Street, 
Marysville, address to a new office at 501 Nagler Build- 
ing, Marysville. All statements, original invoices, cata- 
logs, circulars, and communications should be sent to 
the new address. Salesmen are to call there also. No 
merchandise is to be shipped to the new office, how- 
ever. 

It is the plan of Nathan A. Strauss to use the new 
location as a main office for buying and supervising, 
and to use the stores as selling agents. 
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When you sell pencils Mr. Dealer, sell the 


kind with “Built-in-Quality” — General’s 
Carbo-Weld Pencils with strong smooth 
lead. These are the kind of pencils which 
bring profits from repeat orders due to 


ever increasing consumer acceptance. 





General Pencil Company 


67-73 FLEET STREET JERSEY 
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IMMEDIATE DELIVERY 


ALL METAL 
FLUORESCENT DESK LAMPS 


O.P.A. DEALERS PRICE APPROVED 


D.L.-9C — AC ONLY 








FINISH: Wrinkled Bronze. 

Base and Column: Heavy cast white metal. 

Reflector: Heavy gauge pressed steel of scientific para- 
bolic design to cast maximum light over writing area. 
Construction is strong and sturdy—no wabble or bend. 
Material and workmanship is of the finest. Fully guar- 
anteed. 


Height: 12!/, inches. Width: Reflector 18!/2 inches; Base 
8!/, inches. Depth: Reflector 6!/ inches; base 5!/2 inches. 


Equipped for 15 watt, 18 inch tube. Turn Sockets. Ballast 
reactor in base. Bottom is cover2d with sheet metal plate 
having four felt bumpers to prevent scratching of desk 


Packed in individual cartons. 


4 to master carton only. 
CAN 
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BURNISHED BRONZE FINISH with BRASS CIGARETTE 
HOLDER. Will not tarnish or stain. Size 73/4 inches with 
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FACTORY REPRESENTATIVES 
49 WEST 45TH ST. - NEW YORK 19, N.Y. 
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VIRGINIA-NORTH CAROLINA NEWS NOTES 
J. F. Howison, Correspondent 


A significant letter has been received from Pete 
Knowles, who has retired to the Hill Cottage at Vir- 
ginia Beach, Va., for most of the year. For 36 years, 
Mr. Knowles was manager of the Underwood branch 
at Richmond, Va. He writes: 

Aug. 10, 1945. 
Dear J. F.: 

Reading OFFICE APPLIANCES Magazine is one of the 
good monthly habits I acquired years ago, in 36 years’ 
association with the Underwood Corporation at the 
Richmond, Va., office. In fact, I feel indebted for the 
many profitable ideas and suggestions absorbed in 
the years from this splendid magazine. Although I 
retired nearly two years ago, I have continued my 
subscription and habit of reading OFFICE APPLIANCES 
because, in addition to its interesting and helpful 
materials, how else could I keep up so easily with 
what is happening to my many friends still fighting 
the good fight in office equipment circles? Your Vir- 
ginia notes have added so much to this pleasure. 
Please keep up the good work. 

Both of us have spent most of our lives in the sale 
and distribution of office machinery and I believe 
you will agree with me that we have had many ex- 
periences while earning a pleasant and profitable liv- 
ing selling fine Underwood products to our friends. If 
he product had not been right, we would have been 
dropped long ago. Good luck to you, my dear J. F., 
and take care of yourself, as good men are scarce these 
days. 

Sincerely yours, 
I. C. “Pete” Knowles 


Incidentally, the writer also made mention of the 
fact that he had known but three men in the United 
States who had made a comfortable fortune out of 
the typewriter business in the past 50 years—J. L. 
Mauck, owner of the American Typewriter Exchange 
in Richmond, Va., Pete Knowles, and Jack McGlathery 
of the firm of Wyckoff, Seaman & Benedict in Phila- 
delphia, Pa. Pete Knowles didn’t make his fortune 
from selling typewriters but from his wise handling of 
Pepsi-Cola stock. 

* cd ca 

Paul McMahon, manager of the Newport News Office 
Equipment Company at Norfolk, Va., is now located 
with Thomas A. Edison, Inc., at Washington, D. C., 
and is doing a fine job with dictating machines at 
the capital. He is such a fine executive and ingenious 
promoter that he is entitled to the hearty congratula- 
tions from all of the boys in Virginia who know him. 

* ok * 

Kenneth Thomas of Thompson & Thomas, office 
equipment dealers at Newport News, and his partner, 
W. B. Thompson, attended the sales conference of 
Remington Rand, Inc., at Newport News where Mr. 
Thomas gave an interesting break-down demonstra- 
tion of the new No. 17 model of Remington. 

* * * 

Hon. James E. Gardner, president of the Business 
Equipment Company, Inc., and long prominent in the 
civic, fraternal and political affairs at Richmond, won 
his race for renomination to the House of Delegates 
of the General Assembly of Virginia on August 7. He 
proved his ability as a veteran campaigner in a field 
of 17 candidates for Richmond’s seven seats in the 
legislature. 

Nomination in the Democratic primary in Richmond 
is tantamount to election in November and this will 
be Mr. Gardner’s second term. He was for 15 years 
the Virginia state manager of the Royal Typewriter 
Company at Richmond. 

* * a 

The Newport News Office Equipment Company has 
been doing an increased office appliances business for 
the Government and recently received an order to 
1945 
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OTHER tullocopsy PRODUCTS 


Autocopy Spirit and Hecto- 
graph Carbon Paper. Avail- 
able in purple, blue, green or 
red; soft, medium or hard 
finishes. 

* 
Autocopy Master Sets 
(Plain). For all spirit dupli- 
cators. 

* 
Autocopy Ribbons, made 
of the finest cloth, in semi or 
full inkings. Colors: Purple, 
Purple and Red. Copying and 
in combination with Record 
Inking or special purposes. 


WRITE FOR LITERATURE 
AND PRICES. 


224 





| Spirit FL 





PRODUCTS 
GENERATE PRIDE ON THE JOB 


IN 30 SECONDS... AUTOCOPY CLEANSING CREAM 


Removes Hours of ‘‘Copy Machine Stain’’ From Hands! 


The most frequent complaint of copy machine operators—stained 
hands—is simple to eliminate. For in only 30 seconds, Autocopy 
Cleansing Cream removes the stain acquired on hands in hours of 
work. With all its speed and positive action in removing Hectograph, 
Mimeograph and other ink stains, and grease or oil, too, this all- 
purpose cleansing cream acts gently; leaves hands soft and smooth; 
does not mar nail-polish. 


AUTOCOPY GELATIN ROLLS FOR BRILLIANCY 
OF COPY... AND LONG SERVICE LIFE 


By our exclusive formulas, Autocopy Gelatin Rolls are compounded 
to insure longest efficient use under varying climatic conditions. No 
bubbles, dents or waves on Autocopy rolls. Autocopy rolls consist- 
ently produce clean, bright and perfect impressions. Autocopy Gel- 
atin Rolls are available for all makes of duplicators—are ‘‘standard 
material’’ with many of the Nation's largest users. 
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yverhaul and inspect 85 standard typewriters and add- 
ing machines. 
* * * 

Miss Muriel Milliken, who will be remembered for 
her long and pleasant service in the office of the 
Newport News Office Equipment Company, has been 
doing a very conspicuous job during these especially 
busy last three years. 

* x * 

A. R. King, district manager of the Royal Type- 
writer Company at Baltimore, recently visited L. M. 
Wellbrock, new Royal manager for Virginia, at Rich- 
mond. 


aa 


E. G. Shepherd, Lynchburg, Va., has a good show 
window, an ample stock of good typewriters and add- 
ing machines and runs the whole business as a one- 
man show. 


* * * 


A busy place these days is the Remington Rand, 
Inc., branch office at Richmond, where there has b2en 
direct representation for over 50 years. 

Present for the summer conference of the type- 
writer division with General Sales Manager L. A. New- 
man of Baltimore were W. H. Thompson, Kenneth 
Thomas, R. E. Purdie, W. B. Smethie, Bert Saunders, 
Frank W. Young, F. L. Faukner, Jr., J. B. Harvey, E. L. 
Lee, P. A. Burgess, L. A. Newman, B. W. Ward and J. F. 
Howison. Mr. Ward, manager of the Virginia office, 
arranged a profitable program. On the following day 
a sales conference was held for the adding and cal- 
culating machine division of Remington Rand, Inc. 

* * + 

Lewis L. Moseley, Roanoke, Va., reports large im- 
petus in the sale of Marchant calculating machines. 
Marchant maintains a full-fledged service department 
at Roanoke. 


* * * 


Greetings to the new trade journal, “Tar Heel Top- 
pers,” issued by Rem-Rand salesman and Manager 
J. B. Alexander of Greensboro, N. C. The items sent 
me by “Alex” now link up another southern state, 
North Carolina, with Virginia on news notes. 

* * * 

Smitty and Thompson of the Lenoir Office Equip- 
ment Company, Leonoir, N. C., are having a good busi- 
ness. Smitty can fix anything mechanically from a 
jew’s-harp to a B-29. 

Fayetteville Typewriter Company at Fayetteville, 
N. C., is new in the business but Carr is there to take 
Fayetteville “like Grant took Richmond.” 

Dal Wolfe, owner of the Durham Typewriter Com- 
pany at Durham, N. C., is a new man in the business, 
but with sincerity of purpose he will soon make him- 
self known in that region. 

oa ~ os 

R. Allen Pierce, druggist at Greeneville, Tenn., is 
quite a genius on typewriter and adding machine 
repairs, operating a most complete repair shop on the 
second floor of his large store. This has long been 
his hobby. Mr. Pierce points out that typewriter 
mechanics have no magazine or trade journal and 
wants OFFICE APPLIANCES or the National Office Ma- 
chine Dealers Association to foster a “grievance de- 
partment.” 


SS ee 
ELECT NEW DIRECTOR FOR EVERSHARP 
Garrard B. Winston, former undersecretary of the 
U. S. Treasury, was elected a director of Eversharp, 
Inc., at the regular quarterly meeting of the board 
of directors in Chicago July 26. A native of Chicago, 
the new director is a member of the law firm of 
Shearman & Sterling & Wright of New York, N. Y. 
He is a former treasurer of the American Red Cross. 


——-—<——_- 
REMODEL LARKIN’S AT DOUGLAS, ARIZ. 
Larkin’s at Douglas, Ariz., have remodeled and en- 
larged the store to add a line of office furniture. For- 
merly the firm specialized only in office machines, 
machine service and office supplies. 
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Accurate Weighing 
Saves Postage Dollars 





Save With USPM Mailroom Scales 


These highly sensitive USPM Mailroom Scales can 
save you as much as 10% of your postage costs! 
They pay for themselves many times over because 
they tell you exactly how much postage your pack- 
ages and letters require. Excess postage payments 
are eliminated. The annoyances of postage-due 
mail are prevented. Deliveries are expedited. Cus- 
tomer goodwill is maintained. Fast, smooth mail- 
room operation is facilitated. USPM Mailroom 
Scales are now ready for delivery. Contact our 
nearest office or write Commercial Controls 
Corporation, Rochester 2, N. Y. 


PARCEL POST SCALE @ MODEL 970 (illustrated Above) 


A compact, low cylinder-type scale especially designed to weigh and 


indicate exact postage automatically on any package to the allowable 
limit of 70 pounds to any domestic zone. All-direction platform. Unob- 
structed, full-length, illuminated chart with magnifying reading lens. 


LETTER SCALE © MODEL 100 (At Left) 


Fast action, accurate indication and sturdy 






construction characterize this pendulum- 
type scale. Extremely 
sensitive, it automatically 
weighs and indicates exact 
postage on various classes 
of mail. Two chart capaci- 
ties: 20 ounces and 3 


pounds. 


Metered Mail Systems . . . Letter and Parcel Post Scales . . . Letter 
Openers .. . Envelope Sealers . . . Multipost Stamp Affixers .. . 
Mailroom Equipment . .. Endorsographs .. . Ticketograph Systems 


Branches and Agencies 
in Principal Cities 


a 


(OT @) 53 510) - 7-4 LO). 


Rochester 2, New York 
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ADDING 
MACHINES 


* 


CALCULATING 
MACHINES 


* 


BOOKKEEPING 
MACHINES 


* 


Select Rough 
and Rebuilt 


Calculator Equipment Corp. 
Orange, New Jersey 











GUIDES 
ee MAILING 
aa i LisTS.et©. 


SUPERDEX ‘2 


Good reasons why dealers through- 
ee the country are recommending 
ne and selling WARSHAW colored 


e labels. 









5 PASTEL 


GOOD QUALITY STOCK 
BUFF FIVE PASTEL COLORS 
UNIFORM PERFORATIONS 


GREEN 

SMOOTH EVEN GUMMING 
MANILA MADE ON FULLY AUTOMATIC 
BLUE MACHINERY 
eaieee EXCELLENT VALUES 


FAST SELLERS 


THE WARSHAW MFG. CO., INC. 
1 MAIN STREET, BROOKLYN 1, N. Y. 


GUIDES INDEX CARDS FOLDERS 
PROTEX STICKONS MENDING TAPE GUMMED INDEXED TABS 


CLS 5 LA eS aR RR TS 
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DISCLOSE MOSLER AID IN ATOM BOMBING 

The “atom-smashing” cyclotrons, several of which 
were finished in Hamilton, Ohio, at the plant of the 
Mosler Safe Company, were basic to the research lead- 
ing to the discovery of the explosive material which 
is the core of the atomic bomb used in bringing Japan 
to her knees, it is now disclosed. 

For some years the concept of the cyclotron, al- 
though it had been worked out by physicists, was 
not realized because there existed no magnet large 
and strong enough to create the tremendous magnetic 
field which was necessary to produce a sufficiently- 
powerful electron beam. 

A cyclotron magnet is made in the form of a great 
hollow square of steel. From the top and bottom 
members of the square—the poles of the magnet— 
large heavy discs, supported by heavy steel necks, 
project toward the middle of the square. Ordinarily 
the magnet is cast in six pieces—the four members of 
the hollow square and the two heavy discs with their 
supports. 

The job of finishing the castings for the enormous 
magnet was given to the Mosler Safe Company. Be- 
cause of its experience in machining and polishing 
enormous steel vault doors to a tolerance of two- 
or three-thousandths of an inch, the company had 
already been entrusted with the finishing of the mag- 
nets for a number of cyclotrons, including those at 
Massachusetts Institute of Technology, Ohio State 
University, the universities of Minnesota, Wisconsin, 
Illinois and Calcutta (India), and Westinghouse 
Electric and Manufacturing Company at East Pitts- 
burgh, Pa. The company had also finished the pole 
pieces for the cyclotrons at Harvard and Columbia 
universities. 

Fifteen men worked for five months on the great 
steel segments of the Carnegie magnet, first with car- 
borundum, then with emery wheels, and finally polish- 
ing by hand, until every surface of each piece was 
tooled with watchlike precision. The heavy pieces 
were then assembled with enormous bolts six inches 
in diameter, so large that there were only two or 
three threads to an inch. 

When the finished job passed the inspection of 
Carnegie Institute physicists in the factory, it was 
dismounted, and each piece, covered with rust-resist- 
ing grease to protect its polish, was crated for ship- 
ment. Three flat cars were required to carry the load 
to its permanent quarters at the Carnegie Institute in 
Washington. There its reassembly was carried out by 
Mosler Safe Company specialists, who had to recon- 
struct in a laboratory the massive instrument which 
they had handled in the factory with cranes and 
hydraulic jacks. This final installation of the magnet 
was perhaps the most delicate and difficult step in 
the whole procedure. 

Once a cyclotron magnet is reassembled in the lab- 
oratory, and the faces of the poles are again checked 
and proved absolutely smooth and parallel, the re- 
mainder of the cyclotron is built around it, utilizing 
small borings originally incorporated in the heavy 
magnet framework as support points. It is estimated 
that the magnet constitutes 99 per cent of the weight 
of a complete cyclotron. 

ea 
STRESS NON-EVAPORATION OF TYPE CLEANER 

Starkey Paper & Supply Company, Kansas City, Mo., 
points out that its product, Neatype, type and platen 
cleaner, can be safely stored on dealers’ shelves with- 
out loss by evaporation in stock. This quality is 
secured by the use of a special sealer. This sealer, 
although preventing evaporation, does not make diffi- 
cult the removing of the cap. 

pica Rig MN 

MAYOR APPOINTS CROWL TO COMMISSION 

Lester S. Crowl, president af the Blade Printing and 
Paper Company, Toledo, Ohio, has been appointed by 
Mayor Lloyd E. Roulet as a member of the publicity 
and efficiency commission to succeed the late Joseph 
Dailey.— AK 
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AUTOPOINT COMPANY e 





























HE WANTS TO TRADE THEM BOTH FOR MY “AUTOPOINT” PENCIL! 

















lh 








EVERY WHERE THERE’S A BIG DEMAND 


FOR “AUTOPOINT” PENCILS! 


For many years our national adver- 
tising has told about the famous 
“Autopoint” Grip-Tite tip that 
holds leads firmly down to the last 
¥%inch. It has told how leads can’t 
wobble, turn or fall out, and it has 
told about the utter simplicity of 
the ‘“Autopoint” foolproof mech- 
anism that assures trouble-free 
writing for years to come. 


Every month millions are being 


sold on ‘‘Autopoint’’ pencils. 
Doubtless you have had many calls 
for them. We are sorry we couldn’t 
furnish you all you could sell. Our 
production facilities have long been 
devoted to war work but every day 
brings us nearer to victory—nearer 
to the time when there will again 
be plenty of “Autopoint” pencils. 
Be sure to display them—be sure to 


get your share ofthe pent up profits. 


Buy War Bonds — And Hold Them 


* 
TRADE § MARK 


BETTER PENCILS 
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1801 FOSTER AVENUE, CHICAGO 40, ILLINOIS 


227 








e Kevolutionary Sh Fcdidne mua 


FOR THE MODERN BUSINESS OFFICE 























Modern Science Produces Sensational Advantages of Sound-on-Wire 
Office Machine for Office Use 


Out of this war has come an amazing commercial instru- Simple to operate — requires no mechanical knowl- 

ment... the STANDARD SOUND-ON-WIRE. It offers edge. 

the most startling advance in office machine recordin + oye — 

and play-back of the human voice that has been nade, detity of tone unmatened in Hs Herd. 

since the invention of the gramophone. STANDARD 

SOUND-ON-WIRE has been tried and proven. It won its Wire may be re-used indefinitely. 

spurs on the battlefields of the world. This piece of equip- No change from one machine to another for playing 

ment permits re-use of the wire, on which the recording wry 

is made, thousands of times without apparent deteriora- 

tion or loss of efficiency. SOUND-ON-WIRE will also 

stand the daily grind of office routine .. . it is built to 

absorb hard knocks. A 20-minute or one hour magazine 

provides for recording of letters, reports, or with attach- 

ments, for conferences, telephone messages, etc. Finally, 

corrections present no problem with SOUND-ON-WIRE 
. they're easily and simply made. 


No scratching needles. 


uh wn 


Number of play backs unlimited. 

Light, compact and portable. 

No continuous cylinder replacement costs. 
No records to buy. 


Continuity surpassing other methods .. . 20 minutes 
or one hour. 


oS OP Ne 


DEALER INQUIRIES INVITED 


S TA N DA R D USusiness Winchines A 


542 SO. DEARBORN ST. CHICAGO 5, ILL. 





‘STANDARD sounbD-on-WIRE— 
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NOTES FROM THE MARITIME PROVINCES 





William McNulty, Correspondent 





“What To Do About Those War-Weary Typewriters,” 
is the title of a special campaign introduced by the 
Soulis Typewriter Company, Halifax, N. S. In one of 
the special messages addressed to owners of type- 
writers, the text is: “Let Us Do This ... Let us put 
new life in your war-weary typewriters. If you’ll call 
or write us soon enough, we can save you money 
and time. Our repair department has 53 years of 
typewriter experience. Our mechanics are highly- 
trained and specialists in typewriter service. The 
Soulis ‘Guaranteed Overhaul’ includes dismantling, 
chemical cleaning of all parts, resurfacing platen 
and feed oils, adjusting and oiling working mecha- 


TECHNIQUE 





agg replacing won o broken parts. And the cost You'll agree 50 years is a long period of time—after all, it's a 
is surprisingly modest. Write or telephone for par- hall eontnry — and dering thet: posed we hewn fellownd the 
ticulars. “straight ball technique" of selling our products. 

* * & 


After nine consecutive years of heading the Sea- Like straight talk, a straight ball gets to the point quickly, 
man’s Mission Society of St. John. N. B Ira C without any foolin' twists or wrinkles. And 50 years of steady 
Rockwell president of J. & A McMillan St John. growth proves the soundness of this technique in dealing with our 

a ’ nae : : , stomer-friends. 
has retired from the Society presidency. In token of —e 


his long and faithful service, he has been named At your convenience, may we give you the straight facts on an 
honorary president. Mr. Rockwell’s interest in the interesting inked ribbon and carbon paper proposition, Mr. Dealer 
welfare of mercantile sailors stems from his youth, . . + it's an attractive one! 


when he was a member of the crew of Nova Scotia- 
based schooners on voyages not only in the Atlantic 
but also on longer trips to the West Indies, South and | 


Central America, and the United States. He gave up | oo . - 
the sea to settle at St. John and be identified with | Ay 
the McMillan firm the past 36 years, serving as presi- | U. S. Typewriter { Pa Ribbon Mig. Co. 


dent for the past decade. Ill health has handicapped Filbert at Tenth St. ve ET Ry Philadelphia, Pa 
his leadership of this old office supply firm for the | oe a 
past two years. The Seamen’s Mission Society owns | ‘ 
and operates a two-story brick building on the St. Established 1895 
John harbor front and on the same side of the street | 
as the McMillan building and the Rockwell home. 

DRAWING AND TRACING PAPERS. 


——_._ ao ————— PENCIL POINTERS 
STEVE RALPH OPENS NEW STORE IN KANSAS _ | HANGL Es 














Ralph’s, Inc., was opened for business at Ottawa, 
Kans., on August 1 by Steve Ralph and has in stock | 
the various items of office supplies and stationery. It | 
is planned by Mr. Ralph to eventually include furni- | 
ture in his offerings of office equipment. 

President of the corporation, Mr. Ralph is also a 
member of the firm of Brinkman & Henning, certified 
public accountants. The accounting office will be op- 
erated separately from the stationery business, but Mr. 
Ralph will retain his interest in both. 


or 











FEATURING VICTOR VISIBLE—This window display at the 
Zac Smith Stationery Co., Birmingham, Ala., features Victor 


Visible forms, cabinets and book units. W. J. Douglas, vice- CARDINELL CORPORATION - MONTCLAIR, NEW JFRSEY 


president, took the picture. 
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ALL METAL '‘TECHNYSCOPE 








THE OUTFIT CONSISTS of the Scope Table and T Square; also a separate, 
Movable Lamp. The four legs with rubber feet are all removable. The longer 
legs may be placed on the right side thereby tilting the scope at a different 
angle for work the long way of the stencil. The T Square is provided with a 
wooden locking devica which holds it tightly in position wherever set. 


The Movable Lamp is placed under the Scope and can be adjusted to bring the 
greatest light right under the working area. The Plastic Diffusion Shield 
avoids glare and does not accumulate heat. It also protects the lamp from being 
accidentally broken. 

The Seales in each side of the table are divided into sixteenth inches and 


standard typewriter spaces for the entire length of the stencil. Scales, top and 
bottom, show regular typewriter pica and elite spaces. Technyscope is 16% 


inches wide by 21% inches long. 
Price, complete with Lamp, Ball Point Stylus, $] 450 
Flexible Writing Plate and Four Manuals nigeuightly 
i r west 
of Rockies) 


TECHNYGRAPH CO. recuny, ie. 











Looking for the BEST Duplicating Ink? 


One that will give you a dense black color, that 
will dry quickly with a minimum of penetra- 
tion and a maximum of copies with one inking. 


Dont look any further-Try 





Sinclair and Valentine Clo. 





and be convinced! 





Sinclair and“Valentine Clo. 
611 W. 129th Street TINKS) 


Albany Philadelphia Dayton New Orleans Detroit 
Baltimore Chicago Charlotte Cleveland Nashville 
New Haven Boston Birmingham Dallas Kansas City 


New York 27, N. Y. 
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PACIFIC NORTHWEST NOTES 





C. M. Litteljohn, Correspondent 





Engelstad’s, dealers in typewriters, adding machines, 
calculators and duplicators, have moved to fine new 
quarters at 308 West Ninth Street, in Vancouver, 
Wash., a city whose population has been greatly ex- 
panded through war industry. Engelstad’s features 
a threefold sales and service plan for the business 
machines which are sold outright, rented or repaired. 

+ * ce 


As a patron of the game of golf, the Pioneer Office 
Equipment Company of Seattle added to the fun and 
merriment of dodos and the hole-in-one tournament 
this summer in Seattle with a prize of ten dollars in 
merchandise. 

* a ca 

A new state office building is to be constructed at 
Seattle, Wash., according to a recent announcement 
by Governor Mon C. Wallgren. The new building will 
be honeycombed with offices and equipped with all 
manner of business machines and office equipment. 
The governor advocated the new office building, inas- 
much as the state at present pays $100,000 annually 
for office space. 

*” * a 

Surplus office supplies of the Government formed 
the basis of a large sale at the government ware- 
houses at Auburn, Wash. Office desks were among 
the equipment covered at the “spot sale” by the Office 
of Surplus Property, the sale being held at the B ware- 
house of the Auburn holding and reconsignment point. 


——— 2 
DISPLAY PIECE AIDS INDEX TAB SALES 
The Globe-Wernicke Company is supplying dealers 
with a colorful new display piece for counter and 
window in an organized effort to step up sales of 
U-Mak-A index tabs. Each piece has actual strips of 






LU MAK 
- INDEL TABS 
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NEW U-MAK-A INDEX TAB DISPLAY 


tabbing attached in an eye-catching pinwheel design 
and brief copy on the card suggests uses to the pros- 
pective purchaser. 

The display is the newest link in a chain of con- 
sumer production that includes national magazine ad- 
vertising, blotters, mail enclosures, newspaper mat 
service and radio spot announcements. 


29 
FRED DEUTSCH ASSIGNED TO SOUTHWEST AREA 
Returning to civilian status after serving in the 
Army since Pearl Harbor, Fred Deutsch is now cover- 
ing the states of Texas, Oklahoma, Arkansas and 
Louisiana for the Photo Materials Company, Chicago, 
manufacturers of Premier cutting boards. His head- 
quarters are at 3525 South Western Avenue, Dallas. 
Mr. Deutsch had represented the company prior to the 
war and was kept on the payroll during the entire 
period of his service. 
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That 
Questionable 
Four-Letter 


Wo rd »>—». Soon, Victor Adding Machines of all types 


Soon, isn’t the most definite 
word in the world to the fel- 
low who craves the “when” 
of new Victor Adding 
Machine deliveries. (The 
suspense is killing for us, 
too!) But the outlook is sure- 
ly brighter. And we’ll be 
specific the minute we 
honestly can. 


OFFICE APPLIANCES, 


"Ever have a 
‘familiar’ weekend?” 


**... one when you keep seeing someone or some- 
thing you know? Starting a 5-gallon cruise, I run smack 
into my little friend in (of all places) Pop Bailey’s fi‘ling 
station. Seeing me wide-eyed, Pop says, “That Victor 
Portable adding machine figures my daily reports, checks 
invoices, balances pumps’... (maybe he thinks all this 
C.P.A. shop-talk is over my head!)”’ 





"The hotel room-clerk catches me star- 
ing, too. Patiently (and too darn smugly) 
he confides, ‘We use several of these port- 
ables for departmental expense breakdowns 
(that was supposed to floor me!), front-office 
accounting, steward’s inventories’ .. . (it’s 
all I can do to keep from knocking his eye 
Out with the ‘music’ I can play on those 
keys.) 








"Back to the ‘mines’ again. Look! Here’s 
my wonderful little Victor (did I really leave 
home?) and it’s all set to bat the business breeze 
with right answers—wherever I go. And this 
time I mean anywhere in the office. We don’t 
queue-up and take our work to the machine 
around here. We bring a Victor to the job!” 





for both electric and manual operation will 
again be available. And they'll be better 
than ever by reason of the manufacturing 
experience we've gained in getting right 
answers for the Army in high-altitude pre- 


cision bombing, in our being a wartime : . a 
prime contractor on the Norden Bombsight. They re PORTABLE . . . in either 10-KEY 
or FULL-KEYBOARD models! 





Conserve your adding machines by having them inspected and cleaned 
at regular intervals by your local Victor dealer or factory branch, 


VICTOR ADDING MACHINE CO. 


STILL WORKING WITH RIGHT ANSWERS 
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The Davidson has cut the cost of our 


office performance 


tremendously” 


on WILLE 


Office Manager, United Air Lines 





: ITH this equipment,” continues Mr. Wells, ‘the 
time and cost of sending our materials to outside 
firms for reproduction has been materially reduced. 
We are delighted with the performance of the David- 
son Dual Duplicator and feel that it has been a sound 
investment. Material reproduced on this machine is 
distributed throughout United’s coast-to-coast system, 
and manuals which our pilots use are being converted 
to the Davidson process because of its easy legibility.” 
Mr. F. T. Corneliussen, Assistant to the Office Man- 
ager, in charge of the duplicating department, adds, 
“We feel that this machine will amortize itself in less 
than one year when operated at capacity.” 

Here, as in hundreds of other busy offices throughout the 
country, the Davidson Dual Duplicator is performing out- 
standing service simplifying office operations by pro- 
ducing dozens or hundreds of copies of shop orders, ship- 
ping instructions, production orders, etc., with but a single 


ON A 





PRODUCE IT 
@ 


aviason 


DUAL DUPLICATOR 
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writing . . . reducing costs, saving time, improving efh- 
ciency. With it you can produce your own stationery, en- 
velopes, bulletins, office forms, shipping tags, advertising 
literature in one or more colors, form letters, and dozens of 
other items. And, remember, The Davidson provides five 
different methods of low cost reproduction . . . from paper 
or metal direct offset plates (produce them yourself), photo- 
gtaphic offset plates, type, electrotypes, and rubber plates. 
Only a Davidson can give you a// this in one machine. 


DAVIDSON MANUFACTURING CORPORATION 
1048-60 West Adams Street, Chicago 7, Illinois 
Offices in principal cities of U. S., Canada, Mexico 








Write for this FREE book 


It anticipates your questions about the 
Davidson and answers them fully 

shows how it can save you money... 
and includes samples of its work. Write 
on your firm letterhead . . . no obligation. 





Davidson salutes the 25th birthday of 
the nation’s first coast-to-coast air 
route, now flown by United Air Lines 
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CANADIAN NEWS NOTES 





S. J. Luddington, Correspondent 





John S. Ellis, son of E. H. Ellis, president of Barber- 
Ellis of Canada, Ltd., Toronto, was recently honorably 
discharged from the Royal Canadian Air Force after 
two years in the service. He has been appointed 
assistant manager of Barber-Ellis of Montreal, Ltd. 

* * * 

Barnes & Company, St. John, N. B., one of the 
oldest stationery and office supply firms in eastern 
Canada, was recently purchased by J. R. Hopkins & 
Sons of that city. The firm will operate in future 
under the trade name of Barnes-Hopkins, Ltd., but 
in the old premises. The Barnes firm has functioned 
in St. John for over 60 years. 

* * x 

F. S. Kaszas, administrator of office machinery, 
equipment and supplies for the Wartime Prices and 
Trades Board for over two years, recently resigned. 

* * * 

Lt. Col. Vernon Stott, 33, son of Thomas Stott, 
manager of Barber-Ellis of Alberta, Ltd., Calgary, 
Alta., recently received the Distinguished Service 


Order for bravery in an engagement near Calcar in | 


February, 1945. He is well and favorably known in 
wholesale stationery and fine paper circles. Lt. Col. 
Stott received his decoration for bravery under fire 
when the South Saskatchewan Regiment took a domi- 
nant part in the fierce fighting near Calcar. A 
younger brother, George, is a company commander 
and major of the Calgary Highlanders and at the 
present time both are still in Germany, where their 
regiments are with the Second Canadian Division. 

Prior to going to war, Lt. Col. Stott, travelled 
throughout the Western provinces for Barber-Ellis, 
Ltd. 

* * ok 
Bud King, member of the Quarter Century club of 


the W. J. Gage & Company, Ltd., Toronto, and promi- 
nent in stationery circles in that city, was recently 


elected president of the Runnymede district Lions | 


Club of Toronto. “a 


Flight Officer Walter Craig, former supervisor of 
the order department of Luckett Loose Leaf, Ltd., 
Toronto, Ont., is returning home from service overseas. 

* * * 


Gatz-Coronet, stationery retailers, Red Deer, Alta., 


recently entered their fifty-fourth year in the busi- 


ness. 


* * * 


The Rosenbloom Paper Supply Company, Montreal, | 


Quebec, is having plans prepared for the construction 

of an extension to their factory at some location. The 

proposed building will likely be 100 feet x 60 feet, of 

concrete block construction on concrete foundation. 
* * * 

Work is now under way by the owner’s staff on a 
pulp storage building at the plant of the Great Lakes 
Paper Company, Ltd., Fort William, Ont., which is 
part of the $280,000 improvement program planned or 
under way by this well-known paper manufacturing 
firm. The pulp storage building will be 126 feet x 
140 feet, with structural steel frame, brick and con- 
crete slab construction. The pulp storage building will 
cost $60,000, and $165,000 will be spent for equipment, 
including a flake pulp drive. Work is also under way on 
a building, 80 feet x 120 feet, of structural steel con- 
struction and at $70,000 estimated cost to house the 
flake machine. : 3 


Work is now under way on general repairs to factory 
of the Royal Ink and Blacking Company, Montreal. 
Estimated cost is $5,000. 

o* x * 

Richard N. Brown, widely-known wholesale stationer 
of Toronto, Ont., who died two months ago, left an 
estate valued at $109,000. He left stocks worth $79,172, 
book debts and promissory notes, $21,000, and life 
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A Really SAFE Knife for Pocket or Purse 


GITS 
No. 111 KNIFE 


(Patented) 










% Light-Weight, Unbreakable Plastic 
Handle. 

%& One-Handed Opening. 

% No Broken Fingernails. 

% Finest Steel, Replaceable Blade. 

% 5 Safe-Locking Blade Positions. 






In Pearl White, Bone Onyx, 
Green Onyx, Red Onyx, 
and Black. 

Individually Boxed — 
12 to a Display Carton. 
12 Display Cartons (144 
Knives) in a shipping con- 
tainer (8 pounds). 


Nola 


4664 W. HURON ST. CHICAGO 44, ILL. 
Manufacturers of the famous Gits Flashlights, Knives, 
Games, Protect-o-shields, Savings Banks, Etc. 










Order from Jobber 


CANADIAN DISTRIBUTOR: Kahn, Bald & Laddon, Lid., 69 York Street, Toronto 





INVESTIGATE 
THE MERITS OF 


ROBERTS 


The Quality five action, all 
steel and nickel, Numbering 
Machine. 





¥% Capacity for ten wheels. 


% Priced competitive to ordinary ma- 
chines of four and less actions. 


*%* UNCONDITIONALLY 
GUARANTEED. 
Your large discounts give you a 
real incentive to sell these units. 


The 
ROBERTS NUMBERING MACHINE CO. 


694-710 Jamaica Avenue Brooklyn 8, New York 


Western Distributor LOUIS MELIND COMPANY 
362 W. Chicago Ave., Chicago 10, Illinois 
593 Market St., San Francisco 5 
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the EAGLE-A line is a complete line of 

uniformly high quality. We help you sell 
it by furnishing you fourteen dealer 
helps and promotional ideas at no cost. 


| “The COMPLETE Line 


BONDS ONION SKINS 
MIMEOGRAPH MANIFOLD 
“PRINTED COPY” MANUSCRIPT COVERS 

BRIEF FOLDERS | 
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WRITING PAPER CORPORATION 
HOLYOKE, MASSACHUSETTS 
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Measure Nev-R-Kurl Carbon Paper from any 
angle—universal use, quality, ex'ra features 

and it will prove its superiority and value. 
Nev-R-Kurl is the first carbon paper in the field 
guaranteed not to smudge, tree, wrinkle or curl, 
especially under humid conditions. It is exclu- 


sively used in hundreds of offices because of 





its unexcelled performance. 


NEV-R-KURL 


Will not curl, tree, wrinkle or smudge. 


Gives 35 to 50% more copies per sheet 
by actual tests. 


Universal adaptation—same sheet 
works on standard or noiseless typewrit- 
ers, billing or bookkeeping machines. 


Wood Stamp Pads 
Typewriter Ribbons 
Carbon Papers 
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insurance, $5,000. The will provides that all personal 
| property and furniture shall go to his wife, Grace 
| Barclay Brown. 

* 7” a 

General alterations and repairs to Laurentide Mill 
of Consolidated Paper Corporation, Ltd., Grand’ Mere, 
Quebec, is being done by owner’s maintenance forces. 
Estimated cost of the work is $30,000. 

* * ~ 

The stationery trade in Winnipeg, Man., is now 
functioning as in the other large cities of Canada, 
a Stationers’ Guild Club having been organized re- 
cently at a well-attended meeting held in that city 
by both employers and employees of the trade. 

Giving valuable help in the formation of the pro- 
gressive organization were Victor Knight, W. J. Gage 
& Company, Ltd., Winnipeg, and formerly of Toronto, 
and Walter Harmer, Acme Carbon and Ribbon Com- 
pany, Ltd., Toronto. Guest speakers at the first session 
were Bert Martin of “The Country Guide,” and Fred 
Allen, president of the Winnipeg Club of Printing 
House Craftsmen. 

The following Winnipeg members were elected to 
comprise the provisional committee: Andrew Liddell, 
W. J. Gage & Company, Ltd.; Don Riley, Commercial 
Stationers, Ltd.; Lorna Esdale, Esdale Stationery, Ltd., 
and Gladys Irvine, The Brown Bros., Ltd. 

* * * 

W. L. Goodwyn, vice-president of Standard Paper 
Manufacturing Company, Richmond, Va., recently 
called on many of his customers in the stationery 
business in Toronto. 

* * * 

Plant extension involving expenditures exceeding 
$6,000,000 for modernization and expansion of manu- 
facturing facilities at Fort Frances and Kenora, Ont., 
and construction at International Falls, is planned 
by the Minnesota and Ontario Paper Company, Ft. 
Frances. The head office is at Minneapolis, Minn. 
The modernization program includes everything from 
the improvement of the facilities for production of 
ground wood to the installation of two-way radio 
communications. 

# * * 

Arthur Galloway, stationer at St. Thomas, Ont., has 
| thoroughly modernized his store and installed fixtures 
and equipment which will enable it to be operated 
along self-serve basis. This firm also has a large 
department in which groceries are sold exclusively. 


* * * 


The St. Raymond Paper, Ltd., Montreal, is con- 
structing a modern wood conveyor at its plant near 
Desbiens, Que. The work will cost approximately 
$27,500. 


















VICTOR SHIPS BY AIR—E. Irwin, D. Favell and K. Brown 

(left to right) of the Victor Adding Machine Co., deliver war 

materials to the stewardess on first Chicago to New York 
flight of the Pennsylvania Central Airlines, July 2. 
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We proudly unfurl our Army-Navy “E** flag 


the highest honor our country can award 


A mute symbol indicating that the work we have 
done has made a definite contribution to victory. We have 
accepted this coveted award with gratitude 
and pledge to continue to devote our time, energy and 
effort so long as our services are required * The great degree 
of efficiency and maintenance of the rigid standards which 
has merited this award shall go into peace time 
production of Stebco Products. As Stebco has made its contribution 


to victory, so shall it make its contribution to the peace. 


es Stebeo Pracducto 


SINCE 1918-STEIN BROS. MFG. CO., 4242 W. FILLMORE, CHICAGO 24, ILL. 
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FOUNT-O-INK 


INSTANT ACTION 





For profit, prestige, and progress, sell 
Fount-O-Ink Instant Action Writing 
Sets. They open doors to new business 


and build up volume through customer 


a 


Fount-O-Ink is a full line. Urility 


models for large installations. Executive 


satisfaction. 


models, gift models, double and single 
sets with style and beauty. Writing 
Sets that particular people are proud 


to own. 


Sell Fount-O-Ink Writing Sets with 
14K Solid Gold Points for long years 


of uninterrupted writing service. 
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FOUNT-O-INK CO. 


3501-11 EAGLE ROCK BOULEVARD 
LOS ANGELES 41, CALIFORNIA 
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JOHN SCOVILLE 

A heart attack at his home August 1 was fatai 
for John Scoville, 68, since 1914 president and treas- 
urer of Bradley and Scoville, Inc., New Haven, Conn., 
a firm dealing in printing, stationery and office sup- 
plies. 

Surviving are the widow, Mary M. Scoville; a daugh- 
ter, Mrs. Joseph E. Merrels of Woodbridge, Conn.; 
a grandson, Andrew Merrels; two sisters, Mrs. Mary 
Haskell of Northfield, Mass., and Mrs. Harry Broad- 
bent of Tolland, Conn. 

John Scoville was born August 21, 1876, in Ashley 
Falls, Mass., and spent his early years on a farm. 
His early education was attained in the public school 
at Ashley Falls and the grammar school at Westfield. 
He moved to New Haven in 1894 and five years later 
married Mary McDonald. 

The decedent served as vice-president and assistant 
treasurer of Bradley and Scoville, Inc., from 1909 
until 1914, before elevation to the presidency and 
treasurership, and previously was associated with the 
old firm of Curtiss and Bradley, which was succeeded 
by Bradley and Scoville, Inc. He had learned the 
printing business in Westfield and served as president 
of New Haven Typothetae. He was a member of the 
Quinnipiac Club, Rotary Club, Knights Templar and 
Masonic lodges. For several years he was a member 
of the East Haven school board. 

% - of 
DANA ANDREW HARTNEY 

Dana Andrew Hartney, vice-president of the Clint 
W. Dee Company of Seattle, Wash., died recently at 
the age of 76 years. Death came while he was on a 
train returning to Seattle from a trip to California, 
where he had visited a daughter, Mrs. George W. 
Pasha of San Francisco. 

Born in Chicago, Mr. Hartney had come to Seattle 
in 1896, at a time when the city was a gateway to 
the gold rush area in Alaska. He had been an 
engraver for the stationery company with which he 
continued until he became a vice-president. 

Active in Catholic circles, he was a devout member 
of the St. Joseph Holy Name Society. 

Besides the daughter in San Francisco, eight other 
daughters survive, as well as a son, Dana A. Hartney, 
Jr., of Seattle. The daughters are Mrs. Bessie M. 
Irwin, Mrs. William A. Kain, Mrs. Hugh E. Collins, 
Mrs. Frank M. Carroll, Miss Margaret R. Hartney, 
Miss Mary Alice Hartney, and Miss Ruth Hartney, all 
of Seattle, and Sister Mary Dana of Spokane, Wash. 
There are 16 grandchildren and one great grand- 
child.—_CML 

+ | 


GEORGE M. CLARK 

George M. Clark, 66, president of Clark & Gibby, 
Inc., office equipment dealers of 358 Broadway, New 
York, N. Y., died August 20 in Poughkeepsie, N. Y., 
after a long illness. His residence was at 26 Pierre- 
pont Street, Brooklyn, N. Y. 

On the same day, word was released of the death of 
Mr. Clark’s youngest son, Lieut. (j.g.) Edward Perkins 
Clark II, USNR, who was serving as chief communica- 
tions officer of the submarine Snook, which was lost 
in Pacific waters. 

A native of Philadelphia, the elder Mr. Clark was a 
son of Edward Perkins Clark, acting editor-in-chief 
of the New York Evening Post at his death in 1903, 
and of Catherine Pickins Upson Clark, who, as Kate 
Upson Clark, was well-known as an editor, author 
and lecturer until her death 10 years ago at the 
age of 84. 

Mr. Clark was graduated from Froebel Academy and 
in 1897 from Polytechnic Preparatory School. Four 
years later he received his A.B. from Yale, where he 
was captain of the basketball team in his senior year 
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Eaton Paper Corporation, Pittsfield, Mass. 

















VICTORY MODEL 
COPYHOLDER 


The RITE-LINE Copyholder is now available in non-critical 
materials and can be sold without priority. It is a small 
self-contained unit that can be placed anywhere inde- 
pendent of the typewriter. It guides the eye of the typist 
along the line she is copying. Prevents errors. Speeds 
production. Price U.S.A. $11.85. A few exclusive territories 
still available. Send for folder. 


RITE-LINE SALES CO., INC. 
101 Park Ave., New York 17, N. Y. 


ITE-LINE 


Reg. U. S. Pat. Of. 


COPYHOLDER 
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| and university champion at handball. He served over- 

| seas in the First World War as a Y.M.C.A. athletic 

| director and was appointed regional director of the 
- district south of Bologna, Italy. 

Mr. Clark and Edgar M. Gibby formed the corpora- 

GRAPHIC | | tion of Clark & Gibby, Inc., in 1908. Besides heading 

this office equipment firm, Mr. Clark also had been 

GELATINE active in civic and fraternal affairs. For more than 

ROLLS 





20 years he was chairman of the finance committee 
of the Little Italy Neighborhood Association and 
helped raise the funds to build its clubhouse in Brook- 





for | lyn. He recently resigned as a trustee of Manhattan 
Savings Bank and for several years was a trustee of 
DOMESTIC Froebel Academy. He was a director of the Mahopac 
and | Golf Club for 25 years, serving four years as president. 
Surviving are his wife, Mrs. Louise T. Clark, whom 
EXPORT | he married in 1908, and a son, George Maxwell Clark 
Trade Jr. He had two brothers, Dr. Charles Upson Clark, 
lecturer and former member of the faculties of Yale 
University and City College of New York, and John 
Kirkland Clark, president of the State Board of Law 
In over thirty years GRAPHIC Duplicator Examiners.—BJ. 
rolls have earned an enviable reputation | i Sle 
for their outstanding quality, recuperative | ALBERT W. GILL 
powers, uniformity and dependability. | The death of Albert W. Gill, a partner in the firm 
Made of fine materials they keep their fine | of Gill Printing & Stationery Company, Mobile, Ala., 


occurred July 25 after an illness of a year’s duration. 
all makes of duplicators. | Mr. Gill was 48 years of age and had spent his entire 
working years with the Mobile company, founded by 

HECTOGRAPHS AND REFILL his father, Wilber W. Gill, in 1898 and operated as the 
; Gill Printing Company. Commercial printing, ruling 

composition in attractively lithographed and bookbinding was the business of the company un- 
containers. Two and four surface Oak til February, 1928. At that time the firm was enlarged 
and Albert W. Gill, the founder’s son, and Robert S. 
Gill, his nephew, were taken in as partners and a com- 
| plete line of office furniture and fixtures and commer- 

GRAPHIC DUPLICATOR CO. cial stationery was added. Wilber W. Gill died on Sep- 
473 BROADWAY ew sae way Pees tember 28, 1941, and since then the company has been 
a partnership between Albert W. and Robert S. Gill. 
Business will continue under the same name and fol- 
low the same sound policies under the management 


of Robert S. Gill. 
-+_ - 


H. BENNETH HANSON 

H. Benneth Hanson, veteran in the sales division of 
the Art Metal Construction Company, Chicago, died 
August 4 at his home, 721 North Menard Avenue, 
Chicago. 

Starting in 1921 with Art Metal Construction Com- Pe 
pany, Mr. Hanson was employed in the Chicago office 
most of the time, with the exception of a year or two Th 
in Indianapolis, Ind., as manager of the firm’s office 
there. He returned to Chicago and was senior sales- 
man and sales supervisor until the time of his death. stz 
He possessed many friends in the industry, attracted 
by his radiant personality. ite 

Mr. Hanson was one of the organizers of the Cicero- 
Berwyn Barbershop Harmonizing Singers’ Club. 

Surviving are the widow, Alice A.; two brothers, and 


a sister. 
+ - - 
PAUL J. MELODY 
Paul J. Melody, 60, of 105 East Delaware Place, Chi- 
cago, for 20 years associated with the Columbia Bank- 
note Company of that city, died July 30 while on vaca- 
tion at Lake Lauderdale, Wis. He was born on Prairie 
Ave., Chicago, and was a brother of the late Msgr. John 
Webster Melody and Miss Genevieve Melody, one-time 
principal of Calumet High School. His late grand- 
father owned the Melody farm in Lake Forest, near 
Chicago. His widow, Elsa, and a daughter survive. 


copying qualities over a long period. For 





Frame duplicators in five sizes. 
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“SYMBOL OF QUALITY” 


DEALERS and STATIONERS 


have found profit and satisfaction 
in representing the Bucki line of 


CARBON PAPERS and INKED RIBBONS 
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$ 3 ALBERT L. CROWELL 08 
$ nd 2 Albert L. Crowell, 77, who retired in 1927 as secre- Bufo 
4 ura 
: The Bucke (: Ribbon & Carbon (0 $ tary of Case Brothers, manufacturers of pressboard Chico 
$ | * $ for index guides at Manchester, Conn., died July 26 at Cincin 
$ ’ 3, Ohi 3 paves ital. : 
$ Cleveland 3, o Manchester Memorial Hospital. Clevel 
 Weeeeeenveeeervenererenvenvrnvenvenyenyenne ene tat Mr. Crowell was graduated from Wesleyan Univer- —_ 
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PENNY WISE 


PENCIL TRACING 





Penciltex Pencil Cloth Assures Better Reproductions 


Penciltex is more durable than tracing cloth. permanent Penciltex produces superior prints 
The velvety smooth surface is moisture resi- _ because of the ultra transparency. It is sound 
stant and extremely sensitive to your favor- economy and good insurance to invest a 


ite hard drawing pencil. Any drawing on little extra today for better records tomorrow. 


The Frederick Post Company 


3650 AVONDALE AVE. «© CHICAGO 18, ILLINOIS 
DETROIT * HOUSTON « CHICAGO + LOS ANGELES * MILWAUKEE 







INSTRUMENTS - EQUIPMENT - BLUE PRINT PAPERS - KINDRED SENSITIZED PRODUCTS 







NATION WIDE NETWORK OF POST DEALERS 


Atlanta Jock. 2121 Dayton ; Adams 9174 Kansas City Victr. 7881 Omaha Atlantic 7890 Seattle vesssen, Moin 4022 
Birmingham ceseved-B183 Denver Ch. 3677 Knoxville 3.4944 Philadelphia Lom. 7044 Syracuse L 29. 4-8218 
Boston Liberty 4690 Detroit ‘ Ron. 8483 Los Angeles Tri. 8164 Pittsburgh Atl. 3350 Tompa ; M.8377 
Buffalo Cleve. 0370 Ft. Wayne Ant'y 4142 Memphis 8-6796 Portland Atwater 8681 Toledo Adoms 7224 
Chicago Key. 7000 Fort Worth 3-3244 Milwaukee Marq. 7246 St. Louis Chestnut 0688 mane 3.0168 
Cincinnati Main 6644 Houston, Preston 3101 New Orleans Ray. 0331 Salt Loke City 

Cleveland Che. 7347 Indianapolis Mkt. 4466 New York Wis. 7-7678 Salt Lake City 4-7823 Washington Notl. 4063 
Columbus Main 3420 = Jacksonville...... 5-2166 Oklahoma City 3-6306 = San Francisco Dov. 5975 Wichita -22-7-22 
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WITH ADJUSTABLE PROTRACTOR HEAD 


This is no post war dream product to come — it's by its appealing, scintillating color — feel its sleek, 
a reality and available now. Perhaps we should say jewel-like molded smoothness — admire the new 
it is a dream — a wow of an item. .. Put it on your protractor head — want it — buy it... 

counter — watch your customers gather ‘round, drawn 











240 





m 


ALL-PLASTIC — light, eliminates cumbersome hand- 
ling. 


PROTRACTOR HEAD CLEARLY MARKED T0 180°— 


Indicator on arm makes it easy to set at any angle. 
No need to worry about losing angle once head is 
fastened. 


ADJUSTABLE HEAD — When set to desired angle, 


head is easily and securely fastened in place. 


TRANSPARENT PLASTIC ARM— Clear surface visi- 


bility. Full view of subject matter at all times. No 
blind spots 


ATTRACTIVE COLORS — This is no dull, drab instru- 


ment. Bright, smart coloring makes work a pleasure. 


VARIABLE SIZES PERMIT INTERCHANGEABILITY— 


Arms of 12”, 18”, 24”, and 30” available. T-square 


can be used on any sized board. Head fits snugly. 


against side of board. 
PRICED FOR FAST SELLING — Prices range from 
$3.50 to $5.00. (Only a 50¢ difference between 


sizes.) 


SPEEDS PRODUCTION BY ELIMINATING AUXILIARY 
INSTRUMENTS — Protractor-triangle feature cuts down 


operations — speeds up work. No need to recheck 
for accuracy of angle. 


STREAMLINED FOR PRESENT DAY WORK — Meeting 


rigid military requirements has led to the development 
of this drawing aid. 


PLACE ORDERS NOW FOR EARLY DELIVERY 
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sity, Middletown, Conn., in 1892. He conducted his 
own paper sales agency at Boston until 1894, when he 
joined Case Brothers. He became vice-president in 
1908, treasurer in 1918 and secretary in 1919. He also 
was a director of Case & Marshall Company, paper 
manufacturers of East Hartford, Conn., and president 
of the Highland Park Water Company, of Manchester. 
Surviving is the widow, Mrs. Maytie Case Crowell. 


+: + | 
S. J. REGINALD SAUNDERS 

S. J. Reginald Saunders, 47, president of the S. J. 
Reginald Saunders & Company, publishers and sta- 
tioners and widely known in Canadian literature, died 
suddenly recently at his home, 400 Avenue Road, 
Toronto, Ont. 

During the past decade, Mr. Saunders’ achieve- 
ments in the field of Canadian publishing have been 
noteworthy and his death is considered a decided 
loss to Canadian literature. Coming to Canada after 
the First World War from his native England, he 
established his publishing and wholesale stationery 
business in Toronto in 1931, and in 1943 it was in- 
corporated under the name of S. J. Reginald Saunders 
and Company, Ltd. The firm represented a number 
of well-known United States stationery and office 
equipment firms and publishers. 

Born in Croydon, Surrey, England, son of Sydney 
and Flora Theresa Saunders, he received his educa- 
tion at Christ’s Hospital, England. He served in the 
First World War from 1915 to 1920, when he com- 
manded the 502nd Field Company, Royal Engineers, 
with the rank of captain. 

Surviving are his widow, Ila Campbell Saunders; 
his mother, and sister, Agnes Saunders, all of Toronto; 
and a brother, Charles J. R. Saunders in England.— 


SJL 
Y - & 


CHARLES W. NORTON 

Funeral services for Charles W. Norton, a past pres- 
ident of the Office Equipment Association of Phil- 
adelphia, Pa., were held in St. John’s Episcopal 
Church, Lansdowne, Saturday, August 18. He was 
vice-president and Philadelphia manager of the Shaw- 
Walker Company. 

Mr. Norton, who lived at 16 East Plumstead Avenue, 
Lansdowne, died August 15. He had been associated 
with the Shaw-Walker Company for the last 37 years. 
He was a Mason and a member of the Rolling Green 
Country Club and Kiwanis. 

Surviving are his wife, Marguerite Ray Norton; a 
daughter, Mrs. Donald K. Wright of Devon, Pa., and 
two sons, Robert M. Norton of Skaneateles, N. Y., and 
Lawrence K. Norton of St. Paul, Minn. 

Burial was in Arlington Cemetery, Upper Darby, 


Pa.—_SML 
+ - 


CLIFFORD M. GROVES 

Clifford M. Groves, 53, of Columbus, Ohio, a factory 
representative of the S. S. Stafford Company, ink 
manufacturers, died in St. Francis Hospital at Colum- 
bus on August 5 after a heart attack suffered several 
days before. 

A resident of Columbus for the last 15 years, he was 
a member of the First Presbyterian Church and the 
F. & A. M. Lodge. He was a veteran of World War I, 
during which he served overseas with the quarter- 
master corps. 

Surviving are the widow, Mrs. Mary M. Groves; 
his parents, Mr. and Mrs. Maurice L. Groves, Phil- 
adelphia, Pa., and a brother, W. Raymond Groves, 
Philadelphia. 

+ - + 


MRS. SILAS C. OVIATT 
Death came to Mrs. Silas C. Oviatt at her home in 
New Orleans, La., on Sunday, July 22. Now engaged 
as government supervisor for the A. B. Dick Company, 
Chicago, the decedent’s husband has been with the 
concern for about 30 years. Mrs. Oviatt has made many 
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BOOKKEEPER—CREDIT MAN 
STOCK CLERK & P. A. 





THESE AND - 
HUNDREDS MORE USE 


Wherever facts must be segre- 
gated for quick reference, these 
little signals do a remarkable 
job in saving time. Attached to 
file cards, visible index pages, 
ledger sheets, etc., they bring 
order out of chaos—thereby in- 
creasing a department's effi- 
ciency considerably. 


The H. C. Cook Co., 14 Beaver St., Ansonia, Conn. 


COOK’S 


Stainless Steel 


FILE 
SIGNALS 





MAPS 


DEALERS ! 


Be prepared to meet the ever increasing 
demand for maps. 


SCHOOL — BUSINESS — TRAVEL 


CLEARTYPE MAPS 


BLACK AND WHITE 


COLORPRINT SERIES 


COMBINATION 
RAILROAD — AUTO MAPS 


MAPS MAPS 


for of 
EVERY PURPOSE EVERY WHERE 


WRITE FOR CATALOGUE 
AND 
DISCOUNT SCHEDULE 











AMERICAN MAP CO., INC. 


16 EAST 42nd ST., N. Y. 17, N. Y. © MU 2-7581 
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When production permits 
The Famous Four 


PRESTO Profit Makers 


will be at your service 
— BETTER THAN EVER 


1.— PRESTO Stapler 









2. — PRESTO Staples 










World's Fastest Selling Desk * 
Stapler in Pre-War Record. PS 


r 


f= 3.— Amazing PRESTO 
/ == Staple Remover 
/ Sturdily built of 


colorful plastic and 
hardened steel. 
















4. — PRESTO 
Personal Paper Punch 


Sells itself — with attractive 
counter card. 


Metal Specialties Mfg. Co. 


3200 Carroll Avenue Chicago 24, Illinois 
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SOLID BRONZE 


HONOR ROLLS 
AND 


WAR MEMORIALS 


Once again you can sell honor rolls, signs, tablets and me- 
morial plaques of International Solid Bronze. Quick, profitable 
sales to your regular customers — businesses, churches, insti- 
tutions, fraternal organizations, etc. Dignified, imperishable, 
modest in cost. 
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For the ultimate in economy, we continue to make handsome 
International Simulated Bronze honor rolls — mounted on 
solid, hand-rubbed walnut. 

Many standard designs available in both solid and simulated 


bronze — or we submit sketches of custom designs without 
charge. Every cooperation given dealers. Write for complete 








details and free Catalogue A, 





INTERNATIONAL BRONZE TABLET COMPANY, INC. 


36 East 22nd Street, New York 10, N. Y. 
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trips with him, becoming well acquainted among the 
dealers served by the Dick organization. 
+ | 
WILLIAM WOODFINE 

William Woodfine, 64, a pioneer in the typewriter 
business, died suddenly on July 20 at his home, 422 
Beatty Avenue, Verdun, Quebec. Burial was in Cote 
des Neiges Cemetery. 

Born in Newfoundland, Mr. Woodfine came to Mon- 
treal at an early age. He entered the typewriter busi- 
ness 49 years ago and became Montreal manager of the 
old Hammond Typewriter Company. He then worked 
for the Underwood Elliott Fisher Company, now Un- 
derwood Corporation, spending two years in New York, 
N. Y. With his brother, Peter, he established his own 
business, the Rebuilt Typewriter & Repair Company, 
25 years ago. 

Inventor of several mechanical improvements for 
typewriters, he devised the “magic margin” found on 
modern Royal machines. Mr. Woodfine was a member 
of the Canadian Typewriter and Office Machine Deal- 
ers Association, 

Surviving are the widow, the former Tisha Scanlan; 
two sons, Leo and Frank; and four daughters, Edna, 
Rita, Leona and Dorothy, all of Montreal.—RC. 

+ - + 
EBERHARD FABER 

Eberhard Faber, 51, vice-president of the Eberhard 
Faber Pencil Company, Brooklyn, N. Y., and his 
brother-in-law, Col. Brock Putnam, retired Army offi- 
cer, lost their lives in the surf at Seaside Park, N. J., 
on August 25 in an attempt to save Faber’s son, James, 
from drowning. 

The decedent was a son of the late Lothar Faber, 
former president of the pencil company. He is survived 
by his widow; his son, James, and a daughter. 

ee 


ROYDEN G. COWAN 


Royden G. Cowan, a New York salesman for the 
Shaw-Walker Company, died recently at Peck Me- 
morial Hospital, Brooklyn. His age was 65. His wife 
and a son survive. —GET. 


AMERICAN HOUSE TO BE VETS’ PROJECT 


Announcement has been made of a plan to make 
American House, now temporarily located at 154 Nas- 
sau Street, New York, N. Y., the center of United States 
commercial activities with the world, under the direc- 
tion of ex-service people representing American firms. 

American House plans to open sample, show and 
salesrooms in the United States (and eventually in 
all foreign countries) for export and import, staffed 
by war veterans. Other American veterans will be 
trained for this work. 

Fred A. Orleans, recently of the U. S. Army Trans- 
portation Corps, outlines the project as follows: 

“Our failure in the past to train our young men to 
act as the representatives of United States manufac- 
turers in foreign countries has greatly handicapped 
our export sales. With the exception of a few very 
large firms, we have been transacting our export busi- 
ness through agents, who were not citizens of the 
United States. Such agents very naturally did not take 
much interest in creating permanent and satisfactory 
foreign markets for our products. 

“Tf we are to build our export business on firm foun- 
dations, we must make an effort to train young 
Americans to act as our foreign agents and send them 
to all points of the world. These young men will have 
to cultivate friendly relations with the population and 
the merchants of other countries and assist us to 
increase and perpetuate our foreign business.” 

Mr. Orleans points out that millions of men now in 
the armed forces have had the opportunity to spend 
considerable time in many foreign countries and to 
learn the ways and habits of other nations. 
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FAIR CHAIR CUSHIONS 





De Luxe Line (50%, genuine flaked foam 
rubber and 50%, cotton felt) 










#62 Steno size, list each... $2.70 
#64 Executive size, list each.............. 3.20 


All cushions are made with fibre matting (on one side) and 
gabardine (on the other) and are available in brown or green. 


2" CUSHIONS fas shown at right) 


De luxe Line (50%, genuine flaked foam 
rubber and 50%, cotton felt) 


eRe eee eee eee eee 


Rete eee eeeeee 


FA/ FURNITURE COMPANY 


1197 McCARTER HIGHWAY, NEWARK 2, N. J. 
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“Here's 
where we're 
giving it to 


them now” 


—and here's the 
line of globes that 
is hitting new sales 
peaks for dealers 
by bringing the 
war home to Amer- 
ican families. 


CRAM - Sell Revising GLOBES 


In A Wide Range Of Styles, Sizes And Prices 





A Cram globe is an ideal gift for any 
home, and especially for homes that have 
a boy or girl serving overseas. It brings 
the war home—gives a graphic conception 
of distance and locations. Cram's "'Self- 
Revising Globes are recognized for their 
accuracy, completeness, beautiful coloring 
and mountings. Popular priced models sell- 
ing as low as $2.45, deluxe illuminated 
models selling up to $90. Order NOW for 
early Christmas selling. 


Send for Catalog No. 44 


THE GEORGE F. CRAM COMPANY, 
730 E. Washington St. 





INC. 


Indianapolis 7, Indiana 
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TYPEWRITER 





WOODSTOCK TYPEWRITER COMPANY 


WOODSTOCK, ILLINOIS 














EQUAL TO PRE-WAR QUALITY 


—@e— 


THE ORIGINAL NORTA 
PLASTIC TYPE CLEANER 


NORTA does a good all-around cleaning job of 














cleaning typewriter type, stamps, etc. 


No need of scrub- 
bing or rubbing. No dirty, greasy hands, no soiled 
clothing. Just mold NORTA, press and roll gently 
back and forth and “Presto”, the grease, dirt and 
ink have been lifted from your typewriter type in 


A gentle roll does the trick! 


one easy, clean operation. 


No wonder dealers everywhere are 
pleased to recommend and_ supply 
NORTA to their customers. 


« 


EXCELLENT VALUE e FAST SELLER 





Order Today 


Reorder Tomorrow 


NORTA DISTRIBUTING Co. 
119 WEST 40th ST., NEW YORK 18, N. Y. 
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TusuLar Coin WrapPERS 
Stationers! It's your Line—Exclusively! 


“Steel-Strong” Products are sold through 
Stationers and Office Supply Dealers only. 
We have no retail salesmen to pirate your 
customers and cash in on your missionary 
work. 


Write for liberal discounts and sales help on: 


Coin Wrappers Lead Seals 


Bill Straps Seal Presses 

Coin Bags Teller's Moisteners 
Currency Bags Manual Coin Counters 
Draw String Bags Currency Racks 


Wrapper Cabinets 
Sorting Trays 
Coin Storage Trays 


Metal Clasp Bags 
Night Depository Bags 
Linen Shipping Tags 


Downey Change Trays 


HANNIBAL, MO. 








THE C. L. DOWNEY CO. 
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LET YOUR HAIR DOWN WHEN 
THE ADVERTISING MAN CALLS | 


By M. B. PEARLMAN 
Addressing Machine & Equipment Co., 
New York, N. Y. 





Hollywood generally shows advertising men rushing 
breathlessly in and out of clients’ offices. And it’s a 
sad truism because a client rarely spends enough time 
with the man who plans his advertising—he considers 
his daily crossword puzzle more important than a ses- 
sion with the advertising brains. 

What a tragedy for that client! If it was just a 
matter of art work alone it would be very simple and | 
justifiably correct to have that advertising man rush- 
ing in and out to get an approval. But with mer- 
chandising, copy slants and sales promotion all part | 
of the advertising scheme, it is important for the ad- | 
vertising man to know as much as his client about 
sales methods and company policies. If a good adver- 
tising agency man is interested in your account, he 
should spend time talking with your salesman, your 
factory foremen, your laboratory staff, and, above all, 
the man who guides the destinies of the company. 

From informal talks with all of these people, your 
agency representative can evolve a good advertising 
campaign. He certainly can’t do it by just rushing in 
and out of your office to get that O.K. for some ad 
that either he or his copywriter made up on the spur 
of the moment. 

Advertising is salesmanship in print and you | 
wouldn’t send a salesman out unless you have walked 
him around the plant, showed him how the product is 
manufactured and talked with him about sales hints 
and helps. You can’t expect an advertising man to do 
his selling in any other way. 

I have seen any number of agency men—especially 
the busy Hollywood-type agency—take over an ac- 
count, have lunch with the check signer and then rush 
back to the office and bat out a half-dozen trade ads. | 
The presentation is beautiful, the art work ultra. But 
the ads never sell anything—they don’t even sell the 
company. | 

So, let your hair down. Get yourself a great big 
hook and the next time your advertising man is about | 
to rush out of your office, grab that hook, collar him, 
and sit down with him for a real heart-to-heart and 
man-to-man talk about what you are trying to do, 
how you’re operating, how your sales problems stack | 
up and even how you are facing problems in manufac- 
turing. And don’t worry about using up his time. 
He’ll charge you for it. But in the final analysis, it 
will more than pay for itself. 

We'll repeat, let your hair down for the advertising 
man. You won’t get clipped—you’ll profit. 








—_——————-. > 














SILVER ANNIVERSARY—The month of September marks the 

silver anniversary of Ben Wachtel with the Parker Pen Co., 

Janesville, Wis. Ben started with the company in 1920 after 

quitting the carbon paper business. (Story appeared in June 
issue of Office Appliances, page 120). 
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SHALLCROSS 


STENCIL 
DUPLICATOR 





The ink that sells 
itself by its fine 
performance 











Made in four grades to fit every 
purse and purpose—and guaranteed 
to satisfy your customers’ demands 
for dependable, trouble free stencil 
duplicating. 





SELL SHALLCROSS INKS 
for repeat orders. Write, 
today, for descriptive 
booklet and prices. 














The SHALLCROSS COMPANY 


Manufacturers of 
, 


Inks-Ribbon-s-Stencils-Papers 


FORTY EIGHTH ond GRAVS FERRY ROAD 
PHILADELPHIA 43, PENNS 








MULTON 


SQYS...- 








This is still the season for... 


ALL-WEATHER 


STAMP PADS 


(LL-WEATHER 
a +7 SPECIALTY CO. 


200 Fifth Avenue, New York 10, N. Y. 


Factory at Elizabeth 1, New Jersey 

















245 

















CARBON PAPERS 


= 






TYPEWRITER RIBBONS 


Made right— Priced right — 
Sold right. Here’s a ribbon 
and carbon proposition you 
can turn into real profit. 
You can always count on our 
cooperation. 

| 


EXCLUSIVELY for 
DEALERS “ STATIONERS — 


Complete details on request 


ALLEN & COMPANY 


DEPT. M 
11-13-15 VANDEWATER ST. 
NEW YORK 7, N. Y. 





The Facilities of a 
Sales Organization 
and Warehouse Are | 
Now Available * 


ARE YOU LOOKING FORWARD 
TO POSTWAR DEVELOPMENTS? 


Sales organization and warehouse located 
in New York City, and covering the states 
of New York, New Jersey and Pennsyl- 
vania as well as all of the New England 
States since 1928 are now in a position to 
take on a line of high grade office desks, 
chairs or files. Any item which has merit 
and will sell to the retail office furniture 
dealer will be considered now or post war. 


Box J-213 OFFICE APPLIANCES 
100 East 42nd St., New York 17, N. Y. 











~ 


Just as Tiffany leads in jewelry —just as 
Ford stands at the head of industrialists 
—so does CANODE stand for what is 
best in duplicating inks. 





45 years ago Fred Canode, a chemist, be- 
gan making duplicating inks. Mr. Canode’s 
scientific training, plus 45 years’ experi- 
ence, gives you the finest duplicating inks 
you can buy. Yet they cost no more than 
ordinary inks. 


Try Canode's Premium Ink—dquick dry- 


ing—minimum penetration. The finest 
duplicating ink made. 


For a good ink at low cost try our Bul- 
letin Ink. 





Samples and Prices on Request 
Why buy an inferior ink when you can 
get Canode's at no greater cost? 


INK SPECIALTIES CO., INC. 
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SLt-Vse BOOK RAC 
FOR ene” cui 


OFFICE, HOME, 
HOSPITAL 


$3.00 


List 





Reg. dealer discount 


Walnut, 
Green and White HOLDS: 
TELEPHONE BOOKS 
STENO BOOKS 
READING BOOK 
TABULATING SHEETS 
ADDRESSING LISTS 
DICTIONARIES 


DISPLAYS: 


SHEET MUSIC 
ARTISTS - DESIGNERS 


SIZES: 


7!/o"x12" 12"x7/," 
10x13" 13"'x!0" 


Folds 








Special sizes to order. 
flat when not in use. 


PEP PRODUCTS CO. 
1776 Broadway 
New York 19, N. Y. 





a 








519 N. HALSTED ST., CHICAGO 22, ILL. 
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A PERMANENT PEDESTAL 


Many who bought BOSTON Pencil Sharpeners before the 
War have seen them serve throughout this time when Pencil 
Sharpeners are unavailable. To them, BOSTONS have won 
a permanent place in their office, a pedestal of merit for 
dependable service. 

A limited number of BOSTON KS Sharpeners are now 
being manufactured, all shipments being made in accordance 
with priority regulations. 


| RO MO}, | 


PENCIL SHARPENERS 


C. HOWARD HUNT PEN CO. 


CAMDEN, N. J. 
SPEEDBALL PENS, HUNT PENS AND ARTIST PENS 

















@ A Glass Smooth Plastic Fibre Board 
@ Vise-like Spring Holds Papers Securely 
@ Unreservedly Guaranteed 


Furnished in the Following Sizes 
Stock PRICE 


No. Size Ea. Doz. Gross 
200 6%%”"x11” $0.50 $5.75 $67.50 
203 S Vea .50 5.75 67.50 
204 9” x12%” .5D5 6.35 72.00 
205 9” x15%” .60 7.20 78.00 


Packed 2 Dozen to a Carton 


Write for descriptive circular. 


SERVICE PRODUCTS CO. 


2035 So. Calumet Ave. ° Chicago 16, Ill. 
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CLAROTYPE Stree” 


INSTANTLY 





NO EVAPORATION IN STOCK 
NON-INFLAMMABLE 








WAREHOUSE 


WE SHIP * stock 


NEW YORK 
CHICAGO 


LOS ANGELES 
CHARLESTON, S. C. 


THE CLAROTYPE CO., INC. 


261-M BROADWAY NEW YORK 7, N. Y. 
















AUB a RS 
“FAVORITE” DESK CLASSIFIER 





75 YEARS 


Outstanding Stationers throughout the country 
have endorsed the Cooke & Cobb line for all these 
years. The reason is fast selling profitable merchan- 
dise. In demand because they are up-to-the-minute 
in style and construction, quality and values. 


THE COOKE & COBB COMPANY 
Originators of Expanding Specialties 





57 NINTH AVE. NEW YORK 11, N. Y. 
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SORRY 


AT 


No Typewriters yet! 


ee 
We still have better ribbons and car- 
bons—at better prices. 


REGALRITE . 


Carbon Papers 

Typewriter Ribbons 

J Nolet belo mm \/(olelebb elm abteyerey et.) 

| sole) 4:¢-1-) o) bole mm \/ Lo (od ebbet-Me att e)ele) et; 


HEADQUARTERS . 
Royal Typewriter Parts for Dealers 


ae 
You should try REVIVO; it renews 
jo) Cott -yet-Mmot ele MMed (rebel MEG gel-Mmoteelor stolen hal 


ANTICIPATE . . 
The manufacture of a limited produc- 
tion of new typewriters has been re- 
Clb bes lo MM B cee (wb el-M-Jelol ttle Mol Moa ceil (ose) (- 
soon. List your needs with us to be 
notified as soon as they come in. 


REGAL TYPEWRITER COMPARY 


(INCORPORATED) 


200 Hudson Street New York 13, N. Y. 





THAT CREATES 
4 DEMAND 


THE A/aisde/ 
NICK AND PULL 
151-T SERIES 

MARKING CRAYON 







The favorite with office workers 
and artists. Ideal for charts, signs 
and general checking purposes. 
Its quality lead is the product of 
Glen ore than half a century experi- 


NICK with string 
PULL the paper 


*(U. S. Pat. Ne. 1,756,953) 


ence in pencil making. Available in 
twenty-two colors. Be sure to stock 
Blaisdell Nick and Pull#151-T Series. 


SV ais0A eerwicris 


RES. U. S. PAT. OFF 


Si/aisdes/ PENCIL COMPANY, EST. 1893 —-PHILADELPHIA 44, PA. 
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Patent No. 2,185,985 


THE GREAT DAY IS NEAR 


Soon—we will be getting into our old stride. Soon—ship- 
ments of the PRECISE TRIMMING BOARD will begin reach- 
ing our friends all over the world. While we enjoyed 
working for Uncle Sam, yet it feels good to OKEH those 
orders that keep coming in frcm the regular trade. 
TODAY IS A GOOD TIME FOR YOU TO SEND THAT 
ORDER FOR THE PRECISE TRIMMING BOARDS YOU 
NEED. GET AHEAD OF THE RUSH. KEEP AHEAD OF 
THE CUSTOMER DEMAND. 


AMERICAN PHOTO LABORATORIES 





28 N. Loomis St., Chicago 7, Ill. 


* 











Stop Petty Thetis 


WONDER [OCK does everything the or- 


dinary lock can do—plus many things 
no other lock has ever done before. 
Instantly applied and will securely 
lock every kind of a drawer, file or 
door, (See Illustration). Also made 
to protect the contents of show cases. 
No holes to drill—no nails or screws, 
no tools required. Two drawers may 


be secured with one WONDER /OCK 
by the use of brace plate furnished. 





List Price $2.5 50 
Every store, office, factory and home a prospect. Used by U. S. 
government. Write at once for price and full particulars. 


| A / P. t Shi ints 
ONDER OCK 53 W. hetisan, Wve. on 4, ills. 











Have You 


a Friend—o business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? If so, send us the 
name, address and business and we will 
send a sample copy with our com- 
pliments. 
THE OFFICE APPLIANCE COMPANY 


600 WEST JACKSON BOULEVARD, CHICAGO, U. S. A. 
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EXPORTER 


@ Published in Great 
Britain every three 
months this popular 
Journal contains up- 
to-date news of the 
activities of British 
Manufacturers of 
stationery and allied 
lines. -A number of 
lines advertised in 
this journal, how- 
ever, are not neces- 
sarily available for 
export at the present 
time. 


Scores of American 
dealers are on our 
regular mailing lists 
and we shall be 
pleased to send you 
a copy FREE each 
quarter if you will 
complete and return 
the form below. 


BRITISH STATIONERY 





SEND US THIS COUPON 








To F. W. BRIDGES LTD. 

Proprietors THE BRITISH STATIONERY EXPORTER, 

34, Bridge Street, HEREFORD, ENGLAND 

(Late of Grand Buildings, Trafalgar Square, London, W. C. 2.) 


Please send to the address below Free Copy each quarter of 
the BRITISH STATIONERY EXPORTER. 


LS ae sa RRO ED = eee eR oe ee ee Renee ae 
(Please attach your business card or letter-head) 


EE eee oe eS ee ae ee CREEL Ne Son 











! MANSON POSTAL 





SCALES 


No. 1509 (illustrated) 


@ Capacity, 5 lbs. by 
Y% ounces. Computes 
postage for air mail, 
first class mail and 
merchandise up to 4 
Ibs. Easy to use, simply 
place mail matter on 
the platform and 
pointer automatically 
indicates the correct 
weight and amount of 
postage required. 
Accurate and durable. 
List $7.75 


SPECIFICATIONS 


Dial: 614” diameter, glass 
covered, Red and black 
figures on white, red for 
postage, black for 
weight. 

Platform: 512” square, 

Dimensions: 642” x 614” 
x9". 








PARCEL POST SCALE 

No, 1515 

mn Copeciey 50 Ibs. by 1 

cunce, m putes 

for merchandise up to $5 

Ibs. for all pos es. 

Dial 8” 

form 7” square. Overall 

dimensions 8” x 8 y x 

10”, Weight packed 9 Ibs. 
List $9.50 


Packing: One to a carton, 
Weight packed 6 Ibs, 


See your supply house. 








diameter, Plat- 








HANSON 
SCALE Co. 


325 North Ada Street, Chicago 22 ili i 
’ mois 





CARBON PAPERS 


relate, 
TYPEWRITER RIBBONS 






WRITE way 
to gain more 
customers 













People all around your store are buying WRITE 
products—and they ought to buy them from you. 


Display WRITE Carbon Papers . . . famous for 
making more and cleaner copies from each typing. 


Display WRITE Typewriter Ribbons . . . pre- 


ferred for sharp, legible originals. 


Let people know you carry WRITE products 
—and watch them buy—FROM YOU. 


Send TODAY for Samples and 


Discounts. 
Immediate Deliveries—No Delays 
rae) Lexington Avenue 
write ed York 17, oe 
D 


FACTORY: Bridgeport, Conn. 
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The Secretary says: 
“I never dreamed stencils could make such a difference in the 
quality of duplicating work. With TEMPO Film Stencils, I 
type right on the film and that means mo cut out or loop letters. 
Typing on the film prevents oil penetration, so I can switch 
from stencil cutting to regular typing without cleaning type 
or rolls. This also saves cutting time. Best of all—I get copies 
that I am proud to show to my boss.” 











@ TEMPO offers the most complete line of stencils 
with or without film — WRITE FOR CATALOG. 



















MILO HARDING COMPANY 
432 WEST PICO BLVD., LOS ANGELES 
317 THIRD AVE., PITTSBURGH 


Makers of the famous TEMPO FILM STENCIL 


Visible Record Depts.— System Men _ | | 


Get Information About Handifax Selected Dealer Plan 



























Easy to sell. Price complete in Join cards 
Steel Equipment is half usual together, 
price for visible records. You file in 

can sell along with your other letter 
visible equipment. Make sales folders, 
100 cards to 100,000 cards. or on 
Liberal discounts. You find card sheet 
prospects; send us forms they backs in 
now use or tell us what they steel 
want. We help work out plans files. 










F 


to sell installations. 
10 Years National Use 
Ask for Catalog 
ROSS-GOULD CO. 


313 N. TENTH ST., ST. LOUIS |, MO. 








Handifax Ring Binders 
for 100 to 500 cards 








J 4 
Instant Reference File Saves Executive Time—2000 to Saves Clerical Time—20,000 cards 
Pull Out—-See—Push Back 6000 conveniently at hand for quick reference or posting 


HANDIFAX Visible Records -- St. Louis 
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FAULTLESg 


SECTIONAL POST 
BINDERS 


ARE THE ANSWER... 
...TO THE EXACTING 
DEMANDS OF TODAY 
MADE IN ALL STOCK 
AND STANDARD SIZES 
TO MEET YOUR EVERY 
REQUIREMENT .. . 


STATIONERS 
LOOSE LEAF CO 


MILWAUKEE 1, 524 N. Broadway 
NEW YORK 3, 114-116 E. 13th St. PROGRESS 


* 





STALOK 

















RAPID LOCK 








Two all-purpose items in the complete 
Weldon Roberts quality line for all 
erasing requirements. 


bd 


SRT: ee er N ° Ss. 3 3 3 as 3 3 4 | N '?) | A 
No. 399 (Two Sizes) 
TRI-PLY The standard all-purpose 


The leading : red rubber eraser 
typists’ eraser 


























’ y a: 
WELDON ROBERTS RUBBER COMPANY 
A a i Newark 7, New Jersey pease 
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, MAIL BAGS 


>) 


Complete Line of Canvas 


and Leather 


Mail Bags- 


Send for Descriptive Circular 


Canvas Products Corporation 


Leather Specialties 
Canvas and No. QNE 


O. Box 
wie pu LAC, WISCONSIN 








The 
Permanent 
Successor 
To Rubber 
Bands 


G-+++-BANDS 


PRACTICAL and DURABLE 


Holds papers, deeds, mort- 
gages, insurance policies, can- 
celled vouchers, etc., neatly 
and in order. Obtainable in 
lengths from 6” to 54”. Used 
by manufacturers, _ retailers, 
commercial institutions, banks, 
etc. Write for samples. 





Rochester Wire-0-Binding, Ine. 


Rochester 4, N. Y., Dept. 2-0 














PROFIT ITEMS! = 


Reconversion to peace-time selling means your customers 
need Addressing and Mailing Room equipment to carry 
on expanded direct mail advertising. We have this 
equipment for you at prices that give you a good 
margin of profit. 


ADDRESSING MACHINES TYING MACHINES 
LINE-A-TIMES 


MI MEOGRAPHS 
LIQUID DUPLICATORS SEALING MACHINES 
MULTIGRAPHS FOLDING MACHINES STAMPING MACHINES 
MULTILITHS LETTER OPENERS KARDEX 


and all supplies, accessories, parts 





MAILERS SERVICE & EQUIPMENT co. 


40 W. 15th ST. (MAILERS BLDG.) NEW YORK 11 








MEILICKE Withholding Tax 
and Payroll Calculators 


serve war plants and all in- 
dustry with fast, accurate 
calculation of all details in 
the payroll figuring, the 
most important relationship 
between management and 
labor. Figured to the near- 
est half cent, clear and di- 
rect, simple and easy. 






Also make interest, discount, lum- 
ber, coal, freight and many other 
calculators. Write us about your cal- 
culation problems. 


3458 North Clark St. 
Meilicke. Systems, Inc, 1" aaa 
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MERCHANDISE 
MANAGER 


Well established Chicago company needs a Mer- 
chandise Manager. Age: 35 to 40, preferably 
college graduate, at least ten years experience in 
retail, wholesale and mail order fields, including 
buying. To be responsible for determining mer- 
chandise lines and items, establishing proper 
sources, pricing and gross profit, and inventory 
control; also assist in sales promotion plans. Salary 
$7,500 to $10,000 plus bonus. Write details, 
including photograph to X-305 care Office Appli- 
ances, Chicago 6. 











BANK PASSBOOKS 


and Pocket Check Covers 


New methods of manufacturing 
make Low Prices and Easy 
Sales. Super Finish and An- 
tique Moorish Passbooks. N.C.R. 
and Burroughs Window Ma- 
chine Passbooks and all other 
style Passbooks and Check 
Cases. BIG OPPORTUNITY 
for Bank Supply and Stationery 
Salesmen. 


Write for samples and prices. 
Full particulars on request. 


AMERICAN PASSBOOK CO. 


AKERS BLDG. CLEVELAND, OHIO 








Provides for all legally required 





Income Tax Records, Federal and 


$5 State, 


RETAIL PRICE 


Generous Discounts 
for high Mark-up. 


Commonwealth Publishing Company 


under one cover. Place 
samples of all Income Tax Records side by 
side, regardless of price, and 9 customers 


out of 10 will BUY the LIBERTY. 


508 So. Dearborn St. 





Chicago 5, Ill. 


SPzEDINO 
“12 WAYS BETTER” 
STAMP PADS 


Outlasts 5 ordinary pads. Gives 
sharper impressions with full 
inking. Can be re-inked indefi- 
nitely. Silent, dust-proof, 
sag-proof. Available in a wide 
range of models and sizes for 
every stamp pad purpose, in 
office, factory, etc. Write for 
new catalog and prices. 















ONLY PAD MADE ; 
OF SPONGE RUBBER } 
Surface “self- } 
seals” against '! 
evaporation. A! 
“life time” pad. ! 


RIVET-O MANUFACTURING CO., 96 Jason St., Orange, Mass. 
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New Wartime 


Emergency Location aN 


UNTIL THE 
VICTORY IS WON 





EHRLICH 
UPHOLSTERY WORKS 


306 ECKFORD ST. 
BROOKLYN, N. Y. 








PONE ESL EI LTA EL AELL ELE SL ELLIE LILIES ELLIE 














> / 
, | 
} . . 
: | Available again—due to 
° 
“4 relaxed W.P.B. rulings! 
R. | Your customers are in the market for 
a- Honor Rolls of real solid Bronze—a de- 
| mand you can now meet! Let us show 
or you the way to increased sales and profits 
k thro ugh these _fast- moving | items. Let 
; ‘Bronze Tablet Headquarters’’ also supply 
Y you with memorials, testimonials Bronze 
tablets, doo rplates, signs—all in gle aming, 
ry solid Bronze. No investment on your part; 
full cooperation extended on all inquiries. 
/ WRITE TODAY FOR ILLUSTRATED CATALOG 
j | =e SELLING INFORMATION TO 
| 


UNITED STATES BRONZE SIGN CO. INC. 


“BRONZE TABLET HEADQUARTERS” 
570 BROADWAY, NEW YORK 12, N. Y. 


” MARKILO 
CELLULOID PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need 


Write us for details. 


Markilo Company, Mfrs. 


Chicago 9, U.S. A. 


3633 S. Racine Ave. 


NEATYPE 


TYPE & PLATEN 
CLEANER 


Highest Quality 

Large Bottle 

Fast Easy Seller 

Wonderful Repeats 

Large Profit 

AND—Mr Dealer— 
NEATYPE is sealed in such 
a way that there is NO 
EVAPORATION IN STOCK. 


For Full Particulars and Samples, Write 


STARKEY Be os & SUPPLY £O. 


3800 AGNES AVE, KANSAS CITY 3, MO. 
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ROLLING STORE LADDERS 


“A” Type Ladders e Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 


Defense plants use 
Rolling Ladders. 
Send for Folder and 


prices and go after 
some of this business 











Manufactured by 


I. D. COTTERMAN “**"ciickco a 











comfllnn? \ 


=Ey= 


DAYTON STENCIL 
WORKS CO. *chic™ 





ee ee 


Nation-Wide PAYROLL BOOK Gyicce Aide 


Provides for 


A COMPLETE YEAR'S RECORD FOR 25 EMPLOYEES gf 


with 5 weekly periods for each month, through use of cut leaf sheets 


EMPLOYEES’ PERSONAL HISTORY RECORDS 
CUMULATIVE WAGE AND TAX DATA 

FEDERAL AND STATE PAYROLL TAX COMPUTATION 
WEEKLY WITHHOLDING TAX TABLES 


No. 5001. Size 7x8!/z, plastic bound $00 


List 
F.0.8. 





136 pages, heavy pressboard covers 
ORDER NOW FOR IMMEDIATE DELIVERY 


Write for catalog illustrating payroll calculation book and other payroll records, 


THE COLONIAL CO., 2954 Ave. Q., Brooklyn 29,N. Y. Dewey 9-2844 









COMPLETE 
* DEALER LINE x 
OF 


FILING SUPPLIES 





Systems Folders 
E ° 

Printed and Ruled 
Guides and Indexes Stock Forms 





SPECIAL FORMS FOR YOUR SPECIAL NEEDS 
THE DACO CARD & INDEX CO. 


9 Federal Court Boston, Mass. 
eee 
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Extra sharp points for easier marking — 


MOORE 
Metlhed Maptacks 


They’re easy to use—and the heads stay on— 
two reasons for steady profits and repeat sales 
when you sell MOORE Maptacks. All sizes, 
shapes and colors — plain, numbered, lettered 


or with special markings. f) 








MOORE PUSH-PIN COMPANY e¢ Sie 7900 | 
113-25 Berkley Street, Philadelphia 44, Penna. 








NON-RUBBER 


Typewriter 
Keys 





. 
The SPRING’S 
the THING! 


MASTER 
SPEED KEYS 


Guaranteed for three 
years. 


Speed Key Mfg. Co. 325,cotwmbes piece 















S0-EASY 
MOISTENER 


NO PRIORITY REQUIRED 


re ens NES, You can buy moisteners with- 
envelopes, gummed out priority now. Send me 
labels. your orders. Free information. 


A. MOHLER, Manufacturer 


Onamia, Minn. 














MAGIC FLOW 


An Excellent 
Duplicating Ink 
Duplicating Stencils 


Samples and prices upon request. 


CONTINENTAL 
INK COMPANY 


3144 S. Austin Blvd., 
Cicero, III. 














RITE-RITE MFG. CO. * DOWNERS GROVE, ILL. 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 
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PERMA-BILT 


Sectional filing 
equipment for 
every standard 
record size. 


PERMA-BILT 
EQUIPMENT 
COMPANY 


HANNA BUILDING 
CLEVELAND 15, OHIO 














In and Out Registers 


VERE ERB ESERERBEREBSES ES SOE SS ES SS 8 Ee 8 8 8 i| 
Desk Name Plates 
Bulletin, Directory and 


Menu Boards 


for every purpose. Send 
for new edition of our 
20-page catalogue. 





37 East 12th St. 


AC RE E New York 3, N. Y. 


a"s” ssn nb DE EERE LEE err. , 


HEAVY DUTY 


did you say? Then your 
answer is the sturdy 


ACME No. 1 


HEAVY DUTY Hand Stapler 


= 
Changeable letter signs : 
“ 
: 





eee ee ee see ee ee 








Ideal for ‘astening voluminous correspondence, 


sample swatches of paper. leather and fabric, for 

stapling of catalogs, programs, etc. Adjustable Full details 
guide for accuracy. ACME No. 1 can handle three in our 

leg lengths: %, 5/16 and %” without mechanical Silverstreak 
change and can be especially equipped to take %”’. Folder. 
ACME STAPLE CO. 
1648 Haddon Ave. Camden, N. J. 





ALSO MFR. ACME NO. 2—SURESHOT—SIMPLEX—MIDGET 
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A 
MAN 
iS WISE 
WHEN HE BUYS 
HIS GOODS FROM A 
HOUSE OF REPUTE, FOR 
THEN HE IS ASSURED OF FAIR 
AND TRUSTWORTHY SERVICE. WHEN 
TYPEWRITER PARTS OR DATED PLATENS 
ARE ON THE LIST THE WISE MAN GOES TO 
SHIPMAN-WARD'’S, FOR THEIR GOODS HAVE STOOD 
THE TEST. SINCE 1892 THEY HAVE BEEN SERVING 
THE TRADE WITH FIDELITY AND COURTESY. SERIOUSLY, 
WE THINK YOU WILL WANT TO BE ONE OF OUR MANY CUSTO- 

MERS, SO WHY DON’T YOU SEND FOR ONE OF SHIPMAN-WARD'S 
CATALOGS WHICH ILLUSTRATE, DESCRIBE AND PRICE THE PARTS YOU 
ARE INTERESTED IN. JUST WRITE SHIPMAN-WARD MFG. CO., 325 N. WELLS ST., 
CHICAGO 10, ILL. YOUR ORDERS, LARGE OR SMALL, ARE ALWAYS WELCOME AT 
SHIPMAN-WARD. 


















| HEY'LL all be back soon — those office appliances you need — are 
waiting for. First in line of march will be Error-No line-by-line, all- 


steel copyholders. 





Of course we are taking orders for Error-No for future delivery. No 


dates . . . no promises until the shooting is over. 


Those first in line now with orders for Error- Luror- No 


No will be first to receive them when they 
come off the production line. 


Other famous 
Hall-Welter 
products are 
Chexsigno 
(Check Signer) 
and Speedrite 
(Check Writer) 


Ltit P ae 
[fy - 
|| ‘Eqs 
JEG. CORP. 
DIVISION OF 


Hall-Welter Co. 











ROCHESTER 7, N.Y. 
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RICORD wuss. 


(FRANCE) 
Organisation 





The largest organization of its kind in Europe is available to Amer- 
ican manufacturers of articles for office use who are interested 
in developing the French market. Fully trained in modern sales 
procedure, this company is experienced in the installation of 
equipment in many commercial offices, government bureaus, 
banks, schools and various other establishments. 

The main offices and plant occupy the entire eight-story building 
shown above. Included are sales rooms, conference rooms, dem- | 
onstration rooms and work shops. 

This organization is prepared fully to provide complete distribu- 














Interested ; 
epliesiindte in tion throughout France and French North Africa. Northern France 
P Y is served from offices and warehouse in Paris. Equipped to sell 
OFFICE MACHINES both wholesale and retail. Personal sales efforts supplemented by 


catalogs and company magazine entitled "Your Office," produced 


OFFICE FURNITURE 


ACCESSORIES 
OFFICE SUPPLIES RICORD - 1 to9 rue D’Italie - Marseille, France 


in our own printing plant. 











BUY THE BEST SELLER 


REDIFIXT W-7 1945 WITHHOLDING TAX FORM 


Best because 











‘It is collated with STATE form (26 states available) 
all prepared to send to state income tax bureau. 


| It can be mailed in WINDOW ENVELOPES”, thus 
saving the cost and labor of addressing envelopes. 


‘It is ready for PROMPT DELIVERY, 5-part with 
State form or four-part without State form. 





REDIFIXT Carbon interleaved W-2 Tax Withholding Forms are far and away 
the most convenient yet devised. The two employee Copies REDIFIXT, so they 
stay together till employed is ready to detach them. Covers the details of 
Federal and State tax reporting. Imprinted for your requirements. The serial 


Nos. are now unnecessary (B.I.R. Ruling 5-8-45). Yes ... BUY THE BEST SELLER! 


*WINDOW ENVELOPES built for this W-2 form? We have them, too. 


CONSOLIDATED BUSINESS SYSTEMS, Inc. 


Department 27 
30 Vesey Street New York City, 7 

















OF! 
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Now...It Can Be "SOLD"! 
LUCITE-PLEXIGLAS Plastic Desk Sets 


by ALMAC 
Complete 


with FOUNTAIN PEN 


ALMAC has been preparing for vast 





production . . . waiting for the green 
light on available material . . . AND 
we are ready to ‘deliver the goods” 
NOW,—and again! Original desk sets 
that look like a million . . . but are 
priced low! Styled to SELL! 

Model G (illustrated) includes Deluxe Size, 24’'x19” Represented Nationally by 

Genuine Leather Blotter Pad tooled with 22 kt. Gold, 7 LEWIS SALES COMPANY 

units with Fountain Pen. Comes in Crystal, Amber, : 

Rose, Blue, Green. 20 other complete desk sets starting Room 504 = 230 Fifth Avenue 

at $7.50 list price. 100 additional clever creations. New York, N. Y. 


Write for Catalog and Liberal Trade Discounts 


ALMAC PLASTICS Inc. sew vou 10, N. Y. 


It's probably no news to you that Triumph Self-Inking Band Daters 
sell at three times the price of simple rubber stamps. But maybe 
you haven't thought about it this way—each Triumph Self-Inking 
Band Dater you sell in place of a rubber stamp adds up to three 
times the sales total and three to five times the profit! In addition, 


you make a friend of your customer—Triumph Self-Inking Band 
TRIUMPH 


Daters give him instant action, less waste effort, greater efficiency. Self-Inking 
BAND DATERS 


A snap of the wrist does the 

complete marking job. Unex- 
GET more! celled quality and sturdiness 
are built into this efficient 
time-saver. 


Sell Triumph Self-Inking Band Daters . . . you GIVE more and you 


The War isn’t over until our 
last Mother's Son is safe from 


harm. Buy more Bonds. 
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RETAILERS WINNING Double Header 


Foresighted American retailers are out to better their 
bond-selling record with a higher bond buying 


average. Improve your payroll savings plan now! 


Hews Why: 


@ Helps curb inflation 


@ Builds a larger future market for 


your goods 


@ Inspires employees to sell more Bonds. 
The best salesman is sold on 


his product. 


The Treasury Department a y 


Kew. Kou: 


Through personal contact ask every employee to sign 
up for regular payroll savings each week. Keep it up 
until you get at least 90% participation and 10% of 
payroll applied to the purchase of War Bonds. 


OUTSTANDING RETAILERS PROVE IT: 


X% employees {% total payroll 
participating savings 
Department store 98. 10.5 
Clothing store 100. 10.0 
Food store A 10.1 
Drug store 94. 10.3 
Specialty store 90. 10.0 
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’ Departm nt and War {dvertising Cownch 


OFFICE APPLIANCES, September, 1945 


























KR es LAAAAA AAA 1.1 MMAR LAAAAAAAAA BOGRERSEAASSIeiatient 


OF 








oO sign 
> it up 


% of 


. 


1945 


smctss KLERADESK 






~ fo cammaasee 


Model 6V-S 
(illustrated) meets 
requirements of the 
average business desk. Models 
3V-S to 12V-S use standard as- 


Equals 6 baskets 
or trays — Takes 
less space than 1. 


sembly rods. 











» « Keeps up your 
equipment volume NOW/ 


Made without an ounce of steel or 
rubber — without altering the 
basic design which made its reputa- 
tion as one of the greatest p< to 
desk workers, Your customers ap- 
preciate the opportunity to keep up 
efficiency with an item obtainable 
now; their satisfaction brings you 
repeat orders . . . The base and as- 
sembly rods are wood, The uprights 
are treated hardboard which gives 
a warm, pleasing appearance and 
great durability. A companion item 
to the successful glass Handi-pen set. 
Stock both . . . Write for circulars. 


Sengbusch Self-Closing Inkstand Co. 
309 Sengbusch Bldg. Milwaukee, Wis. 











HIGGINS ADS ARE 
They Sell 


YOUR ADS 





e HIGGINS AMERICAN DRAWING INKS 


e HIGGINS ART BOOKS 
e YOUR RELATED ART ITEMS 


They appear constantly in such publications as: 
AMERICAN ARTIST ee THE DRAFTSMAN) e 
PENCIL POINTS e SCHOLASTIC « AMERICAN VOCATIONAL JOURNAL e 


The mind of the artist, the hand of the 
artist, the medium in which he works— 
eel Milla luluLLRllinellctemelite 
unified in purpose, creative work of 
lasting value is achieved. 





TINT 
| 


ant I} 


NIT 


























INDUSTRIAL ARTS & VOCATIONAL EDUCATION ° 
SCHOOL ARTS e 


DRAWINGS FOR WOOD CARVINGS EXECUTED BY DUDLEY V. TALCOTT 


MECHANICAL ENGINEERING 
ENGINEERING NEWS RECORD 


HIGGINS INKS —The Master Art Medium 


With masters of art, HigginsAmerican Draw 
ing Ink is the chosen medium, for it translates 
the mental image, the creative skill of the 
artist into visualizations and finished work 
of clarity, depth and vigorous perception 


SEND FOR A 
COLOR CARD 


THE f 


INTERNATIONAL <<: 5 
STANDARD OF +! 
EXCELLENCE 


SINCE 1880 


GX 


Higgins 


HIGGING INE C0. LNC. 
271 NINTH ST., 
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Why one husband kissed his wife four times! 





a J 
bs ie for the money 


you’re saving...while it’s coming 
in faster through the war years. | 
know in my bones jobs like mine 
may not last forever. Who can tell 
what’s going to happen day-after- 


» 


tomorrow? Thank God you've got 
sense enough to see that today’s 
the time to get a little money 


tucked away. 





A United States War message prepared by the War 
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ing Council; approved by the Office 


4 
pa a for the War 


Bonds you’re making me hold on to! 
I’d never do it without you, honey; 
it’s too easy to find reasons for cash- 
ing "em in—but when it comes time 
to put the children through school 
or pay for an emergency operation, 


we'll be thankful. 


Magazine 


OFFICE 





of War Information; 


Publishers of America 


4 / 
py ee the insurance 


you talked me into buying. I’ve felt 
a lot easier ever since I’ve known 
our future is protected— you and the 
kids would be safe if anything hap- 
pened to me—you and I won’t have 
to spend our old age living on some- 
one’s charity. And every cent we put 
in insurance or War Bonds or other 
savings helps keep prices down, 


frertd az fecad for being you—a 
woman with brains enough in your 
pretty head to make sure we don’t 
buy a single thing we don’t need ir 
times like these— because you know 
a crazy wave of spending in wartime 
would march America straight into 
inflation. Baby, I sure knew how to 
pick ’em the day I married you! 


Owe. oe oe + oo 


ONE PERSON CAN START IT! 


You give inflation a boost 

when you buy anything you can 
do without 

when you buy above ceiling or 
without giving up stamps (Black 
Market!) 

when you ask more money for 
your services or the goods you sell. 


SAVE YOUR MONEY. Buy and HELP 
| hold all the War Bonds you 
can afford—to pay for the gs 
war and protect your KEEP 
( 


own future. Keepup 
your insurance. 


PPP LP PP PD PP 


nd contributed by this magazine in cooperation with the 
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HEYER Quality STENCILS 


Lettergraph Cellulose ........AAA Grade 
Royal Blue ...... sclk Se Repeats AA Grade 
 -EY ov sivcicvedecscs A Grade 
WE. R08 bon b6¥ie sic Rew oN EN esen ss Top Grade 


In note, letter or legal sizes. 





HEYER IDEAL DUPLICATORS 
Note - Letter - Legal - Folio Sizes. Com- 
plete with Ink, Sponge, Instructions. 





HEKTOGRAPH DUPLICATORS 
Note - Letter - Legal Sizes. Complete with 
Ink, Sponge, Instructions. 





HEYER GELATIN ROLLS and FILMS 
In amber or white for any model dupli- 
cator, Sizes 8°,” to 22” wide. 


MAKE THE BEST IMPRESSION 


They definitely improve the work of any stencil, 
gelatin or spirit duplicator. Forty-two years 
of scientific research and refinement to meet 
modern methods, has developed outstanding 
quality and performance. HEYER PRODUCTS 
are recognized leaders in business and educa- 
tional institutions throughout the world and 
they will insure good-will and lasting satisfac- 
tion to you and your customers. 

We manufacture a complete line of rotary 
stencil duplicators which will again be available 
very shortly. Our popular EFFICIENCY ROLL 
DUPLICATOR is now available. 


ay 7 Aare st 





LETTERGRAPH POST CARD PRINTER 


Complete with Case, 6 Stencils, 2 Tubes of Ink, Correction 
Fluid, Stylus, StencilScope, Base and Instructions. 


\ CARBON 


PAY VR 














HEYER HEKTOGRAPH SUPPLIES 
Finest in Inks, Carbon Paper, Pencils and Ribbons. 


PORTABLE CLEAROSCOPE 


Simplifies Drawing and Tracing on Stencils 
Complete with all Tools. 




















HEYER Quality INKS 


Finest reproductions for automatic or 
hand inked duplicators. Black and 7 colors. 





HEYER Quality REFILL 
For Any Pan Type. 1-2'2-5 and 10-Ib. Can. 


CARBON 
PAPER 





HEYER SPIRIT SUPPLIES 


SPIRIT CARBON PAPER for sharp, clean 
originals in Purple, Red, Green, Blue— 
Box of 100. 


SPIRIT PROCESS FLUID, assures maxi- 
mum brilliant copies. No odor—Galion 
Cans. 





HEYER Quality STYLI and GUIDES 

18 Varieties of Styli points with plastic 

handles. Easy to use Lettering Guides 
for many type faces and sizes. 














ith smooth *EKasy-Touch’ o* 
An | nderwood teature 


Chat helps vou so much. 


lingers: 


e keyboard is grand. 





Such ettortless typing pace 


No strain on youn hand. 


ndletiootl _ TYPEWRITER LEADER OF THE WORLD! 





